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key line selling | 
opens the door to 


More Profit — 
More Sales 
of all Lines 
More Money > 
for Salesmen 


See page 97 





T LET Tht 
ONES 
uU! 


@ Made by H-K’s forging methods. 
1%” and 1/2” diameters are 
standard in all listed lengths . . . 
“specials” up to 3” in any length. 


@ Standard catalog items shipped 
from stock in individual packages . . . 
unmatched SAME-DAY SERVICE! 


© 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 


Sold only through authorized Holo-Krome distributors. 


CLSED 2CtFy 


(or the small ones either!) 


SEE HOW H-K BOOSTS DISTRIBUTOR’S NET PROFITS... PAGES 22-23 
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Is Key Line Selling The Answer? — An Editorial 


Key Line Selling 


Planning for Greater Profits 
Management faces its responsibility to maintain profits 


The Role of Sales Analysis 
W hy significant sales break-downs are indispensable to key selling 


Sales Data Flows From Order To Reports 
Steps in accumulating, sorting sales analysis material are coordinated 


Sales Analysis Reports Are Key Management Tools 
Variety of reports prove useful to salesmen as well as management 


The Mechanics 


Job of extracting analysis data from orders is coordinated with order handling 


A Sales Quota That Salesmen Approve 
Use of averages is key to Orr Iron Co.’s quota determination 


Sales Training: A “Must” in Key Line Selling 
Emphasis on product knowledge and salesmanship features program 


Advertising Helps Selling Program 
Sales promotion function is up-graded in coordinated sales effort 


Coordinated Inventory Supports Sales Effort 
Analysis data enables purchasing to support sales effort with solid inventories 


Contests Add Sales Incentives 
Motivation of salesmen integrated with sales objectives 


Personnel Likes Program 
Assurance of progressive management heightens morale 


“The Solution to our Profit Problems” 
Top management looks forward to steady growth 





REGULAR FEATURES 


You Said It 7 Supply Sales Trends : News 
Talk of the Trade How You Can 34 Price Index 
Outlook for Business .......... 96 Manufacturers’ Activities On the Market Today 
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We Cordially Invite You lo Uur 


Booth No. 020 


Conference 


TRIPLE SUPPLY CONVENTION 


t The Evidence That Will Prove 


To Inspec 2 
Our Claims Are Fact. 


Ca rl B. Christensen 
PRESIDENT 


Here is your opportunity to get acquainted with the 
world’s most complete line of superaccurate CENTERS 
sold through the industrial distributor organization! 


RED-E, chosen by leading Machine Tool Builders as 
standard equipment, offers you the greatest profit pos- 
sibilities —- the only CENTER line supported by a 
firm printed Sales Agreement to protect you all the way. 


7 Basic Designs. Over 200 standard models for speeds 
up to 4000 rpm, 200 tons capacity. 


CENTER Specialists Since 1908 


READY TOOL COMPANY 


563 Iranistan Ave., Bridgeport 5, Conn. 
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Up to 10,000 Ibs. of pull is at 
push-button command of man 
moving cars of newsprint at dock 


One Man, One Car 
Spotter Can Move 


Six Loaded Cars 


There's almost no limit to the 
number of potential applica- 
tions for Link-Belt Car Spotters. 
Almost any railroad siding can 
use one of these effective ma 
chines to place cars in loading 
or unloading position. Only 
one operator is needed—other 
men can be released for more 
productive jobs 

An electric motor does the 
work—easily moves up to six 
loaded cars on a straight, level 
track. Power is consumed only 
when the spotter is being op- 
erated. 

Cars can be moved over 
long or short distances—and 
in any horizontal direction, 
by direct pull from the car 
spotter or by the use of snatch 
blocks or sheaves 

Other jobs for which these 
versatile machines are used in- 
clude warping barges, pulling 
trucks, dragging heavy loads. 
Book 2092 describes the line 
that is built with S and 10-hp 
electric motors, for 5,000 and 
10,000-Ib. pulls, in portable 
and stationary models 


Here's a Guide to Selection of 
Most Efficient Elevator Bucket 


Any time you have an elevat- 
ing problem — regardless of 
the nature of the material 

you can select the right Link- 


Belt Bucket 
7 Sales for the job 
In fact, you 
Meeting can increase 
ja Print a» clevator’s 
efficiency by 
replacing so- 
called “standard” buckets with 
Link-Belt buckets tailored to 
the elevator and to the material 
being handled 
Proper bucket design gives 
full-capacity pickup and fast, 
clean discharge for maximum 
elevator efficiency. Special 
construction features, such as 
reinforced corners, give Link- 
Belt buckets greater strength, 
reduce breakdowns. They're 
designed for either belt or 
chain mounting 
Book 2465 gives complete 
data on cast buckets, and 
Folder 2548 is your source of 
information on “HS” buckets 


“HS” BUCKETS 


Primarily for grain, soft 
feed and other granular, 
free-flowing materials 
not excessively abrasive 
Built for high speed, 
maximum capacity, long 
life 


SALEM BUCKETS 


The answer for handling 
granular or fine, free- 
flowing materials eco- 
nomically at medium 
speeds. Formed for 
proper fill and free, 
clean discharge 


CAST BUCKETS 


There are cast buckets 
for a wide range of ma- 
terials. Furnished in 
malleable iron or rugged 
Promal smooth and 
seamless, uniformly cast 
with reinforced corners 


feel bal. tlelth ae tie 36) 


For handling material 
that’s bulky or gritty 
ore, crushed stone, sand, 
gravel, coal and the like 
Cast and steel types 
available. Shape assures 
clean, high-capacity dis- 
charge at slow speeds 








LINK-BELT COMPANY 


Plants in 
Indianapolis + Philadelphia 
Chicago + Atlanta + Col 
mar, Pa. « Houston « Min 
neapolis - San Francisco - 
Los Angeles « Seattle 
Offices in Principal Cities 














This double-reduction DWB 
worm gear and roller chain drive 
transmits power to a screw con 
veyor under collecting hopper 


You can select the best pos- 
sible balance of torque and hp 
ratings from Link-Belt’s line 
of worm gear drives, the most 
comprehensive in the industry 
Nineteen distinct types —in 
single-worm, double-worm and 
helical-worm gear reductions 
offer efficient, high-ratio, 
right-angle speed reductions 

All three basic types are 
built with horizontal and ver- 
tical housings to permit con 
venient, compact connections 
to prime movers and driven 
machinery. Following are the 
ranges offered: 

Single-worm gear drives— 
ratios from 3.1:1 to 100:1, 
output capacities to 97.9 hp, 

to 564 output shaft rpm 

Helical-worm gear drives — 
ratios from 26:1 to 540: 1, out- 
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put capacities up to 56.7 hp, 
1.06 to 67 output shaft rpm. 
Double-worm gear drives — 
ratios from 26:1 to 8000:1, 
output capacities up to 26 hp 
and 124,800 in.-lbs. torque, 
.07 to 66.6 output shaft rpm 
Quality manufacture of 
Link-Belt worm gear drives is 
typified by the nickel-bronze 
gears that are chill-cast in dry 
sand. Other refinements in- 
clude high-capacity roller 
bearings, automatic splash-lu- 
brication system, one-piece, 
forged, alloy steel shafts that 
are carburized and heat- 
treated. 14.004 





Link-Belt will be repre 
sented at Triple Industrial 
Supply Convention in At- 
lantic City, May 21-23 














The Cover 


Doors open the way to many things. The 
one on our cover can lead you to more 
sales and, to make sure the way is clear, 
we've provided the key for you. Walk 
right in—to page 97. 
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Profit 


PROTO Professional- Quality Pliers! 
JSob-G 


regs 


grt D Fap 
3 % 
a 


: : PROS 
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St 

cut 

slight 

it. Just 
And... fa 
edges cut 
#14 gaug 
5%". 


Aa 
PROTO pliers have fast turnover your way? Send for catalog of entire 
because they are carefully job-designed line to PROTO TOOLS 
to do each job right... because they are 2205 Santa Fe Ave., Los Angeles 54, Calif 
backed by extensive national advertis- Eastern Warehouse & Factory — Jamestown, N.Y. 
ing... because many different, attrac-  “*"##4" Factory—London, Ont 


tive counter, stand, and wall merchan- —_— sees 
disers are available to boost “impulse” ‘ 
buying. Want to turn more plier profits p Q 0 T 0 if 0 0 LS 


PROTO means oC RO fessional TOols 
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FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 








Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















THERMAL CUTOUT FOR FLEXIDYNE 


DEVICE ADDS 
TO SALABILITY 
OF NEW DRIVE 


An added sales feature for Flexidyne, 
the Dry Fluid Drive, is provided in a 
new Thermal Cutout which automat- 
ically protects the drive against over- 
heating. This simple, dependable de- 
vice, which is sold off the distributor’s 
shelf, for quick, easy application to 
Flexidyne, broadens the appeal of this 
new Dodge product which has already 
won outstanding acceptance. 

Instantaneous mechanical overload 
protection is inherent in the Flexidyne. 
Now, if an overload causes prolonged 
slipping and consequent. heating of the 

Flexidyne, the 

er Thermal Cutout 

Assy trips the switch, 

''()| cutting off the 

Ls) power and, if de- 

sired, giving an 
alarm. 

The 
Dodge Thermal 
Cutout is recommended especially for 
all unattended installations. This de- 
pendable and economical device is easy 
to mount on the side of the Flexidyne. 
It contains a trig- 
ger spring, held As 
down by an alloy n( x ares 
thermal pin. Be- fA \ 
fore the Flexi- () on" i 
dyne can heat up Wey | 
enough to cause 
any damage, the 
thermal pin will 
melt, allowing the trigger to spring 
out so that it will push the non-spark- 
ing striker of the special switch to the 
“off” position. 

It is an easy matter to reset the 
unit, simply by removing one screw, 
pushing back the 
trigger and in- 
serting a new 
thermal! pin, and 
then re-attaching 
to the Flexidyne 
with the single 
screw. 


SET—Trigger held back by 
thermal pin during normal 
operation 


RELEASED — Before Filexi- 
dyne overheats, thermal pin 
melts, trigger springs out 


TRIPPED.—Trigger hits 
striker bar—tripping switch 
cutting power, giving alarr 


new | 














NEW ENGINEERING CATALOG 


COVERS COMPLETE DODGE LINE 


New Posters For Distributors 

Eleven posters featuring Dodge pro- 
ducts are now available to Dodge 
Distributors for effective point of sale 
display. Newest additions to this line 
of material are posters on the SC and 
SCM Pillow Blocks and on Flexi- 
dyne, the Dry Fluid Drive. 


Direct Mail Popular 
| A new series of direct mail folders 
| featuring cartoons leading into serious 
presentation of products is proving 
| popular with Distributors. 


SPRING SCHOOL 
IS FILLED TO CAPACITY 


Again the classes of the Spring term of the 
Dodge School of Transmissioneering have 
been enrolled to capacity and it has been 
necessary to place some applications on 
the waiting list for the Fall term. Classes 
this Spring were scheduled for the weeks 
of April 23, 30, and May 7. Distributors 
from all parts of the country send rep 
resentatives to the Dodge factory in 
Mishawaka for this intensive course in 
mechanical power ‘‘transmissioneering.”’ 
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Recently off the press, the new Dodge 

Catalog — D56 — is actually an engi- 

neering manual on the subject of me- 

chanical power transmission. Many 

engineers throughout industry keep 

the Dodge catalog on hand for fre- 

quent reference. For Dodge Distribu- 

tors, therefore, the catalog is one of 

the most effective of sales tools, since 

it provides thedesir- 

ed information at 

the exact moment 

when the prospect 

is most interested. 

The newest edi- 

tion of the 

Dodge catalog 

contains 328 

pages and pro- 

vides complete 

engineering information, including the 

new products and improvements to 

old products which have been incor- 

porated into the line. 

Loose-leaf sets of catalog pages are 

available for salesmen’s binders and 
distributors’ composite catalogs 








Reader examines productivity figures; 


most manufacturers’ sales meetings 


are of little value says distributor; 


letter calls for more action and less 


talk to settle 


Productivity Picture 


INDIANAPOLIS, IND. 

You have really produced a mas- 
terpiece in your “10th Annual Sur- 
vey of Distributor Operations— 
1955” (March, p. 97). 

This final tabulation more than 
pays for sending you our reports 
each month. Right at this point we 
want to express our appreciation to 
the hundreds of other distributors 
who have made this survey possible. 
It is the best medium available to 
determine our place in the indus- 
try—in other words, “How'd We 
Do?” 

I thought you might be inter- 
ested in some observations I heard 
recently. Here goes: 

The Gross National Product for 
1955 has been announced as 387 
billion, which set a new record. 
Some economists predict it will 
exceed 400 billion in 1956. As I 
understand GNP, it represents the 
total of all commodities and serv- 
ices as recorded for the year. This 
total has been rising steadily each 
year and now stands at approxi- 
mately 85% over the figure of ten 
years ago. But this does not mean 
that we produced in 1955 some 85% 
more goods and services than in the 
year 1945. The figures quoted are 
in dollars rather than in production 
units. Rising prices boost the dol 
lar value of GNP even with no in 
crease in production units. This 
situation is very well pointed out in 
your “J0th Annual Survey.” 

So, it seems to me, there is yet 


industry 


differences 





Contrisutions to “You Said It” 
ire welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret 

Now’s the time to get that grips 
off your chest—now’s also the time 
you should speak up with your ideas 
Let’s have ‘em 

Just send your letter to the 
You Saw It Eprror, INpusrriar 
Disrrisurion, 330 West 42nd St., 
New York 36, N. Y. 

The Editors 











another important consideration, if 
we can reduce the figure to a per 
capita reckoning. In the decade 
from *45 to °55, we have had a 
population growth of nearly 25 mil 
lion persons. Thus, merely to main 
tain its relative per capita position, 
an expanding economy must show 
an annual increase in production 
Earl Rauber, Atlanta Federal Re 
serve economist, figures our “real” 
share of GNP has increased in the 
past decade from $1,744 to $2,039 
per person, or about 15%. 

In earlier population 
rises reflected thus 
representing a quickly-realized pro 
duction potential. Now, they repre 
sent almost wholly an increase in 
the birth rate. To put it another 
way, we have added in this decade 
25 million mouths to feed, bodies 
to cloth, with 
no immediate productive compen 


decades, 
immigration, 


minds to educate 


sation. 
Since we no longer tolerate child 
labor, this added burden of unpro 
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Industrial Distribution 


You Sai 


ductive population is another rea 
son why the increased productive 
ness of our work-force is imperative. 
the growing trend toward 
automation. It looks to me as if 
we must produce more commodi 
ties with fewer workers in relation 


Thus 


to the total population. 

This is where the industrial dis 
tributor comes in. This situation 
presents a real opportunity for the 
industrial distributor to make great 
contributions in our future economy. 

Frank M. Crucer 
Partner 
Indiana Mfgrs. Supply Co 

e Mr. Cruger’s letter was received 

before he had an opportunity to 

read our April issue. For more in- 
formation on productivity so far as 
the distributor is concerned, see the 

April issue, page 81, “Lost Oppor- 

tunities” and, page 90, “Price—The 

Gay Deceiver.” 


Same Old Stuff? 
Arpany, N. Y. 


You are, no doubt, aware of the 
increasing requests various distribu 
tors have from manufacturers to 
attend seminars or pseudo sales 
meetings at the manufacturers’ 
plant with duration anywhere from 
a couple of days to two wecks 

We receive an average of four or 
five requests a month running the 
gamut of polite invitation to more 
serious pressure-type solicitation. 
They seem to feel, in an era of in 
creased competition, that they can 
enhance and impress the importance 

Continued on page 10) 





KEY-LINE SELLING 
| LUNKENHEIMER -| distributes through 
distributors 





We cooperate with our distributors; instead of competing with 
them. All too often, valve distributors are forced to take com- 
mission business on inexcusably narrow margins. This isn’t 
a profit—it's a gesture—and distributors cannot meet their 
rising operational costs with gestures. Lunkenheimer Valves 
sell out of stock at good profit-margins, and their recognized 
quality keeps them constantly in demand. 


+ . 
| LUNKENHEIMER | atid — 
new products 
specifically designed to sell off your shelves as stock distributor 
steady-volume items. The LQ600-150 and new LQ600-200 are 


notable examples, and their success is proof of the soundness 
of this policy. 


LUNKENHEIMER 


KEY PRODUCT LINES LIKE LUNKENHEIMER [L] 


VALVES HELP GIVE YOU A GOOD PROFIT 


BRONZE - IRON - STEEL - PVC 
oN ) 














QU 
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LUNKENHEIMER VALVES ARE HIGH ON THE 
LIST OF GOOD-PROFIT, OFF-THE-SHELF LINES 


Today’s top industrial distributors are concentrating sales effort on the key 
lines of high-demand items that sell off the shelves at full distributor profit. 
Key-line selling is the answer to the number-one distributor problem — 
shrinking net profits. And Lunkenheimer Valves are always listed near the 
top of any carefully selected key-line group. Below are four good reasons why... 


boosts your net profits... 
BUTT Lue supports its key line with advertising 


in all the leading trade publications read by valve buyers, 
and with Coordinated Promotion Materials prepared espe- 
cially for distributors’ use. Every Lunkenheimer promo- 
tion is geared to the selling efforts of Lunkenheimer 
Distributors and tied in closely with individual promo- 
tions in local markets. 


| LUNKENHEIMER | helps train distributor salesmen 


in practical, down-to-earth valve selling techniques, 
backed by thorough product knowledge. The factory- 
sponsored Distributor School in Cincinnati, coupled with 
frequent sales meetings in the field, provide the strongest 
program of sales training in the entire valve industry. 





' | 


The Lunkenheimer Company e Box 360, Cincinnati 14, Ohio 
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Greatest new toolin years for 


maintenance and production 








a high quality, low cost 


REVERSIBLE 
SPEED REDUCER 








Fits all portable drills . . 
reduces speed, increases 
torque seven times. For 
screw driving, nut running, 
drilling and tapping. 


Masami 


PROFESSIONAL MODEL 
No. 4000-P 
with Yankee-type bits 


a ging 


COMPLETE 14-PiECE SET...omy S224.9OS 


Engineered and manufactured 
by the makers of 


Supreme Chucks 


BRAND 


The line that's UP FRONT on 


America's ieaqcing power t 


SUPREME PRODUCTS, INC 


SPEED REDUCTION 


all 


oe 


DRIVES TAPS 


REVERSE 
removes taps by power 


KG 


‘ll 
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You Said It 


(Starts on page 7) 





and saleability of their products by 
having our men in factory classes. 

Naturally, when our men are away 
from their territory they are not 
working for us or for the manufac- 
turers. It further seems to me that 
this is an expensive promotional 
campaign and, from past experience, 
not always too effective. The im 
portant parts of such meetings ac- 
count for about 15 to 20% of the 
total time spent. 

A swift-moving, well-planned pic- 
torial demonstration to be held dur- 
ing distributors’ regular sales meet- 
ings is far more effective and accept- 
able. The company history and 
product techniques are only impor- 
tant to us when we take on a new 
line. We find it especially distaste- 
ful to receive requests from manu- 
facturers for whom we have dis- 
tributed for 30 odd years to have 
our salesmen come down and listen 
to the same old “brain washing.” 

I do not believe our opinions and 
feelings are isolated. I think a na- 
tion-wide survey of distributors on 
this question would prove most in- 
teresting and informative. 

J. M. Garvin 

Vice President 

Sager-Spuck Supply Co., Inc. 
® How about it? How do you feel 
about this? Drop us a note—“You 


Said It Editor,” Industrial Distribu- 
tion, 330 W. 42 St., New York 36. 


Wanted: Remedies 


San Dreco, Catir. 
This correspondent does not pre- 
sume to tell “Ye Editor’ what 
things are important to a “book” 
or to an industry, but does suggest 
another look at what was published 
in your December 1955 issue (“Se- 
lective Distribution,” You Said It, 
p. 7). Maybe—just maybe—some- 
thing very important has had too 
little attention. 
You had nine contributions. It 
(Continued on page 14) 
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Another Beccee. FIRST! 


Brings Distributors New Opportunities for High Unit Sales 


This revolutionary new type of com- 
pensating chuck captured the interest 
of many hundreds of production men 
at the ASTE show. 


Here, for the first time, is a chuck 
that eliminates all the friction of in- 
ternal compensating mechanisms that, 
in the past, have often forced undue 


BUCK TOOL 


540 SCHIPPERS LANE ° 


pressure on work to distort it, or break 
centers. Instead, the friction of the 
Buck rocker arms and controlling ring 
is so slight it can be overcome with 
but little-finger pressure. 


The Buck handles work off-center 
as much as Ye” per jaw, or 4%” in 
overall diameter. Work holding di- 
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ameters can be changed within prac- 
tical limits by replacing jaw pads. 


This is also a dual-use chuck. Com- 
pensating mechanism can be removed 
and the chuck used as any Buck Power 
chuck. ; 

Write for complete details and 
literature for use in selling. 


COMPANY 


KALAMAZOO, MICH. 





THE DURKEE-ATWOOD POLICY 
FOR INDUSTRIAL V-BELTS 


Durkee-Atwood Company believes it should 
utilize the specialized services of distribu- 
tors to the greatest possible extent for sell- 
ing, servicing and distributing industrial 
supplies and equipment. 

Durkee-Atwood has complete stocks of 
merchandise readily available for distribu- 
tors throughout the U.S. If you are interested 
in becoming 4 Durkee-Atw 
participating wi 
tributor function outlined here, contact 
Dept. A-69 for complete details of Durkee- 
Atwood Industrial Distributor Plan. 


dis- 


Multiple V-Belts: extr 
f a duty d 
= construction for maximum Rosteumy, 
urability and strength. ; 


General Duty V-Belts: “Hi 
ya places entire body of tan a 
ompression, reduces slippage and wear. 


ATWOOD 
V-BELTS 


A COMPLETE LINE 
OF V-BELT DRIVES 


Including Steel Cable 


Warehouses Located 
ATLANTA + DENVER 
CHICAGO * DETROIT 

CINCINNATI * LOS ANGELES 
CLEVELAND + MINNEAPOLIS 
DALLAS * OAKLAND 

Phone —FEderal 2-044] 


DURKEE-ATWOOD COMPANY 
MINNEAPOLIS 13, MINNESOTA 
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GREATER DISTRIBUTOR PROFITS 


The music that appeals to all distributors is profit . . . The Durkee-Atwood 
Little Professor knows how to get the most out of this music. Let him show 
you how he produces the pleasant music of distributor profits from a 
composition of D.A. Services . . . Engineering Help . . . Distributor Sales Aids 
. . . National Advertising Support . . . Product Research . . . Strategically 
located warehouses to serve all markets . . . and a complete line of V-Belts 
(Including Steel Cable) to serve all industry. His composition is known as 
“‘D.A. Super Service” . . . Come in to Booth 619. 


Warehouses Located: Atlanta, Chicago, Cincinnati, Cleveland, Dallas, Denver, Detroit, Los Angeles, 
Minneapolis, Newark, Oakland. 
Write Dept. 1D-5 


DURKEE-ATWOOD COMPANY 


TAPE 
V-BELTS S 
A 
} te 
io, SPONGE d 
RUBBER 


MOLDED SHEETI DOR.-TITE 
RUBBER meee 
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Fast-seller!... this extra-handy va sun 
4A Tristand Pipe Vise by — 


vy / could have been 90 or 900 and the 

| : conclusions would have been the 
' ’ same. 

What distributors say and what 

manufacturers say is not new. It 

with built-in folding tray. a has been said in various ways for 

35 years or more. It is only new 

all one unit, no loose parts, easy to set up or fold people discovering for themselves 


up for carrying . . . and tray makes it rigid as a old things. And, to a certain extent, 


stubborn mule! they are as true now as they were 
before the associations were formed 


Vise overhangs front legs and your sheet was “Mill Supplies.” 
: These things which are com 

so threader handles swing clear . . . plained about are bad for everybody. 
Extra light, strong . . . Big vise base, They are faults well known and 
pipe and conduit benders, pipe rest, understood—and yet not one single 
tool slots, ceiling brace screw . . . remedy is suggested. é 
efficient vise with LonGrip jaws— * New forms of selling are gain 
it’s got everything! ing strength and popularity—rental 
houses, discount houses. Men today 
think of them as of no consequence, 
but it wasn’t too long ago that mail 
order houses, chains, etc. were 
looked upon in the same way. 

Even now men just won't give 
concentrated thought to “sales pol 
icies” and “buying policies.” 


R. M. GarrsHai 





Pats. applied for 


e Mr. Gattshall, when he retired in 
Made also with November 1953, was southern dis- 
4” chain vise trict manager for Republic Rubber 
No. 45A Division of Lee Rubber & Tire Co. 
He was well known in the industry 
for being instrumental in organiz- 
ing the Joint Merchandising Com- 

mittee. 


Manufacturers’ Men 


Ms “ "Threaded Pipe— S L ; M 
For profitable sales, It's Tight —It's Best pone ” 
stock and sell —Costs Less” We try to limit the amount of 
40A Tristand, Ye" to 21%”. 


socializing our executives do with 
manufacturers’ representatives (see 
March, p. 7, distributor's statement: 

loo many manufacturers’ repre 
sentatives shouldn’t be on the manu 
facturers’ payroll. ‘They spend too 
much time socializing with our ex 
ecutives and inside personnel” etc.). 

Naturally we get a lot of opportu 


: nity for this sort of contact, and 
Elyria, Ohio, U.S.A. Continued on page 18) 
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One more good reason why it pays to seli CHICAGO fasteners 





Here’s one case where it pays 


to put all 


Now, more than ever, it pays to 
handle the complete line of Chicago 
Screw products. Our full-line dis- 
tributors get: 

A complete line, including 
not only our “Safety-Plus’”’ socket 
screw products but also a wide 
variety of standard cap screws and 
other fastener items. 

Broader distributor protec- 
tion on all sales in their territory 
of every item in our line. 

And they benefit further from 


your eggs in one basket! 


the efficiency and superior service 
that go hand in hand with using 
CHICAGO as a single source for all 
primary fastener needs. Think it 
over . . . one source, complete pro- 
tection, better service. A few de- 
sirable territories are still open to 
qualified distributors. Why not 
drop us a line today for the full 
story of how our realistic distrib- 
utor policy helps your profit pic- 
ture. Write, Standard Products 
Division for complete details. 








@ A complete fastener line ... over 
4000 catalogued standard items. 

@ Fastener experts selling with you 
and for you. 

@ CHICAGO'S unique carbon res- 
toration process and complete 
quality control procedures result 
in better fastener performance. 

@ Fast service and delivery . . 
when, where and how you want it. 
B Specialized engineering and met- 
allurgical services. 











THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 
ILLINOIS 


2503 WASHINGTON BOULEVARD, BELLWOOD. 
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STYLES and SIZES for EVERY 


Whatever the bolting jobs your 
customers have in mind, you can be 
pretty sure of meeting their needs 
for nuts, washers and related items 
when you handle the Bethlehem line 
of fasteners. Bethlehem nuts and 
washers are turned out in virtually 
an endless variety. And because they 
are made with such great care, they 
provide perfect mating with the 
hundreds of kinds of Bethlehem bolts 
with which they are used. 

For a good holding job every time, 
and plenty of repeat business, get in a 
good supply of Bethlehem fasteners. 


Bethlehem Fasteners Are Good Fasteners 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





The Maurey MULTIPLE The 
V-Drive line includes V-Drive line includes 


FUL-GRIP Q-D sheaves . .. in Hi-Q bushed type and fixed bore 
complete stocks for A, B, C, and D type cast iron and pressed steel 
sections Vv 


-Pulleys ... 
STANDARD CAST IRON SHEAVES MOR-GRIP FHP V-belts, O, A and 
for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in ali 
standord lengths in A, B, C, D and 
sections 
MOR-GRIP V-Link Belting in A, B, 
sections 


Cc 
Complete Multiple V-Drive Accessories 


the quality 


Variable Speed Transmissions 
provide infinite speed ranges up 
to 10 to 1. Installed on new or used 
drives in minimum space at 
minimum cost. 








y-drives your customers want 
Maurey quality. Since id 


maurey delivers both 


the ¢ooperation you want... 


% 


SERVICE... ENGINEERING HELP... 


The personal assistance of Maurey field 
placed expedite delivery to your cus- engineers as well as the services of 
tomer on every V-drive need from fhp V-Drive specialists in the Maurey home 
to 600 hp. office helps you with special V-drive 
problems. 


Complete Maurey stocks strategically 


SALES HELP... 
The live leads produced by direct mail 


COOPERATIVE PROTECTION ... 


and publication advertising go to 
Maurey distributors. Your sales efforts 
are backed up by folders, booklets, 
brochures and catalogs which can be 
imprinted with your name. 
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By qualifying as an authorized distribu- 
tor of the complete Maurey line, you are 
guaranteed full factory cooperation and 
protection. We shall be glad to give 
details on territories open. Write today. 





Which sprocket 
would yow rather sell? 


You'd prefer to sell the sprocket that does the most to 
boost your profits . . . the one that best satisfies your cus- 


tomers and increases their confidence in you. 


But you can’t recognize this sprocket by the way it looks. 


It may be exactly like another sprocket, to all appearances. 


To decide wisely which sprocket to sell your customers, 
wouldn't you evaluate the manufacturer's service and the 
availability of his product? You know that the plus factors 
of immediate availability and superior service are always 
important and often permit you to save your customers 
from work stoppage and production loss. That's the kind 


of service that builds your business and profits. 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
to whom FORT WORTH provides the premium of su- 


perior industrial service. 


STEEL & 
ORT WORTH" 
COMPANY 


SHEAVES — V-BELTS SPROCKETS — OTHER INDUSTRIAL PRODUCTS 


Werehouse Stocks in ¢ Fort Worth ¢ Chicago « St. Louis « Kansas City « Atlanta 
Houston « Sen Francisco ¢ Los Angeles ¢ Memphis ¢« Denver ¢ Jersey City 
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You Said It 


(Starts on page 7) 





sometimes we take advantage of it 
because it’s sort of a public relations 
deal—but it’s business not pleasure. 
And it doesn’t come close to doing 
the good that a good manufacturer’s 
man working with our man can 
effect. 

Boy, as far as educating our men 
goes, nothing gets results like work- 
ing with a competent factory man. 
I’ve found that when it comes to 
new products or new lines, we can 
send our men to the factory for a 
one week course, and they're still 
not well grounded—but send them 
out to travel with a representative 
and they catch on fast. 

I agree that manufacturers’ men 
can help us most by concentrating 
on the salesmen not the executives. 
I haven’t found, though, that it’s 
a burdensome problem—although it 
does get ticklish. 

G. K. Conant, JR. 
Vice President 
Sligo, Inc. 


Credit Mixup 


WATERBURY, CONN, 

In the run-down, or write-up, of 
the Boston Meeting which appears 
on page 180 of your March issue, 
you refer to Miles I. Stray as the 
originator of the “Circles of Infor- 
mation” technique. 

I am prone to remark: “Give the 
credit to those who can use it, but 
send the cash to me.” 

I really don’t know who the 
orginator is, but my first exposure 
to this routine was through Mr. 
Henry Hoke, reporter of direct mail 
advertising, #224 Seventh St., Gar- 
den City, N. Y. My first knowledge 
of its being used was at a meeting 
of the NIAA in Boston several years 
ago at a time when Mr. Hoke was 
associated with thé program. 

M. I. Srray 
President 
Charles A. Templeton, Inc. 





= — 
SIMON DS 


Lasy Access” 


(100’ COIL) 


METAL 
CUTTING 
BAND 
SAW 
PACKAGE 


VON -remnous maAt® 


For Fast Service 
from 
Complete Stocks 





Makes it easy to remove or retract any length of 
blade . . . Saves fingers . . . Protects saw-teeth . . . Holds 
100 lineal feet. 

There’s no “fighting the box’’ or tearing fingers with 
this new, easy dispensing Simonds Band Saw Package. 
Its special design makes it easy to pull out any desired 
length of blade and retract any excess without straining 


or nicking fingers on the sharp points of the teeth. 


Stock this handy new 100’ coil package now! 





industrial Supply 
DISTRIBUTOR 


Stock SIMONDS for all Metal Band Saw needs .. 
Standard Tooth (Regular or Wavy Set), 
Sabre Tooth (with a hook), Skip Tooth, 
Spring Temper, High Speed Steel 
. for longest life and lowest cost on contour, cut-off or 


general purpose work. 


> 
ae’ 


SIMONDS., 


SAW AND STEEL CO. 
aT ae 
FITCHBURG, MASS 


Factory Branches in Boston, Chicago, Son Francisco and Portland, Oregon 
Conedian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
lockport, N. Y Helier Too! Co., Newcomerstown, Ohio 
Simonds Abrosive Co , Phila., Po., ond Arvida, Que., Conadea 
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THE ByLLINGS ano SPENCER company 


HARTFORD 1, CONN.,U.S.A- 


pisrersuroRs my Alt pRincirPat cirees 


May 1, 1956 


MR. INDUSTRIAL DISTRIBUTOR: 


We at BILLINGS are deeply concerned with your problems as highlighted 
in the article on ~ How to Boost Net Profits For Every Dollar of Sales - 
featured in this issue of INDUSTR ISTRIBUTION. 


We are well aware of the vital part played by you in the successful 
marketing of products to industry. We are equally cognizant of the 
need for you to realize a just net profit from operations ~~ if you and 
we are to survive. 


Therefore, it is BILLINGS’ pledge to continue, and wherever possible to 
better, the that have for 87 years made our 


line of quality too ndable, profitable one for you to distribute. 


specifically, this means we will do our utmost to constantly 
maintain fair profit margins; to provide 4 diversified line 

of salable products which fulfill the demands of the largest 
potential market; to adhere to 4 selective sales policy; to 
give national advertising support; to make available engineer - 
ing and technical assistance, n the training of your 
salesmen, to do everything possible to make the stocking 

and selling of our products easy and worthwhile. 


Furthermore, we do not intend to rest on our long record of leadership 
in the industrial field. It shall be our continued goal to see that your 
stocking and distribution of BILLINGS’ tools is always profitable ~~ 
thereby insuring successful operations for both of us. 


Sincerely, 


fom 


_ J. Ahern 
President & General Manager 





your profit! 


U.S. HOLDTITE’ 


PRESSURE-SENSITIVE TAPES 


are products of the 
most-advertised 
tape-maker of all 


Sales of U.S. Holdtite Tapes spurt upward 
every day for the selected “U.S.” Distributor. 
Main reasons are: 

e Industry constantly finds new uses for 

U.S. Holdtite. 

e U.S. Holdtite tapes are backed up by the most 
eye-catching of advertisements. 

e The United States Rubber Company 

name is On more products used in home 

and industry and in more advertising 
(magazines, newspapers, radio, TV, 
billboards) than that of any other tape- 
maker. 

The volume line—the profit line is “U.S.” 
Inquire about our selected distributor program 
at any of the 27 “U.S.” District Sales 

Offices, or write us at Rockefeller Center, 

New York 20, N. Y. 


Mechanical oat Division 
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ONLY HOLO-KROME PROVIDES 
THESE UNMATCHED SERVICES 


4 SAME-DAY SERVICE 


to reduce inventory! 





Every order for standard Socket Screws now shipped 
from H-K stock same day received. Inquiries ac- 
knowledged by telegram same day they come in. 
Even “specials” are shipped in 4 weeks or sooner. 
Here's unbeatable service to save you time! 





NEW PACKAGING }) 


to slash**Broken Package" Prcobiem! 


H-K’s scientifically engineered packaging lets dis- 
tributors ship most Socket Screw orders in original 
package fo save time and money. Smaller ONE 
and TEN-PAKS are easier to handle . . . give better 
protection to screws. All at no extra cost to you! 


4 UNIT PRE-PAK PLAN 


to save handling time and effort! 


Over 75% of our Socket Screw shipments now in 
these new modular-size cartons to give H-K distri- 
butors balanced inventory with minimum investment. 
Inventories are taken at a glance . . . reordering 
is automatic. H-K distributors prove receiving and 
checking time cut 1/3 with easier-to-handle H-K 
Pre-Paks ! 


Holo-Krome sells only through authorized, stock-carrying 
distributors. Write today for more information. Find out 
how you too can benefit from Holo-Krome’s revolutionary 
approach to distributor service. 


efAoDeée“eZA HOLO-KROME 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 





IMPERIAL OFFERS 


dustin Most Complae Line 
Tube Fitingu. ond Ting Tol 


With IMPERIAL You Have the 
Right Answer Every Time! 


Many types of tube fittings are in use today. Each 
offers certain advantages, Some combine several 
advantages in varying degrees. One fitting may 
excel in speed of assembly. Another in withstand- 


ing vibration and tube movement. Others are de- 
signed for high pressures. 

The Imperial! Line includes over 3500 sizes, types 
and styles of Tube Fittings. You can offer the right 


fitting for use with all kinds of tubing and for all 
classes of service—including conduction of fluids 
and gases in marine service, internal combustion 
engines, general industrial applications, hydraulic 
equipment, instrumentation, machine tools and 
wherever tubing is used. Imperial Fluid Control 
and Shut-Off Valves are also available for a wide 
range of applications. 

To insure the proper installation of these fit- 
tings, you can offer Imperial’s complete line of 
Tubing Tools. These are the tools that help get 
every job done right the first time—are way out in 
front in engineering and in quality . .. are the 
acknowledged leaders in the field, 


This Imperial Tube 
Coupling Selector 
Chart, included in 
the Technical Data 
Section of this cat- 
alog, will help 
yourcustomers 
select the best fit- 
ting for each job. 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 


‘ fe 
5 ae 


5S ere AY AS 


FLUID CONTROL AND SHUT-OFF VALVES... @ wide range for many purposes 


HI-DUTY 
VALVES 


NEEDLE 


Ask for Catalog No. 200 
VALVES 


IMPERIAL 


A superior plug-type 

shut-off valve for real protection against 
leakage 2-, 3-, and 4-way styles. Also 
many other types. 


Also Toggle, 
Diaphragm, Blow-down and 
Kwik-Disconnect Valves 








Industiys MIE Complete Line of Tube Fittings and Tubing Tools 
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Selecting the right fitting for every job 
is simple when you depend on IMPERIAL 


Ter ee oe ae Po ee 
GE eo ee Bal cher a NY ee A TS 
aE. iho 


Unsurpassed for 
speedy, trouble-free 
Withstands 


more vibration. No 

loose sleeves. Fur- 
nished in Brass and 
Aluminum. 


te. ae 


sures and severe op- 

erating conditions. 
Furnished in Brass, 
Steel and Stainless 


See hs Pz 4 v ' 
adins Gaal 


IMPERIAL 
FLEX FITTINGS — 


The tube coupling 
with the vibration 
and shock absorbing 

sleeve. Withstands 
severe vibration, 
minor tube movement. 





ing, welding or sol- 
dering. Make safe 
connections that with- 


stand high pressure 
end vibration. Fur- 
nished in Steel. 


IMPERIAL 
POLY-FLO 
FITTINGS, 


vsed with polyethy- 
lene or other plastic 
tubing, make possible 
huge savings in time 
and simplify installo- 
tions. Furnished in 
Brass. 





IMPERIAL 
S. A. E. FLARE 
FITTINGS — 


Both heavy-duty and 
standord types. With- 
stand severe tensile 
pull and high pres- 
sures. Furnished in 
Brars. 











IMPERIAL 
HI-DUTY 
TUBE 
CUTTER 


Free wheeling ball beoring action. Roller 
type with flare cut-off groove. Retractable 
274-F for ‘*” to 1” tubing 


Other models. Also sowing vises. 


reamer. No 





IMPERIAL 
INVERTED FLARE 


—Similar to standard 
flare fittings except 
flare seat is inside 

body. Furnished in 
Brass. 


IMPERIAL FLARING TOOLS 


All types, for making 
45° and 37 
including double 


flares 
flores on copper 
aluminum, steel and 
stainless steel tubing 
No. 500-F Flaring Tool 
illustrated, mokes 

45” flares ond 

then burnishes 

them 





IMPERIAL 
PRESSURE HOSE 
and REUSABLE 
COUPLINGS — 


For high, medium and 
low pressure applico- 
tions including hy- 
dravlic fluids, gase- 
line, oil, diesel fuel, 
grease, LPG gas, air, 
water. 


IMPERIAL TUBE BENDERS 


Send hard or soft tubing. Form neat occu 
rate bends to short radius. Calibrated. Ne 
364-FH individual benders for each size of 
tubing 3/16" to 3/4 O.D. Also other models. 


oP 


Only o few of imperial’s Complete Line are iNMustrated here 
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PRENTISS “svt 


* BACKED BY 85 YEARS OF TIME-PROVEN ACCEPTANCE BY INDUSTRY 


* LATEST MODERN MACHINERY INSURES PRECISION FIT AND 
INTERCHANGEABLE PARTS 


* YOU CANNOT BUY BETTER VISES 


Machinists © Top Swivel Jaw © Woodworkers * 
Hinge Pipe * Combination Pipe © Utility * 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


PRENTISS VISE DIVISION, MERIDEN, CONN. 


PRENTISS IMPROVED 
SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezes against the hub on the 
vise body, locking the vise to 
the base. 


SEE US IN 
BOOTH 717 
AT 
ATLANTIC CITY 


PRENTISS | / 
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THE ADHESIVE THAT'S — 


SO SS ¥ RO NG it can lift a truck — meet practically every industrial 


bonding need 


SO VERSAT iL Ee it can bond virtually any material or combi 


nation of materials—solve any industrial bonding problem 


sO EAS f to use, anyone can make it work —do most any industrial 


bonding job faster and better 


Mtb ene 


“BONDS ANYTHING TO ANYTHING" 


TAKE PRIDE AND PROFIT in adding PLIOBOND to your 
line of industrial supplies. You'll find almost every one of 
your customers has a need for this all-purpose adhesive 
See your nearest factory distributor for full details or 
write Goodyear, Chemical Division, Coatings Dept 


Pliobond—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio Akron 1 é, Ohio 
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How Industrial Uistributors Are 
Adding to the Productive Efficiency 
UE All Industry 











OPERATORS OF PLANTS of all kinds are looking more and 
more to their Industrial Distributors for reliable sources of sup- 
ply of products and equipment for both production and mainte- 
nance. Industrial Distributors are often able to render services 
relative to the products they regularly stock and sell, even 
better than the manufacturers who made them. 


Industrial Distributor Salesmen are in much more constant 
touch with their customers than salesmen for a single prod- 
uct could possibly be. Their technical knowledge, in many 
cases built on engineering educational backgrounds, enables 
them to make intelligent suggestions and recommendations that 
are of real value. They serve the important function of keeping 
their customers informed on new developments, new applica- 
tions, new technologies and new methods. 


While the original function of Industrial 
Distributors was to provide local stocks 
of goods of many kinds, today they fill 
a much more important role. Industry 
would find it very difficult to get along 
without them. LUBRIPLATE SALUTES 
ITS DISTRIBUTORS. 


- 
5 
7 
: 
: 
= 


ag Ubi “IT’S WHAT USERS SAY 
ens ABOUT LUBRIPLATE THAT COUNTS” 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Company Newark 5, N. J. * Toledo 5, Ohio 


: 
: 
F 
: 
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OOOO EEE COE EE EE EE OSES CE CEE eee 
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Twice the sea ie 
performance a 
at half a 
the cost... 








ell RIO sg: 


CHUCK 


Jacobs and your industrial supply distributor are 


ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks .. . first in service. 


THE JACOBS MANUFACTURING COMPANY e« WEST HARTFORD, CONN. 


The Jacobs Plain Bear- The Jacobs Rubber- The Jacobs Model 96 The Jacobs Ball Bear- The Jacobs Mode! 91 
ing Chuck for drill Flex® Tap Chuck for Collet Chuck for grind- ing Super Chuck for Spindle Nose Collet 
presses, portable elec- tapping heads and im- ing machines, millers heavy duty and pre- Chuck for tool room 
tric and air tools. pact tools. and jig-borers. cision industrial use. and engine lathes. 





The Jacobs Impact Key- 
less Chuck especially 
designed for the air- 
craft industry 










eh ost 








bate ersoll-Rand 


DISTRIBUTORS 
‘I, Alo) @ .Wicieole) py 


REPUTATION... 





A distributor’s reputation is built on many things. Among them are good products 
and service. And Ingersoll-Rand distributors get the advantages of both. 


As for quality of products, both Ingersoll-Rand Type 30 Compressors and 
Ingersoll-Rand Motorpumps are designed, engineered and built to the highest 
standards to give maximum service with minimum maintenance. You can be 
sure that when you sell an I-R Compressor or Motorpump, you have helped to 


build your reputation. 


And when it comes to service, Ingersoll-Rand maintains 27 branch offices and 
warehouses to fill your needs for stock and for trained, technical advice and help. 


If you are not now a distributor of Ingersoll-Rand Compressors and Pumps, 
and you are located in a territory in which we have no distributor representation, 


write for complete information. 


Ingersoll-Rand 
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Marron Kendrick, President of Schlage Lock Co., tells how 


“I locked up 565 guests!”’ 


Building the luxurious Fontainbleau Hotel in Florida was 


tightly scheduled — with 565 guests due at the opening 

“Our problems were to create a special lock design, obtain 
model approvals, and install the locks before the great day 
But could our San Francisco plant compete with other firms 
many hundreds of miles nearer the construction site? 

“Yes — thanks to Air Express! 

“The designs, the models, and the last-minute changes 
were all flown Air Express for customer O.K. Air Express 


___ & AlirExpress- 


CALL AIR EXPRESS 


, 
service gave us valuable added production tin 


story: the locks were in before the first guest! 


Delivering anywhere in the country in a few 


Express is like having a factory in every state. We can 
successfully against avy competition, no matter how local it i 
That's because Air Express, in daily use, has never failed us! 
Yet, sending most of these shipments Air I xpress COsts surpris 
ingly little. For instance, 10 pounds, San Francisco to Miami, 


with overnight delivery, costs only $9.54 door to door 


c—_>y— 


GEeTs THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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Is A Situation Like This 


fealing Your Protits 7 


This fellow’s boss should know about Lamson’s new Stack-Pak 
packaging. It could save him plenty in terms of time, trouble 
and cold cash. 


Take, for instance, the new Lamson Stack-Paks made from 
rugged corrugated board. The structural strength of the cases is 
such that you can safely stack them 16 high. They’re light-weight, 
yet tough, which means real savings in shipping and easier, 
faster, less expensive handling. In a carload, for exampie, 
there’s 1800 Ibs. difference between the weight of wooden 
boxes and the new corrugated cases. You can save as much 
as $35.00 per carload by buying bolts in Lamson Stack-Paks. 


Finally, products are packed in case sizes in accordance with 
their sales expectancy which means there’s no need to over- 
order or invest in large inventories. 


Lamson Cartons, too, have been completely redesigned. They 
are made from Solid Kraft Tufbord®, will not break open, and 
bright new labels readily identify the contents. 


Yes, Lamson Stack-Pak packaging can save real money for 
the distributor in handling costs. Insist upon it when you buy 
bolts and nuts! 


Send for your free brochure giving the whole Stack-Pak story. 


LAMSON 


» 
4 = — ~ _) PACKAGING 
<y~J: LAMSON & SESSIONS (; 


(cia 
1971 West 85th Street - Cleveland 2, Ohio 


PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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/ "OUR PUTNAM DISTRIBUTOR 


Serves Local Industry 


We, at Putnam Too 
distributor organizat 
making for 20 yea 
coast-to-coast, it cons 
men, respected men 
make their business c 


Our distributors ...a 
form an invaluable 
economic system. Bec 
establishments we, a 
have throughout the 
’ rooms and local inve 
can be sold and quic 


Because of the natures 
men of diversity . . . | 
things. Putnam distri 
with many tools and 
turing processes. Int 
salesmen, bookkeeps 
labor experts, etc. 


These men and their 

gral part of their cor 
of labor . . . some 
In either case they are 
taxes and services 

munal wealth. 


With their roots deep 
these men take an act 
distributors are found 
in church and schoo 
municipal government 
American... solid bu 


This is why we, at Put 
a privilege to be ass 
express our thanks fo 
































‘y and the Community 


Tool Company, are proud of our 
ization . . . which has been in the 
years. Strategically located from 
consists of carefully chosen business 
members of their community who 
ess a career of service. 


. . and countless others like them... 
ble link in the chain of America’s 
Because of them and their business 
e, as a manufacturer of end mills, 
the country: warehouses, display 
inventories from which our products 
quickly delivered to industry. 


ature of their business they must be 
... have wide knowledge of many 
distributor personnel are familiar 
and their applications in manufac- 

Into the bargain they must be 
pepers, market analysts, tax and 
q 


veir places of business are an inte- 
r communities. They are employers 
ometimes large, sometimes small. 
are substantial business men whose 
ces contribute materially to com- 


leep in their respective communities 
1 active part in civic affairs. Putnam 
yund on the rosters of service clubs, 
choo! activities, and serving with 
nents. They are in short: thoroughly 
1 business men . . . good neighbors. 


Putnam Tool Company, consider it 
associated with these men and to 
s for the things they do. 
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OVER 1400 STANDARD TYPES AND SIZES 
OF PUTNAM HI-SPEED END MILLS 


For your convenience and quickest delivery, Putnam cata- 
log lists over 1400 standard types and sizes of highest 
quality . . . faster cutting . . . longer lasting Hi-Speed end 
mills. These standard end mills are carried in stock at the 
factory and by Putnam distributors throughout the country. 
This means . . . there is a Putnam standard for nearly 
every milling operation . . . you can select a standard end 
mill from the catalog today and it can be on your job 


tomorrow . . . simply call your local Putnam distributor. 











PUTNAM RIGID QUALITY CONTROL 


Putnam end mills are made by specialists having years 
of valuable experience . . . machined from high speed 
steels of rigid analysis . . . produced under a close quality 
control system that includes individual inspection for a 


score of important details. 





PUTNAM POSTIV-LOK END MILLS 


+ Eliminate Integral Shanks 


 f Reduce Change-Over Time 


x Assure Positive Locking 


5073) LITHO IN U.S.A 425m DO 356 
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Packing Sales 


consider what 
U.S. GASKET—BELMONT PACKING offers 


A modern, aggressively promoted line that provides c// mechanical! 
packing and gasket types plus many new, improved and exclusive 
TEFLON* items. 


Market Potential 

A line that not only serves all standard packing requirements, but 
also takes you into the highly profitable Process Industries—chemi- 
cals, synthetics, foods, petro-chemicals, petroleum, pharmaceuticals 
and biologicals, etc. —with chemically inert, non-contaminating pack- 
ings, gaskets and other piping accessories, pipe liners, mechanical 
seals, expansion joints and flexible -ouplings, and TEFLON stock in all 
its forms for services where no other material will do. 


Profit Possibilities 

A quality line that is priced higher because it’s worth more— brings 
more—is in great and growing demand. 

A line that you can sell on performance. A few items make a profitable 
order—and orders grow from “trial size’ to standardization through- 
out large plants. 


back of the 
U.S. GASKET—BELMONT PACKING line stands... 
the engineering and manufacturing “Know-how” of pioneers in 
the mechanical packing field, and in the fabrication and application 
of TEFLON. This engineering and technical help is the Distributor’s 
to draw upon. 
.,+»+«Many years of marketing experience to help you analyze 
markets, sales potentials; educate your salesmen; plan profit-wise 
A nationwide sales organization, devoted exclusively to culti- 
vating business through Industrial Distributors. 


An industrial consumer advertising program comprising more 
than Four Million advertising messages through leading publi- 
cations in the Power, Chemical, Food, Petroleum, Hydraulics, and 
general industrial fields—all directing inquiries to the Industrial 
Distributor. 

Many forms of Distributor tie-in -material for local mer- 
chandising. 

The already strong U.S. Gasket—Belmont Packing Distributor 


organization is being enlarged. Why not lay the cards on the table 
with us? Write Harry Srort, Gen. Sales Mgr., Box’648, Camden 1, 


New Jersey *duPont trademark 


U.S. GASKET BELMONT PACKING 





etal Sawing Machines and Blades. 


gives you more chances to selli- 


Note Cipotiunily For Profit. 


Because they have the most complete line of metal sawing machines and blades built, together with the 
universal acceptance created by MARVEL leadership in the metal sawing field, MARVEL Distributors 


automatically have a wider market and greater opportunity for profit. 


MARVEL Distributors “miss” no sales, because in the long line of MARVEL machines, there is the “right” 
saw for virtually every sawing problem. In addition, MARVEL’S continuing program of research and de- 
velopment to perfect even better, faster and more economical metal sawing equipment, insures the pre- 
eminent position of every MARVEL Distributor. 


Catalog C55 illustrates and describes the complete 
line of MARVEL Saws. Write for it today. ; | 














MARVEL Advertising Helps You Sell 





MARVEL’S aggressive tradepaper advertising program is telling, showing, 
and proving to your customers the advantages of coming to you for 
MARVEL Metal Sawing Machines and Blades. Here is a partial list of the 
publications consistently carrying MARVEL advertising 


American Machinist * Canadien Machinery and Monufocturing News * Buyers Purchasing Digest + Industrial 
Distribution « Industria! Equipment News * tron Age * Machine & Tool Blue Book * Machine Production & Canodia 
Supply * Mochinery * Metal Progress * Meto!-Working * Mill and Factory * Modern Mochine Shop + Modern Railroad 
New Equipment Digest + Production + Production Equipment + Steel + Steel Processing * Tool Engineer * Toolin 




















Better Machines - Better Blades 
ARMSTRONG-BLUM MFG. CO..,, 5700 BLOOMINGDALE AVE. CHICAGO 39,USA. © 
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SHEET PACKING SALES AID 


New Hewitt-Robins Sample Folder Now Available to Distributors 


Every distributor of industrial rubber products will 
welcome this new sample folder of Hewitt-Robins 
sheet packing. He will find it to be one more useful 
tool to assist him in his selling job, one more way 
to increase sales. 

The sturdy, compact folder, identified by the 
number SP-51, includes actual samples of most of 
the pure gum and synthetic rubber sheet packings 
produced by Hewitt-Robins. Each sample is mounted 


beside a description of its applications and specifica- 
tions, including durometer rating, tensile strength, 
elongation and weight. Hewitt-Robins sheet packing 
is produced in a wide variety of styles for many 
different services. With this handy pocket-size 
folder, the customer can feel the actual materials, 
compare their qualities and specifications, and select 
the sheet packing that best suits his needs. Be sure 
your salesmen are equipped with this handy folder. 
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“NEWS OF INDUSTRY” 
Another Sales Aid 


The story about the reclamation 
of coal from this waste pile in 
Eastern Pennsylvania is only one 
of the interesting articles in the 
new Hewitt-Robins quarterly 
magazine, ““‘News of Industry.” 
Published to give case histories 
about customers’ use of H-R 
products, data about new or im- 
proved products, and information 
about available sales literature, 
“News of Industry” is one more 
selling tool developed by H-R to 
help you reach new prospects and 
sell more products. 


SEE YOU IN 
ATLANTIC CITY ? 


If you’re coming to the Triple 
Mill Convention in Atlantic City 
this month, be sure to visit the 
Hewitt-Robins booth (#630). And 
after 5 o’clock drop in at our suite 
in the Shelburne Hotel to say 
“*hello”’. 

Among those in attendance who 
will be hoping to meet you, or to 
renew old acquaintance, will be 
F. L. Griffith, H. C. Heine, C. W. 
Mackett, L. C. Holloman, N. M. 
Godfrey, C. A. Thompson and 
R. E. Bertz. You'll enjoy Atlantic 
City in the spring! 


INTRODUCING .. . “GRIFF” 


Forrest L. Griffith, General Sales Manager of Hewitt-Robins Industrial 
Rubber and Machinery Divisions, is known familiarly as “Griff’’ to 
Hewitt-Robins distributors. To them he brings a real understanding of 
their problems. Previously a sales engineer with the Sterling Engine 
Company, Griff joined Hewitt-Robins in 1949 and has since served in 
various capacities in the Buffalo foam rubber plant, the Passaic conveyor 
divisions plant, and the Executive Offices in Stamford. Baltimore-born, 
Griff received his engineering degree from Cornell in 1940, served in the 
Navy during the war, now lives in New Canaan, Connecticut with his 


wife and two children. 


~~ DISTRIBUTOR SPOTLIGHT 

FOR SERVICE AND INFORMATION This notice will appear with 
ON BELTING AND HOSE every advertisement of our In- 
dustrial Divisions during 1956 

CALL YOUR LOCAL HEWITT-ROBINS to direct readers to your listing 
INDUSTRIAL SUPPLY DISTRIBUTOR | in the local classified telephone 


LISTED IN THE “YELLOW PAGES” directory. Hewitt-Robins In- 


corporated, Executive Offices, 
i ) A Stamford, Connecticut 


se 


7 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





- RUST-OLEUM 


PEN 


TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


cs “T would appreciate it if you would send 
me a copy of the report , . . by Battelle 
Memorial Institute technologists 
— MANAGER, CHEMISTRY & METALLURGY 
a “Kindly forward all available literature 
on “Radioactive Isotope Proves Penetra- 
tion in Rust Layer.” 
—DESIGN & CONSTRUCTION ENGINEERING 






“Please send me (the Battelle Memorial 
Institute report), also complete literature 
. and color charts as well as a near source 
of supply on this item.” 
—CHIEF DIVISION ENGINEER 
“We would appreciate receiving an addi- 
tional registered copy of Summary Re- 
port by Battelle Memorial Institute 
—CHIEF ENGINEER 
“May we please have a copy of the Sum- 
mary Report offered in your advertise- 
ment (in the) Wall Street Journal...” 
— PRESIDENT 
“We are in need of this type of protection 
and would appreciate it if you would send 
re the literature listed below.” 
—PLANT SUPERINTENDENT 


Babs - RUST-OLEUM. | 


| Ap) | om 


There is only one Rust-Oleum. .. 


it is distinctive as your own fingerprint. 


ETRATION 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We’re wheeling out the big artillery to keep hitting 
these big targets all through 1956. Look at this 
lineup of publications: Time . . . Newsweek .. . 
Business Week ... Life . .. Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory . .. Mill & Factory 
... Plant Engineering, etc. 

Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools — to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleum 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal. 


RUST-OLEUM CORPORATION 


YOUR MOST IMPORTANT SALES TOOL! 


Be sure that every one of your cus- 
tomers and prospects knows the 
facts in your 30-page report on 
Rust-Oleum penetration, prepared 
by scientists at Battelle Memorial 
Institute. It tells how Rust-Oleum’'s 
specially-processed fish oil vehicle 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed on f 
rusted test panels, and traced 
through the rust to bare metal by 
Geiger Counter measurements 


This report is your most impor- 
tant sales tool! Remember—you sell 
the only one of its kind when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


® 2412 Oakton Street, Evanston, Illinois 





This is YOU, Mr. Industrial Distributor 


You're the pivot man in the industrial setup. The adver- 


tisement reproduced at right is furthering the under- 
standing of your vital role among your industrial SEE YOU AT THE TRIPLE 
customers. It appears in current issues of these care- INDUSTRIAL SUPPLY CONVENTION 


a where we of Nicholson File Company will 

Mill and Factory Purchasing News meet our old friends. We’ve been doing 

American Machinist lron Age business exclusively through industrial 

Machine and Tool BlueBook — Tooling and Production suppliers and distributors for many years. 

Southern Industrial Supplier Modern Machine Shop Pin 
Midwest Purchasing Agent 


Your teammate in the Industrial Distributor way of marketing 


NICHOLSON FILE COMPANY 
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Tinker Evers. 
The close co-ordination of three outstanding pltiyers made 


this the most famous double-play combination in baseball: 
cat-quick Joe Tinker at shortstop, pivot man Johnny Evers 


at second base, and at first base the sure-handed Frank Chance. 


All three men indispensable for fast, smooth ball handling. 


All three members of our industrial combination are impor- 
tant for the fast production and smooth flow of goods. The 
Industrial Distributor is the “pivot man.” He receives from 
the Producer the equipment and supplies you need and re- 
lays them to you unerringly — when and where you want 
them. Your Industrial Distributor is a specialist who saves 
you time and money by performing many functions for you. 
For example: 


He cuts your operating costs by stocking the multitude 
of items — both seldom-used and those you need every day 
— that would otherwise tie up your capital and incur han- 
dling, storage and insurance expense. 


He simplifies your purchasing problems by keeping 
you informed about new products, and by knowing where 
to find scarce items for you. 


He helps keep your plant running smoothly by rush- 
ing badly needed items to you more quickly than you could 
usually obtain them direct, and by passing on to you sound 
product knowledge and technical advice. 


He reduces the cost of the items you buy because he 
can distribute more efficiently than producers could if they 
dealt with all their customers direct. Thus product costs are 
lowered, and the savings passed on to you. 


He is a single, convenient source for al! your indus- 
trial needs. Imagine the time-consuming complication if 
you had to deal with each of your suppliers individually! 


The Industrial Distributor saves you more than 10% on the cost of 
supplies and equipment.* We're glad he’s on our industrial “team.” 
We of Nicholson File Company have marketed exclusively through 
distributors for many years. 


*Estimate by Industrial Distribution magazine 
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again in 


756 


DELTA keeps its 


.-- WITH IMPORTANT NEW TOOLS TO SELL! 


NEW DELTA 10” 
TILT ARBOR BENCH SAW 


Most saleable 10’ saw ever built 
because it gives customers big 
10” saw capacity and perform- 
ance for little more than the price 
of an 8” saw. 


NEW DELTA 
SAW-JOINTER 
Combines the new Delta 10” 
Tilting Arbor Bench Saw and 
Delta 6’ Long-Bed Jointer to 
make a time and work-saving 
machine unmatched at its price! 





NEW, IMPROVED DELTA 14” 
METAL-WOOD BAND SAW 


Eight new speeds, including the 
lowest in the industry (40 fpm) 
with standard motor, make this 
new Delta more useful than ever. 
It’s easier than ever to sell! 


MORE POWERFUL 
DELTA RADIAL SAW LINE 


New powerful motors—guaran- 
teed one full year—added to 
Delta’s time-tested precision, 
ruggedness and versatility for 
easier, more profitable sales. 


NEW DELTA “900” 
RADIAL SAW 


World’s most powerful, most ver- 
satile 9’ radial saw! Exclusive 
“turret arm” action, true % hp 
motor guaranteed a full year, give 
it big sales edge. 


NEW DELTA 
5-FOOT LONG-BED LATHE 
Full 5’ bed plus the exclusive 
features so rapidly accepted in 
the 4’ bed model. Sells easier 
because it handles work normally 
requiring larger, costlier lathes. 


DELTA . . . world’s most complete power tool line 
53 machines... 246 models... over 1300 accessories 





dealers out front 


.»»- WITH IMPORTANT NEW SELLING HELPS! 


NATIONAL 


BUDGET 
PLAN 


NEW DELTA 
BUDGET PLAN 


Easy Delta Budget Plan terms 
designed to suit every customer, 
plus on-the-spot credit decisions, 
add up to easier sales—more 
volume— digger profits! 


NEW SALES 
REGION 


Another step in Delta’s continu- 
ing program to give dealers better, 
more efficient service by making 
possible closer, more frequent 
salesman-dealer contact. 











NEW “SPECIALTY 
PRODUCTS” SALES FORCE 
Capably directed by George E. 
Rockwell, a complete staff of 
specialists devotes full time to 
build dealer sales of Delta Radial 
Saw and Metal Lathe lines. 


CLEARLY DEFINED 
SALES POLICY 


Prepared especially to help Delta 
Dealers increase sales and im- 
prove operating efficiency through 
a better understanding of Delta 
Sales and Service policies. 


More than ever DELTA is 


the most COMPLETE 
the most VERSATILE 
the most WANTED 
the most SALEABLE 





line of power tools in the world! 


DELTA DEALERS GROW WITH DELTA—4w’s been proved throughout the years that 
when Delta Quality is backed by dealer service of equally high quality, the result is bound to 
be ever growing sales and profits. Delta Power Tool Division, Rockwell Manufacturing Com- 
pany, 634E N. Lexington Avenve, Pittsburgh 8, Pennsylvania. 


DELTA DELTA QUALITY POWER TOOLS 
Another product by Rockwell OG; 





Be the leader with 





Your Weatherhead 
Line Is: 

y COMPLETE 

y DEPENDABLE 


v PROMOTED 
vy PROFITABLE 





COMPLETE . . because the Weatherhead line is complete, you can order ail your 
hydraulic hose and fitting requirements from a single, dependable 
source, simplifying both purchasing and inventory. 

DEPENDABLE : The fact that Weatherhead serves the foremost names in American 
industry is proof of Weatherhead dependability and quality. To maintain 
these high standards, the Weatherhead Company exercises rigid control 
over materials . . . stresses painstaking care in manufacture . . . works 
constantly to improve its products. 

PROMOTED ‘ . Weatherhead is backing up your sales efforts with hard-hitting advertis- 
ing. A continuous campaign reaches your customers month after month 
with the kind of inquiry-producing messages that are easily converted 
into sales for you. 

PROFIT ABLE F Weatherhead engineering know-how plus modern production techniques 
works constantly and effectively to make Weatherhead your most 
profitable line . . . opens the door to new business . . . increases volume 
on first orders and repeat business ... assures a maximum return on 
your sales efforts. 





WEATHERHEAD 


THE ORIGINAL EQUIPMENT LINE 
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| WEATHERHEAD 


Here’s another WEATHERHEAD double-barreled 
sure-fired business builder for you! 


Y WEATHERHEAD SWAGED HOSE ASSEMBLIES 
Y PLUS IN-YOUR-SHOP SWAGING SERVICE 


Yes, sir, this swaging machine really pays 
dividends once your customers know they can 
get dependable Weatherhead hose assemblies 
from you in a matter of minutes, You'll be in a 
position to handle a greater volume of hydrau- 
lic hose assembly business than ever before 
and at a very satisfactory profit. 





—WEATHERHEAD 


The Weatherhead Co., Fort Wayne Division 
Dept. J-5, 128 West Washington, Fort Wayne, Indiane 
In Canada Intario 


The Weatherhead Co Ltd St. Thomeaa, ¢ 
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OEM 
invited to-visit 
Booth No. 236 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


ATLANTIC CITY 
MAY 21-23 


to learn the... 


PLAIN 
FACTS 


ABOUT 
BARNES 


w. oO. BARNES CO., INC. is a specialty manufacturer. 
All facilities are exclusively concentrated on producing 
merchandising the very highest quality Power and 
and Hand Hack Saw Blades and Band Saw Blades. 

Barnes is a key line for Barnes distributors. Why? Be- 
cause Barnes Blades are quality products with estab- 
lished sales potential, at an above average profit, sup- 
ported by national advertising, aided by effective sales 
training, backed by productive sales assistance and 
with a packaging program designed to cut handling 


costs. 


With BARNES you have... 


A complete line of top quality hack and band saw 
blades. Barnes blades are pre-sold—"Famous for 
Quality” for 37 years. Barnes reputation opens new 
accounts for you and Barnes quality keeps them for 


With BARNES you have... 


An effective sales policy, based on selective distribution and 
backed by long experience. Proven workable in every re- 
spect, it is equally fair to distributor and Barnes alike. The 
result is volume sales at a profit to the distributor 
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Average Gross Profit 








Other Lines 








+» witt ' With BARNES you have... 
BARNES ’ Bees Sales and technical assistance. A Barnes sales engineer 


Above average gross profit. The complete is assigned to each distributor. A metal cutting expert, 
Barnes line and merchandising program brings he trains and works with salesmen, advises customers 
you volume sales at low cost. The result is— on metal cutting problems and assists distrubutors on 
greater net profit. merchandising Barnes products. 


A productive partner in sales effort. Barnes sales engi- 
neers work with your men “on-the-job” to produce satis- 
fied customers that stay sold. Barnes distributor policy 
and merchandising programs cut your sales costs just as 


<> With BARNES you have... Barnes Blades cut the toughest materials. 


Aggressive national advertising support that 


pre-sells Barnes Hack and Band Saw Blades to 
Zuality products that sell aud build repeat sales! 


your customers. This year more Barnes ads in 
leading industrial publications constantly chan- 


nel buyers to Barnes distributors. w. ©. BARNES co., Inc. 


Direct mail and other sales aids—“Handbook 
of Metal Sawing” and “Hack Saw Production 1287 TERMINAL AVENUE 
Calculator" build sales for Barnes distributors. DETROIT 14, MICHIGAN 


R 
WHEN CUTTING COUNTS 
COUNT ON 


HACK and 
BAND SAW BLADES 
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ALKER- 


URNER 


Here is another New Walker-Turner | 
"Light-Heavyweight” that will increase your//sales .. . 


Here's a fine 

NEW product 

that your 

customers need ...... 


with plenty of 
convincing features 
that you can 
demonstrate ......... 


to a really 
big market ........-. 


Walker-Turner “LIGHT-HEAVYWEIGHT” 
Cut-Off Machine 





Capacity, 1%” round bar; 3” tubing. 
12” x 3/32” abrasive wheel. 

1” Spindle with 5” dia. collars, Acme 
thread nut. Mounted on pre-lubri- 
cated ball-bearings. 


Cuts fast, clean, true. Frequently 
eliminates many finishing operations. 


Fan-cooled motor — totally enclosed 
ball-bearings, overload capacity up 
to 7 hp. 


Any plant that processes bar, rod or tub- 
ing stock is your prospect for one or 
more of these new Cut-Off Machines. 
You can readily demonstrate the advan- 


6 2h Seg S 


6. 
7. 


9. 


Can be fitted with Air Feed attach- 
ment. 


17” x 23” cast iron table can be tap- 
ped for any work-holding device. 
Template furnished to drill for angle 
mounting of head. 


Available with head factory-mounted 
at 45° for miter cutting. 


Wheel speed, 3720 rpm, 11,710 fpm. 


a ea 
tages in time-saving and cost-saving of 
this new Cut-Off Machine as against 
other cut-off methods. 


If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
ask your W-T representative for special sales helps; he’s there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 


available in your locality. 


© 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT — 


-— 


gt hy 


aa 


RADIAL DRILLS — WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS — 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS — LATHES — SPINDLE SHAPERS —— 
JOINTERS — BELT AND DISC SURFACERS — FLEXIBLE SHAFT MACHINES 
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. there’s plenty of this built right into the hide 
and sinews of every Walker-Turner “Light-Heavy- 
weight” . . . we've pulled a few machines out of this 
complete line here —take a look at them and see 
how much they give you to SELL! 


EAMETS a A i a 





Take this BIG capacity 15” Drill for instance — it 
has full 6” spindle travel, and this makes it unneces- 
sary for your customer to go to 20” (or even larger) 
drill presses to get the under-the-drill capacity he 
needs. With this 15” “Light-Heavyweight”, he can drill 
holes up to 6” deep at a single pass of the drill — 
and in diameters of #60 to 42”. 


ld OE RRR Te OR, a ES 


y 


- 
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Or take this 16” Variable Speed Band Saw — it wastes 
no time in belt and pulley changes, gives the proper 
speed for any cut at the turn of a handwheel, in 
smooth, stepless variation. Speed can be varied from 
50 to 4500 sfm, while the saw is running — no stops, 
no down time. Much safer, too— no need to expose 
belts or pulleys. 





: EE wo Gils OT BEA 


Or this new Variable Speed Lathe — it's as rugged 
as a rhino, yet it’s a “Light-Heavyweight”. Capacity 
is really BIG — 15%” over gap, and 12” over bed, 
with 38” between centers. Other lathes just don’t give 
capacity like that! Speeds can be varied from 660 to 
3550 rpm at the turn of a handwheel — no pulleys, 
no belts to change, no time wasted —the smooth, 
stepless variation is made while the lathe is running. 


UPI 2 EARLE NER LTS ABLE LD INLINE 8 cme 


# 
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YOU CAN SELL “LIGHT-HEAVYWEIGHT” 
TO A BIG MARKET! 


These points in “Light-Heavyweights” ring a bell If you're not now a Walker-Turner Distributor, 


with your customer — because they give him what 
he’s looking for and what he needs. If you're sell- 
ing Walker-Turner “Light-Heavyweights” now, ask 
your W-T representative for special sales helps — 
remember, he’s there to help YOU make more 
sales. 


we'll be glad to tell you if a W-T Distributorship 
is available in your locality — and if it is, we'll 
show you in full detail how Walker-Turner “Light- 
Heavyweight” Machine Tools do a powerful lot 
of SELLING for you when you demonstrate them 
to a prospective customer! 


Write today—get “Light-Heavyweights” working for 
you if there’s a distributorship open in your locality! 


ee: 


META 
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Here’s why... 
more than ever... 


OR 


means 


> & 


“THEE MosT’”’ 
in Cutting Tools 


» 


TUNGSTEN 
CARBIDE 





... plus MORSE 
/enotized Tools 


On jobs where there’s excessive wear and abra- 
sion, Morse Drills, Taps, Reamers, Cutters and 
End Mills last 2 to 10 times longer then un- 
treated tools. Available only from your Morse- 
Franchised Distributor. 





Wer rrrvev rr errr 


... plus MORSE 
“Vectormatic-Ground” Taps 


New, exclusive Morse ‘“‘Vectormatic”’ process 
gives you taps with “locked-in precision” .. . 
with tolerances held nearly 300% closer than 
with old thread-grinding methods. Available 
only from your Morse-Franchised Distributor. 
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Now Morse has everything from carbon to carbide... 
the most complete cutting tool line in industry today. 
And the one man who has this complete line is the 
Morse-Franchised Distributor. 


This means that all needs can be covered by one order 
... One invoice .. . backed up by Morse engineering service. And it also means that the Morse- 
Franchised Distributor can freely recommend the best cutting tool for every job in any plant 
... regardless of tool requirement. 


MORSE TWIST DRILL & MACHINE COMPANY + NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


MORSE 


CUTTING TOOLS 
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Very “Stew-Boe.’ Vistributor holds 


You and every other “Shaw-Box” Distributor 
lead the field in helping industry handle ma- 
terials faster, better and more economically. 
Because you have the most complete line, you 
can satisfy practically every overhead load- 
handling problem. Beyond that, the “Shaw- 
Box” line includes accessories and specialties 
that enable you to recommend more adequate 
installations which contribute substantial addi- 
tional savings in time, effort and money. Con- 
sequently, such “plus sales” are reflected in 
your overall net profit. 


Preference for “Shaw-Box” products has been 
developed in many ways over the years. Con- 
sistent national advertising always plays a 
leading role. So dohe “Shaw-Box” sales pro- 
motion materials you distribute. Our sales en- 
gineers assist in the field with their broad 
technical experience. Most important, however, 
is the confidence the “Shaw-Box” distributing 
organization wins day-to-day from industry 
through effective application of sales training 
and sales tools. 


An adequate profif on every product makes 
the complete “Shaw-Box” line a key line that 
helps you overcome the squeeze of today’s high 
operating costs. You also have the advantage 
of the “Shaw-Box” Distributor Sales Policy 
that protects your interest without restricting 
your selling activities. You can be sure we will 
continue to supply the products and provide 
the incentives that assure your future success. 


A welcome awaits you at our booth numbers 213-215, — 
Triple Industrial Supply Convention, Atlantic City, May 21-23. 
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the key to plus sales and profits 
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**Shaw-Box"’ 
Standard 
Army-Type 
Trotley 
Hoists. “ 
to 10 tons 


**Shaw- 
Standard 


1 to 24 


‘Load Lifter’ Jib Cranes 
Revolving. Self 


Full 


Supporting 


up 


‘Budg: 
are 

mobile 
ice. 1 


MAXWELL 


Headroom 
Trolley Hoists 


*Budgit’ Electr 
Hoists s to 2 
tons 


‘Load Litter’ Se 
ries ‘600° Wire 
Rope Electric 
Hoists. Ya te I 
ton 


“Load 
Series “700 
Wire Rope 
Electric 
Hoists. Ye to 
15 tons 


Lifter 


. 

Aluminum 
Chain 
to 10 


‘Budgit 
**Hi-Cap 
Biocks. 3 
tons 


‘Budgit’ Chain 
Blocks with 
roller chain 
Va to 2 tons 


Alumi- 
Chain 
“Ma to 2 


*Budgit’ 
anum 
Blocks 
tons 
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loot Cord Con 
ductor Trolleys. Fit 
8” to 16” t-beams 


Budgit’ Cond 
Reels to supply 
current te motors 
up to | hp 


‘Tugit’ Lever- 
Operated Port 
able Hoists. | 
and 2 tons 


**Shaw-Box 
Standard 
Spur-Gear 
Hoists. “ 
to 25 tons 


" 


Box’’ 
Low- 


‘Tipit' — a 
Standard sling for tip 
Cifferential : ping loads. | 
Hoists. Ye § ; ton 

to 12 tons 


Sf 
y 


**Shaw-Box’’ 
Standard Push- 
Type Trolleys. 
te 20 tons 


ie 


All products identified above by a black dot are installed in the plant pictured on these pages 
They indicate how “Shaw-Box" Distributors help industry solve overhead load-handling problems 


**Shaw-Box"’ 


ee 


a a 





tons 


*Budgit’ | 
Trotleys. “ 
2 tons 


Beam 
te *Budgit 
Bridge Orive 
to convert 
hand - operated 
crane bridges 
to electric 
drive 


‘Budgit’ Crane Assemblies. Pack- 
aged components for erection on 
the site 


Va ton and 


J Gantry 
Frames for 
lifting serv- 
and 2 tons 


‘Load Lifter’ Series 
“Do All - Electric 
Traveling Cranes. 1 
to 20 tons 


Shaw-Box 
Standard Geared 
Type Trolleys. 1 
te 20 ton 
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TRADE MARK 


Builders of 


‘HANCOCK’ Valves, 


“SHAW-BOX” and 


MANNING, MAXWELL & MOORE, INC. 


SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON, MICHIGAN 


“‘BUDGIT’ and ‘LOAD LIFTER’ Hoists and other lifting specialties. Makers of ‘ASHCROFT’ Gauges 


‘LOAD LIFTER’ Cranes 
‘AMERICAN’ and ‘AMERICAN-MICROSEN’ industrial Instruments, and Aircraft Products 


‘CONSOLIDATED’ Safety and Relief Valves, 
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PACESETTER 
OF A FAST 
MOVING 
LINE... 


WILLIAMS 


LOCKING 
ADJUSTABLE 


..-gives you an unbeatable 


competitive advantage 
with its exclusive locking 


device—at no extra cost! 


© ALLOY “SUPERRENCHES"® a one WRENCHES © “SUPERSOCKETS’® 
Over 30 patterns in 386 sizes aed erns in Bl sizes Combination of sockets, handles ® . 
from %,” to 3%” openings with openings from %,” to 734”. and accessories for every nut Power IMPACT SOCKETS 
Drop-forged carbon steel, fully turning problem or all power and impact 
heat-treated and finished in black %, %, %, %, 1” Square Drives —- a he heey 
baked enamel! with polish ” Onaninas tre " } 4 2 u 
» head toces —- Openings from %,” to 3% openings %, to 34” 


Select alloy stee! drop-forged, 
heat-treated and chrome plated 
over nickel 


AND THUMB NUTS AND SCREWS, MACHINE HANDLES, ROO ENDS, FLANGE JACKS, SCREW DRIVERS, PLIERS, SOFT-FACE AND BALL PEIN 
J.H. WILLIAMS & CO., 401 Vulcan St., Buffalo 7, N.Y. 
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INDUSTRIAL 
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Swett BE LOOKING 
FOR YOU AT BOOTHS 
326-328 AT THE 
TRIPLE MILL 
SUPPLY SHOW 


eTOOL HOLDERS and 
SET-GP ACCESSORIES @DROP-FORGED C CLAMPS eHOIST HOOKS and EYE BOLTS ePIPE TONGS AND VISES 


A | f ; 
A camslte range of tao notes: MME General ana navy service, Deep um Poo!-tsted Host Hooks, shank THE tongs 4 sis — 3 to 
and nuts, wedges, washers and throat standard and spatter-resist e : 4 fe r S. sheulé pipe capacities 
' . ing, Tool makers’, and Machinists’ ye Bolts, plain and shoulder Vises — 2 styles — % to8 
strap clamps patterns, biank or threaded pipe capacities 


HAMMERS. PUNCHES, CHISELS, PULLERS. FEELER GAUGES. BODY AND FENDER TOOLS, MASONRY BITS. SCREW EXTRACTORS. AUGER BITS 
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H. K. PORTER COMPANY, INC. 
523 Tacony, Philadelphia 35, Pa. 
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RECORD-BREAKING WEST COAST 
LINE OF QUALITY STEEL TAPE 
RULES AND TAPES NOW 
AVAILABLE IN ALL 48 STATES 


gore . 
No other tape rule has 
Carlson’s patented swing tip! ~ 


You get Carlson’s easy 


10-second blade change! 


You get a smart, top quality 
line, up-to-the-minute in de- 
sign, ideas and proved profits 
for you! 


19 @ CHIEF/ 


Here's your self-selling dis- 
play that ties up no saleable 
merchandise—comes at no 
extra cost with your initial 
order of a special minimum 
assortment. 
CARLSON OFFERS YOU 

A COMPLETE LINE 
List prices from $1.00 to $7.00. 
Steel Tape Rules—6’-8'-10’-12'-16’. 
Long Tapes—25’-50’-100’- 
¥_" tapes, zero nail hole, 16" stud markings. 
Special types—Right-to-left reading —Engineering 
Direct Diameter Reading —Metric—English (Arabic). 
Extra Stiff blade, %4“ wide—ideal for wail measurements. 


Produced under patents 2089209, 2510939, 2629180 and pat. pend. 
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you'll do now... 
thanks to 
controlled QUALITY 
plus improved 
SERVICE 
plus increased 
ADVERTISING 
plus the industry’s 
first jobber 
INCENTIVE PLAN 
for 
BIGGER PROFITS 


Write for information 
about the Jobber In- 
centive Plan 


Yo y'\l enjo 
when you | 





to Sell 


—_ | ai 6. Easy 
ANOTHER CARLOAD WAVERLY 1. Jobber incentive Pian 7. Wiel Quality 


ae > a nt 
= Gl sh | <smsltael 2. High Proms g. Little Investm® 
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3. Rapid Turnover 


4, Repeat Orders 
solescence 
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@ NEW PLANT for Us. 





.NEW SALES & PROFITS for You! 





Deep in the heart of GEORGIA... the industry’s 


newest, finest oil and grease absorbent plant ! 


This is the big new plant we built for 
you and for your customers so that we 
could better control Hi-Dri QUALITY 
every step of the way—and better im- 
prove HI-DRI SERVICE day after day. 
Located right at the source of the finest 
raw materials, this modern plant enables 


Mined, Manufactured and Guaranteed by 


us to produce the HIGHEST QUALITY 
OIL AND GREASE ABSORBENT IN 
ALL THE WORLD. You couldn't pos- 
sibly offer your trade a better product, a 
better buy or better results. Now we’re 
really “rolling’’. . . producing more and 
more...and shipping carloads of 


PROFITS to jobbers in all 48 states. 


WAVERLY Petroleum Products Co., 1724 Chestnut St., Philo. 3, Pa. 


Mine and Plant — Quality, Georgia 
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NEW MICROSIZE FLEXLOC CLINCH NUTS are now available in standard 
sizes ranging from #0 to #3 in brass, plain or cadmium plated. 
Once installed, a FLExioc clinch nut becomes a permanent, integral 
part of the unit to which it is clinched. It speeds production. It 


& " * at * . * 
secures the screw with reliable Firextoc locking action. And it 
can’t get lost inside complex electronic gear or servomechanism 
housings during disassembly of the units for service. These nuts 
were designed especially for the electronics industry. 


WHAT’S NEW WITH SPS 


TIONS ON MICROSIZE FLEXLOC CLINCH NUTS are 
included in this new bulletin, Form 2177. Be sure that all your 
customers and prospects who manufacture small, intricate devices 
get copies. Write Flexloc Locknut Division for as many as you need. 


Miniature FLEXLOC clinch nuts 
extend SPS line of standard 
microsize fasteners 


Microsize FLextoc self-locking clinch nuts were formally 
introduced to industry at the IRE show in March. These 
miniature locknuts, available in sizes #0, #1, #2 and #3, 
round out the SPS line of standard precision microsize 
fasteners—socket set screws, socket head cap screws, regular 
FLEXLoc locknuts, and now clinch nuts—all developed pri- 
marily to help electrical, electronic, and other small device 
manufacturers standardize their products to a higher degree. 


There is nothing miniature about SPS sales promotion and 
advertising campaigns. Each SPS product, whether a micro- 
size nut, giant cap screw, HALLOWELL bench, or adjustable 
shelving unit, receives its full share of SPS nationwide adver- 
tising and publicity. Your salesmen learn all there is to know 
about SPS products and how to sell them most effectively 
under our Distributor Sales Training Program. 


And we have a complete stock of sales literature—catalogs, 
bulletins, self-mailers, and sales promotion pieces—to keep 
you and your customers fully informed about our products. 
We'll imprint them for you free of charge. What literature do 
you need to complete your stocks? Write us today. STANDARD 
Pressep Steet Co., Jenkintown 13, Pa. 


—-a 
UNBRAKO SOCKET SCREW PRODUCTS 
—w 
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THESE MICROSIZE UNBRAKO SCREWS ARE “STANDARDS.” Alloy stce! 
and stainless socket set screws and socket head cap screws in sizes 
#0,# 1,#2 and #3 are available from stock. They are manufactured 
with the same precision as larger UNBRAKO products. Form 2055 
gives specifications. Write Unbrako Socket Screw Division 


PLANT ERNIZATION NEVER STOPS AT SPS. Progress continues, for 
example, on the new automatic heat-treating furnace linenow under 
installation. When completed, this furnace will increase capacity 
for UNBRAKO products by thousands of pounds per day. The furnace 
is typical of modern equipment in use at SPS—average machine 
tool age is only 6 years 


“MINIATURIZATION— MORE AND MORE FROM LESS AND LESS.” This 
interesting 24-page booklet on the theory and practice of miniaturi- 
zation will give your customers new insight into getting more out of 
less material, less bulk and weight, smaller expenditures. Write 
Sales Promotion Manager for copies of Form 2132 


TWO NEW SELF-MAILERS FEATURE HALLOWELL SHELVING. Forms 2161 
and 2162 tell how to modernize with HALLOWELL adjustable shelv- 
ing. These sales aids come to you complete with your imprint—all 
you have to do is address and stamp them. Write Hallowell Shop 
Equipment Division for copies today 





Remember, we've got a date 


Triple Industrial Supply Convention 
Atlantic City « May 21, 22, 23 « Booth No. 211 


We’re looking forward to seeing you! 











STANDARD PRESSED STEEL CO. 
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Bagi okies TAPS & GAGES 


Card Taps and Gages are your best buy because 

NDUSTRIAL quality, accuracy and long life are built in by Card, 

ONVENTION famous for over 80 years of precision tool manufac- 
aati ture. Always specify Taps and Gages by Card. 


TRIPLE | 
SUPPLY © 


Ss. W. CARD MANUFACTURING COMPANY ~- MANSFIELD, MASSACHUSETTS 
Division of: UNION TWIST DRILL COMPANY 


TAPS * DIif&SesCREW PLATES? GAGES 
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In every drilling operation there’s a particular drill that 
will do the job for you quickly, accurately and economically. 
Union offers a complete selection of top quality drills, 
standard and special, to suit the requirements of your job. 


UNION TWIST DRILL COMPANY e@ ATHOL, MASSACHUSETTS 


Owners and Operators of: 8. W. CARD DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





os Profit Lines for You 
Ye 


“HACK SAWS — BAND SAWS 


HAND AND POWER BLADES—METAL CUTTING - WOOD CUTTING 


For superior cutting service Spartan furnishes Kutall Molybdenum 
High Speed, High Speed, Flexard, All Hard and Flexible Styles and 
our SAFE-T-SAW A welded edge HIGH SPEED BLADE—Shatter-proof, 
and Die Cutting, Skip Tooth, Flexible Metal and Spring Temper 
Metal Cutting and Wood Cutting Band Saws whose Proven Perform- 


ance Records bring repeat orders. 


FULL DISTRIBUTOR CO-OPERATION 


Our Sales Policy of selling only through Distributors, full co-operation 
and protection for stocking Distributors will be strictly maintained. 
The Spartan Sales Force is constantly working with and for our 
Distributors at all times. 


AN OPPORTUNITY 


We have a few open territories. If any Distributor wants to tie up 
future profits with a proven metal cutting line, write us today. 


See Us 
At 
BOOTH 733 
At 
ATLANTIC CITY 





— SPARTAN SAW WORKS, Inc. 


Spartan Distributors SPRINGFIELD, MASSACHUSETTS, U. S. A. 


and their profits 





to get a bigger share of 


A BILLION DOLLAR BUSINESS 


Sales of incandescent and fluorescent 
lamps climb higher all the time and repre- 
sent a volume and profit potential that 
shouldn’t be overlooked. 

You can get more of this business — bus- 


iness that logically beloi.gs to you — by 


selling Champion Lamps. Here’s why: 

When you sell Champions your share of 
the market is wulimited. They become your 
line, your fresh tool to open new accounts, 
your source of steady repeat business. 


Write for full information on all the benefits of choosing CHAMPION. 


CHAMPION LAMP WORKS 


A 


ASSACHUSETTS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Across the world — and still expanding 


Abrasive and Grinding Wheel Plants — Worcester, Behr-Manning Plants Coated Abrasives and 
Mass.; Santa Clara, Calif.; Hamilton, Ontario; Pressure-Sensitive Tapes Troy, N. Y.; 
South Africa; England; France; Germany; Italy Canada; Australia; France; Northern Ireland 





Grinding and Lapping Machine Plant —- Worcester Refractories and Electro-Products Plant— Worcester, 
; Massachusetts 


Massachusetts 
Norton Pike Plant—Sharpening Stones— Littleton, 


Electric Furnace Plants Huntsville, Alabama; Stow Mensnahion 
Chippawa, Ontario; Cap-de-la- Madeleine, . — 


Quebec Bauxite Mines Bauxite, Arkansas 
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Norton Installations In The — 
U. S. and Canada 
% Plants @ Warehouses 
A District Offices 


Plants. The Norton grinding machine plant in 
Worcester is the newest, most modern in America. 
The precision grinding and lapping machines pro- 
duced in this five and one-half acre building are 
the world’s most complete line. 


From coast to coast. Besides the Norton plants and warehouses and district 
offices indicated here, there is a Norton distributor convenient to every 
manufacturer in the U.S. A. Norton warehouses are located in important 
industrial centers. Abroad, Norton has plants in England, Northern Ireland, 
France, Germany, Italy, Australia and the Union of South Africa. 


Making better pre rducts... 





Norton City 


Here is a community larger, by thousands, than 
most of those shown on everyday maps. 

It is the world’s abrasive capital — the nerve 
center of an organization whose branches encircle 
the globe. More abrasives and abrasive products 
are shipped out of here than from anywhere else in 
the world. 

It is the center, also, of research that anticipates 
the needs of all industry — for abrasive products 
are vital to all industry. 


Processes. The first continuous tunnel kiln for processing grind- 
ing wheels was pioneered by Norton 30 years ago. This one is a 
recent Norton development. It is used in the firing of grinding 
wheels and provides a closeness of quality control never before 
possible. Modern electronics guard quality continuously. 


This is where the basic tools you depend on, 
directly or indirectly, are made. This is Norton City. 


NORTON 


ABRASIVES 


Products. Here a workman is applying ROKIDE® A coating to 
a guided missile part, which must have strong resistance to high 
temperature and to abrasive and corrosive wear. ROKIDE A is 
one of the newest Norton products developed to meet these in 
creasingly severe conditions of use. 


to make your products better 
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This is Pratt & Whitney's Model 
“C" precision tool room lathe 
designed particularly to meet the 
demands of modern tool room 
practice. Notable for its quiet 
operation, dependability and 
convenience of controls, it typifies 
the fine machine tools that have 
made the P&W reputation. For 
complete details write Pratt & 
Whitney Co., Inc., West Hartford 
1, Conn. Ask for Circular 539-1. 
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Photo Courtesy 
Prott & Whitney Co., Inc 
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This is Horton's 3-Jaw Scroll Universal 
Chuck which for more than 100 years 
has been the companion to the world’s 
finest lathes. Its lasting accuracy and pre- 
cision contribute to the high production 
of any tool room or plant. For the com- 
plete story on this and Horton's complete 
line of high production chucks, see your 
Horton representative or write direct. 


wonton 
AY? 7¢4 tes ~& 1/ 
CHUCK, 





WINDSOR LOCKS, CONN. 
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How J-M National Advertising 
backs up its Packings and Gaskets Distributors 


Each magazine represents 
a campaign of many advertisements 
aimed at your customers each year 


MANAGEMENT 

Business Week 
GENERAL INDUSTRIAL 
Industry and Power Purchasing 
Power Industrial Equipment 
Combustion News 
Power Engineering New Equipment Digest 
National Engineer Pacific Factory 
DESIGN 
Applied Hydroulics Design News 
Machine Design Product Engineering 
Product Design and Development 
PROCESSING AND PAPER 
Chemical Engineering Chemical Processing 
Petroleum Refiner Oil and Gas Journal 
Pulp and Paper Tappi 
Paper Mill News 
RAILROADS AND MARINE 
Modern Railroads Railway Age 
Railway Purchases and Stores 
Marine Engineering—The Log 
AVIATION 

Aviation Week Aviation Age 
Aeronautical Engineering Review 
PETROLEUM PRODUCTION 

Drilling Contractor 

METALS 

Iron and Steel Engineer 

DISTRIBUTION 
Industrial Distribution 


Drilling 








Your best customers and prospects read J-M Packings 
and Gaskets advertisements regularly in these magazines 


Strongest advertising program in packings 
and gaskets field presells your customers 


Ir you are a Johns-Manville Au- 
thorized Packings Distributor, the 
largest advertising program in the 
packings and gaskets field works for 
you. It embraces a number of adver- 
tising campaigns, each aimed at a 
major market, and placed in the 
magazines with the most influence 
on that market. Your customers, in 
aviation, chemical processing or 
manufacturing, metal working, 
paper, petroleum drilling and refin- 
ing, transportation and other indus- 
tries are targets of this advertising. 

And because Johns- Manville 
Packings and Gaskets advertise- 
ments are hard hitting, tailored to 


the needs of industry, and feature 
items that offer maximum perform- 
ance at lowest cost, they presell 
your customers . . . make orders 
easier to get. 


When you handle Johns- Manville 
Packings and Gaskets, you have the 
benefit of the year-in, year-out ad- 
vertising that has helped make 
Johns-Manville one of the oldest 
and most respected names in in- 
dustry. But advertising is only one 
of the advantages of a Johns-Man- 
ville Distributor Franchise. For the 
complete story, write Johns- 
Manville, Box 60, N. Y. 16, N. Y. 
In Canada, Port Credit, Ont. 


JOHNS MANVILLE 


Johns-Manville PACKINGS, GASKETS & TEXTILES 
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JEFFREY PRODUCTS for every industry 


original or replacement service 


These time-tested, dependable Jeffrey products will _ finest. Into each has gone Jeffrey's long experience 
give materials-handling and power-transmission _in engineering and building elevating, conveying 
equipment more efficient, economical operation. and processing equipment. Stock them for the 
Replacement parts have the same sound design as convenience of your customers and to your 
original parts; materials and workmanship are the —_ own profit. 

JEFFREY CHAINS FOR SPECIAL APPLICATIONS 


a type and size to meet every service requirement 


Long pitch Steel Thimble Roller Chains 


Detochable Link “H" Type Mill for elevating and conveying service 





we SPROCKET WHEELS 


Combination **800" Class Steel Bushed ps oe i. 


400” Class Pintle Steel Knuckle Solid or Split “STEELCARVE” Flame Multiple Width 
Sprockets Cast Iron Cut Steel Sprockets Drive Chain 
or Cast Steel with Welded Hubs Sprockets 


700" Class Pintle “H" Type Refuse | 2%, an, 
STEEL THIMBLE ROLLER DRIVE CHAINS 


(in pitches from 1.5 to 7.0 inches) : Style K Style J 
Solid or Split Babbitted Pillow Blocks, packaged for pro- 
tection and convenience. Also Anti-Friction Pillow Blocks. 











With Straight Side Bars With Offset Side Bars Style DS 
Take-Up 


Take-ups of various styles—plain or anti-friction bearings 


ATTACHMENTS various styles for every type of chain 


pPta2asf 


A-42 with C Wing 





BELT IDLERS 


Troughing Idlers for belt widths Impact Absorption Idlers for use 
from 14” to 72” at loading or transfer points 


Cretettttt tas 


Rubber Disc Return Idlers for 


BUCKET ELEVATOR PARTS ; conveyors handling materials having a Flat Belt Carrying Idlers 
Chains, sprockets, pulleys, takeups tendency to stick to belt for belt widths from 14” to 48” 


BUCKETS : 
Various styles of ; 
iron or steel for 
replacement service SPIRAL CONVEYOR PARTS 


Various styles of conveyor flights ranging from 4” to 24” in diameter 


Friction Type 

Holdbacks 2 : Hangers 
: of various 

Cast Tooth Bearings styles 

Spur Gears vy 
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BELT PULLEYS ~ > and 
Slatted Pulleys : 
for use on ’ r ~ ‘ ‘ 
belt conveyors / ‘ 
and elevators \ 2 ie ; % 
to prevent : z ‘ 
material from 3 i} BIN VALVES ~— CAR PULLERS 
oe : - oe a Cast tron for spotting 
— ; oc M d . Clam Shell Type railroad cars 
pulley and , 
belt : SWING HAMMER MILLS ‘ 
for reducing limestone, gypsum, cool ond * 
‘ similor material to a degree of fineness be 
required for industria! purposes $ 
— 
Steel Belt TONT 
Conveyor VIBRATING FEEDERS 
Pull f 4 Vibroting motor 
Merspar 23 CONVEYORS gops protected 
we s Type LAV low- from magnetic dust 
from 14” headroom conveyor or explosive dust. 
to 60” ; for medium and light 
9 gronvicr moterial. Avail- 
able in vorious widths and 
é lengths. 


Jeffrey chains, belt idlers, pillow blocks, take-ups, belt 
conveyor pulleys, sprockets, spiral conveyors and other 
equipment are all designed and built for maximum 
performance. 





THE JEFFREY MANUFACTURING COMPANY « COLUMBUS 16, OHIO 





To industrial supply men who want 


How automation sparks 
Blackhawk Hydraulic 


The surge to AUTOMATED manufacturing requires this 
equipment at every basic step... in construction, 
installation, production, quality control and maintenance 





Gouge 
Equipped 
Jack 

INSTALLATION OF EQUIPMENT FOR AUTOMATION 
SYSTEMS means that endless miles of pipe 
and conduit are being bent in electrical 
construction. That requires Blackhawk 
hydraulic pipe and conduit benders and 
knock-out punch kits. Other Blackhawk 
hydraulic tools dramatically speed up 
moving and settling machinery. Above, 
new Blackhawk Bender that’s rolling 
up such remarkable sales records 


CONSTRUCTION FOR AUTOMATION creates a big, 
lively market for all Blackhawk Hy 
draulic Tools. Contractors and erection 
crews rack up spectacular savings 
through conservation of manpower,ma 
terials and time in construction oper 
ations. These same tools are also vital 
in maintaining costly construction e 
quipment. Left — a Blackhawk jack, 
equipped with an easily attached gauge, 
tests load-bearing qualities of soil prior 
to sinking pilings for a foundation. 
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NEW volume... 


ig sales boom in 


Electrically 
Driven 
Hydrovlic Pump 


Remote Contre! | 
Velve 





le Gen 
"snl a eso 


AUTOMATED PRODUCTION USES HYDRAULIC TOOLS QUALITY CONTROL IN AUTOMATION is general- MAINTENANCE OF AUTOMATED SYSTEMS makes 
TWO WaYs — First, low-cost Blackhawk pumps, ly important because high rate of out Blackhawk equipment essential for every 
rams, etc., often are built into material han- put could produce much costly waste maintenance crew. These tools prevent 
dling, fabrication or assembly equipment. Sec- Blackhawk Hydraulic Tools figure both in costly shut-downs Above, lower — a 
ond, these tools also add up to automated sys- lab research and inspection. Upper — a “Porto-Power” Wedgie ram spreads in a 
tems by themselves. Above, one “Porto-Power” “hollow pull ram,” powered by an elec tight spot for adjustment of a machine 
pump supplies controlled pressure to 11 rams trically-driven pump, tests an assembly carriage. Automation schedules can't risk 
to force all turbine blades into slots at once. Remote hand valve controls pump old-fashioned maintenance methods 


Don’t sell just jacks . . . sell Blackhawk hydraulic tools! 
They can be your biggest business builder 


Here’s a natural major line because industry through supply houses today! 

today depends on hydraulic power throughout The Blackhawk man wants to see you! Look 
its operations. And automation has further multi- into the full profit picture that’s yours as the 
plied the sales and profit opportunities on the source for the only complete line of hydraulic 
103 basic Blackhawk Hydraulic Power Tools sold tools. Contact us immediately for full facts 


BLACKHAWEK. ivorautic rower to01s 


BLACKHAWK MFG. CO., Dept. H-1756, Milwaukee 46, Wis. ") 


Hydraulic jocks 


Porto-Power'’ Hydraulic pipe-benders Power driven Gauge-equipped 
thry 100 tons 


Remote control Jacks and knockout punches hydraulic pumps jacks 
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SELECTIVE 


DISTRIBUTORS KNOW 








KEYSTONE OF 
NYB&P POLICY 


All sales to industrial users and dealer trade 
are made through established distributors 


with protected trading areas. 

















An important factor in the steady growth of both NYB&P and its’ 
distributors is the company’s respected policy of selling its products 
only through carefully selected distributors with franchise-pro- 
tected trading areas. 

The completeness of the NYB&P line equips the distributor to 
meet the mechanical rubber needs of the industries he serves. The 
NYB&P distributor-centered policy makes it both possible and 
profitable for him to carry the diversified stock that enables him 
to render the finest service to his customers. 

As examples of distributors who have grown and prospered 
with NYB&P over the years, we proudly present the five gentlemen 
on the opposite page. Together their firms have represented NYB&P 
for a total of 358 years — an average of more than 71 years apiece! 
Read what they have to say about NYB&P policies and products! 
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DISTRIBUTION 


! 
ITS VALUE...NYB&P HAS IT! 





John N. Crosswy, President 
HENpare & Bot THorr Company 
r 


handj 
Manufacturer) 
Rymet, deliver 
service. °F der; 
disse fair dealing 
Protection and 
sales helps k the 
& highly yaj NYBap 


se 
one for us,”* Tanchi 
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Here’s Why the Lemeco/m LINE of 
Can Be Your KEY.LINE 


4 


POWER-OPERATED HOSE REELS MATERIALS 
DRUM PUMPS For Grease, Oil, DISPENSING SYSTEMS 


For Original 120 Ib. A.T.F., Air and Power Operated For 


or 460 Ib. Drums Water Services Pole, Spray or Flo 
Gun Applications 


f eer 4 egg _—— 


GREASE GUNS-——Standord & Man-Size Capacities 








GREASE FITTINGS 

Complete Line of 

Surface-Check and 
All Other Popular Types 


and Thread Sizes f ee is % 
Of Lincoln Products. 





BUCKET PUMPS me 
Portable —High . A 
Pressure oe Si Sf es : A Stable, Experienced Organization 
Volume Models . bet Aletta: ; 
Li When you sell Lincoln, you sell products 
POWER-OPERATED backed by almost a half century of expe- 


For Transferring 
Lubricants and Fluids 
from Original Drums 





PORTABLE POWER LUBRIGUNS 
Electric or Air Operated 
MEASURING VALVE SYSTEMS 
Foot or Hand Actuated —Any Capacity 





CENTRALIZED 
LUBRICATION SYSTEMS 
Complete Line— 

Full Automatic to Manual 


Lincoln 
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Lubricant Application Equipment 
to Greater Net Profits 


equipment. Lincoln h =» Ageortarh National Advertising Support 
national distribution Service Lincoln's consistent programs of National Ad- 
azines and trade publications constantly di- 
rect the buyer to the Industrial Distributor. 
Lincoln supports its Industrial Distributors with 
more two-color full-page national advertise- 
ments than any other company in its field. 


Sales and Service Schools 

for Distributors’ Salesmen 

Lincoln maintains a sales and service school 
where distributors’ salesmen and mechanics 
are factory-trained to provide customers with 
the most complete and efficient service. 


Uniform Packaging 
Lincoln Lubrication Equipment is attractively 


tributors exclusively. The printed selling and 


pricing policies are national in application i 
and uniform in detail. bags for additional protection from dust and 


moisture. 


A Well-Planned 

Merchandising Program 

Selling support thet includes a packaged 
12-month direct mail program, counter dis- 
plays, news mats, slide films, binders of case 
history advertisement reprints and catalogs. 


Write for complete information on how you 
can become a Lincoln Authorized Distributor. 


PORTABLE LUBRICATION DEPARTMENTS 
For Heavy Construction Contractors 


LINCOLN ENGINEERING COMPANY =~; 5739 Natural Bridge Avenue ¢ St. Lovis 20, Missouri 
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Te ARMSTRONG Tool 





because: You haven't a customer 
or prospective customer who 
doesn’t buy and use these tools 


TOOL HOLDERS 


Turning Tools 
Boring Tools 
Threading Tools 
Knurling Tools 
Cutting-Off Tools 
Planer Tools 
Shaper Tools 


CUTTING TOOLS 


Ground Tool Bits 

Unground Tool Bits 

Ground Cut-Off Blades 
Unground Cut-Off Blades 
Cast Alloy Tool Bits 

Cast Alloy Cut-Off Blades 
Carbide-Tipped Tool Bits 
Carbide “Throw-Away” Inserts 


LATHE DOGS 


Milling Machine Dogs 
Clamp Dogs 


SETTING-UP TOOLS 


T-Slot Bolts, Nuts and Washers 
Strap Clamps 

Jacks 

T-Siot Clamps 

Step Blocks 


"¢” CLAMPS 
Heavy Duty “C” Clamps 
Medium Duty “C” Clamps 
Light Duty “C’’ Clamps 
Welders’ “C’ Clamps 
Tool Makers’ “’C’’ Clamps 


MACHINISTS’ CLAMPS 
DRILL DRIFTS 
DRILL VISES 


DRILL and REAMER 
HOLDERS 


TOOL POST FITTINGS 
RATCHET DRILLS 
DRILLING POSTS 
EYE BOLTS 

HOIST HOOKS 
MACHINE HANDLES 


The Arm-and-Hammer Trade Mark on any 
tool is universally accepted as a guarantee 


of highest quality. 
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Engineers’ 
Box 
Construction 
Structural 
Stub End 
Striking Face 
Flare Nut 
Set Screw 
Tool Post 


PIPE TOOLS 


Tappet 
T-Socket 
Offset Socket 
Car 

Spanner 
Alligator 
Specials 
Torque 

Thin Pattern 


Solid Pipe and Bolt Dies 
Adjustable Pipe and Bolt Dies 
Chasers for Receeding 


Threaders 


Stocks for Solid Dies 
Stocks for Adjustable Dies 
Receeding Threaders 
Portable Power Threader 


Pipe Vises 
Chain Vises 


Pipe Vise Saddle 
Pipe Vise Stand 


Pipe Cutter Wheels 


Pipe Cutters 


Line is a Basic Key Line 


DETACHABLE SOCKET 
WRENCHES and 


DRIVE PARTS 


Socket Sets 

Miniature Sockets 

Light Service Sockets 
Standard Series Sockets 
Heavy Series Sockets 
Extra Heavy Sockets 
Extra Deep Sockets 

12 Point Sockets 

8 Point Sockets 

6 Point Sockets 

4 Point Sockets 
Flexible Sockets 
Ratchets 

Sliding T-Handles 
Flexible Handles 
Shock-Proof Handles 
Adapters 

Extensions 

Speeders 

Hollow Screw Wrenches 
Bridge Ratchets 

Bridge Sockets, Hex and Square 
Slip Joint Pliers 


Tube Cutters 
Flaring Tools 
Pipe Reamers 
Pipe Tongs 
Pipe Wrenches 


ARMSTRONG BROS. TOOL CO. 


5205 W. Armstrong Avenue * Chicago 30, U.S.A. 


for Increased Profits 
feature ARMSTRONG 
as a Keyline! 
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Stanley Electric Tools 


DRILLS 


A full line; drills of every 
size and capacity 
Heavy duty production drills. 
Available with pistol grip handle 
Ye" chuck — Nos. 328 and 329, 
Ke chuck — Nos. 334 and 335. 


SAWS 


From 6” through 9” — 
for every job 


This is the big 9” W9. Cuts up to 34” — 
2%" at 45°. 


ROUTERS 


A complete line with bits, 
cutters and all accessories 


This % hp portable router operates ot A bigger portable router, 1 
at 18,000 rpm. 


23,000 rpm no load speed. Specify 
Model No. R8A. Specify Model No. R5B. 


Moo 


Other Stanley Electric Tools for industry include grinders, hammers, planes 
and accessories for all tools. Send for fully illustrated Catalog No. 56. Write 
Stanley Electric Tools, 485 Myrtle St., New Britain, Conn. 
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orking For 
-\ 


Big new drills in \ a Heavy duty big boys. The biggest. Has No. 3 Morse 
short lengths. %” aN ¥4" chuck No. 122, internal taper socket for taper 
chuck No. 383 only 9%” 44” chuck No. 582 shank bits. Also takes 
long without handle, 2“ chuck and %4” chuck No. 345. chuck for straight shank bits. 
No. 123 only 9%” same way. Reversible, if desired. No. 805. Reversible 

model — No. 806. 


UNISHEARS 


7 models cut from 18 to 6 


gauge, mild steel 
This light weight shear cuts 
18 gauge, trims 16 gauge 
at up to 15 fpm. Weighs 
A only 4% Ibs. Heavier 
Floor model cuts 10 gauge mild. portable models cut up to 
Cuts up to 15 fpm. For heavy work. , Z Lz 6 gauge. 


The big portable router with a 
2% hp motor. A heavy duty | 
production model at 18,000 rpm. 


Without table this is No. 101 
Overarm Router, with table it is 
No. 103. Motor is 1 hp 

18,000 rpm. 


STANLEY ey 
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BY OSBORN 





TOP PROFIT LINE of brushes 
for every industrial need 


On every call, in any industry, you can increase the 
order . . . and your profit . . . by selling Osborn 
maintenance, paint or power brushes. 


Consistent and effective advertising, plus top-quality 
manufacture, has established unequaled acceptance 
and preference for Osborn brushes. 

Get your share of profit from the steady demand for all 


types of industrial brushes. The Osborn Manufacturing 
Company, 5401 Hamilton Avenue, Cleveland 14, Obio. 








SBORN MAINTENANCE, PAINT AND POWER BRUSHES « FOUNDRY MOLDING MACHINES 
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It’s easy to sell lubrication savings like these: 


~ALEMITE 
LOADER PUMPS@ 


save at least 3% man-hours for 
every 100 lbs. of grease loaded! 





Find a plant that is still loading lubri- 
cation hand guns by the costly messy, 
old-fashioned hand-and-paddle 
method. Point out that an Alemite 
Loader Pump will save them at least 
3% man-hours for every 100 lbs. of 
grease they use—and provide cleaner 
lubrication besides! That’s all it takes 
to make a profitable Alemite sale! 


Cash in on the big market for 
Alemite Loader Pumps. They fit all 
hand guns equipped with standard 
Alemite Loader Fittings. Sizes and 
types for all prospects . . . to fit original 
refinery-filled 120- and 400-pound 
drums, or 25- and 35-pound buckets. 

















Adjustable Leverage ! Normal leverage—8 
strokes fill a 1-lb. gun. Increased leverage 
for cold weather or heavy grease. 


Volume Delivery! Large-diameter pistons 
provide volume delivery. Positive prim- 
ing. Relief valve permits return of handle 
to “down” position. 


For complete information, write 


Alemite, Dept. H-56, 1850 Diversey Parkway, 
Chicago 14, Illinois 


REG. U. 5. PAT. OFF 


Products of STEWART-WARNER CORPORATION 
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abrasive products tops 
in key line selling / 


*”Electronic Formulation” is the first use of an electronic “brain” for flawless cal- 


culation of grinding wheel ingredients. Its precision is unmatched in the industry. 


“EF” GIVES BAY STATE DISTRIBUTORS exceptional new advantages for key 
line selling. It brings higher standards of accuracy and dependability in grinding wheels 


to thousands of users who need and demand such standards now more than ever before. 


BAY STATE DISTRIBUTORS CAN OFFER their prospects and customers grinding 
wheels with superior accuracy in specification, manufacturing, and duplication. Not 
only is this what your customers and prospects want, it’s what they need and keep on 


needing, since grinding wheels must wear out to do their job. 


MORE OPPORTUNITIES FOR INITIAL SALES and automatic re-orders are the 
extra advantages “EF” gives to BAY STATE grinding wheels. It makes them indeed a 


top item for your key line selling. 





For details about the complete BAY STATE 
DISTRIBUTOR story, contact your nearest BAY 
STATE BRANCH OFFICE, or write direct. 








BAY STATE ABRASIVE PRODUCTS CO., 
Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — Bristol, Conn., 
Chicago, Cleveland, Detroit, Pittsburgh 

In Canada: 

Bay State Abrasive Products Co. (Canada) Ltd., 
Brantford, Ont. 


“EF” brings new opportunities for 
distributor grinding wheel sales. 
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THOR ELECTRIC 
. IMPACT WRENCHES 


THOR ELECTRIC 
SAWS 


oe 


THOR: ELECTRIC 
SCREWDRIVERS — 


” ELECTRIC SANDERS 


THOR 
U-100 HAMMER 


‘ ing a | A , 
Ae 


THOR 
ELECTRIC 
GRINDERS 


THOR #15 
UTILITY 
AIR HAMMER 


THOR PORTABLE 


sold only through distributors 


THOR IS THE BEST LINE FOR YOU TO SELL! 


. +» because Thor is the world’s largest exclusive manufacturer of 
portable air and electric tools. The Thor quality reputation is 
world-wide. When your men go out to sell Thor Tools, they know 
they are selling the top line. 


«++ because Thor Tools are preferred by industry—for speed and 
accuracy of performance, for low operating cost, and for low 
maintenance cost. 


» ++ because Thor enables you to cover a wide range with small inven- 
tory. So many Thor Tools are built around the same Thor-built 
armature and with the same basic housing castings, that a min- 
imum stock of replacement parts permits servicing your customers 
with hundreds of different Thor Tools. 


+++ because Thor-trained service engineers help your salesmen sell, 
spend time with them in the field, and are always available to 
help solve special problems in the plants of your customers. 


TLhor Power Foot Company 
cordially inuiles you to Yrunch 
in the West Room 
of the Chalfonte- Haddon Hall 
Sunday, Ma 4 20,1956 103 fm 
Industrial Fupfily Convention 
Mlantic City, Mew Jersey 


PLEASE VISIT CONFERENCE BOOTHS 240-242 
TUESDAY, MAY 22 AT THE CONVENTION HALL 


pete 
Pee J ee 
> 
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ELECTRIC TOOLS 


...£0 protect distributor profits! 


THOR MEETS EVERY NEW DEMAND! 


Thor's top-level staff of designing engineers is always in close touch with Thor's 
field force. No sooner is a pronounced demand reported, than Thor engineers 
go to work on a tool to meet that demand. Thor's current tools are continuously 
under inspection and test in Thor's great laboratory. Improvements are being 
made constantly. Thor progress is an important factor in your selling. 


Thor''scorEBOARD” keeps industry informed 


on new developments 


Every two weeks the Thor Scoreboard, liberally 
illustrated with photographs, goes out to an 
industrial mailing list of over 100,000 names. 
This lively newspaper keeps Thor distributors 
and their customers aware of latest develop- 
ments in the industrial-tool field, a powerful 
selling tool for you. _, 


NATIONAL ADVERTISING Spearheaded by ten 


big ads in The Saturday Evening Post, Thor's national advertis- 
ing campaign also includes Popular Mechanics, Popular Science, 
and Farm Journal—a total circulation of more than ten million. 


INDUSTRIAL ADVERTISING purchasing agents 
and other industrial executives will see full pages in color telling 
the Thor Tool story every month of the year! Thor industrial 
advertising is appearing regularly in American Machinist ¢ 
Machinery © Foundry © Modern Machine Shop ¢ Factory 
Management and Maintenance ¢ Mill and Factory © Produc- 
tion ¢ American Builder ¢ Proctical Builder © Woodworking 
Digest ¢ Modern Railroads ¢ Pocket List of Railroad Executives 
© Purchasing ¢ Automotive Industries. 

For full details of our attractive proposition to distributors, 
write to Thor Power Tool Company. 


THOR POWER TOOL COMPANY, Aurora, Illinois 


Branches in all principal cities 
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Every day, distributors 
P-K fasteners 





Today—just as we did 42 years ago when we first started ® PRODUCTS OF PROVED DEPENDABILITY 
in business—Parker-Kalon sells only through authorized © SELECTIVE DISTRIBUTION 
distributors. Not once in all that time have the fair-and- © GOOD PROGTT FOTENTAL 
square business principles which P-K established ever ° "*O?®CTION AGAINST PRICE DECLINES 


, PROTECTION AGAINST “DEAD” STOCK 
been relaxed. Economic storms that have toppled weak a 


. ° INDUSTRY-WIDE ADVERTISING AND 
jobber-policies have only served to show the strength and SALES PROMOTION 


stability of Parker-Kalon relationships with its large tte toilet nnaiiia 
“family” of distributors. These leading supply specialists DIRECT-ORDER PROTECTION 
heartily endorse these basic principles that comprise the 


the reasons why distributors say 


P-K Sales Policy: “We're O.K. with P-K.” 
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sell millions of 
to industry! 













Distributors’ support of the Parker-Kalort Policy 

through the years has made possible the 

struction of this great new plant in Clifton, New 

Jersey. Here...unequalled “know-how” ha : 

been combined with the finest production facif Come and see us'at the 1956 TRIPLE INDUSTRIAL SUPPLY 
CONVENTION— Booth #858 


ities to meet. steadily increasing demand 


fasteners 


PARKER-KALON DIVISION, GENERAL AMERICAN TRANSPORTATION 
CORPORATION, CLIFTON, NEW JERSEY 


vanced engineering and laboratay equipn 





‘ 


will: also contribute to P-K pfogress in fastener 
research and development 
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Tough TV-tube conveyor 
Steiner-lves and Morse 


General Chain and Belt Company uses combination 
of service and engineering to get the dig sales 


Coating and vacuumizing TV picture __ tor, knew he could help solve the problem 
tubes in quantity had long been a problem with his versatile line of Morse Power 
in the industry. Old methods were slow, Transmission Products. 

costly; produced only one tube per man 


per hour. Result: a planned power transmission 


system and a happy customer. The job 
When Steiner-Ives Co. developed their, _ is done right and customer satisfaction is 
first in-line exhaust oven to speed up® insured. The Distributor has made a good 
this process, they faced unusual problems sale, and paved the way for future orders. 
in power transmission. Harry Jensen, Sales Read picture story to see how Morse 
Engineer of General Chain and Belt Co., . products, service, and engineering pay 
New York City, the local Morse Distribu- ** off in sales .. . 


3 The problem essentially was to design a smoothly A 1-H.P. motor, coupled to primary speed reducer, 

operating indexing chain drive for the conveyor, transmits power through Morse Roller Chain Drive 
which would not impart injurious vibration to the and Torque Limiter to secondary speed reducer to 
vacuum tubes in process. Jensen has the answer. drive sprocket. Heart of system is Morse Torque Limiter. 


VISIT US AT BOOTH 347 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
MAY 21-23, ATLANTIC CITY, N. J. 
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problem solved by 
Distributor’s know-how 


1 Mr. Loyal T. Ives (right), President, and Mr. James 2 Sales Engineer Harry Jensen checks power trans- 

H. Dyne, General Manager, of Steiner-Ives, talk over mission specifications for continuous-process T'V tube 
the problem with Mr. Harry Jensen, Sales Engineer for oven at jobsite. Reviews the problems, develops several 
General Chain & Belt Co. questions which require clarification. 





Six good reasons why it pays 
to handle the Morse line: 


. Complete line of products 
. Wide range of stock sizes 
3. Quick delivery 
. Extensive advertising support 
5. Free distributor merchandising and 
direct mail program 
6. Expert engineering services 
Investigate the many profitable advantages 
of handling the Morse line of power trans- 
mission products in your area. Write, wire or 
call for complete information today. 
MORSE CHAIN COMPANY 
INDUSTRIAL SALES DIVISION 
ITHACA, N. Y. 


Jensen checks final drive assembly. Torque Limiter 

allows driven sprocket to slip when desired torque is 
exceeded, protects entire system at stops, starts, as 
well as against unexpected obstructions. 


MORSE : POWER TRANSMISSION 


PRODUCTS 
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The distributor salesman and the golden hours 


that out of his entire working day there were only 


Once upon a time there was a distributor 
salesman who worked like a horse from dawn ’til 
dusk. He traveled thousands of miles—wore out the 
seats of countless pairs of pants on waiting room 
chairs. He wrote orders, too—but there never seemed 
to be enough of them. (It just wasn’t right—for this 


boy really could sell.) 


Chen, one day a great light dawned! He discovered 


about four hours of actual selling time, and his income 
depended on how well he used these four precious 
hours. He needed a line that could be sold quickly 
and easily—on every call. He found it in Keystone 
Specialized Lubricants 

P.S. This distributor salesman prospered and lived 


happily ever after 


KEYSTONE LUBRICATING COMPANY -« 21st & Lippincott Streets, Philadelphia 32, Pa. + Established 1884 
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FIVE REASONS WHY THE KEYSTONE LINE 


pays off for the distributor salesman... 


1. There is a broad market for Keystone Spe- 
cialized Lubricants. Whenever a wheel turns 
or a machine moves, the correct lubricant is 
essential. This means sales opportunities for 
Keystone Distributor Salesmen—on every call. 
2. Keystone business is repeat business. Quality 
and effectiveness of the products assure top 
performance and continuing use. Here, again, 
Keystone builds sales for Distributor Salesmen 
—in the form of repeat orders. 

3. Keystone Lubricants provide opportunities 
for related selling. Every piece of equipment you 
sell must have the right lubricant to keep it 
working efficiently. This very fact assures extra 
sales—for Keystone Specialized Lubricants are 
right every time. 


KEYSTONE’S 
SEVEN SALES 
LEADERS 


covering more 
than 50% of 
industrial lubri- 


#122 OPEN GEAR 
GREASE—for all open 
gears except bevel, for 
normal operating condi- 


cation needs tions; brush, swob or 
pour application. 


4. Selling ‘“Tools”’ help make your selling job 
easier. Keystone offers the finest in the business 
— Bulletins BK 19 and BK 20, the Application 
Guide, the Lubrication Clinic, Samples, Plant 
Surveys, Engineering Service, Trade Shows. 
It will pay you—in cash—to use them regularly. 


5. Keystone Specialized Lubricants have been 
nationally advertised for many years. Prospects 
already know about them, so you make no 
“cold” calls. This saves hours of selling time 
for you. 


For 25 years, the increasing need for Keystone 
Specialized products has helped Keystone Dis- 
tributor Salesmen attain an expanding volume 
of sales—-at a satisfactory profit. 


# 44 GREASE —for bol! 


and roller bearings, for 


CONDENSED OllL # 50 
—for plain, ring oiling 
and oil lubricated anti- 
friction bearings; guides, 
slides, etc.; temperatures 
25° to 225°F. 


speeds in some cases up 
to 20,000 rpm; temper- 
atures O” to 225°F. 





KEYSTONE PENETRAT- 
ING OIL + 1—used asa 
rust buster; *# 2—used 
as a light machinery 
lubricant, 
cleaner, en- 
gine oil ad- 
ditive. 


+29 CARTRIDGED 
GREASE— 


for open gears. 








SPECIALIZ 





' 
i 


— 


KEYSTONE LUBRICANT S. R. LUBRICANTS—for 
#49—for air compressor speed reducers and geor 
lubrication—keeps valves head motors 

and cylinders cleaner for 
longer operating periods; 
affords maximum savings 
in maintenonce costs. 











‘ 
y 
ow 
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LUBRICANTS 
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ONLY SARCO MAKES ALL 5 
BASICALLY DIFFERENT TYPES OF STEAM TRAPS 


, it 


fl. 
jaS = 
~ 
tab 


Thermostatic 


Liquid Expansion 


WHY DISTRIBUTORS FIND IT PAYS... 


to sell all 5 types of Sarco Steam Traps 


Only Sarco offers this sales-winning 
combination of advantages 


A strong competitive advantage 


Sarco and only Sarco offers all five basically dif- 
ferent types of steam traps. 

When you sell these five traps, you are, from 
the user’s standpoint, in a position to make un- 
biased recommendations. You can always rec- 
ommend exactly the right type of steam trap to 
meet the user’s needs. 


Undivided Responsibility 
.». by one source of supply 


Sell the Complete Sarco Line...and you elimi- 
nate the expense of dealing with four or five 
different sources of supply. And you get the pro- 
tection of Undivided Responsibility. 


Simplifies your selling job 

You have only one “brand” selling job...instead 
of five! You recommend one steam trap manu- 
facturer...Sarco...for all five different types of 
steam traps. 


Gives you the fastest-selling 
steam trap on the market! 


It’s the new Sarco TD Thermodynamic Steam 
Trap...a revolutionary new type made only by 
Sarco. 


Has taken hold like wildfire in all industries. 
It’s the greatest “door-opener” in the field. Ask 
for new bulletin No. 257B. 


Big advertising campaign 

Sarco advertising in 35 publications...total 
monthly circulation of almost 1,000,000...and a 
continuing mail campaign help Sarco distributors 
by creating a preference and demand for Sarco. 


Helpful sales assistance 


Our distributors can always count on prompt 
and competent sales and technical assistance 
from Sarco field offices. Sarco Company, Inc., 
Empire State Building, New York 1, N. Y. 


2's2-8 


Sarco steam traps, temperature regulators, heating specialties, 
strainers, condensate and vacuum pumps, finned-tube radiation 


SARCO 
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of the Trade 








WIDE OPEN SPACES: They're telling the story 
out Wichita way of how Bill Dent (Watkins, Inc.) 
really got himself in the doghouse . . . Bill was 
awakened one morning by wind whistling through 
his house; half asleep, he wandered around the house 
and discovered the front door was wide open . . . He 
slammed it and crawled back into bed... A few 
minutes later he heard his wife shouting . . . She was 
outside, locked out . . . Seems a neighbor had knocked 
on the door and Mrs. Dent had investigated. 


A SMELLY STORY: During the last few months 
Mr. and Mrs. Jim Haseltine (J. E. Haseltine & Co., 
Portland, Ore.) talked a great deal about getting a 
pet . . . Jim wanted no part of the run-of-the 
mill house pets such as a dog or cat .. . After 
studying the merits of all types of pets, it was decided 
one night that the Haseltine family would get a 
skunk . . . Everyone was happy when Jim promised 
to go to pet shops the very next day . . . The following 
morning, though, Jim got a surprise . . . As he went 
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out to the garage, he found, trapped in an empty 
refuse*can, a baby skunk . . . In fact, he didn’t have 
to find it; he smelled it . . . Jim’s problem, it seems, 
should have been solved without the outlay of a 
single dollar but the wild skunk was of the spotted 
variety—Jim wanted, and now has, one of the striped 
variety—and it’s odorless. 


A POET, TOO: When a 24-page booklet was put 
out commemorating the 60th anniversary of Enos & 
Sanderson Co., Buffalo, a hidden talent of George 
Enos, Jr., came to light . . . Included in the booklet 
was an “Ode to The Passing Blacksmith,” written by 


George. 


MYSTERY ITEM: Received an anonymous tip that 
it would be interesting to investigate the story that 
Wendell Clark, Jr., likes to sleep with an ash tray 
under him . . . What is that all about, Wen? 


A NEW HOBBY: Mr. and Mrs. Ronald Johnson 
(W. J. Foss, Springfield, Mass.) are becoming real 
square dance enthusiasts . . . They've been taking les 
sons and at least once a week join in forming a square 


... Ron, by the way, is 64 years old. 


AN INVITATION: If you're planning to attend the 
Triple Industrial Supply Convention in Atlantic City, 
May 20-23, be sure to stop in to say hello to us 
We'll be at Booth 516 and, of course, we'll be at all 
the doin’s, too. 


A GOLF STORY? You've heard, I'm sure, the golf 
ers comment when he dubbed his tee shot after 
stopping in the clubhouse for a liquid lunch: “I knew 
I shouldn’t drink before driving.”—There’s one con 


solation, it’s short 
R.W.B. 
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WIRE NAILS AND STAPLES—c complete line for every industrial use. Also STEEL PIPE— for plumbing, heating, air conditioning and all other building 
ideally suited to and accepted by the building trades. Made from steel wire and industrial uses is available in a full line, in sizes you need. 


specially produced for nail manufacture. 


EPUBLIC 


Woldi Widest Range of Standard, Steels 
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REPUBLIC 
HELPS YOU SELL 


PLASTIC 


— ee (eS ae 


CHAIN PRODUCTS — include all types of welded 
and weldiess chain, chain slings and accessories 
for home, farm, product or production use. intelli- 
gent packaging and labeling speeds handling 
and identification. 


STEEL 


and Stel Producad 


ROOF DRAINAGE PRODUCTS — oc complete line 
that’s competitively priced and ready for use. 
These high-quality products are available in gal- 
vanized steel and ENDURO® Stainless Steel. 


Take a good look at that blue seal on the left-hand 
page. 

It’s the official label of the National Sanitation 
Foundation, Ann Arbor, Michigan, and certifies 
that any plastic pipe thus sealed ta unconditionally 
approved for handling drinking water and other potable 
liquids. 


Here, at last, is official recognition of plastic pipe 
quality by a group that spent 2% years studying the 
effects of various plastic materials on drinking 
water. Countless tests proved conclusively that only 
plastic pipe made from virgin raw materials was 
completely safe for handling potable liquids. 


We, at Republic, welcome the rigid standards set 
forth by the Foundation, and are proud to display 
the blue seal on our FE (flexible polyethylene) Plas- 
tic Pipe. More important, we believe your salesmen 
can use this badge of acceptance as a powerful 
selling tool. 


Republic is further helping you sell by softening 
up the market with hard-hitting advertisements in 
leading trade, industrial, business management and 
consumer publications. Millions of sales messages 
reach your customers and potential customers every 
month, pre-selling for you in all the markets you 
service. 


Mail the coupon below to receive complete infor- 
mation on Republic Plastic Pipe or any of the other 
profitable Republic products shown on these pages. 
Do it today. 


FASTENERS — over 20,000 types and sizes of stand- 
ard bolts and nuts are supplied in eye-catching, 
tough, non-smudging packages that make attrac- 
tive self-selling displays. 


REPUBLIC STEEL CORPORATION 
Dept. C-1185 
3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 
DO Flexible Plastic Pipe © Chain Products 
C) Steel Pipe C) Cold Finished Bars and 
C) Fasteners Shafting 
©) Nails and Staples 2 Roof Drainage Products 


Name Tithe 





Company 
Address 
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33 YEARS WITH DISTRIBUTORS 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 


A QUALITY of product uniformly A PRICE basis inducing and making 
good and capable of delivering serv- 3 possible aggressive competition with 


ing the requirements of the trade ice results that should reasonably reasonable profit return 


solicited 


be expected. 


FREEDOM from competition from SELLING helps of reasonable amounts 


his source of supply, either direct or 


so that his sales force may be given 


4 indirect, among the trade covered the advantage of specialized training 
by his day to day solicitations. and a knowledge of the product sold 


1923 


1933 


1943 


1953 


1954... 


Sales Policy Put Into Effect 


(First rubber company to have a written sales policy.) 


Still in Effect —Unchanged 


(Republic selects industrial distributors as best 
method of selling their products.) 


Still In Effect—Unchanged 


(Many distributors approach Republic every year for a franchise.) 


Still in Effect—Unchanged 


(More and more distributors commend the 5-Point Sales Policy.) 


Still in Effect—Unchanged 


(Nation's best distributors handle Republic.) 


1956.. Still in Effect—Unchanged 


(Original distributors signed in 1923 still representing Republic.) 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN |, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Is Key Line Selling The Answer? 


K" LINE SELLING has come in for a lot of 
distributor attention during the past six or 
eight months. As with most developments of this 
nature, there is a substantial volume of misunder 
standing as to what it is and what it isn’t 
What it will do and what it won’t do for you. 
I have some thoughts of my own which I would 
like to put into the hopper. 


Selectivity and Control 


In the first place, key line selling isn’t new. 
The idea was employed by a scattering of distri 
butors as far back as the 20’s and 30's. In its 
simplest form, it represents a way of thinking 
and a way of organizing effort. The element of 
organized selectivity probably made its first 
appearance in sales promotion. Obviously, all 
lines could not be pushed simultaneously. Certain 
lines were selected for promotion and a rotating 
series of so-called 
developed. 

Even before that, of course, the salesmen in 
your firm practiced key line selling whether you 


“worth-while” lines was 


knew it or not. Indeed, selectivity in selling is 
going on with us all the time in every firm. This 
haphazard sort of selectivity goes by the name of 
pet line selling, as contrasted with key line 
selling. As a matter of fact, one of the reasons 
for the development of key line selling was to 
bring some control over sales activity. That is, 
rather than leave the allocation of sales time to 
the whim of individual salesmen (with the pet 
lines and pet customers getting the lion’s share), 
the determination of the lines to push is reserved 
to sales management. Thus, sales effort is applied 
to lines which will produce the most desirable 
results for the firm. The evaluation is based on 
careful analysis in advance and is not left to the 
capricious selection of salesmen on the spot. 

To many distributors, key line selling appears 
to offer a solution to the net profit squeeze. 
Surely, the progressively narrowing profits of the 
past few years have made distributors take a long, 
hard look at all phases of their operations. Then, 
too, the type of thinking which produced key line 
selling may be viewed as a stage in the life cycle 
of a distributor firm. 

Most distributors started out small. A man or 
a man and a partner or two decided to go into 


business for themselves. They had limited capital 
and, perforce, they announced themselves as 
specialists. That was smart business. As the 
firm grew and prospered, capital was plowed back 
into the business. This made it possible to take on 
additional lines and put new products in inven 
tory. In the natural process of growth, the firm 
tended to become a general line supply house 

At this juncture, a strange phenomenon takes 
place. As the firm develops an organization, it 
frequently finds itself in a mad, headlong scramble 
for sales volume to support the heavier overhead 
Now there are two ways of going about building 
volume: 1. add new lines with the thought that 
possibly they will contribute some plus volume 
or 2. put a better trained and a better controlled 
and directed push behind existing lines. ‘The 
former, of course, appears to be the easier course 
of action. But all is not milk and honey. ‘The 
indiscriminate proliferation of lines and the 
scattering of effort can become wasteful of human 
ind material resources. Costs rise and profits 
dwindle. 

By this time the firm has come full cyck 
Management senses the need for greater discipline 
and for more positive control. Lines are evaluated 
on the basis of profitability and suitability to the 
firm’s operations and to its market. The firm's 
resources are marshalled and directed toward 
the movement of selected lines. And you have 


key line selling 
Tune-Up Time? 


On pages 97 to 128, we tell the story of ke 
line selling as practiced at Orr Iron Co., Evans 
ville, Indiana. Here you can sample the thinking 
that went into the program. You can see how it 
became an integrating factor in all phases of the 
firm’s operations. You can see how the program 
tuned up the whole selling effort and even 
produced more volume in the non-key lines 
And, the final pay-off, you can see how it produced 
more net profit for the firm. All or any part of 
the program can be applied to your business 


Mei F Bits 
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The Outlook for Business 





By the Economics Department 
McGraw-Hill Publishing Company 


A DECLINE IN HOMEBUILDING seemed, only a few 
months ago, one of the most likely drags on busi- 
ness in 1956. New housing starts (seasonally adjusted ) 
dropped almost steadily through 1955, and advance 
indicators at year-end pointed to a further slide. Now 
it looks as if housing starts are again moving up and 
residential construction is off to another banner year. 

The encouraging signs include: 

1. A rise in the annual rate of private housing starts 
between January and February—the first month-to- 
month increase since August; 

2. A small rise in January and a jump of one-fourth 
in February in applications for FHA mortgage com- 
mitments and requests for VA appraisals, which are 
indicators of proposed home construction; 

The report by the Federal Reserve Board, based 
on a survey by the University of Michigan Survey Re 
search Center, that even more consumers plan to buy 
houses in 1956 than in 1955; 

4. The report by Engineering News-Record that 
the dollar volume of proposed mass housing projects 
going into its backlog in February was more than 
twice as great as in January 1956 or February 1955; 

Reports from large builders that their new 
bin are selling well and that they plan to erect as 
many homes this year as in 1955; and 

The evident disposition of the federal housing 
and mortgage agencies to move in when building and 
lending sag, as in the restoration in January of the 
30-year maximum term on government-backed mort- 
gages and the increased support of the secondary mort- 
gage market recently by the Federal National Mortgage 
Association (* ‘Fanny Mae’”’). 


Seasonal Reason 


Add to these the fact that the average 1956 house 
will be bigger and more expensive than the 1955 house 
and also the prospect of increased spending on home 
improvements spurred by the national “fix-up” cam- 
paign, and the result could easily be a new record in 
total expenditures on residential construction. 

But despite all these favorable indications for 1956 
as a whole, it is quite possible that the official figures 
on new housing starts over the next month or two 
will show a dip. The reasons have partly to do with the 
way the seasonal pattern is calculated, and also because 


it may take a few months for some of the stimulating 
elements to take full effect. 

The annual rate of private new starts, seasonally ad 
justed, settled around 1.2 million during the fall and 
winter months, the low point being 1,183,000 in Jan- 
uary. ‘This represents less than a 10% drop from the 
1955 rate, and the average could be pulled up by a few 
especially strong months. But despite indications such 
strong months are on the way, there are two factors 
arguing against over-optimism: 

1. The official seasonal adjustment tends to over 
state the annual rate of homebuilding during the early 
months. Improvement in construction techniques 
and the movement of more people into the South 
and Southwest have meant more construction in the 
winter months. Thus, when February and March 
rates of building are projected on an annual basis, the 
result is higher than it should be. 

2. Figures on new housing starts have not reflected 
the steeper dip in applications for FHA loans and VA 
appraisals. 


On the Other Hand 


Conventional mortgages may account for a higher 
proportion of private housing starts. The average price 
of new houses has been climbing and is expected to 
rise again this year. On the more expensive homes, 
government-backed mortgages are not so attractive as 
on cheaper homes because of the declining portion of 
the mortgage the government will insure. So people 
buying higher-priced homes may simply decide not to 
go through the red tape necessary for government aid. 

Also, on the brighter side, applications for FHA and 
VA assistance can pop up pretty quickly if terms are 
relaxed. Restoration of 30-year mortgages last January 
inspired some of this year’s rise. More generous down 
payment provisions would probably furnish a stronger 
stimulant. 

Although the government's forecast last fall that 
there would be a 1% decline in this year’s home build- 
ing, cost increases and a rise in “fix-up” expenditures 
should guarantee that total spending may top 1955's 
record $16.6 billion. 

Nor should it be forgotten that the housebuilding 
industry has so far refused to go along with annual 
predictions of an impending slump. 
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KEY LINE 
SELLING 


Orr Iron Co's program is designed to. . . 


? Increase Net Profit 
? Build Sales in All Lines 
i, Boost Income of Salesmen 


? Promote Teamwork 


? Make Operating Capital Do More 


Industrial Distribution 




















KEY LINE SELLING 


EXECUTIVE ACTION put Orr Iron Co.’s key line selling 
program into operation. Bernard Weirauch, vice president 
in charge of sales, originated the program. Here he is 
going over the latest report on sales with his fellow execu 


EY LINE SELLING is as old as the oldest distributing 
K company in the country and yet... . 

Key line selling, in its 1956 garb, is as new as 
tomorrow morning's newspaper. 

At Orr Iron Co., Evansville, Ind., a key line selling 
program was developed. It has proved successful dur- 
ing a one-year trial run and two years of actual opera 
tion. Complete details of how the program was con 
ceived and how it operates are given in this report. 

Key line selling at Orr Iron Co. is a program of 
putting concerted sales effort behind a group of 
selected lines. 

Just as selling programs of years past were designed 
to meet the conditions of those days so Orr Iron’s 
key line selling now constitutes a frontal attack on 
eight of today’s critical problems: 

How to make more profit 

How to sell more of every line handled 

How to pay salesmen more 

How to provide better sales direction 

How to obtain cooperation of every employee 
How to develop better sales aids 

How to make your operating capital do more 
How to tone up your whole organization 


tives. Left to right are R. M. Fridrich, treasurer; Samuel 
Orr, president; Mr. Weirauch, and A. F. Riecken, vice 
president, operations. R. D. Orr, executive vice president, 1S 


not shown in the photo 


While neither Samuel Orr, president, of Orr Iron 
Co., nor Bernard C. Weirauch, vice president in charge 
of sales, lay claim to having the ultimate in a selling 
program, their key line campaign has brought suc 
cessful solutions to those eight problems. 

For example: 

Net profit after taxes: An increase of almost two 
percentage points on total annual sales. Just 
what this means in form of net profit can be 
seen by using the National Association figures 
on average net income after taxes. A firm earn 
ing the association’s average net profit of 1.16% 
on sales would have its profit increased to 
3.16% of total sales. 

Sales in key lines? Up 32% in 1955 over °54. 

Sales of other than key lines: Up from | to 20% 
in 1955 over 1954. 

Average salesman’s income: Up 14%. 

Unchanged. 

Inside personnel: Reduced from 88 to 81 

Number of outside salesmen: Unchanged. 

The Orr Iron Co., “planned selling” or “key line” 
program is now in its third year of operation. It is 


Operating capital 
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program that has affected all departments: Top 
management has readjusted its thinking on the basis 
of facts brought out by the program; the sales depart- 
ment, which originated the selling campaign and 
is most extensively affected unit, has discarded hit-or- 
miss shotgun selling methods in favor of on-the-target 
rifle techniques; the accounting department has rede 
signed its order-shipping-invoice system; the pur 
chasing department has established a buying pattern 
that provides for more stock when it is needed and 
less slow moving inventory; the advertising depart- 
ment has set up a program of promotional activities 
that ties in closely with selling efforts; the warehouse 
has abandoned annual physical inventory—taking in 
favor of a more accurate system of continually check- 
ing on perpetual inventory records. 

The heart of the program is “analysis”. By analyz 
ing the value of lines to the company, 24 of the firm’s 
300 lines have been selected for the “key line” list. 
By analyzing purchases, classifications of customers 
were determined. By analyzing territorial sales, by 
customers by lines, quotas were established. 

To select the lines for concerted effort—the key 
lines—Mr. Weirauch with the aid of James Hitch, 
assistant to the vice president in charge of sales, 
and John Mueller, advertising manager, drafted an 
“Index of Adaptability Formula.” There are five 
factors in the formula: 

Gross Profit Margin 
. Sales Volume 
. Handling Costs 
. Number of Potential Customers 
. Manufacturer’s Co-operation 

The lines scoring highest on all five factors become 
the key lines for a year. A re-evaluation is made each 
year making it possible for a line to be on the key 
list this year and not next, or vice-versa. 


“Cream” Rises To Top 


While of the five factors, the gross profit margin 
is definitely the major influencing one, a line must 
score high on the other four to become a key or 
“cream” (cream as opposed to skimmed milk) line. 

On the surface “number of potential customers” 
and “sales volume” seem to overlap but in reality 
they are different. Mr. Weirauch is interested in 
putting sales effort behind only lines that can be 
sold to customers jn most if not all salesmen’s terri 
tories. Conceivably a line could be rejected for the 
key line list despite a satisfactory gross margin and a 
potentially high volume; it could be rejected if there 
were too few customers in the trading area. Mr 
Weirauch believes that to keep hills and valleys out 
of your sales curve you must sell to’ more than just 
a few big customers. 

On the other hand, a line must have a high sales 


KEY LINE SELLING 


volume potential to qualify for listing. 

Handling costs are weighed carefully; the amount 
of warehouse space a line will occupy, the ease or 
difficulty with which a line is moved physically, the 
packaging of the products and similar factors invol\ 
ing handling costs are all taken into consideration. 

While listed as No. 5, “manufacturers’ coopera 
tion” is ranked extremely important by Mr. Weirauch 
and his aides. They evaluate the quality of the field 
help supplied by a manufacturer, the advertising sup 
port and allowances given, the selling aids provided, 
the quality of sales meetings, and the position occu 
pied by the manufacturer in relation to competitive 
manufacturers. Mr. Weirauch also is influenced by 
a manufacturer’s potential ability to keep pace in 


his field. 


Selection of Lines 


It is worth noting the importance of sales analysis 
to verification of the selections. In 1953, Orr Iron 
Co. initiated its selling program with 22 lines. Two 
more lines were added to the list in 1954, making 
24 key lines. The additions were made as the result 
of more experience in handling sales analysis data 
and the increased proficiency of salesmen to con 
centrate on more lines. However, two lines werc 
dropped from the 1954 list and, for 1955, two others 
which had not been on the list before were substituted, 
emphasizing that Point 1 of the Index of Adaptabilits 
—Gross Margins—is not the dominating factor in 
selection. Sales analysis records bring out the facts 
on Point 2—Sales Potential—and Point 3—Number 
of Customers. 

When the key line selling program was adopted 
: basic marketing decision was made by Mr. Weirauch 
and concurred in by other top management men 
I'he decision: 

“While we will concentrate our sales effort on 
key lines, we will not neglect the other lines. We 
owe it to our customers, our suppliers and ourselves 
to continue to render service on lines for which there 
is a market in our area.” 

When the program was first set up it was ¢sti 
mated that key lines would account for about 50% 
of Orr Iron Co.’s total business. Last year the com 
pany’s goal was 42% of total business to be in other 
than key lines and 58% on key lines; the target was 
missed slightly. The year’s sales showed 60% on key 
lines and 40% on non-key. This is the ratio the com 
pany plans to maintain. And to insure that the ratio is 
maintained, there is a quota for “all other” products 
The sales total for “all others” are tallied and studied 
as carefully as for any key line. 

In the following pages you will find a complete 
report on the thinking behind the program and the 
facts that brought it into being 
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KEY LINE: SELLING 


Planning For Greater Profits 


1952—A Year of Disillusionment — and Enlightenment 
Thinking 


“We were stricken with in- 
creased sales volume but with profits failing to keep 
pace.” 


Operating statements showed: 
Fror 1948 to 1952, sales volume had risen continually 
but there was no proportionate increase in profit ratio, 
indicating a “futile chase for dollars.” Obviously, 
more sales meant more effort, more people, more 
operating expenses, larger inventories, more working 
capital. Situation aggravated by price increases not 
allowing for distributor's increased operating costs. 


Something wrong with using 
sales volume as barometer of success. 


Other reasons why we should 
change our sales policies? 


Market has changed in size, 
density, composition, product use, etc. In light of 
this, could old policy of being “all things to all 
men” be maintained? Futile, in light of what operat- 
ing statements indicated. 

No sign of manufacturers increasing gross margin for 
distributors. History against possibilities. And we 
can't afford to wait. 

Price increases? Seems as if they will continue 
aggravating our inventory problems. Can't stock 
everything salesmen say customers want. Competition 
keener, adding to our selling costs, particularly if it 
is only volume we're after. Leads to a question of 
whether we're getting enough for our selling expense 
dollar. 


: Obviously, we can’t change 
these factors, but we can change our approach, our 
policies. 


What is the alternative? 


What's wrong with cutting 
expenses? Any such policy is short-range; it yields 
shortlived “savings,” no gains—like eating seed 
potatoes. We can’t afford loss of services, sales 
opportunities, our position in an expanding market. 


We can’t “make money” by 
cutting expenses. 


What about key line selling? 


Other distributors have done 
it, why not us? 
An increase in high-profit-line sales, is bound to 
increase our net profit. 
We could get more results from our selling expense 
dollar by exercising more effective sales direction 
and training through concentration on relatively few 
lines. 
We could have more effective inventory control. 
Purchasing would be more systematic, less costly. 
It should lead to more efficient use of working capital, 
through budgeting purchases. And we'd conserve 
manpower and facilities, too. 
But, we lack market information—principal customers 
and prospects, potentials, sales breakdowns, etc. 
What's the potential for how many key lines? 
Can we break the ingrained habit of salesmen selling 
“pet” lines, make them concentrate on profitable 
ones? 
What about customers and suppliers getting the 
mistaken impression that we will drop other products 


and services? 


Sounds promising, but specula- 
tive. Weigh possibilities against facts, not opinions. 


Research 


Is a statistical approach to the 
market study practical? 


Studies of potentials, county 
by county, using sales reports and government statis- 


tics. 
Studies of potentials, customer by customer. 


Determination of ratio of sales to (a) net expendible 
income, (b) employees and (c) payrolls. 
Consultations with marketing authorities. 


Some insights gained on seg- 
ments of the market but results too general, obtaining 
them too time-consuming for limited staff. 


00 INDUSTRIAL DISTRIBUTION * MAY, 1956 





KEY LINE SELLING 





¢¢ 


ive me the serenity to accept what cannot be changed. 


ive me the courage to change what can be changed, 


J he wisdom to know one from the other.” 


Reinhold Niebuhr 





Could company’s own records 
and sales reports provide material for market 
research? 


Customer list taken as basis 
for study. Each salesman classifies customers as to 
type of industry they're in. Classifications checked 
in the field by key inside personnel. 


Analysis showed 15 different 
types of customers constituted bulk of Orr Iron’s 
market. 


To find actual percentage 
of total volume that sales of key lines (see Index of 
Adaptability, page 99) represented and actual sales 
of lines to market segments by salesmen. 


Maintenance of sales break- 

downs (from salesmen’s invoice copies) as above in 
old file volume by inside sales staff. 
Drafting program, including outlines for indoctrina 
tion, training, motivations, records, reports, quotas 
on assumption key line selling practicable. All this 
accomplished in first nine months of 1952. 


Sales analysis showed that 
40% of the company volume was in 15 key lines 
Proved key line selling had exciting possibilities. Valid 
projections could be made of how company’s gross 
margin and net profit picture would be affected if 
key line sales were increased by X% 
lerritorial realignment of 1947-48 confirmed. It was 
based on estimated potentials (statistically) and some 
salesmen’s territories were reduced for deeper pene 
tration. 
Weaknesses of high volume sales policy exposed 
Sales efforts were weak, diffused, because of lack of 
definite objectives. 
Highest volume salesman shown to be poor key line 
performer. Many salesmen’s volumes heavy with low 
margin sales. 
Exposed sales training and direction weaknesses due 
to quest for volume. 
Exposed weaknesses on specific lines, of specific sales 
men, indicating where training, direction, inventory 
could be improved without guesswork. Records in 
dicated they could be sound basis for more accurate 
budgeting by administration, by finance and by put 
chasing. 
Records confirmed proposal not only as sound, but 
indicated the way out of the profit ratio dilemma 
Management “buys” the proposal. 


Resolution 


How to coordinate new selling 
program to company’s resources. 


ll-month figures for 1952 
(available from sales analysis) projected for 1953 
to establish quotas and start program with New Year. 
Seven more lines added to the program (selection 
based on same factors as determined original 15). 
On basis of dry run projection, 22 lines would repre- 
sent 50% of the company’s volume and provide an 
increase in profit, the main objective. 
Quotas established included one for “all others”, 
so as to keep up sales and service on products not 


among the key lines. 

Reorientation of sales direction, indoctrination and 
training to support new selling program. 
Organization of sales contests to support program 
Reorganization of office routine, order handling to 
provide analysis and control data and reports. 
Reorganization of purchasing procedures to provide 
timely, adequate inventories of key line products 
to support increased sales effort. 

Reorganization of advertising and sales promotion 
program to support sales effort. 


 CBteiusion — A new approach to sales and 


marketing under a new program. 
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The Role of Sales Analysis 


, gon METHOD OF SALES ANALYSIS is a central part of 
any key line selling plan, particularly in an in- 
tegrated overall program such as adopted by Orr Iron 
Co. Sales facts are necessary to guide and control the 
sales effort for the most profitable results. 

“To compete successfully as an industrial supply 
and equipment distributor today,” says Mr. Weirauch, 
“it seems elementary and fundamental that we should 
know the difference between profitable and unprofit- 
able lines. This boils down to a matter of facts—not 
of opinions.” Sales analysis produces facts from 
which well-reasoned, responsible opinions can be de- 
veloped about sales policies, sales direction and sales 
training. 

Sales analysis made two major contributions to the 
Orr Iron Co.’s program of key line selling. First, the 
initial analysis substantiated the soundness of the 
plan as a departure in sales policy. Thus, the analysis 
formed the basis for the development of the plan in 
detail. Without detailed facts about sales and the 
market—how much each salesman was selling of 
what sort of merchandise to what type of customers— 
Mr. Weirauch doubts if the radical change in sales 
policies could have been “sold” to top management 
and the salesmen. 

More specifically, the trial analysis gave factual 
evidence that: | 

|. A market for selected key lines existed. Sales 

of the key lines, even without concentrated sales 
effort, represented 40% of the company’s total 
volume. Figures also indicated there was enough 
potential in several segments of the market to 
justify concentrated sales efforts. 

Key line sales could be increased reasonably with 
more concentration of sales efforts. 

The analysis exposed segment weaknesses on 
specific lines of specific salesmen indicating ex- 
actly where training, sales direction and inven- 


tory handling could be improved for maximum 
results. 

Valid estimates could be made of gross mar- 
gins and net profits if key line sales were in- 
creased by X%. Returns could be projected line 
by line for more accuracy, after considering rea- 
sonable share of potentials. 

Economies could be achieved through more 
efficient budgeting of sales, administration, 
finance and purchasing as result of sales trends 
evealed by sales analysis. 

Reasonably accurate sales quotas for company 
and individual salesmen could be determined 
from sales analysis data. 

At Orr Iron Co., the importance of continuing 
sales analysis is not underestimated. In addition to 
maximizing the effectiveness of sales direction and 
control, it provides a sound basis for determining sales 
quotas, the outcome of various sales contests used as 
incentives, for inventory coordination and adminis- 
trative planning. 

“As you know,” Mr. Weirauch said, “preference 
for certain lines unconsciously turns a salesman  to- 
ward certain prospects and away from others. Our 
analysis showed us in terms of facts that in spite 
of sales meetings, advertising, and all the other things 
we had been doing, that a salesman did not, of 
his own free will and accord, effectively follow up-on 
products which were not his pet lines. But when he 
was given a definite assignment, along with all the 
other members of the sales force, he was motivated 
to pull as directed. Then we found ourselves with 
salesmen working as a team 

“In addition to giving the monthly score on key 
line sales by each salesman, our sales analysis also gives 
us the figures on how much of each key line a sales- 
man is selling to each of our 15 classifications of 
business.” 


Organization of Data 


- MANY RESPECTS, the Orr Iron Co.’s method of ac- 
cumulating and organizing sales data into sales 
analysis reports is a model of adaptation of general 
principles of sales analysis to local requirements. It 
is the result of research into sales and market analyses 


techniques and an understanding of the company’s 
requirements-—and the limitation of its resources. 
The primary purpose of the program was, and is, 
to increase net profit through an efficiently organized 
and directed sales effort. Since the successful execu- 


tion of the plan requires a continuing sales analysis, 
procedures for accumulating data and preparing re- 
ports had to be worked out carefully and economically. 
In short, to obtain the maximum in the way of con- 
trol reports without unduly increasing overhead. 
The task was one of studying, analyzing and adapt 
ing general sales analysis principles and other dis 
tributors’ methods, to meet Orr Iron Co.’s require- 
ments. For example, it is common practice for most 
distributors to analyze salesmen’s sales by key lines 
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transition in sales techniques.” 


A” OF us as industrial supply distributors must 
recognize that this is no longer a period of 
selling and merchandising by default. The right 
goods at the right place at the right price at the 
right time is not enough to build a lasting and 
profitable future for our businesses. We should 
accept the added responsibilities of better plan 
ning not as a millstone around our necks, but 
as the prime factor and underlying cause behind 
a stronger industrial supply industry. 

In our business we must get in step with a 
rapid transition in merchandising techniques. 





“We must get in step with a rapid “Our program is subject to revision— “The steady increase in profit under the 
progress is synonymous with change.” 


Speaking of Key Line Selling 


by Bernard C. Weirauch 


program is ‘proof of the pudding.’” 


Selling that fails to produce an adequate profit 
represents a job not well done. 

Our selling program has been successful for us 
However, it is subject to continuous revision. In 
the industrial distribution business we must 
recognize that progress in selling and met 
chandising is synonymous with change. 

The teamwork by our salesmen, the inventory 
co-ordination, the pleasure of operating a plant in 
which each department participates, and the steady 
increase in profit is the “proof of the pudding” 
of planned selling. 





to key customers. But, in studying their market, Mr. 
Weirauch and his two aides—the Messrs. Hitch 
and Mueller—found “key” customers were rela 
tively few. They also learned that the bulk of the 
customers could be divided logically into 15 types 
of customers, each type defined by the similarity of 
products used and purchased rather than by company 
name. Thus, it was possible to segregate salesmen’s 
sales to each of the 15 market segments rather than 
by individual customers, simplifying the entire pro 
cedure and yielding more significant figures for 
sales control. 

The classification of customers actually was the first 
step in setting up the trial run sales analysis system 
which Messrs. Hitch and Mueller maintained alone 
during the exploratory period. Some 4,000 customers’ 
names were run through an addressograph machine 
on standard index cards (3 x 5-in.) and each salesman 
was given the cards bearing his customers’ names. 
I'he salesmen were instructed to classify each cus- 
tomer by type, based on what the customer bought 


or represented in product potential. Basically, allied 
industries buy and use the same types of products. 
For instance, rather than maintain separate break 
downs of sales to mines, quarries, gravel works, coal 
yards, railroads and barge lines which all use main 
tenance tools, steel, heavy mill and mine supplies, all 
such customers were classified as No. 108—Mines, etc 

The 15th classification, No. 115—Miscellaneous, in 
cludes one-shot sales to such customers as theaters 
and florists with occasional orders for chain or coat 
ings. A determined effort was made to keep accounts 
out of this category since it was not designed to be a 
catch-all. Most accounts thus classified are not as 
signed to a salesman 

Incidentally, all customer cards were reviewed by 
Mr. Weirauch and his aides and in cases of doubt, 
field trips were made by key inside personnel for 
personal check of the classification. After the classi 
fication of customers, the cards were placed in a cus 
tomer file for reference in sorting out sales to cus 
tomer category in sales analysis 
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” SALES 
ANALYSIS 


Sales Data Flows from Order to Reports 


HIS CHART ILLUSTRATES how data for sales analysis 
T is processed and how the work is coordinated with 
the regular order handling routine. It could serve 
as a guide to anyone wishing to incorporate sales 
analysis processing into his own routines. Due to the 
nature of the territory and the type of market, sales- 
men write out more than 95°% of the orders on a four- 


part order form which includes: 1. a master; 2. cus- 


tomer acknowledgment; 3. packing slip; 4. delivery 


receipt. Phoned orders are hand written, mailed orders 
typed in the office. The master is the source of sales 
analysis data—product codes, quantities, amounts, cus 
tomer, salesman, ete. 

Inventory control codes the product lines instead 
of checking to denote the take-off has been made. 
Inventory cards are flagged to denote key line products. 
In this routine, the price clerk also makes extensions, 
checks invoice lines for coding, and codes key lines 
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on new orders as written. Pricing also codes key line 
“specials” when ordering such. 

The Bruning printer in duplicating is a key tool in 
order-handling and sales analysis work as done here. 
Customers’ invoices and salesmen’s copies are 
reproduced here, the salesmen’s copies (pink) becom- 
ing the data for sales analysis. In addition, all duplica- 
tion of sales analysis reports are made on the printer 
also, saving considerable effort and time, and making 
for greater accuracy. 

Basically, there are two reports prepared by the 
sales analysis section—the Monthly Sales Quota, and 
Sales Analysis Summary—which summarize sales 
analysis data in such a form that other reports, such 
as the Overall Percent of Accumulative Quota, bar 
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SALES 


ACCOUNTING ANALYSIS 


charts, contest standings, can be prepared from them. 

The two key reports are duplicated and passed on 
to executives, Mr. Weirauch, as vice president for 
sales, receiving all salesmen’s copies of the Monthly 
Sales Quota Report prior to passing them on to his 
assistant, Mr. Hitch, who then passes them to the 


advertising manager, Mr. Mueller. There is close 
liaison work between the sales and advertising depart 
ments. ‘The advertising department produces The 
Orrator, the monthly house organ, and also prepares 
accumulative percentage reports and sales contests 
standings. Advertising can also coordinate its pro 
motion work with sales objectives through scanning 
analysis reports, and intensifying its campaigns in 
accordance with defined sales objectives. 
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Sales Analysis Reports Are Key Management Tools 


| phage HAS PROVED that sales broken down by key lines, by customers and 
by salesmen yield the most valuable information as many sorts of reports may 
be prepared from the data. The only limiting factor is the capacity of the office 
staff to produce the data without increasing costs unduly. At Orr Iron Co., reports 
of salesmen’s sales by key lines to key market segments (rather than by key cus- 
tomers) are the basis for direction and control. Since quotas are used, the reports 
also furnish quickly and accurately the key figures for determination of sales 
objectives for the coming year. 








ORR IRON COMPANY 
SALES ANALYSIS FORM #1 


Lmith annie Gs SALES ANALYSIS 
* WORK SHEET 


No. of let ° v- 


Classification | Accts| Jan | Feb| Mar/ Total 





SALESMAN 








All the data necessary to prepare the 
various reports that circulate among 
key management personnel and sales- 
men is accumulated on what is called 
Sales Analysis Form 1, or the “work 
sheet”. On this form are collected each 
salesman’s sales of key lines to customer 
classifications. There is one sheet for 
each line (24 sheets per salesman). The 
forms are kept in the sales analysis sec- 
tion of accounting which prepares two 
key circulating reports. 











? MONTHLY SALES 
r QUOTA REPORT Product Ze vA 
ano 


This is a monthly report of each sales- 
man’s sales by key product lines. Rec- 
ords for four product line sales for one 
year by months are shown on each : 4 
sheet (total of six sheets for each sales- 
man). The sheet shows quota for the 
month, month’s sales, percent of quota 
achieved, cumulative quota, cumulative 
sales and cumulative percent of quota 
to date. The percentage figures are 
determined monthly on an electric cal- 
culator. Three copies of this report are Au 

made on the Bruning printer—one is Sept 
sent to Mr. Weirauch, one to the sales- Oct 
man for his own record, and one to — 
the sales assistants—while the master 
copy is retained by the sales analysis 
section to facilitate the preparation of 
quarterly reports. 








um. 
%ofMoj Cum. Cum. Yr.to 
Sales | Quota Quota Sales Date 


Total 4 ¥. 
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3 SALES ANALYSIS 
* SUMMARY SHEET 


—> 


This is a report to enable management 
to tell at a glance just how each sales- 
man’s performance compares to the 
total company performance, and is pre- 
pared each month. The number of 
accounts in each customer category is 
the indicator as to whether the overall 
or individual performances are satisfac 
tory or not. Where salesmen have the 
same number of customers and their 
sales show a discrepancy, management 
can take appropriate action. One re- 
port would include 24 sheets, one for 
each key product line. 
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ie” 4. ACCUMULATIVE QUOTAS 


A manually-prepared comparison report suminarizes the sales 
performances of each salesman in each of the, key lines for 
each month. The performance is expressed in percent of 
quota achieved to date. In preparing this report, it is merely 
a matter of transferring percentage figures from the Monthly 
Sales Quota Reports to the master sheet and then reproduc- 
ing the master on the Bruning printer. One copy goes to 
each salesman. Mr. Weirauch reviews each salesman’s sheet, 
compares the salesman’s percentages with others and circles 
those he deems inadequate in red pencil, indicating that he 
has made note of the situation in a given product line. Be- 
low 75% is generally conceded to be a failing performance. 
Contest standings are indicated at the extreme right and at 
the extreme left. The average percent of quota achieved by 
all salesmen is shown at the bottom. Journal paper is used 
in preparing the master report. 
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This bar chart is a by-product of the previous report but 
shows only the individual salesman’s performance as it re 
lates to the company performance for each of the 24 key 
lines. It serves to dramatize the salesman’s performance, a 
black bar is used to indicate the percent of quota achieved 
by the salesman, if that performance is more than 100° of 
quota; a blue ber (red diagonals in illustration) between 75 
and 99° of quota, and a red bar if the salesman’s 
formance is below 75% The company performance is 
shown as a green bar (white in illustration) to 
relation to the company. These bar charts (one is pre 
pared for each of the 18 salesmen) are drawn by Mr. 
Mueller in the advertising department which also takes off 
the results of the various contests staged for salesmen from 
the master report for publication in the company’s house 
The Orrator. 
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CUSTOMER 
MONTHLY SALES RECORD 
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Once a year, the accounting department prepares an individ- 
ual customer’s record of monthly purchases from the com- 
pany for each of the salesmen as reference data in evaluating 
customers and checking their own sales performances. This is 
done by sorting copies of monthly statements to customers 
and transferring the totals to the customer monthly sales 
record form. There is room for a 10-year history of each 
customer’s purchases on each sheet. These records are also 
used by the credit department in checking customers’ credit 
ratings. 

This record is the only summary of sales to individual 
customer received by salesmen. However, they receive the 
copies of all their customers’ invoices and, if necessary, they 
can break down a customer’s sales by key product lines for 
a closer analysis of any particular customer's business. 

The chief value of the record, however, is for indicating 
trends and seasonal patterns whereby the salesman can allo- 
cate frequency and time of calls. 
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QUARTERLY COMPARISON 


f . SALES ANALYSIS 


This is another management report and is filled out each 
quarter. There is room for a five-year record of key line 
sales by quarters. Quarterly sales may be compared to the 
same period of other years to uncover seasonal trends, per- 
formance failures or diminishing market, depending on the 
circumstances. 

The report also has value for budgetary purposes in that 
it indicates broad term trends in demand and periods of line 


activity in sales. Sales promotion schedules may be worked 
out from a study of this and the other cumulative reports. 


a e . 


One other form filled out but not shown in these pages is 
the frontispiece for the individual salesman’s own quota 
book. The sheet shows the key lines, the salesman’s percent of 
quota achieved to date and the total company performance. 
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SOURCE OF SALES ANALYSIS DATA is the order after is 


processed and invoice lines coded (see letters in third column from right) 


The Mechanics 


conducted for salesmen. Sales analysis figures thus are 
broken down to the half dollar. If the cents amount 
to more than a half dollar, they're counted as a 
dollar; if they’re less than a half dollar, they revert 
to the last dollar. 


I" IS INTERESTING TO SPECULATE On how many more 
distributors would have a system of accumulating 
sales analysis data if they could get a packaged method 
which would fit right into their present routines with- 
out adding to their cost of paper-handling. ““There’s no 
such animal,” according to R. M. Fridrich, treasurer, 
who assisted by Office Manager Robert Schoenen- 
berger designed and directs the sales analysis system 
for Orr Iron Co. “Just now,” Mr. Fridrich commented 
wryly, “it operates simply and with no bugs, but I 
wouldn’t want to go through the business of doing 
it all over again.” 

But before you get discouraged, remember the Orr 
Iron Co. procedure was complicated by the fact that 
sales analysis figures had to be correct to the dollar, 
whereas the common practice in sales analysis reports 
is to permit relative accuracy. There are several 
reasons why Orr Iron Co.’s sales analysis reports have 
to be so accurate. The figures on the reports have to 
correspond with the accounting figures on which 
salesmen’s commissions are based and with the figures 
which determine the outcome of the many contests 


New Forms Used 


Mr. Fridrich had in mind a streamlining of the 
office order handling routines when approached 
by the sales department with a request to devise a 
sales analysis set-up to produce reports. Mr. Fridrich 
evolved an order handling routine utilizing specially 
designed four-part forms (Moore Business Forms, 
Inc) which “reduced order and billing personnel by 
54 people” and yet produced further analysis work 
The general routine of order paper flow is described 
in the flow chart on pages 104-105. 

The initial step in setting up the paper flow for 
sales analysis purposes was to have each inventory 
card of each key line item stamped with the appro 
priate code letter, which permits the inventory control 
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CO-ARCHITECT with Mr. Fridrich of system for accumu- 
lating sales analysis data, is Office Manager Robert Schoenen- 
berger, who sees that data is delivered. 


clerk handling take-offs to stamp the code letter on 
the charge sheet. This eliminated the need to check 
the item as having been taken off on the inventory 
card. To facilitate coding, stock cards are flagged to 
indicate a coded item. Pricing is responsible for coding 
orders for “specials” when these are from a key line. 

These are the only steps of the order handling 
routine in which sales analysis is involved until the 
master copy is returned to pricing from the warehouse. 
One of the unusual features of the price clerk’s func- 
tion is that the clerk not only marks the unit prices 
and discounts (if any) but also makes the extensions 
on a calculator. Mr. Fridrich claims this procedure has 
reduced pricing errors considerably as the clerk, having 
quantities and unit prices firmly established in her 
mind, extends totals more accurately. The clerk also 
takes off back order items and makes out new orders. 
\ notation is made on the master product line as to the 
new order number. Codes for key lines are also 
carried over to the new order. 


Master Reproduced 


I'he master then goes to the Bruning printer which 
reproduces the required number of invoices and the 
salesman’s copy (pink). All are returned to account 
ing which mails the invoices and retains the master 
and pink copy. 

Mr. Fridrich’s system of preparing sales analysis 
data may be termed a manual operation. Only three 
ofice machines are used—an adding machine, a 
Monroe electric calculator, and the Bruning printer. 
Che calculator is required for figuring percentages of 


£ 
re: 


CONTROL FIGURES are determined by Mrs. Gladys 
Seilers who also makes entries into sales journal from invoice 
copies, preparatory to filling out reports. 


quotas and the Bruning for duplicating invoices and 
analysis reports. 

Although aware of the progress made in electronic 
office machines in recent years, Mr. Fridrich regards 
as uneconomical their use solely for analysis work in 
a company the size of Orr Iron. He thinks auto 
mation of the optimum amount of office work—order 
handling, inventory control, accounting, analysis— 
is the only economical application of automatic 
machines. The distributor’s operations, he. pointed 
out, are still studded with irregular requests for data 
such as stock of any given item on hand, which an 
ordinary file can answer immediately and without 
serious interruption of work flow. Sorting punch cards 
for such reasons in the regular punch card operations 
gets involved. 


Control Figures Used 


The sales analysis section of accounting adds the 
day’s total invoice amounts (from master order forms ) 
and sends the master order and adding machine tape 
to accounts receivable, the tape figure being a control 
figure. A tape is run off the pink copy also and this 
tape is sent to bookkeeping as a control figure too. 

The pink copies are retained by the analysis clerk 
who consults the alphabetical file of customers by sales 
territories for the customer code numbers for each 
invoice copy. 

The next step is to prepare more control figures. 
Setting the “non-add” on the adding machine, the 
analysis clerk enters the customer code number, then 
adds the invoice amount, totalling each salesman’s 
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SALES ANALYSIS REPORTS are prepared by Miss Hazel 
Patmore who also calculates percentages of quotas repre- 
sented by current sales figures 


invoices for the day. The clerk sends the original tape 
to the salesman and keeps a carbon as a check of the 
day’s billings with accounting, and as a control figure 
for her postings of the same figures to the analysis 
sales journal. 

This information also facilitates figuring taxable 
sales and may be used for other breakdowns such as 
truck load analysis by weights. 

The analysis sales journal is a loose-leaf book with 
vertical columned sections (each section key line 
letter coded, see invoice on page 109). 

The clerk sorts the invoice copies into dail) 
sequences, and then in the column headed “key line” 
enters the customer code number and the amount of 
each key line sale. The clerk goes through each day’s 
invoices for each salesman and posts the figures to this 
journal. The reason for this journal is to facilitate a 
check in the event of a complaint about amounts by 
salesmen. Sales are entered in the month they are 
billed; customer credits are entered in the journal 
in red and are deducted in the month they are made 


Double-Check 


These figures are double-checked. The clerk adds 
the amounts in the “key line” column for the sales 
man’s overall sales total. The grand total is also 
checked with the tape total obtained earlier. The 
check for accuracy is constant. At this point, “work 
sheets” (Form No. 1, page 106) can be prepared using 
only an adding machine. 

he first figure entered on each salesman’s product 
work sheet is the total key line sales figure. This is 


KEY LINE SELLING 


the control figure to check later postings. Using a 
ruler as a guide for cross-adding, the clerk adds the 
sales of each key line sale to customer categories and 
enters the total opposite the customer category on 
the work sheet. A tape is thus run for each cus 
tomer category and the postings made to the work 
sheet. When the posting is finished, a grand total is 
struck to see if it agrees with the previously entered 
total. There are 24 key line product sheets for each 
salesman and she posts to them all in the same way 


Transferring Data 


MONTHLY QUOTA REPORT —lIn_ preparing 
this report, the clerk transfers the saleman’s grand 
total of a key line to the quota sheet (Form No 
page 106) and, at the same time figures the percentage 
of the monthly quota it represents—the quota figures 
were entered when determined. After January, the 
cumulative total is entered (adding the current 
month’s sales to the previous cumulative total) and 
determines the percent of cumulative quota it repre 
sents. The cumulative percent of quota is shown as 
of the end of each month. 

To arrive at the “all others” figure, the clerk sub 
tracts the total of key line sales from the original 
grand total control figure put on the tape at the start 

When completed, the Monthly Quota Report goes 
to the Bruning printer where three sets of copies are 
made, one going to Mr. Weirauch, one set to the 
salesman and the third set to the Messrs. Hitch and 
Mueller. 


Takes 5 Days 


Despite the mass of individual arithmetical cal 
culations, all the work to this point takes one clerk 
ys. Although two different clerks may 
work on analysis during the month, Mr. Fridrich 
pointed out the work could be done by one clerk full 


only five days. 


time 

In preparing the Sales Analysis Summary, the clerk 
resorts the work sheets by products. Then each cus 
tomer classification total is transferred to the Sales 
Analysis Summary. The clerk then transfers the 
product grand totals to the Total Company column, 
and cross totals and adds salesmen’s totals to the 
salesmen’s columns. These totals must cross-check 
with total at the foot. This is a sales administration 
analysis and copies are distributed to key personnel 
only. 

The Summary of Accumulative Totals is prepared 
by taking each salesman’s sheets and copying product 
totals from the Monthly Sales Quota Sheets. The 
Summary is reproduced and one sent to each salesman 
after a review by Mr. Weirauch, Mr. Mueller, in 
advertising, obtains his contest standings from this 


summary. 
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Sales Quota Features 


a“ 


The quota is a measurable, realistic “must 
assignment based on past performance and 
not on economic forecasting or any arbitrary 
percentage increases. 


It provides a sufficiently detailed objective 
for the salesman to work toward and main- 
tain an overall competent performance. 


It provides a basis of motivation, such as its 
use for determining outcome of contests. 


4 It provides management with a realistic 
* standard against which individual perform- 
ances can be evaluated in sufficient detail 

to minimize weak spots. 


It facilitates more efficient budgeting by 
administraton, sales, finance and purchas- 


ing. 


It is simple and the quota calculations are 
done by a clerk on a calculator as soon as 
the year’s sales are entered into sales an- 
alysis reports. 
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edly as a reasonable, realistic objective. This difficulty 
was overcome at Orr Iron Co. After considerable 
research into quota establishing methods, Mr. Weir 
auch decided on the use of averages as a basis for 
determining quotas in which salesmen could have 


| quotas salesmen will 
whole-heart 


faith and accept as equitable sales objectives. 

Sales quotas, as used by Orr Iron, are based on 
sales analysis figures and, although innumerable 
arithmetical calculations are involved, the system is 
relatively simple. Each salesman has a quota for 
each key line. This quota is broken down into quotas 
for each line for each customer classification. 

The sales quota is a fundamental part of Orr Iron’s 
selling program. It has six features which contribute 


Salesmen Approve 


to the company’s objective of increasing net profits 
“It may not be scientific,” Mr. Weirauch said 
“but it works for us.’ 


The Calculated Quota 


There is a customer classification quota calculated 
for each of the 24 key lines for each salesman, making 
a total of 360 such quotas for each salesman. The ke 
figures are the previous year’s sales breakdowns, sales 
men’s sales by key lines to customer classifications, 
and the number of customers. The idea is to figure 
out two things: 


1 The company’s average sale 
* of key lines to each of the 
15 customer classifications. 


? The salesman’s average sale 
* of key lines to each of the 
15 customer classifications. 
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At Orr Iron Co., the task is divided 
into the following eight steps: 


I. ‘Take the company’s annual sales of key lines to each of the 15 


customer classifications. Mfr , 8100 000 


EXAMPLE: Company sales of industrial paint to manufacturers Ut 000 
were $100,000; to public utilities $75,000; etc. Pak. : 75, 


Divide these totals by the number of customers in each customer 


classification for key lines. JI 40 
EXAMPLE: Industrial paint sales to manufacturers, $100,000, 250 £/00, ooo 


divided by the number of manufacturer customers, 250, equals 
$400, the average company sale of industrial paint to manufacturer 
customers. 


Take annual totals of salesmen’s key line sales to each customer 
classification. 


EXAMPLE: Salesman Smith sold $6,000 worth of industrial paint 
to manufacturers. 


Divide the annual total of salesman’s key line sales to each cus 
tomer classification by the number of customers of that classification 
in his territory. 


EXAMPLE: Salesman Smith’s sales of industrial paint to manufac 
turers, $6,000, divided by 17 customers of that classification in his 
territory, equals $353, Salesman Smith’s average sale of industrial 
paint to manufacturers. 


Compare the company’s average sale of cach key line to each cus 
tomer classification to the average sales of all the salesmen for the 
same key line to the same customer classification. If the salesmen’s 
average sales are in line with the company average, the company 
average can now be used as the multiple to determine the “calcu 
lated quota.” 


EXAMPLE: ‘The company’s average sale of industrial paint to 
manufacturers is $400. The salesmen’s average sales of industrial 
paint to manufacturers in their respective territories run $354; $375; 
$420; $450, etc. These appear to be in line with the company average 
so the $400 is now used as the multiple to determine the calculated 
quota. 

However, some salesman may have had a windfall of unusual 
sales and his average sale of a key line in a particular customer 
category may be way out of line as a result—say a salesman has an 
average of $700. As Mr. Weirauch explained, there are certain 
cases where the salesman cannot be expected to repeat sales. For 
example, he may have sold a large amount of supplies to a con 
tractor coming into a territory to construct something. After the 
contractor finished the job, he moves on to some place else for 
another job. But there are sales increases attributable to greater 
selling proficiency on the part of the salesman and this is con 
sidered later when determining actual quotas. 

In any event, when such a discrepancy appears in salesmen’s aver 
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ages, the company average is recalculated without the high sales 
man’s sales and without the number of customers served by that 
salesman. This draws the company average in line with the remain 
ing salesmen’s average and then the adjusted company average is 
used as the multiple for determining the calculated quotas. 





The same comparisons and adjustments, if necessary, are made for 
each key line and salesman. After this is done, the salesmen’s aver 
ages are no longer used. 








Work sheets (see illustration) are now pre- Ceo oon ane Ge 

pared. The number of customers each sales- top QUOTA WORK SHEET o.oo. 
man has in each customer category for each Avera M cae? 

key line is entered on the sheet. Then the ee ae 
company average sale for key line in each | 

customer category is entered on the sheet 
(first column). The average sale is multiplied 
by the number of customers to obtain the 
calculated quota for each customer classifica- 
tion. ‘These 15 quotas are added and the total 
entered at the bottom as the salesman’s over- 
all quota (calculated) for key line. | | —Totet Knnval Gvoie 


Pai | €e37 
27 4 


ee ee 





The quotas are then reviewed by Mr. Weirauch and his assistants. 
‘hey are compared to the previous year’s sales and the actual quota 
is determined on the following bases: 


|. When a salesman’s previous year's sales are not up to the mithy haat 


calculated quota, the calculated quota automatically becomes ee os. 000 


the “actual quota.” A Gotte 5,000. z 000 
If a salesman’s calculated quota is less than his previous year’s 

sales, half the difference of the two figures is subtracted from 2] 2,000 
the previous year's sales and the remainder is his “actual p 4,000 


quota.” 


EXAMPLE: Smith’s previous year's sales of electric tools to » /0,000 
manufacturers was $10,000. His calculated quota is $8,000. /'000 
Half of the difference is $1,000 which is subtracted from his 


last year’s sales figure, leaving $9,000 as his “actual quota.” Gul A O00 


i Nerrenihertineacitnt 








Applying The Quotas 


“This yearly quota,” Mr. Weirauch commented, average annual sales. By dividing the annual average 
“is a frightening figure to hand to a man on January sale into the January average sales figure, you get the 
2. It is like the mortgage on my home which, when average percentage of a year’s sales expected in Jan- 
I regard it as a total, is a staggering amount for me; uary. This is done for each month to get the per- 
but it’s not so bad when my obligation to the bank centage distribution of average monthly sales through- 
is put in terms of $100 a month. Therefore, the an- out the year. These percentages are then applied to 
nual quotas are broken down by months, according to the annual quota figures to secure monthly quota 
the historical or seasonable trend as shown by a figures. 
three-year average of the salesmen’s sales by the lines.” A master sheet of all quotas is kept in the account- 

That is, all January sales for three years are added ing department where they may be used in sales an- 
and the total is divided by three to get average Jan alysis work, by the purchasing department to budget 
uary sales. Then the total annual sales for three years purchases, and by finance to budget finances, and by 
are added and the total divided by three to get the administration to determine work loads. 
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ATTENTION TO DETAILS makes sales session at Orr Iron Co. run smoothly. James Hitch 
assistant to the vice president in charge of sales, checks to see that he has ready, and in work 
order, projector and screen, film, records, slides, brochures, portable p.a. system, notebooks, et 


Sales Training: A “Must” in Key Line Selling 


SALES TECHNIQUES and methods are emphasized at Orr Iron sales training meet 
ws. Mr. Weirauch, lecturing above, insists that tables be provided for sak it 
meetings. Mr. Hitch (standing, left), and Mr. Mueller (standing, rig] tt meet 
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LECTURES, after they've been delivered, can be read by 


Orr Iron salesmen. In this way, according to Mr. Weirauch, 


TABLe OF CONTENTS 


SECTION | 
the oer" 
sett teaihyss 
fone Marr 


ernie tee emer 
Know Buyers OO 


Conatere Soll 


salesmen have an opportunity to review points or complete 
subjects as shown in the table of contents above 


“The day is here when it is necessary for us to select candidates for salesmen 


from those who have a background in psychology and business administration.” 


or ! INFORMATION IS ESSENTIAL in sales training, 
according to Mr. Weirauch, but more and more 
emphasis must be placed on sales methods and tech 


niques to insure the success of key line selling. 

The decision that product information training and 
sales training are two entirely different subjects led 
Mr. Weirauch to set up separate programs. Sales 
training sessions at which products are mentioned only 
incidentally are held every six weeks; (they're always 
held on Friday nights and Jast three to four hours) 
in addition, Orr Iron conducts 15 or 16 sales meetings 
vearly, some on key lines, some on non-key lines. 

Training of salesmen, so far as Mr. Weirauch is 
concerned, starts with the selection of men. 

“We are not trying to be high-brow,” Mr. Weirauch 
explained, “but we do feel it is imperative that we 
know more about a candidate for a sales job than 
we can discover through an interview. We want, 
for example, to determine if a man has the right 
attitude toward his work. 

“You can’t tell from an interview whether a man 
is composed or nervous, gay-hearted or depressive, too 
quiet or too active, cordial] or cold-hearted, sympa 
thetic or hard-boiled. 

“Amateur interviewers, such as we are, can’t tell 


Bernard Weirauch. 


if a man will be objective in his thinking nor can we 
tell whether he can exercise self control.” 

To learn these things about potential salesmen 
Orr Iron pays for each man to take a battery of tests, 
taking eight to ten hours to complete. 

They are not aptitude tests. They are tests to 
determine qualities and they are given by a trained 
psychologist. His report to Orr Iron is based on a 
pre-established pattern of desirable qualities. ‘The 
qualities were determined originally by having all 
members of the sales force take the tests, thus setting 
a range of acceptability on qualities. 

“We feel,” he said, “that a potential trainee should 
show in the tests that he fits into this range of 
acceptability.” 

To put his training program together, Mr. Weirauch 
first consulted marketing and sales experts. From 
them, and through extensive reading, he was abic 
to set up a program. 

He placed top on the list of sales technique to 
master, the ability to close a sale. That this is 
extremely important at Orr Iron can be seen from 
the fact that outside salesmen actually close 95% 
of the orders obtained from their accounts. 

Several textbooks on closing techniques have been 
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studied under the direction of Mr. Weirauch. He 
insists that such studies be made methodically and 
thoroughly. A single chapter in a book frequently 
will furnish the meat for an entire meeting. Dis 
cussions on the chapter, demonstrations on the points 
made and a quiz on the overall subject are routine 
steps in the program. 

Salesmen participation has been a definite part of 
Orr Iron’s sales training since it was instituted. 

Case histories of typical problems faced by sales- 
men are drafted from the experiences of Orr Iron 
salesmen. Copies are prepared by the printing depart 
ment and distributed to salesmen. Each man is 
required to write, in advance, a report on how he 
would handle the problem, using the overall closing 
techniques advocated by Orr Iron officials. 

I'hese reports are printed and then at the training 
meeting they are read, criticized and graded by the 
salesmen. At the conclusion of the session, each 
man receives a complete set of the “solutions” in 
printed form for further study. 


Dramatization With Surprise 


I'he problems are dramatized at the meeting, too 
Each salesman is expected to be prepared to over 
come the objections of a “buyer.” The “buyer” is 
coached in objections, and knows what is expected 
of him. There is a surpise element to the drama 
tization, though, in that the salesman’s name is drawn 
from a hat. These presentations are recorded, thus 
furnishing the answers for later discussion and also 
giving the salesman an opportunity to hear himself 

Mr. Weirauch believes this is the most severe test 
of a man’s selling ability. Other salesmen are quick 
to criticize the way a salesman stands, the way he 
speaks, the words he uses, everything about the man’s 
presentation. 

Another phase of the training program is a series 
of “What-would-you-do problems?” These are de 
signed to give salesmen a collection of answers to 
typical situations posed by buyers who say: 

“How's about buying a few dozen of these raffle 

chances?” 

“Your prices are always out of line; I can do better 

from your competitor.” 

“You never have the items in stock that I want.” 

“Your delivery service certainly can stand improve 

ment.” 

Salesmanship films of all types are used extensively. 
l'raining sessions usually end with a lecture by Mr. 
Weirauch (see illustrations above opposite page). 

One of the secrets to having successful meetings, 
Mr. Weirauch believes, is in having all necessary 
equipment (see photo, page 115). He also advo- 
cates having salesmen seated at tables, so they can 
both lean and write. Unless a salesman is comfort- 


KEY LINE SELLING 


THE SALESMEN’S VIEWPOINT is important to On 
Iron officials. At the company’s annual sales conference 
time is allotted to a “Ferdinand” (bull) session at which 
salesmen speak their minds. Here’s Paul McManaman pre 
Ferdinand” mecting 


siding at last year 
able, his mind will wander from the subject, accord 
ing to Mr. Weirauch. 

The use of tables also applies to the Orr Iron 
product information meetings. ‘These are not held 
on a particular schedule, but Mr. Weirauch insists 
that a manufacturer give Orr Iron three or four 
months’ notice if he wants to conduct a sales meeting 

In addition, to stage such a meeting a manufacturer 
must be prepared to have at least two men present 
If the meeting is to be held on Saturday, the manu 
facturer’s men must arrive on Friday and confer with 
Orr Iron officials 


an outline of the proposed meeting two or three 


The manufacturer must submit 


weeks in advance. Mr. Weirauch checks over the 
outline of the material to be presented. He insists 
that when a manufacturer's man discusses where his 
products can be sold, such discussions be limited to 
the type of customers in the Orr Iron trading area 

Manufacturers’ men making such presentations 
must be prepared to distribute catalogs covering the 
points made in their presentations but, under no 
circumstances, will Mr. Weirauch condone a session 
devoted to reading from a catalog. When it comes to 
discussing quality points of a product, Mr. Weirauch 
insists points be translated into customer benefits 

All Orr Iron meetings are held away from the 
company’s building. Renting quarters in a hotel 
is well worth the cost; there are no interruptions, no 
mental distractions, no telephone calls. 

The Orr Iron formula for meetings is to know in 
advance what is to be presented, have all props in 
working order, make the presentation with flair and 
in surroundings that are conducive to concentration. 
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By handling mailings, 
issuing house organ, 


creating other aids . . . 


a 


fe 
Si ee 


ADVERTISING DEPARTMENT, under John A. Mueller, adds stimulus to sales 
men’s efforts toward key line selling. Department passes on eligibility of manufac 
turers’ literature; supervises mailings; publishes house organ and other promotion 
aids. In foreground, Ruby Wright is preparing addressograph plates 


.. . Advertising Helps Selling Program 


HE ADVERTISING DEPARTMENT at Orr Iron Co., 

headed by Mr. Mueller, supports key line selling 
by performing three functions: 

|. Planning, coordination and execution of direct 
matl campaigns. 

2. Publication of key line data in the firm’s weekly 
house organ, and printing of other key line promo 
tional and sales material. 

3. Management of key line and institutional adver 
tising through outside sources—radio, television, news 


paper, trade papers 


Direct Mail 


In the interests of coordination Orr Iron officials 
decided one man (Mr. Mueller) should be in charge 
of scheduling advertising campaigns, and ordering 
Before 
planning mailings, however, Mr. Mueller checks with 
Mr. Weirauch to determine: 


direct mail material from the manufacture 


1. Sales meeting dates. 
2. When factory help will be available in the field. 
3. Any sales promotions he may be considering. 
Ile checks with purchasing to determine : 

|. That key line items to be promoted will be 


ivailable 


2. ‘That purchasing has enough lead time to obtain 
sufficient stock. 

The key lines to receive special promotion are 
selected a year in advance, and those which will in 
volve intensive advertising are pinpointed. “We have 
found,” Mr. Mueller explained, “that the best time 
for us to initiate a direct mail program is the period 
immediately preceding and immediately following a 
sales meeting on the subject. We make it a prac 
tice to schedule our direct mail far enough in advance 
so that we can get it out at exactly the right psycho 
logical time, as far as sales effort is concerned, and in 
sufficient variety.” 

Since the Orriron sales department is usually con 
firmed on factory help six months in advance, Mr 
Mueller alse is able to set up advance mailing cam 
paigns on key line items when they will be receiving 
sales missionary work That is, the customers not 
only will get a call from the factory man but also will 
receive mailers on the subject. 

“At the beginning of our key line selling two years 
ago,” Mr. Mueller said, “a few manufacturers didn’t 
understand what we were trying to do. They wanted 
to charge for imprinting their literature; they failed 
to design the mailers properly for our marketing area; 
and they made no effort to meet our deadlines, so 
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MULTIGRAPH OPERATOR Jim Render prints key line 


advertising material; handles customer mailings 


that we could get the pieces mailed at the most oppor 
tune time. In short, they were out of step with 
our whole idea on direct mail support. (See box on 
page 120 for the requirements which Mr. Mueller 
advocates for manufacturer-supplied advertising. ) 

“Although some still miss the boat, more correct 
type mailers are now available. The manufacturer 
has learned that we don’t waste his material. And 
the concrete results of the key line selling program 
have also helped bring about a change of manufac- 
turers’ attitude. In fact, we're often consulted by the 
manufacturer’s advertising agency as to the type of 
mailers we want—even to the extent of being allowed 
to see a piece in time to make corrections. 

“Since manufacturer cooperation is one of the 
points on which we chose a key line, non-coopera- 
tion on the part of a manufacturer in the furnishing 
of mailing pieces might well tip the scales the other 
way so far as our retaining such a line on our list. 
It certainly affects our sales of the line.” 


The Orrator 


One cardinal product of the advertising depart 
ment is the house organ, The Orrator. Orr Iron has 
found it invaluable as a promotion medium for key 
line selling details aimed at salesmen and secondly 
as a communication tool for all employees as well as 
the home folk. 

Key line selling has top priority in The Orrator— 
including publication of price changes, inspirational 


KEY LINE SELLING 


ARTIST Lawrence Wright prepares The Orrat 


and also operates Bruning machin 


editorials or selling ideas, new product items, stock 
lists, closeouts, and new lines. 

“In The Orrator,” said Mr. Mueller, “we combine 
and express the feelings of the whole organization 
And it’s a means by which we convey common info 
mation cheaply to the sales force. 

“Through The Orrator we preserve interest in key 
selling. We publicly commend salesmen who achieve 
records on promoted lines. It also enables us to 
compare various salesmen’s activities in the variou 


territories.” 


Orrator Inexpensive 


I'he Orrator costs approximately $2 weekly (ex 
sive of labor) for 110 copies. It is reproduced by 
multigraph on vari-colored paper. 

Multigraph is also used for the production of 
mailing pieces, for special promotional booklets and 
catalogs, and to print scratch pads. ‘The printing room 
also contains a Bruning machine, a platemaking 
machine, an addressograph, a varitype machine, 
padding, binding and cutting equipment 

In addition to Mr. Mueller, the advertising depart 
ment employs one man to do the art work for Th 
Orrator 
machine. Another man does the printing and assem 
bling, and is responsible for all addressing and mail 
ing. Additional clerical help is recruited from other 
departments occasionally. 

The advertising department also plans sp 


He also runs off invoices on the Bruning 
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Our Requirements 


We want to mail manufacturers’ literature— 
so we can pinpoint it to the correct personnel. 
We do not mail envelope stuffers—we feel it’s 
a waste of labor, since the majority end up in 
the accounting departments’ wastebaskets. 

. We don’t favor manufacturers’ handouts for 
salesmen—they load down the salesman, and 
he can’t possibly pass out as many as we can 
mail. 

We prefer literature in the form of self mailers 
—it cuts down mailing time. We want litera- 
ture that can be mailed “as is.” 
We require that there be no company name— 
neither ours nor the manufacturers’—on the 
outside of a piece. Both names should be on 
the inside. 
We will not pay for pieces we get from the sup- 
plier and mail ourselves. We feel that cost of 
postage, addressing, and maintaining of mailing 
lists is our contribution. 
We will cooperate with companies using our 
lists, and we will pay for the mailing. 
We want literature which points out the benefits 
and advantages of the product—promotion of a 
technical nature selling a technical item to 
technical men. 
Our requests for manufacturers’ literature 
should receive as good attention from the manu- 
facturer as an order from us. 
The manufacturer should make cuts, photos, 
etc., available. 
We will not pay for manufacturers’ catalogs. 
We urge the manufacturer to imprint our name 
on his catalog. 
We believe the manufacturer ideally should 
have two types of catalog sheets: 
a. A condensed, easy-to-read sheet for our 
salesmen’s catalogs. 
b. A promotion sheet to be attached to quo- 
tations. 
We require advertising material designed for 
our marketing area. 
We require receipt of material in time for us 
to mail it out two days before a sales meeting. 
. We feel there is no effective means of distribu- 
tor advertising to the industrial market except 
direct mail. 
We urge the manufacturer to push his product, 
not his distributors—if the customer isn’t going 
to buy from the distributor, who's he going to 
buy from? 











GOOD NEWS of the March performance is spread effec- 
tively and economically to salesmen, other employees and 
families through The Orrator, a communications medium 


promotional catalogs; issues periodic stock lists to 
salesmen and occasionally to customers, on promoted 
items. Key line selling aids such as special company 
produced catalogs, are prepared by the advertising 
department in its own printing room. 

“As a result of key selling,” according to Mr. 
Mueller, “we are able to make up more advertising 
helps than formerly. As a matter of fact, we foresee 
its having made possible a more frequent issuance 
of our general catalog—something we weren’t able 
to afford before.” 


Outside Advertising 


In addition, the advertising department handles 
advertising through outside sources—radio, ‘I'V, news 
paper ads (generally of an institutional type) and 
trade magazines. Among the latter is Buyers Pur- 
chasing Digest. Seven-hundred-fifty of these are 
mailed monthly; the majority of the advertising space 
being used to promote key lines, although other 
products are given attention too. The local ASTE 
chapter’s monthly publication is occasionally utilized 
for institutional advertising. 

As to the advertising department’s role in the 
success of the planned selling plan, Mr. Weirauch 
declared: “Since 1951 John Mueller fought to achieve 
a company-supported direct mail campaign. With 
the advent of our key line selling campaign, his 
idea became a reality—he sold both management and 
the salesmen on the importance of direct mail. ‘The 
contribution of his department to the success of the 
system is no small one.” 
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Makes quota figures available early. 

Lends sales effort to dispose of dust catchers. 
Collaborates on five-year sales forecast. 
Coordinates sales campaigns with purchasing effort. 














Supports key line selling with solid inventory. 

Gives advance tips on an undersell. 

Provides advance information on probable supply situation. 
Reduces stock to enable concentration on key lines. 





COORDINATED INVENTORY hinges on mutual exchange of information between 
sales department (and its subsidiary, the advertising department) and purchasing 
Ihis was achieved by establishing importance of the purchasing function in key lin 


selling, and justified by confidenc« 


Coordinated Inventory Supports Sales Effort 


NVENTORY COORDINATION at Orr Iron Co. consists 
I simply of the purchasing department’s backing up 
the salesmen’s efforts on lines with adequate stock on 
both key and non-key lines. 

It involves a mutual exchange of information on 
key line selection, quota figures, special product cam 
paigns, supply situations, lead time and availability 
of products, on the part of the purchasing agent and 
the vice president in charge of sales. This exchange 
enables purchasing to direct its efforts along lines 
which guarantee increased volume of sales being met 
with timely and ample stock to fulfill demand. 


“Stock to Meet Quotas” 


In the formulation of the key line selling plan at 
Orr Iron Co., company officials foresaw that coordina 
tion of inventory level and selection with sales plan 
ning and sales promotion was essential if the plan 
was to succeed. In line with this, purchasing, under 
\. F. Riecken, vice president, works closely with sales 
and its subsidiary unit, the advertising department. 

It's Mr. Riecken’s job to insure that key line items 
are in sufficient supply so salesmen can meet and 
beat their quotas and also so that the demand created 
by advertising campaigns can be met. 

How the two departments, purchasing and _ sales 
(including advertising), work with each other is 
brought out in the chart above. 


full shelves give salesmen and inside personnel 


The Orr Iron house organ, edited by the sales and 
advertising departments, publicizes new products, 
stock lists, close outs, and new lines, to promote a 
united push by both inside personnel and outside 
salesmen 

Ihis coordination of inventory-sales-advertising 1s 
successful, according to Mr. Riecken, because of free 
and friendly communication between departments. 
“It takes a team,” he said. “No individual is doing 
anything spectacular—it’s cooperation between depart 


ments.” 


Benefits of Coordination 


Mr. Riecken lists six benefits to the « 
ming from inventory coordination 

1. Purchasing helps in the selection of key lines, 
in that it advises of probable future supply condi 
tions. At least one line considered for key promotion 
was passed up on Mr. Riecken’s advice that the sup- 
plier would probably be behind in production during 


ompany stem 


the coming year (he was right 

2. Mr. Riecken is able to detect an undersell from 
inventory cards, and can advise the sales department 
30 days before Mr. Weirauch would see it in his 
sales figures—so the sales manager can give his sales 
men the needed push to sidestep the slump 

3. The fact that sales are met with sufficient stock 


boosts the morale, not only of salesmen but of the 
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Quota Trend of Seasonal 
and Non-Seasonal Items 


_% of Total 
Annual Soles 


Company Trend 
of Seasonal Item 
dustrial Point) 


4 


Company Trend 
of Non-Seasonal Items 











0 
N D 


MONTHLY SALES in percentages are plotted to show 
the differences in seasonal and non-seasonal items The 
figures, compiled from past sales records, help purchasing 
plan its buying in advance. Thus available capital goes 
for stock that will be needed at specific times and that 
ill move rapidly 


personnel who handle orders, with resultant in 
creased sales and efficiency. 

4. Back ordering, which formerly was involved in 
75% of all orders, now involves only 25% of total 
orders. Coordination has taken the guess out of 
ordering—and purchasing has the proper lead time 
to do its optimum job. 

5. Because of better matching of inventory to anti 
cipated sales efforts, turnover of key lines is speeded up. 

6. The whole organization has gradually developed 
a teamwork frame of mind. 

The annual quota issued to the sales force is a 
most important tool to Mr. Riecken. He usually 
receives the figures for the coming year in October or 
November and thus starts to order stock 60 days 
before it is needed 


Sales Forecast 


“Like most other firms, we do not have unlimited 
capital,” he explained, “so I have to know where 
to put the money so it'll do the most good. We 
have to move the material out on schedule 

“Generally we order 60 days ahead, but we have 
to keep on top of the supply situation— slow delivery 
on one line, for instance, forced us last vear to order 
six months in advance.” 

Mr. Riecken cooperates with the sales department 


Back Order Report “‘K” Valves 


Product Quantity 

Number Ordered Salesman 
0363-2” 2 Smith 
Name of 
Salesman 


Name of 
Date Customer 


March 5 Schmidt Co 


5 " 0363-1" 
5 En & Jay 666 14" 
5 Rhine, Inc 0616-14" 


7 Waren Corp. 0636-14" 


8 Grench V-02-l4" 
8 3 V-02-l4 

8 V-02-34" 
8 zs V-02-1”" 
8 a 
8 


” 


V-01-114" 
V-02-114" 


0500-2” 


Z-Oil Co 
ss 0300-2” 


9 
12 Brick Silo 046 14” 


19 Make Coal 0252-3" 








BACK ORDER REPORT is maintained by inventory con 
trol clerks to give quick picture of product shortages; show 
whether non-stocked items are ordered. often enough and 
by enough customers to justify stocking them. Formerly 


75% of all orders contained back orders; coordination has 
1 


reduced percentage to less than 25 


to prepare a projected five-year sales program, on all 
lines. This is used by the purchasing department 
to anticipate long range volume sales in various items, 
so capital is available for the proper lines. 

“This, of course, is changed every year,” Mr. Riecken 
said, “in that the past vear is dropped off and the 
It enables me to plot 
my use of inventory capital—it gives me an idea of 


fifth year ahead added on. 


what inventory fluctuations will take place.” 

Estimated sales totals are brought up to date yearly 
by forecasting on the basis of current prices and by 
studying known facts 

Any change in overall policies on the key line 
selling program, truck delivery service, advertising, 
sales training, operating capital or personnel are 
weighed for their possible effect on sales totals. 

Other factors considered are the farm income which 
has a direct bearing on the sale of many Orr Iron 
lines and the predicted population increases for the 
trading area served by Orr Iron. 

[he major consideration in forecasting, however, 
is given to the personal knowledge of the sales staff 
as regards particular markets for individual products. 
Customer classifications are studied by lines and in- 
dividual appraisals made. The totals of the plus and 
minus variations tend to give accuracy to the fore 
casts. 

Salesman replacement is recognized as a possible 
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factor, although it’s felt that the increasing produc 


tivity of the other trained men will prevent the 


temporary loss caused by a new salesman from 
seriously affecting the total sales for the year. 

The forecast assumes that automation may affect 
many items in the major lines, but not seriously affect 
the line itself. For instance, many of the items used 
in the abrasive line are expected to become obsolete 
and to be replaced by new items. 


And with more history behind key line selling, the 


officers feel the firm will be better able to match its 
inventory peaks in the individual lines to sales peaks 
in the same lines and thereby get more sales from 
the inventory limits of each line. 

The forecast study is then an effort to forge cur 
rently-known facts concerning Orr Iron’s lines, its 
company policies and personnel, and its customers 
into a logical conclusion as to the “unknown future.” 

“It shows me what lines are to be pushed at 
some future date,” Mr. Riecken said. “It is also 
important for me, in that it gives me an idea of what 
warehouse space will be needed at certain dates.” 


Inventory Control 


Each buyer has an assigned number of key lines and 
has the responsibility for the control and reordering of 
the products with which they are concerned. 

Each line has been studied by items, and their 
cards are marked with maximum and minimum 
requirements figured on the basis of the line’s move 
ment. However, extremely active items are reviewed 
every time the item card comes to the buyer, and the 
maximum-minimum requirement studied and revised 
for top efficiency in stocking and purchasing. 

Each stock item is controlled by two cards—the 
regular perpetual inventory card, and an order or 
The latter is pulled when inventory is 
It goes to the 
buyer who automatically reorders upon this notifica 
tion. All purchasing 
(source, cost, dates of order and shipment receipt, 
sales price) is contained on the card. 

One man is assigned the full-time job of maintain 
ing a perpetual physical inventory. That is, he works 
in the warehouse making a continual stock count and 
comparing it with the in-stock totals indicated on the 
cards. Orr Iron aims at two complete running checks 
of this sort annually. 


travel card. 
close to or drops below minimum. 


information necessary for 


By examining the perpetual inventory cards, one 
can see special product pushes reflected as inventory 
fluctuations. Such factors as product sales meet 
ings, seasonal upswings, are anticipated about two 
months in advance by an increase in the amount of 
stocked inventory in those lines concerned—this is 
inventory coordination in action. 

Items which generally are classified in the “gim 
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PURCHASING’S CONTROL of inventory is featured by 
two-card record for each item, a stock card and a travel card 
Ihe latter is 


or drops below minimum 


sent to purchasing when inventory 


micky” or “dog and cat” categories have been allowe« 
to dry up 

If the market for a larger line is disappearing, an 
effort is made to move the items out once and for 
all through regular channels, or to price them for 
quick sale. Or, the supplier is contacted for permi 
sion to return dead items before they become out 
dated on Orr Iron’s shelves—on the theory that 
the items might be good movers in some other s 


tion of the country, for some other distributor 


Back Order Report 


\ back order report is maintained by the inventor 
control clerks, detailing requests for both nonstocked 
and out-of-stock items for individual customers. Thi 
serves to spotlight stock shortages—if the items ar 
short because of slow supply, appropriate buying 
action is taken. If, in the case of nonstocked items 
the same customer's name appears several times, 
ordering the same items, a special study is made to 
determine whether it should be stocked. However 
if there is frequent demand by several customers this 
immediately points up the need for stocking the 
item. 

Because the sheet includes the date of the sales 
man’s order for each out-of-stock item, it serves to pre 
vent controversy between purchasing and sales, as 


to how often and when the request had been made 
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WEST INDIES BOUND, Mr. and PRIZE WINNERS were numerous in the 1955 contests: standing, James Callahan, 
Mrs. John Lintzenich start collecting Jones Baber, Ray Schu, Mr. Lintzenich, Paul McManaman, Woody Jackson; front 
on the "55 contest Mr. Lintzenich won. row, Dan Branson, Gene Latham, Ray Yount, Harold Wade, and Robert Farmer 


Contests Add Sales Incentives 


¥ 


AHEAD/ 


= 
- a 






; 
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DRAMATIZING PLANS is routine at Orr Iron. This back HALF THE FUN of winning a contest at Orr Iron comes 
drop helped announce “Chicago Orr Bust” contest. Note in receiving the award. A contest queen presides at award 
use of salesmen’s names ceremonies, putting showmanship to work 


Showmanship, Pomp Big Factors 
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FOO FEMME TCAs RT OEE © Oem ewe ee Ome 


PICTUME YOURSELY ... 


en * 
Gale Chicago Week-end 
next December! 


That's « pleture you'll enjoy ... because your wife and you will be the stere--on « 
holiday thet you can earn without one cent of expense te yourself. 


That's the CHICAGO ORR BUST Contest-- where EVERT S4LE@Us can wie here & good job, 
consistently dome - pays off im ome of the grandest experiences you'll) ever here. 


The Rules for the CHICAGO ORR BUST contest are simple: 


1. Te win ~ you seed te average at least 1008 ce promoted Lines 
os of Howenber Oo, 19%. 


2. There are Limits of 175% om each line to assure fairness to 
all, based on consistent effort om 41) lines rather than the 
advantages of unforeseen “windfalls* that might come to aay 
salemman ta 19%. 


+ Meethly etendings will be reported through the GRRATOR and on 
the Swwmary Quote Sheet 


- Bach salesman is in competition with Mimself only, The stand- 
ings of other salesmen do aot afrect his possibility of winning 
tis trip. 


« The trip is « GROUP TRIP of the winning saleemen and their wivert 


The contest started on January 1, 1956, and ends with billings as 
of 5 P.M. om Movember 30, 1956. 


Judges on any point under question ere: 
Bernie Weireven 
4. fF. Rieckes 
a. A. Priarien 
Jonn Mueller 
Jame Mitoh 


The rules are simple ... the results depend on youl 


OF. 











WELL DECORATED, this 48-page book lists and describes 
all contest prizes. It’s one of the devices used to keep sales 
men’s enthusiasm high. 


Y SELLING under the key line program Orr Iron 
B salesmen, if they make their quotas, earn move 
money than in the past but, even so, Mr. Weirauch 
felt more motivation was necessary. Something had to 
be added to sustain enthusiasm, he said. As a result, 
contests for salesmen became an integral part of the 
sclling campaign. 

“We realize,” said Mr. Weirauch, “that there’s 
danger in leaning too heavily on contests as sales 
boosters. And, we're aware contests are unpopular 
in many quarters. Nevertheless, we give contests 
no small part of the credit for the success of our 
program.” 


“All Men Respond” 


After discussing the problem of contests with 
marketing experts at Indiana University and study- 
ing the research work done by Harvard University 
for the National Sales Executives, Inc., Mr. Weirauch 
reached this conclusion: 

“We may think good salesmen are above contests 
but I believe, psychologically, any man who is 
alive will respond, when properly motivated, to the 
desire to win.” 

So far as Mr. Weirauch is concerned, the secret 
to conducting successful contests in a distributor 
organization lies in paying constant attention to 


CLEARLY-STATED RULES climinate the possibility of 
friction within the orgaaization. Contest rules are given to 
salesmen several times each year 


details and to employing showmanship in all contest 
matters starting with the first announcement 

When the original decision was made in favor of 
contests, these potential pitfalls were considered 
carefully: 

|. Misunderstanding within the organization 
2. Friction within the organization resulting from 

improperly kept records. 

One happy winner but disgruntled losers 

Sales slumping at the end of a contest because 

of salesmen stagnating. 

The possibility that effort expended may exceed 

results. 

“We recognized these dangers, and we've done our 
best to sidestep them,” said Mr. Weirauch. “We 
make all contest rules very clear—and we repeat 
them frequently during the year. We have subsidiary 
awards, and there also are manufacturer-donated 
prizes to cushion the losers’ disappointment As 
far as the salesmen’s volume dropping sharply at the 
end of the contests, we have found, to the contrary, 
that pressure brings a carry-over of effort lhe 
effort has paid off well, as our results show—and 
our belief in contests can be expressed in a nutshell 

the results are limited only by the limits of our 
imagination.” 

Integral parts of an annual contest are: 1. selection 
of the goal; 2. selection of the prize; 3. mapping out 
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of a running publicity campaign to sustain interest; 
and 4. awarding of prizes. 

For the first two years of the key line selling 
program there was a single chief prize. It went to 
the salesman who averaged highest over quota on the 
24 key lines. There was a proviso, however, in that 
the maximum credit any salesman could receive on 
a particular line was 150% of quota. This was to 
prevent a salesman from winning the contest because 
of a windfall sale of any particular line; it also was 
designed to prevent salesmen from concentrating 
on “pet” lines, the object of the entire program 
being to have each salesman sell all key lines. 

The first year of key line selling the main prize 
was an 8-day all expense trip for two to Miami Beach. 
The second year the prize was a vacation trip for 
two to the West Indies. 


Manufacturers Participate 


Mr. Weirauch explained that when the program 
was outlined to some of the key line manufacturers’ 
men, objections were raised. “We don’t want sales- 
men to stop selling our line just because they've 
reached their 150% of quota,” the manufacturers’ 
men told Mr. Weirauch. It was then that the manu 
facturers’ men suggested donating prizes of their own. 
his practice, without any pressure being exerted by 
Orr Iron officials, has grown until now most of the 
24 key lines carry prizes for salesmen who score highest 
over quota, with no limitations. These prizes, Mr. 
Weirauch said, are, in most cases presented by the 
manufacturers’ men themselves. 

“We exercise a great deal of care in selecting prizes,” 
said Mr. Weirauch. “We aim at offering the men 
something they are anxious to have, but yet in the 
luxury class—something a salesman wouldn’t ordin- 
arily buy himself. 

Other factors which affect the selection of these 
prizes are whether or not they lend themselves to 
inter-company promotion throughout the year, and 
whether they will give Orr Iron the maximum amount 
of outside publicity. 

Manufacturer-donated prizes include such items 
as a tape recorder, an adding machine, a television 
set, a portable refrigerator, a hi-fi record player, patio 
furniture, a rotisserie, an air conditioning unit, cloth- 
ing gift certificates, and, in some cases, cash bonuses. 

The 1956 contest provides a first prize for every 
salesman who averages 100% of quota on promoted 
lines. In 1954 and 1955, a salesman could get credit 
for 150% of quota on a single line, but this year the 
limitation has been dropped to 125%. It sets a 
change of pace, doing away completely with the one 
winner, losers complaint. And, by enlarging the size 
of the potential winer group, the contest provides an 
additional incentive to competing salesmen. Along 


with the main contest, there are at least 18 manu- 
facturer-endowed contests which will run concurrently 
until Nov. 30. 


Sustaining Interest 


Orr Iron doesn’t hesitate to needle the salesmen 
by directing a teaser campaign to wives. Periodic 
mailings, composed by the advertising-sales depart- 
ment, go out regularly to the salesmen’s homes. 
These might include, as in the case of the 1955 con 
test, brochures published by the hotel where the 
winner and his wife will be staying, travel bureau 
publicity, and menus of restaurants where the winner 
will eat. 

A catalog showing prizes offered also is composed 
and mailed to the salesmen’s homes. This same fea- 
ture is being followed on the “Chicago Orr Bust” 
campaign being conducted through 1956—with added 
bait directed toward the wives, dealing with the shop- 
ping facilities which will be available to them during 
their Chicago trip. 

Contest standings are included in the bound 
monthly report which is handed to the salesman, 
showing him his cumulative product standing, and 
his contest standing, as well as a picture of what 
other salesmen are doing. 

The Orr Iron house organ devotes a lion’s share 
of its pages to the contests, using the big contest 
as its theme—publicizing the prizes offered by manu- 
facturers; showing the salesmen’s standings each 
month; and joining in the fanfare at the end. 


Wives Are on Hand 


Annual presentation of the awards is made with a 
great deal of pomp—the salesmen receive lavish praise 
from company executives; camera bulbs flash; and the 
winners are made to feel (rightly enough) that they 
have done a great thing for themselves and their 
company. Wives of all members of the sales depart- 
ment attend this annual conference. 

The company is aware that the rest of the organiza 
tion may feel slighted at the attention and prizes that 
comes to the salesmen as a group, while the rest 
of the employees who work fully hard, receive rela 
tively little. But Orr Iron spends some time putting 
across the idea to its other employees that “what 
benefits the salesmen, benefits all of us.” 

“Once you decide,” says Mr. Weirauch, “that con 
tests are the appropriate motivation, it’s well to 
remember one thing—no program ever failed because 
of the big points—it’s attention to details that puts 
it over. 

“We stimulate the salesmen all year through the 


promise of prizes—they work hard and we are glad 
to see them have the prizes.” 
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“If I don’t make a quota, I know 
where I’ve fallen down.” 


James Callahan, outside salesman, says: 
“Previously I wondered what the heck we were 
supposed to be doing. My pitch used to consist of 
‘What do you need? We got it. Now I can be 
specific [he plan gives me the right direction. 
“I’ve done a lot better on lines I used to think 


I couldn’t seli. And what really drives the benefits 


“T know what I’m supposed to do, and 
when I’ve done it, I've done my job.” 


KEY LINE SELLING 


“T’'ve done a lot better on lines I used 
to think I couldn't sell 


home to me is the fact that on one item on whi 
I used to do what I figured was an outstanding job 
my volume has more than tripled—and it took kk 
time and effort 
“If I don’t make one of my quotas, I know exacth 
where I’ve fallen down—and I know what to do 
] 


lhis plan gives me a standard to check mvself 


Personnel Likes Program 


“Sure we knew the company was in 
business to make money but I doubt if 
we really understood it.” 


Norman Mueller, counter supervisor, says: 
We understand more thoroughly our real rela- 
tionship to the company and what its welfare and 
progress means to us. Put it in terms of dollars 
and cents, if you want to, but it’s bigger than that 
“Talk to any of the men at the counter and 
you'll get about the same reactions from each of 
them. Before they considered themselves as merely 
service people, not too important. Now they talk 


“Our benefits will increase in the same 
proportion as the company progresses. 
We just got a surprise bonus.” 


¢ 
i * 
gee 


ua 
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“Yes, it has given us a purpose—an 
understanding of how our work fits 
into the picture.” 


like businessmen and know just why one sale could 
be profitable and why another wouldn't be. Don't 
think that that doesn’t make a difference. 

‘By that I don’t mean the men slight any cus 
tomer when it comes to handling an inquiry about 
anv item. The customer gets the same service on 
a nut and bolt as he always did, promptly and 
accurately, but now the counterman won't fail t 


remind him of a nut-runner, or an electric drill.” 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





KEY LINE SELLING 


Samuel Orr, 
president, 
says 
Key Line Selling 


is “We were in a squeeze, and we, had to “The plan has cemented our organi- 
a 7 achieve an increase in profit.” zation; we'll continue to improve it.” 


“The Solution to Our Profit Problems” 


“For the first time in years, we feel “The manufacturer doesn’t deliberately “It forced us to develop a_ better 
we're running the business instead of price his product to hurt his dis- knowledge of business and where it 


it running us.” tributor.” 


Wer iis PLAN HAS BEEN THE SOLUTION to our profit 
| ge al for the time being. Before we were 
chasing gross sales—doing more work year after yea 
for no more money. So now we put the emphasis 
where we want it 
“The plan has forced us to develop a_ better 
knowledge of our business and where it comes from 
It's a merchandising plan fitting our trade we serve 
“It has cemented our organization together—some 
thing we needed. Every organization needs such a 
common goal—in a complicated business such as this, 
it’s hard to get an objective for everyone to shoot at 
““What we all realize is that planned selling is 
never through—that we must follow it up, keep im 
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comes from.” 


proving, keep the salesmen sold, keep momentum up 
so manufacturers get the kind of service they expect 
from us. 

“Our Key Line suppliers are universally pleased 
because the emphasis on their line has produced 
results—some are up 25%; some 50%; some 100%. 

“It’s true that some suppliers were uneasy. ‘They 
were afraid we'd drop off all other lines. 

“But that was only temporary—after they watched 
it tick, several said they didn’t care if they made the 
list, because the whole program has lifted their sales 
along with the 24 lines. 

“For the first time in years, we feel we're running 
the business, instead of it running us.” 


PUBLISHING Co., IN 


New York 36, N. ¥ 
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A distributor P. A. cites... 


Seven Salesmen We Can Do Without 


— Most industrial supply salesmen are interested in purchasing agent 
reactions and opinions, it is rare indeed that they ever consult their own P. A.’s 
Over the years a busy purchasing agent in a distributor’s organization sees many 
industrial salesmen; he is in a good position to evaluate the effectiveness or 
deficiencies of those who present their products for distribution through his 
firm. His observations may well serve as guides for all industrial supply salesmen. 
Here are seven types whose chances of success are slim with one experienced 
distributor P. A. Why not check yourself to be sure you don’t qualify? 


pep AGENT for ‘The Charles C. Lewis Co., 
Springfield, Mass., for some 17 years, prior to that 
Ralph Pond had six years on the other side of the 
fence as an industrial supply salesman. Out of this 
dual experience, Mr. Pond has some sound observa 
tions and some pungent portraits of what a salesman 
should not be. 

“I honestly believe.” Mr. Pond observes, “there is 
a noticeable improvement in the industrial salesmen 
traveling today. ‘The calibre of most of the men 
calling on me is much higher than ever before 
Maybe that’s why the occasional objectionable 
salesman stands out so much today. I’m glad to 
report such types are vanishing each year, but there are 
the characters all purchasing agents can do without . . . 


1. The High Pressure Artist 


All he has is what he thinks is a gift of gab. He 
makes the mistake of pressing hard for an immediate 
decision. And, particularly in our organization, we 
just don’t operate that way. I consult at length with 
our sales department and top management prior to 
making any commitments. 


2. The Knocker 


It never occurs to this bird to try selling on the 
merits of his own line. All he can do is knock our 
present source, and cast aspersions on his competitors. 


3. The Know-It-All 


Here’s a real wise guy, knows all the answers, never 
listens, is prodigal with advice on how you should 
run your business, or do your job better. 


4. The Better-Price Boy 


Nothing to offer but a better deal. Never mentions 


quality of product or service (in most cases because he 
doesn’t have either), never offers any sound reason 
why we should take on his line or change our source 
except price 


5. The Snooper 


‘his type wanders around the showrooms, inspects 
the counter, reception room and offices; really gives 
the place the once over, then proceeds to pump 
countermen and any other personnel he can get hold 
of. Not above inspecting mail on your desk—usually 


after wandering into the office unannounced 


6. The Uninformed (or Misinformed) 


This bird either knows nothing about his line, 
his competition, potential, your problems, and the 
field as a whole, or he is loaded with misinformation 
Either way he’s not much help to a buyer seeking 
advice and cooperation. 


7. The Casual Caller 


Drops in when in the neighborhood with no regard 
for your convenience. Occasionally, this happens 
after you take on a line; the representative gets cocky, 
calls late, never advises in advance, and is unreliable 
on appointments. 


Mr. Pond concludes, “There are other types every 
P. A. has, but, in general, the above covers the 
majority of undesirables. I’m not citing them because 
they are major problems today, nor am I unduly 
critical of today’s salesmen. As I've said before, the 
vast majority are doing a fine job. But it'll be a happy 
time when the occasional characters who fall into one 
of the above classifications find some other way to 


earn a living.” 
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BOOM WHEELS had to travel forward, back and had to 
be raised and lowered to adjust for uneven ground and hy 
draulic power is the answer. Ed Orr, transmission specialist; 
Walter Klements, B. & L. Farms, and Emie Wraschek, 
salesmen, look it over 


a aad 


DEMONSTRATING how their products work on the new 
picker, Mr. Klements (center works hydraulic controls for 


Mr. Wraschek and Mr. On 


a |S 
UNUSUAL (?)—Pilot model of new tomato picker, designed 
by and built for B. & L. Farms around half-track has two 
traveling boom supported conveyor belts covering some 300 
ft. of picking area. Boom wheel drives were a problem 


There Are Neo 


. + « in power transmission, 
but some of the uses he encoun- 


By Jack Wertis 


oo \RE NO UNUSUAL APPLICATIONS connected 
with this job of power transmission specialist,” 
savs Ed Orr of Gondas Corp., Miami, Fla., “It’s all 
a question of knowing what the motive power is 
expected to do and then prescribing the proper 
Thus, in a few words, Mr 


product combination.” 
Orr expressed his view of his role in industrial sales 
and customer service 

Obviously, considerable product and application 
understanding is implied in the last half of Mr. Orr's 
statement regarding what is expected of motive power 
and prescribing, but he has had sufficient experience 
to regard most “unusual” applications as common 
place. He works alone and with other salesmen on 
the Gondas staff and the nature of the territory 
(predominantly small manufacturing and mechanized 
farming) gives him ample experience in what most 
people would regard as “unusual applications.” 

“The fact of the matter,” explained Mr. Orr, “is 
that most customers in a relatively young and expand 
ing market such as ours, are merely suffering growing 
pains. The job soon outgrows the drive unit and 
you. have your so-called problem. For instance, the 
Coast Guard was having trouble with a drive in the 
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COMMONPLACE (?)—Drive maintenance is a constant 
concern in such plants as Acme Concrete Co.’s where heavy 
abrasive aggregates are handled § hrs. a day, 7 days a week 
and sometimes for two shifts 


nusual Applications ... 


Miami, Fla. sales engineer says, 


ters may be suspected as “‘odd” 


DRIVE on this traveling weigh hopper was jerky and 
quired onsiderable maintenance so Acme officials put the 


Senior Associate Editor proposition up to Mr. Orr to devise a drive which would 
cushion the starts and thereby reduce maintenance 


Islamorada lighthouse. ‘Took a two-hour trip in a 
cutter to get there and one look told the story. The 
speed reducer was an old one with a particularly high 
gear ratio. No problem to select a modern unit with 
exactly the right ratio for the job.” 

But Mr. Orr could get an argument about whether 
some of the applications he has worked on were 
“unusual” or not. When Salesman Ernie Wraschek 
reported that Walter Klements, consulting architect 
with B. & L. Farms, a large producer of tomatoes, 
was contemplating the construction of a 330-ft. span 
tomato picker, it took the combined efforts of Mr 
Orr and Wraschek to keep Mr. Klements up-dated on 
available products for the pilot model. 

On the other hand, when calling on a manufac 
turer of concrete blocks, Mr. Orr had to prescribe a 
drive to cushion starts, eliminate jerks and reduce 
maintenance on a traveling weigh hopper which was 
in constant use 8 hrs. a day, 7 days a week and some 
times two shifts. Probably a case where the job out 
grew the unit, but it took figuring for the right com 


bination of speed reducer size and fluid coupling for 
ANSWER for the weigh hopper drive problem wa 
: working unit of motor, right size speed reducer 
had the same problem, Mr. Orr doesn’t mind. coupling. Here’s one unit sold to another plant 


the right prescription. Since other concrete plants 
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Motivating Salesmen 


... With something else 


besides money 


- you pay your salesmen and darn well, you're 
convinced. Maybe then, you're worrying or 
wondering why some of your men, if not all of them, 
are not as productive as you think they might be. 
Perhaps you think they are cranky, dissatisfied, 
criticize too much and probably are wanting in some 
company loyalty. Good pay is provided for in most 
companies but there are other things a salesman 
needs and, which when provided, often gets most 
men to do their best. Take a look: 


= 


/ 


Do you regard your salesmen as mere names on 


¢ a payroll? 


A man does his best work when he feels he “be 
longs” on the team and feels at home with the coach 


| Do you adversely criticize a salesman when others 
« are present? 


There’s such a thing as a man’s sense of dignity 
and you do irreparable harm to his effectiveness when 
you offend it. 


5 Do you think that your company’s objectives, 
« management’s abilities, policies, progressiveness, 
etc. are none of the salesmen’s business? 


A man has to be “sold” on these things to be secure 
in his job. Social Security isn’t the only way a man 
is made to feel secure. 
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Do you look for the good little things a sales- 3 Do you ever ask your salesmen for ideas, opinions, 
e man has done and compliment him for them? ¢ suggestions about products, policies, programs 
and anything that affects their work? 
We all like some recognition for doing something 
good, just enough to indicate that someone else knows 


about it, like selling a tough customer or closing a 


Salesmen like to express their views on matters im 
profitable order. 


which they are concerned. It encourages initiative 


and may produce some valuable ideas 


Do you provide a basis of friendly competition 7 Do you think that it’s entircly up to the sales- 
¢ for your salesmen with appropriate recognition 


« man to develop his capacities? 
for above average performance? 


There’s such a thing as the objective view which 
Rugged individualism is still a characteristic of is pretty hard for a salesman to get and you're in a 
good salesmen, encourage it. good position to suggest ways and means 
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TRIO OF SCALLAN SUPPLY SALESMEN bring their 


individual specialties to bear on customer's pro 


hler 
em 


Three’s Not a Crowd —It’s a Sale 


A Cincinnati engineering firm had three problems— 


So Scallan Supply sent three salesmen to help him 


By Don McGill 


Associate Editor 


ok BEEN RECORDED that some customers object 
strongly to a host of salesmen from one supply house 
descending on them. It can now be recorded that 
Cincinnati's Huber Industries, Inc. recently welcomed 
such an invasion from Cincinnati’s Scallan Supply 
Co. Says this engineering and manufacturing con 
cern’s president, J. E. Huber, of the invasion: “The 
advantages of dealing with several salesmen from one 
distributor are obvious—it means we can deal with 
specialists and get immediate answers to out 
problems.” 

Getting answers to problems is an important part 
of Huber Industries’ business—which is, briefly, also 
one of answering problems. Huber Industries special 
izes in designing and manufacturing special parts for 


aircraft manufacturers, and has frequent need of a 
distributor's specialized service. 

What opened the door of this plant to Scallan Sup 
ply Co. was the fact that Scallan operates a machine 
shop for the express purpose of processing special 
tools. 

It all began when general line salesman Harry G 
Stadtlander called at Huber Industries to talk over 
the subject of laminated shim steel with president 
J. E. Huber. During the conversation, Mr. Huber 
mentioned a difficult drilling problem he had run 
into on a part for a Navy gunsight. The drilling job 
required a special bit with a short shank, but to get a 
special tool direct from a tool manufacturer would 
require too much time—Mr. Huber had only a few 
days to submit his bid for the sub-contract on the 
gunsight part. 

Mr. Stadtlander took the problem to Norman 
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IT STARTED when general line salesman Harry G. Stadt nati’s Huber Industries and heard about engineering firm's 
lander (right) called on president J. E. Huber of Cincin drilling problem on gunsight part 


TOOL ENGINEER from Scailan, Norman Ahlgrim (center Huber he could have Scallan’s machine 
background) was called in by Mr. Stadtlander, and told Mr out-short-shank drill immediately 


\higrim, Scallan Supply's tool service engineer, and 
together they visited Mr. Huber and went over his 
drilling problem in detail. By this time, Mr. Huber 
had encountered another problem, one involving 
abrasives. The result was that a third Scallan sales 
man was called in—Richard L. Murphy, abrasives 
engineer. He recommended that a new belt abrasive 
machine be installed for faster, better polishing 


Mission Completed 


In the end, thanks to Scallan’s tool shop (operated 
under the name Queen City Carbide Tool Co.), the 
desired drills were delivered, enabling Mr. Huber to 
get his bid in on the subcontract in time. The order 
was also placed for the new abrasives machine 


“Without the help of those three spec ialized sales Y THIS TIME, Mr. Huber had mentioned a polishing 
problem, and Mr. Stadtlander alerted Scallan’s abrasives ex 
a ert, Richard L. Murphy enter) who sold customer a new 
the two-week deadline on the bid ‘a sbensives machine for cb 


men,” says Mr. Huber, “we couldn’t possibly have met 


INDUSTRIAL DISTRIBUTION © MAY, 1956 











You ave cordially invited lo allend 
an ofen hease 
at the formal opening of the 
Tyler Dassen Seppty Companys 
new offices and warchoase 
Friday, the twenty-first of October 
nineteen hundred and fafly-five 
Featuring Stan Henton and his Onchestra 


6310 Cust 13th Sweet 9 h129 PM 











Saget 


A number of our quests have 
called wanting to know how to dress for 
our opening on Friday night October 31. 
We should have called this our official 
instead of formal opening. Please come 


and do come informal. 


Bill Dawson 


Bob Tyler 








An error 


gets worse 








ee a 


Is our face RED! 


Our last note regarding informal 
dress for our official opening had a 
misprint. 

The date of the party should have 


read: 
FRIDAY, OCTOBER 21°* 


See you then. 











nse wore 


[ROUND] 
[Gon 


by Cher Asher | 


HE folks out at Tyler-Dawson 
Supply Co. perhaps won't 
soon forget their scheduled of- 
ficial opening—an event set for 
next Friday and featuring an ap- 
pearance by Stan Kenton and his 
noted dance band. 
Company officials sent out type- 
a number of 


\ written ixvitations - 
ae a oe 2g 























and worse, but 


orn Robert Tyler and William Dawson of Tyler 
B Dawson Supply Co., Tulsa, believe in entertain 
ing lavishly. ‘Take, for example, a recent dance they 
planned; they were having Stan Kenton and _ his 
orchestra. But, unfortunately, they got off to a bad 


gets publicity 


start. ‘hey made an error in their formal invitation. 
And then, to make matters worse, they made an 
error in the correction. But, as the Messrs. ‘Tyler 
and Dawson say, everything turned out fine because 
they got a lot of free publicity. 
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DEPEND a Me ZF 


TOP QUALITY 


VEAL EA 


NATIONAL FASTENERS 


Depend on the complete, quality 
National fastener line for one-source 
buying to simplify your fastener han- 
dling and ordering. National can fill all 
your fastener requirements, and the 
unsurpassed quality of National headed 
and threaded products is your assur- 
ance of constant satisfaction. 











CHESTER HOISTS 


Depend on Chester hoisting equipment for out- 
standing performance and reliability. The star- 
studded Chester line includes Zephyr Lightweight 
and Model 41 hand hoists and the E series of elec- 
tric hoists, as well as a complete range of overhead 
I-Beam trolleys, in capacities to 25 tons. 





HODELL CHAINS 


Depend on Hodell Chains for dependability in 
every link, and for types and sizes for practically 
any industrial requirement. The quality Hodell 
line ranges from High Test, Proof Coil and BBB 
Coil and other electric-welded types through all 
lighter weldless chains. Buy Hodell .. . for the best. 





/ ational, ) THE NATIONAL SCREW & MFG. CO. © CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


February 1956 
Compared with 
January 1956 








Compicen sy Inpustaiat DistrisuTION 


+12% 


February 1956 
Compared with 
February 1955 


Zi 





First 2 Mos. 1956 
Compared with 
First 2 Mos. 1955 








+2 9% 


+2 6% | 








Supply Sales Trend 


Final Figures For February 1956 





February 1956 
Compared with 
January 1956 


February 1956 
Compared with 
February 1955 


First 2 Mos. 1956 
Compared with 
First 2 Mos. 1955 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+19% 


+ 9% 


+15% 


+ A% 





+42 % 


+38% 


+2 6% 


420% 





+39% 


+31% 


+2 3% 


+295% 
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this steam trap 
sales policy 
vilds you greater profits 


@ Twenty years ago when the Yarway Impulse Steam Trap was introduced, a 
policy of selective distribution through Industrial Supply Houses was adopted. 








Today—more than a million Yarway Impulse Traps later—this policy of working 
with and protecting our distributors remains unchanged. 


The Yarway Impulse Steam Trap’s simplicity, small size and proven dependability 
... the fact that it is good up to its maximum pressure without change of valve or 
seat ... that it has only one moving part—and trouble-free stainless steel construc- 
tion—make it an ideal product for Industrial Distributor merchandising. 


YARWAY 
FINE SCREEN 
STRAINER 


YARWAY IMPULSE 
STEAM TRAP 


Attractive packaging for easy stocking and 
quick identification . .. consistent advertising, 
dealer helps and a strong field organization 
assisting distributors in serving their 
customers needs—ALL THESE MAKE THE 
YARWAY IMPULSE STEAM TRAP AND 
ITS COMPANION, THE YARWAY FINE 
SCREEN STRAINER, 

FAVORITE PROFIT PRODUCERS 

FOR INDUSTRIAL DISTRIBUTORS. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAJNERS 
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SALES TRENDS (Cont’d.) 





February 1956 


Compared with 
January 1956 


February 1956 
Compared with 
February 1955 


First 2 Mos. 1956 
Compared with 
First 2 Mos. 1955 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 








+10% 


+ 9% 


+ 14% 


+10% 


+ d% 





+934% 


425% 


+2 1% 


+18% 


+2 1% 





+2 6% 


+25% 


+16% 


+10% 


+18% 
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NO. 432 LIGHTWEIGHT CHAMP 


“Threads 1° pipe 
« 6 times faster 
than by hand!” | 








...f0 Save your 
selling time! 


Oster advertising in leading national trade 





publications has one primary function: to 
help you — the Oster Distributor — make 


at more money > > > 
a2 y selling Oster equipment! 
Ki ; That’s why Oster ads like this — appearing 
wae? = mo afte llac 
Spin of the wheel and this onth after month tell a complete story 
positive-action WRENCHLESS 
chuck holds the pipe with 
a “No-Slip” grip in both 
them all. And no wonder. directions. Takes any size 
Take a look at some of its pipe from \%" t 
features... : 
and dependability. 


“I've tried just about every 
eee power drive, and 

elieve me, this Oster 
‘Lightweight Champ’ tops 


. answering the “live” prospects’ ques 


tions about performance... price... features 


. 


— When a prospect wants more information 


after reading an Oster ad — it’s a good bet 


that your selling time’ won't be wasted ! 


“Aetcea 


é 
* ty 


= 4) 


“Although all-steel con- 


“It takes plenty of power 
to make top-quality threads 
fast—and this machine has 
it in this rugged, heavy- 
duty motor. Universal, 
geared-head type, revers- 
ible, variable speed. 


struction makes the 432 
practically indestructible, 
it's easy for two men to 
move. Takes me less than 
2 minutes to set up. No 
more hand-threading for 
me!” 


1302 « 
EASt 286 
th St, 


New York 5 

2 “ctory gp, 
5-36 ja é 
SKSON Ave 


Whether you thread most 
of your pipe on the job, or 
in the shop, ask your near- 
by Oster Distributor for a 
demonstration of the pow- 
erful, dependable No. 432 
‘Lightweight Champ’. See 
for yourself why this ver- 
satile machine pays for it- 
self so quickly and then 
goes on paying you divi- 
dends day after day, year 
after year 


Standard range: %” to 2” Wickliffe (Cleveland) Ohio 
pipe with Drive Shaft: ’ 

2%" to 12” pipe. Write to- 
day for informative litera- 
ture containing specifica- 
tions, performance data. 


AT THE 
MANUFACTURING CO. TRIPLE CONVENTION 
Main Office and Factory: May 20-23 


1302 East 289th Street You are cordially invited to visit the Oster 


conference booth, relax and get together wit! 
ith 


Atlantic City 


. , . old fi 
New York Factory Branch id friends and business acquaintances 


Sales and Service 
25-36 Jackson Avenue, We 
Long Island City 1, N. Y. 


e Looking forward to seeing you in 


BOOTHS 411-413 





\ iit THREADED PIPE :1’s TIGHT.IT's BEST-COSTS uss A 
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IDEAS: 


How you can... 
... publicize 


the “fringe benefit” story 





FOR THE YEAR 





CHECK—The Republic Supply 


President John J. Pike of The 
Republic Supply Co. of California, 
Los Angeles, used a novel and 
dramatic means of bringing the ac- 
tual doilar amounts of the welfare 


ployees were told that they would 
be given full information on this 
matter shortly. Meetings were then 
held to brief all supervisors on the 
program, after which a simulated 


Company of California has paid the 
amount of dollars for 
the year 195— for the interest of 
John Doe.” Across the bottom, in 


separate columns, were itemized the 
amounts allocated to the various 
types of fringe benefits which made 
up the total. 


company check was mailed to each 

individual employee with a letter 

from the president of the firm. 
[he check read: “BENEFIT 


and fringe benefits paid by the em- 
ployer to the attention of all com 
pany personnel. 

During his year-end address, em 


... get promotion from baseball standings 


Just before World Series time last year, Colonial 
Hardware Co., New York City, put up an electric 
drill kit as a prize in a sales promotion contest tied 
to baseball standings. 

Buyers were circularized with a letter explaining 
that the drill kit would be awarded to the contestant 
who came closest to selecting the finish order in the 
first divisions of the American and National Leagues, 
and a blank form for the teams and number of games 
out was included. There was no obligation to order 
from the firm to enter the contest. 

James J. Waters (shown at left with John Cunning 
ham and President William Michelotti of Colonial 
Hardware) handled the competition, pinpointing the 
letter to a small, selected mailing list. Of 50 letters 
mailed, 39 drew contest entire. 

No judging problem resulted—one contestant picked 
the standings almost perfectly to win the prize. 
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Fiere’s how 


Allen helps you sell more! 


Ever since the first Allen products were offered in tributors — exclusively. You'll like Allen’s sales 
1910, this company has never varied from distri- policy . . . because it’s a distributor policy, with the 
bution through America’s leading Industrial Dis- helps you need and can use! 


Socket Screw “know-how” for 
you and your customers! Allen 
engineers, metallurgists and design- 
ers are always on call for working 
out your customers’ fastening prob- 
lems —they’ll develop special 
socket screw products when the situ- 
ation calls for these. This service 
SELLS for you! 


Regular program of sales promo- 
tion keeps your customers sold 
on Allen! Allen’s many mailing 
pieces are helpful to your custom- 
ers, useful to you — they invite 
prompt reading and information is 
given in “easy-reference” form — in 
clear tables, wherever possible. 
These pieces will SELL for you! 





Allen Displays for Distributor 
Shows! Allen Displays get attention 
—tell the Allen story quickly and 
forcefully. They’re easy to handle 
and easy to set up in your booths. 
Plan to use an Allen Display in your 
next show — it will help to make 
your show successful. Ask your 
Allen representative, or write direct! 


Allen Distributors will tell you that service here at Allen is a real 


Consistent, frequent advertising 
and publicity in 25 leading indus- 
trial publications! Allen's advertis- 
ing is bold, informative, based on 
facts — makes promises that YOU 
can deliver — and features YOU as 
the source for Allen products! This 
kind of advertising SELLS for you! 


Allen technical publications are 
authoritative! The Allen General 
Catalog is a classic in the industry 
for basic Socket Screw Information. 
The new Allen booklet on Metal 
Finishing Standards is a unique ref- 
erence manual on surface treatment 
and plating of metals —a real first 
in the industry! 


Allen Sales Training Sessions pay 
off in more sales! About once a 
month, here at the Factory, Allen 
starts a new Training Session for 
Distributors’ Salesmen. Every course 
is aimed at helping your men make 
more Allen sales — experience 
of those who have attended shows 
that they’ve been successful. 


@ 


selling point! Order, packing, shipping and traffic departments see that y.% ft NM 
your orders for stock items are shipped within 24 hours — emergency i iL 


orders for stock items, if you’ll phone or wire, can usually be shipped 
within one work-day. 
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Manufacturers’ 
Training Programs « Displays » 


New... 





PROFESSIONAL theatrical talent stages skit at Republic 
Steel's meeting in Cleveland to sell distributors on “Order 
Makers Institute,” a new sales training course for distributor 


salesmen 


premise s 


visual aids 


SIX SESSIONS, one 
in this case, Cleveland’s Ohio Pipe & Supply) 
and conducted by Republic Steel district salesman using 


a month, are held on distributor's 


Republic Steel Training Course 
Launched on Professional Note 


Republic Steel Corp., Cleveland, 
has begun a distributor sales train 
ing program costing $750,000 and 
expected to graduate 7,500 distribu 
tor salesmen by the end of this year. 
The program consists of six once-a 
month evening sessions conducted 
on a distributor’s premises by a 
Republic Steel district salesman us 
ing the latest visual instruction aids 
(he present program covers the 
firm’s line of merchant pipe sold 
through industriai distributors. 

In three big kickoff meetings held 
in Cleveland, Tulsa, and Birming 
ham, Republic Steel gave over 400 
distributors a preview of the sales 
training course. Professional thea 
trical talent was 
number of skits illustrating the dis 
for such a course. 


used to Stage a 


tributor’s need 
Excerpts from visual aids and a 


series of motion pictures gave dis- 


136 


tributors a glimpse of the course's 
content. Lasting one day, each of 
the three meetings was marked by 
breakfast, lunch, and dinner func 
tions during which Republic Steel 
officials told distributors of the 
course benefits. 

The brain child of Norman Foy, 
Republic Steel’s vice president in 
charge of sales, and Lary Hamaker, 
general sales manager, the training 
program has been titled the “Order 
Makers Institute,” to 
idea that distributor salesmen are a 
far cry from being order takers. The 
OMI idea was evolved from two 
years’ research into the major sales 
problems confronting distributors 
and interviews with distributors’ 
customers. 

Republic Steel stands the cost of 
making its district salesman and his 
array of training materials available 


convey the 


INDUSTRIAL DISTRIBUTION © MAY, 1956 


to the distributor. The distributor 
provides the meeting room, any 
refreshments, and a number of in 
expensive prizes. 

Fullest use is made of visual in 
struction methods. A series of 
movies depicts salesmanship prin- 
ciples, handling of buyers, sales 
man’s management of his time 
problem, product knowledge, pipe 
application, etc. Flip charts sum 
marize buyers’ complaints of sales 
men. 

Pamphlets supplement the visual 
presentations, and at the 
of each session outside and inside 


close 


the salesman is given a_ printed 
recapitulation to file away in his 
binder. 

Republic Steel is hoping to extend 
OMI to other company products 
steels, 


such as stainless and alloy 


and fasteners. 





Packages « Films « Literature 





Evans Rule Campaign 
Sparks Distributor Sales 
Evans Rule Co., Elizabeth, N. J., 


is currently running a promotion to 
increase distributor sales of its line 
of “White-Tape” measuring tapes. 
Through a series of business maga- 
zine advertisements the firm has 
been offering free tapes to purchas 
ing agents who fill in a return 
coupon. For the coupon to be 
valid, the P.A. must name his two 
sources of supply for steel tapes. 

By letter, Evans Rule notifies the 
P.A. he is receiving the free tape 
with the compliments of the indus 
trial distributors specified on the 
coupon. Letters are then sent to 
the distributors advising them the 
tape has been sent in their names 
to the P.A. Lastly, a letter is sent 
to the Evans salesman in the area, 
telling him to contact the distribu 
tors in question as prospects for 
Evans’ tape line. 

According to the firm, response 
from distributors to the free tape 
promotion idea has resulted in an 
“appreciable” increase in distribu- 
tor sales of the product. 


Black & Decker’s New Training Center 


BLACK & DECKER Mfg. Co 


at its home plant 


trated lectures, stage presentations, and workshop use, the 
training of B&D and distributor sales personnel. ‘Two 
of tiered seats give a seating capacity of 40, which 
Patterson, sales 


chairs 


Tow son, Md 


Adaptable for tool demonstrations, movie and blackboard illus 


Programs are supervised by S. H 


has opened a new training center 


is designed for 
platform units 
increased with folding 


facility 
movable 
in be 


training director 





Russell, Burdsall Revises 
Its Pricing System 


Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y., has 
announced that it has converted its 
pricing of machine, carriage, and lag 
bolts to the net 
According to the company, this is 


pricing system. 





Simonds Course Graduates Salesmen 


SIMONDS ABRASIVE CO., Philadelphia, recently held a distributors’ sales train 


ing course at its main plant. Under 


three-day 


led Rowlands 


ession was attended by distributor salesmen from all parts of the U. S 


training course director, the 
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the first application of distributor 
net pricing to these products 

I'he new schedules indicate direct 
factory costs to distributors of full 
cases and 20,000-Ib. lots. 


for regular packaged stock and for 


Prices are 


larger and longer sizes normally 
shipped in bulk. Harry O. McCully, 
the firm’s vice-president in charge 
“Distributor net 


pricing will simplify and speed up 


of sales, states: 


ordering, invoicing, and comput 


ing resale prices.” 


Holo-Krome Research 
Center Opened 


Holo-Krome Screw 
ford, 
research and development division 
on the grounds of its West Hart 
ford factory. 
engage in the development of new 


Hart 


new 


Corp., 


Conn., has opened a 


The new division will 


techniques and methods of forging 
metals, permitting the manufacture 
of products not formerly forgeable 
It W il] 


. ’ am 99 
Continued on page 220 


or commercially available 





New Yale Rail King 

Speed Control assures 
adjustable acceleration 
and de-acceleration for 
each load condition. 

CHECK THESE FEATURES NOW: 





@ Permits inching and positioning 
a load with maximum safety. 


@ Gives adjustable acceleration 
to suit the load requirements. 


@ Gradual deceleration prevents 
abrupt stops and eliminates 
danger of swinging loads. 


@ Positive set brake assures 
no drift of load at rest 


@ Brake is designed for 
low electrical maintenance 


@ Operates by pushbutton control 
convenient to operator. 


For maximum 

efficiency in 

overhead handling | 
operations, i 4 


ed bag we ~~ 


RECOMMEND Capeshtes 





% to 15 tons 


YALE HOISTS 
The most complete line of hand and electric hoists 
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| NEW YALE RAIL KING MOTOR-DRIVEN TRACTOR TROLLEY 


@ Gives greater traction... pulls more with less power ...climbs grades. 


The highly efficient and flexible Yale Rail King will pull any type of equip- 
ment on an overhead track—such as a string of loaded trolleys. Its drive 
system features a spring-loaded rubber-tired wheel that gives greater 
traction and nonslip operation on inclined tracks. Track wear is minimized 
because trolley is guided by hardened rollers bearing against sides of track 
flange. Capacities: 14, 4, 1, 1's, 2 and 3 tons 


NEW YALE PLAIN TYPE TROLLEYS: NEW YALE GEARED TYPE TROLLEYS: 


@ the wheel flanges to provide trolley wheels and driving pinion 
bumper protection for the wheels. gives positive lateral motion 
Cast iron wheels with hardened Hand chain guide keeps chain 
ball tread have two lifetime-lubri- aligned with hand wheel pre- 
cated ball bearings sealed to keep vents chain fouling. Curved 
all dust out. flanges avoid grinding and cramp- 


ing on small radius curves 
Model SP has cast iron wheels 
— roller bearings lubricated by Medel SG (similar in construc- 
= eww ‘ore mane < tion to Model SP) has trolley 
the wheel-hub ee J@ Wheels lubricated by high pres- 
tread minimizes wear on wheels sure fittings, mounted in the 
and track. wheel-hub. Fittings are easily ac- 


cessible from cutside of trolley 
Model W is equipped with alloy 
steel hardened axles and pressed 


Gears engage with driving pinion 
P give positive lateral motion 
Drop-forged steel clevis is sus- 

wheels with ball tread. Ball bear- 

ings are pressure-lubricated 

through end of axles. 


Model LP has heavy drop-forged Model LG (similar in construc- 
steel sides which extend beyond 5 tion to Model LP) has two geared 


pended from steel equalizing pin 


Both geared type models have 
wheels designed to operate on 


either sloped or flat flange I- either sloped or flat flange I- 
beams. Available in capacities of 


beams and come in capacities of 
\%, 1, 1% and 2 tons. \%, 1, 1% and 2 tons. 


All three models can be used on 


Now you can offer your customers a com- 
pletely new line of Yale Trolleys. Each new 
Yale Trolley is designed for (1) greater ease 
of operation in low-headroom areas, (2) 
extra efficiency through reduction of fric- 
tional losses, (3) quicker conversion to dif- 
ferent types of overhead track systems. 
Thus, these new Yale Trolleys have a wider 
range of application...give hoists greater 
flexibility of use...speed overhead handling. 
The new Yale Rail King, for example, can 
work with any hand or electric hoist with a 
load capacity up to 3 tons, regardless of type 
of suspension. Yale’s new Plain and Geared 
Type Trolleys can operate on either sloped 
or flat flanged I-beams without requiring 
wheel change. 


These new Yale Trolleys have great sales po- 
tential because they answer the need of your 
customers for more flexible overhead han- 
dling. Take advantage of this fact. Show 
your prospects how they can step up produc- 
tion, speed shipments and cut handling costs 
by improving their overhead handling sys- 
tem with trolleys by Yale. And remember, 
when you sell YALE, your selling job is 
half done, 


There’s a Yale hoist for every lifting job! 


YALE 


Gas, Electric, Diesel & LP-Gas Industrial Trucks +» Worksavers » Warehousers + Hand Trucks « Hand and Electric Hoists 
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DISTRIBUTOR MANUFACTURER 


‘NEWS: 


Noland Co. Shifts Officers, Opens New Branches 




















Strong, Carlisle 


Sells Major Divisions 
To White Sewing 


Strong, Carlisle & Hammond Co., 
Cleveland, has sold certain assets 
including its industrial supply busi- 
ness to White Sewing Machine 
Corp. 

The purchase includes the firm’s 
industrial supply, machine tool and 
Mac-it screw divisions, H. P. Weller 
Supply Co. in Erie, Pa., and the 
Strong steam specialties plant in 
Conneaut, Ohio. Both the name 
and present operating management 
of Strong, Carlisle & Hammond will 
be retained and it will operate as 
a division of White Sewing, accord- 
ing to V. W. Fries, White Sewing 
hoard chairman. 

Mr. said the purchase, 
which brings together two of Cleve 
land’s business firms, is 
expected to “double and 
broaden the earnings base” of White 
Sewing. 


Fries 


oldest 
sales 


Strong has a 70-year history in 
the industrial supply field. It sells 
a broad line of industrial supplies, 
steel tubing and machine tools in 
northern Ohio and parts of Michi 
gan, Pennsylvania and New York 
and markets nationally the Mac-it 
line of alloy screws and its Strong 
steam _ specialties. It recently 
acquired the H. P. Weller firm in 
Krie and operates it as a wholly 
owned subsidiary. ; 

Controlling interest in the Strong 
organization has been held by C. 
1942 


ownership, 


Russell Feldmann since 
Under the new 
Edward Walchli, former operations 
vice president for the Feldmann 
interests, will serve as vice president 
of White Sewing Machine in charge 
of Strong, Carlisle & Hammond. 
R. C. Douglas remains as general 
sales manager and I. E. Stvan as 

supply department manager. 


140 


H. F. Hinson, Jr. 


and Machine Tool Divisions. 


Marion D. Nute, former Mont 
gomery, Ala., manager, replaces Mr. 
Hinson as head of Noland-Bir 
mingham. 

Julius W. Fargis, former manager 
at Gadsden, Ala., will head the 
Montgomery branch. Succeeding 
him at Gadsden is Thomas J. Batey, 
recently on the Nashville sales staff 

Mr. Hinson joined Noland in 
1943 after nine years’ experience in 
the industrial and credit fields. He 
has been active in sales and de 
partmental management at Bir 
mingham. Mr. Nute has been with 
the company since 1945 at the 
Montgomery branch. Mr. Fargis 
joined Noland in 1936 has 
served at Newport News, Norfolk, 
Raleigh, N. C.; and Jackson, Miss., 
as well as Gadsden. Mr. Batey has 
been with the firm since 1947 at 
Nashville and Gadsden. 


and 


Jacksonville Manager Named 


George W. Holleman, Jr., former 
manager of the Raleigh branch, has 
been appointed to head Noland 
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M. D. Nute 


Noland Co., Newport News, Va., has promoted Howard F. Hinson, Jr., 
former manager at Birmingham, Ala., to general manager of its Industrial 
He succeeds W. M. Long, recently named 
acting general purchasing agent of the company. 








Co.'s new branch in Jacksonville, 
Fla. 

This operation and the Tampa, 
Fla., branch were purchased recently 
from Hajoca Corp. of Philadelphia. 
(he first Noland branches in the 
state, both are now in operation 
under the Noland name, with stocks 
of industrial, refrigeration and 
plumbing and heating supplies and 
tools. Lloyd U. Noland, president 
of the firm, said in announcing the 
openings that the management had 
long wanted to locate in Florida 
“because of the great potential and 
future of this area.” 

John H. 


l'ampa operation. 


Green manages the 


Raleigh, Wilson Posts Filled 


Other branch changes involve 
J. E. Wilson, former Wilson, N. C., 
manager, named to succeed Mr. 
Holleman as manager at Raleigh, 
and Loyd Fr. Lawing, formerly ot 
the Raleigh staff, appointed man 
ager at Wilson. 





Black & Decker Picks Chief Officers 


The Black & Decker Mfg. Co. has 
elected Robert D. Black president 
and chairman of the board follow- 
ing the death of President Alonzo 
G. Decker on March 18. 

Alonzo G. Decker, Jr., was named 
executive vice president. J. Theo 
dore Wolfe, of Baltimore Gas & 
Electric Co., was made a director, 
and John 'T. 


was appointed to the executive com 


Menzies, a director, 
mittee. 

Mr. Black has been executive vice 
president of the company since 1954 
and a director since 1940. He is the 
youngest brother of S. Duncan 
Black, who, along with the senior 
Mr. Decker, founded Black & 
Decker in 1910. Robert D. Black 
joined the company in 1917 as a 
screw machine operator. He served 
in sales executive posts from 1924 
to 1951 and for the past 15 years has 





R. D. Black 


been active in the firm’s overseas 
operations. 

Alonzo Decker, Jr., has been with 
the company since 1929. He be 
came vice president in charge of 
manufacturing in 1940. 





Cleveland Cap Expands 


Cleveland Cap Screw will double 
the space it now has in two Cleve 
land plants this fall with the 
completion of a new $4% million 
factory building on Lee Road. Con 
crete and steel work is completed. 





Norton Adds to Plant 


Norton Co. has purchased an 
additional 74 acres for future ex 
pansion of its Santa Clara, Calif., 
grinding wheel plant. ‘The present 
plant is on an S-acre site. It started 


production last year. 





Aurora Firm Holds School for Teachers 


Valley Supply & Tool Co., Aurora, IIl., recently held a machinery and equipment 
seminar for engineers, foremen and tool makers in the Fox River Valley area. Ses 
sions lasted 24 days, with an evening devoted to industrial art teachers from the area, 


who were briefed on industry developments 


Lynn and Gene Arendt 


William B 


handled arrangements. Seven factory representatives took part 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ==> 





Triple Convention 
Opens May 20; 
Costs Main Topic 


Distributors and suppliers from 
every state will coverage on Atlantic 
City May 20 when the 41st ‘Triple 
Convention there for four 


days of meetings and social events 


opens 


Ihe sessions are expected to draw 


” 
an attendance of well over 2,000 


Vhey provide an annual meeting 
ground for members of the National 
Southern American Associa 


and a 


and 
tions forum to thrush out 
mutual problems 

(his year distributor association 
officers plan to orient business meet 
ings on the problems of adequat« 
net profits and cost control 

Distributors will start 
Sunday, May 20, at 9 a.m 
Chalfonte-Haddon Hall and manu 
the ‘Tray 


registering 


in the 


facturers will sign in at 


more. Executives committees will 
mect on Sunday and a Joint Fellow 
that 


for members of 


ship ‘Tea will also be held 
day, starting at 5, 
all three associations and ladies 
Other joint events are the opening 
session and a cocktail party Monday, 
the Conference Booth Program and 
a party and banquet ‘Tuesday, and 
the closing Wednesday 
morming. A luncheon and fashion 


show will be held Tuesday for the 


session 


ladies. 

Individual business meetings of 
the three associations will take up 
a large part of the program 

Ihe convention, is restricted to 
members of the National Industrial 
Distributors Association, Southern 
Industrial Distributors Association 
and American Supply & Machinery 


Manufacturers Association. 





Central States Group 
To Meet Nov. 18-19 


The annual convention of the 
Central States Industrial Distribu 
tors Association has been scheduled 
for Nov. 18-19 at the Edgewater 
Beach Hotel, Chicago 

A. F. Riecken, Orr Co., 


Evansville, Ind., is program chair 


Iron 


man. 





Kacena Industrial Show Draws 1,000 


; ... . é —_ 
To celebrate its 30th anniversary, The Kacena Co., Cedar Rapids, Iowa, recently held 
a two-day “Welderama” and industrial exhibit featuring live demonstrations with 26 
manufacturers. This is a section of exhibit space in the firm’s new building where 
13,200 sq. ft. of floor was given over to the event. 


Some 4,000 invitations were sent out 
stressing products and demonstrations 
More than 400 came first day despite 
icy, zero weather 


Customers and guests at Welderama 
came from as far as 170 miles. Motion 
pictures were also shown in room where 
tired guests could sit down 





Armstrong Bros. Holds 5-Day Sales Session 


Representatives of Armstrong Bros. Tool Co. gathered in Chicago recently from 
throughout the U.S. and Canada for a five-day session on sales 
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Ash Group Takes Over 
Aluminum Industries; 
Expansion Planned 


Harrison O. Ash, president of 
Aluminum Industries, Inc., and a 
group of Cincinnati investors in- 
cluding Thomas E. Wood and 
James R. Williams have acquired 
control of Aluminum Industries 
from Champion Industries. 

Mr. Ash, Mr. Wood and Mr. 
Williams are now directors of 
Aluminum. They said management 
of the company is not affected by 
the transaction. 


Speed Up Expansion 

Mr. Ash announced that the com- 
pany’s $14 million expansion pro- 
gram will be accelerated. All 
operations in Cincinnati have been 
consolidated at the firm’s Work 
Road Division, where new enlarged 
facilities offices been 
erected over the 40-acre plant site. 
Aluminum makes a 
diversified line of products under 


and have 
Industries 


the Permite brand. 





American Chain Division 
Names Sales Manager 


William B. Ilko has been named 
manager of the 
Chain Division of American Chain 
& Cable Co. succeeding W. D. 
Kirkpatrick, retiring after 41 years 
service. 

Mr. Ilko, who joined American 
Chain & Cable this year as adminis- 
trative assistant to the director of 
sales, Henry Ervin, formerly 
general sales manager of Simonds 
Abrasive Co. 

Mr. Kirkpatrick joined Weed 
Chain Tire Grip Co. as a salesman 
in 1914. After Weed was merged 
with American Chain he served as 
district manager in Philadelphia 
and Chicago, and later as automo- 
tive sales manager. He was made 
general manager of sales of the 
American Chain Division in 1936, 
a vice president of American Chain 
& Cable in 1938 and a director in 
1941 


sales American 


was 





Campbell, Phillips Head Boyer-Camphell 


» 


R. G. Campbell 


The Boyer-Campbell Co., De 
troit, has elected R. G. Campbell 
president and general manager and 
John F. Phillips vice president. 

Also named were Harold McGuf 
fin, treasurer; William P. Goudie, 
secretary; Fred W. Alcorn, assist- 
ant secretary; Kenneth McLetchie, 
assistant general manager and Clair 
M. Davis, sales manager. 

Mr. Campbell, Mr. Goudie, 
James McMillan, Mr. Phillips and 
William J. Thomas were elected 
directors. 

The company is in its 50th year. 


J. F. Phillips 








Strelinger Elects Edwards, 
Bush to Top Posts 


V. Lee Edwards has been elected 
president of The Chas. A. Strelinget 
Co., Detroit, succeeding Charles T 
Bush, named to the newly created 
post of board chairman. 

Mr. Bush has been a president 
for 20 years 
\. Stansall, ‘I 


Failing, 


Also elected were 
Bush and John N. 
presidents; G. Lincoln Gibson, Jr., 
treasurer, and Horace S. Maynard, 


vice 


III, secretary. 





Goodyear, Tidewater Mark 40-Year Partnership 


Forty-year “friendly relations” plaque is presented to James A. Beasley (center), 
president of Tidewater Supply Co., Norfolk, Va., by R. S. Wilson, executive vice 


president of Goodyear Tire & Rubber Co., 


and E. J 


Thomas, president and chief 


executive officer of Goodyear. The distributing firm is also celebrating its 40th year 


in business 





Thomas Carroll 
To Direct Sales 
At Dumore Co. 


Thomas W. Carroll has been ap 


pointed sales manager of The 
Dumore Co. 

Recently sales assistant to the 
president, he has worked in the 
South, Southwest and Midwest sales 
territories since joining the com 
pany in 1953. For two years he was 
public relations director at Notre 
from which he 


Dame University, 


graduated in 1951. 


T. W. Carroll 





Thor to Move Offices 
To Chicago Building 


Thor Power Tool Co. will open 
a new executive headquarters this 
fall in the Prudential Building in 
Chicago. 

Neil C. Hurley, Jr., president, said 
company expansion requires larget 
headquarters in a major city. The 
move will involve all executive ofh 
cers in management and sales and 
division managers in sales and sales 
promotion. Present offices in 


Aurora, IIl., 


supervise the principal administra 


will be retained to 


tive departments 





Fort Worth Elects Directors 


Worth Steel & Machinery 
elected 


Fort 
Co., at its annual meeting, 
two new members to its board of 
directors, Joe B. Hogsett and M. J 


Neeley. 
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National Twist Awards Plaque to Trumbull 


Plaque marking 25 years of association is presented to R. J. Waid (right), Industrial 
Supplies Division manager of ‘Ihe Trumbull Mfg. Co., Warren, Ohio, by H. (¢ 
Grossman, of National Twist Drill & Tool Co 





nT 


Armour Honors Top-Volume Salesmen 


Trophy award winners at sales conference of Coated Abrasives Division, Armour 
& Co., are L. J. Urschler, E. M. Baker, E. Marin, M. K. Shetler, S. Shetler, and 
I’. J. Duddy, shown with Robert L. Reeves, general manager. Awards were on basis 
of dollar volume and outstanding progress during the past year. 





Five-Day Sessions Held by Stanley 


Stanley Tools salesmen from all U.S. and Canada territories attended recent ses 
sions on products and sales promotion. C. Kenneth Freedell, general sales manager, 
and Charles L. Lohmeyer, assistant general sales manager, presided 





Philip Carey 
Elects Officers; 
Humphrey President 


J. W. Humphrey was elected 
president and R. S. King, Sr., chair- 
man of the board of Philip Carey 
Mfg. Co. at the firm’s recent stock- 
holders’ meeting. 

H. Ross Barrett was appointed 
executive vice president; Earl C. 
Faulkner, vice president in charge 
of the Western division; Clarence 
E.. Howard, vice president, Eastern 
Division, and Edgar A. Boadway, 
vice president, Canadian Division. 

Edwin F. Ziegenhardt was named 
controller. Mr. Boadway and Mr. 
Faulkner were elected directors. 

Mr. Barrett has been with Carey 
since 1943. as a financial vice presi 
dent. Mr. Faulkner, one time gen- 
eral sales manager of U. S. Gypsum 
Co., was executive vice president of 
Lehon Co. when it was purchased 
by Carey last year. Mr. Howard 
started with Carey as a salesman 
and later became a district man- 
ger, division manager, and vice 
president. 





Behn Marks 10th Year, 
Holds Open House 


Howard J. Behn, president of 
H. J. Behn & Co., Bridgeport, 
Conn., held an open house at his 
home recently for associates and 
guests to mark the 10th anniversary 
of the company. 

The firm was founded in 1946 
by Mr. Behn, Rudolph E. Erdman, 
Samuel R. Dodge and Esther 
Munro as an independent successor 
to the industrial supply division of 
Hunter & Havens, Inc., Bridgeport 
steel warehouse. The original supply 
division was started in 1919 by Mr. 
Behn, Mr. Erdman and Miss 
Munro. 





Sager-Spuck Adds Space 

Sager-Spuck Co., Albany, N. Y., 
has bought a four-story building next 
door to its Broadway headquarters 
from Perrone Equipment Co. Off 
cers said it will be used for display 
and warehouse space. 
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Roundup of sales information for Authorized Carboloy Distributors 











NEWSLETTER 


Increased emphasis has been focused on distributor relations with the 
appointment of Howard W. “Hap” Arnold as Manager of Distributor Sales. 
) ae Primary responsibility of this post will be to work intimately with 
: ae Authorized Distributors . . . assisting in the formulation of Distributor 
to co-ordinate Distributor : mesa Sapa 7 Parte ' 
nig policy, and the coordination of Distributor selling activities with 
sales activities wig" 
Carboloy’s field salesmen. 
Mr. Arnold is a former Chicago area carbide salesman. 





Two new Carboloy® cemented carbides announced at the ASTE Show 
have broadened the carbide offering of Carboloy Distributors. 
Tw bid zrade 330, for precision finishing and boring, rounds out the spectacularly 
Daina es successful Series 300 line of carbides (Grades 350 and 370). It will give ° 
— oy st Carboloy Distributors an extra-performance grade to sell for every steel- 
Distributor sales cutting application. 
Grade 860 is a new, stronger milling carbide. It was specially developed 
to give added tool life when cutting the harder, denser gray cast irons 
now in common use. 





A new approach to distributor advertising is embodied in the two-part 
sales promotion package presented to Authorized Carboloy Distributors. 
The purpose of this package—first of its kind in the industry—is to help 
, Distributors organize and execute a full 12-month promotional program. 
Big, word Carboloy Part 1 is a new 32-page brochure that explains how to co-ordinate the 
promotion package six basic types of promotional material into a complete program. It shows 
takes new approach why and how direct mail, publicity, local advertising, trade shows, printed 

material and sales promotion can be used to increase Distributor sales. 
Part 2 contains samples and descriptions of each of the nearly two 
dozen available Carboloy Sales Promotion items—together with sugges- 

tions on when and how they can be used most effectively. 





Authorized Carboloy Distributors were prominently mentioned in all 
areas of Carboloy’s ASTE Show exhibit. Six wall panels told visitors the 
sales and service advantages of purchasing through Authorized Distributors 

Carboloy Distributors . . . and all literature also emphasized these points. 

get tie-in support Announcement of new Grades 330 and 860 (see above) brought in 

of ASTE Show thousands of potential customers. Cemented Oxide Grade O-30, which 
was featured on the cover and in a major technical report in American 
Machinist’s ASTE Show issue, helped break attendance records at the 
Carboloy booth. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11133 E. 8 Mile Bivd., Detroit 32, Michigan 


“Carboloy” is the trademark for products of the Carboloy Department of General Electric Company 











Price Index for 19 Product Classes 
(1947-49 — 100) 
% Change 
Feb. Jan. Feb. From 


+ 


NAME OF PRODUCT CLASS 56 °56 55 Year Ago 
Abrasive Products 128.8 128.7 117.2 +9,9 


Cutting Tools 143.7 143.4 125.8 + 14.2 


Fans and Blowers 157.4 157.4 143.6 +9.6 
Fasteners 168.3 168.3 155.6 +8.2 
Incandescent Lamps 147.2 147.2 0 
Industrial Rubber Products 141.8 135.7 +4.5 
Lubricants $2.1 70.3 
Materials Handling Equipment 147.8 134.5 


Mechanics Hand Tools 157. 57.: 145.5 
(Files, saw blades) 


Metalworking Accessories 145.9 137.6 
Motors 109.6 
Paint , 113.1 
Portable Power Tools 25.5 120.8 
Power Transmission Equipment 48. 135.7 
Precision Measuring Tools 

Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, etc.) 


Valves and Fittings 


Welding Machines 
(Equipment, rods) 


Total Index 


Bureau o 
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N THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Variable Speed Drive 


Stepless Control, 
Fast Speed Response 


the 
variable speed drive recently intro 


Known as “Selectron”, a 


duced has a normal speed range of 


9 
ZZ to 


| and is available in speed 
ranges to 60 to I. 

With tachometer feedback, it is 
said speed can be controlled to 
Standard optional 


braking, 


within 4 of 1%. 
features 
reversing and inching control 


include dynamic 


Power supply is from AC single 
phase voltages of 110, 208, 220, 440 
or 550 at 50 or 60 cycles 

Electro Dynamic Div. of General 


Dynamics Corp., Bayonne, N. ]. 


Tube Fitting 


Can Be Installed 
Without Disassembling 


Under the tradename Selfalign, 
a new self-aligning tube fitting has 
been announced. 

Che tubing is inserted in the fit 


SLEEVE TUBING 


LINEr TO- LINE SEAL 
(RING. CUT) 


ting until it bottoms and the nut 
is tightened. Dual sealing principle 
is said to assure positive, leakproof 
connections. 

Complete line includes union, 
union tee, union elbow, male and 
female connectors and elbows, male 
tees for pipe on run and pipe on 
branch. 

Sizes 4, #5, 4, 
available from stock; aluminum fit 
tings are special. 

Weatherhead Co., Fort Wayne, 
Indiana 


fs, & and 4-in are 


V-Belts 
“High Cable 
Line” Design 
V-Belts reinforced with a spe 
cially-developed that 
makes it possible to carry heavier 


steel cable 
loads with smaller sheaves or fewer 
belts have been added to the com 
pany’s line. 

Each cable strand is said to be 
made of electro-plated brass coated 
steel with a specially-treated cumar 
coating. 

Available as a complete line, the 
new steel cable belts are said to be 
ideal for installations where di 
ameters and widths of sheaves and 
center distances are restricted 

Durkee-Atwood Co., Industrial 


Div., Minneapolis 
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Motor Base 
Maintains Tension, 
Compensates for Stress 


Known as the Auto-Tension 
motor base, this new item is avail 
able in four NEMA motor 


sizes from % to 74 hp, and is designed 
for use with horizontally positioned 


frame 


drives. 

According to the manufacturer, 
the greater the load the greater the 
tension, operation is quiet, V-belts 
can be changed without disturbing 
mounting, and no maintenance is 
required on base. 

Lovejoy Flexible Coupling Co., 


Chicago 


Saw 
“Free-Start”’ 


Guard Featured 


Starting cuts is said to be easier 





TODAY 


. » PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





due to the sweeping angle on the 
blade guard of a new portable elec- 
tric saw. 

Some of the features claimed by 
the manufacturer include: more 
blade coverage, one tooth exposure, 
new bevel adjustment, continuous 
vision from either side, steel ripping 
gage for accuracy and speed, func 
tional base notched as guide for 
straight cuts at 45 and 90 degrees, 
depth adjustment by a lever lock 
device, blade mounting protects 
motor against shock from sudden 
impacts, heavy-duty anti-friction 
bearings throughout, helical gears, 
two-position handle, and heavy duty 
saw motor designed and made by 
the company. 

Stanley Electric Tools, Div. 
Stanley Works, New Britain, Conn. 


Lift 
Portable, 
Telescoping 


Designated as L1112-P, a 
112-in telescoping portable lift has 
a 1000 Ib capacity and a battery- 
powered hydraulic lift. 

Some of the specifications are: 


lift height—2-in to 122-in; load 


new 


center—15-in; power rate-no load 
334 ft/min, loaded 214 ft/min; plat 
form dimensions 28 x 28-in; net 
weight 986 Ibs. 


Oster Mfg. Co., Cleveland 


Abrasive Cutters 


Two New Models 
From New Division 


Two new abrasive cutting ma 
chines, the No. 20 Any-Angle abra 
sive Speed-Cut machine and the No 
20 wet-cutting abrasive Speed-Cut 
machine, have been added to the 
company’s line in a recently estab 
lished abrasive machine division. 

The Any-Angle machine is said to 
use the No. 20 standard cutting head 
mounted on a special base with 
pivot built into the base. Vise and 
material remain stationary. Cutting 
head swivels in a 60-degree arc, pet 
mitting any angle from 30 to 90 
degrees. Cuts up to 6in pipe or 
shapes at 90 degrees; solids up to 
24-in. 

Some of the features of the No 
20 wet-cutting machine are said to 
be: circulating cooling pump with 
separate motor and control, mag 


netic switch and air vise, completely 
shielded cutting wheel, hinged door 
access for wheel changing, rubber 
bond wheel, capacity up to 4-1n pipe 
or shape and 24-in on solids 

Beaver Pipe Tools, Inc., Warren, 
Ohio 


Chain Blocks-Trolleys 


Lightweight, Spark, 
Corrosion Resistant 


Aluminum chain blocks and trol 
leys in 4, 4 l and 2 ton capacities 
have been added to the company’s 
line of ‘Budgit’ models 

Recommended by the maker for 
use in hazardous atmospheres, these 
new models differ only in external 
working _ parts 
hooks are of bronze alloy, load hook 


safety type load 
sleeves of a phosphor bronze alloy, 
load chains of chrome nickel stain 
less steel alloy, hand chains of 
bronze alloy. 

Sparking and static electricity is 
reduced in the trolleys by using 


lubricated _ ball bearing Beryllium 











) 


Continued on page 155 


FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS, SEE PAGE 155 
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NATIONAL 


TWIST DRILL 











Behind this shield... 


Vational 





Wireco will convert 
sales dollars to 

net profits for you... 
with a complete 
distributor program! 


here is your 


Sen + eee 


The strongest link in the Wireco 
distributor program is a full profit 
margin. However, as important as 
a high gross profit margin is, 
Wireco goes further with the addi- 
tional advantages that let you net 
more! 
Wireco sells and services for less 
... gives you factory sales support 
. produces unsurpassed quality 
in every line! Twenty-two ware- 
house stocks insure proper distri- 
bution and prompt delivery of a 
line that is easy to stock—and easy 
to sell! Full advertising and mer- 
chandising programs further stim- 
ulate your dealer activity! 
These are advantages of a com- 
plete, well-rounded distributor pro- 
gram. Throw your sales effort be- 
hind this program, and increase 
your net profits! Make Wireco 
your key line! 


ROPE CORPORATION OF AMERICA 


SAINT JOSEPH MISSOURI 


meet Mr. Lee Burgess! 
Lee will be attending Con- 
vention May 21, 22 and 23. 
As Vice-President of Wire 
Rope Corporation of Amer- 
ica, Lee will be there to serve 
you! Look him up while 
you’re in Atlantic City! 
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A MESSAGE TO AMERICAN INDUSTRY © FIRST OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


How Critical Is It? 


The United States is running into a serious 
shortage of scientists and engineers. There 
is no novelty in this observation. It has often 
been made in the last few years. And there has 
been mounting alarm about what this shortage 
may mean for both our national security and 
our prosperity. 

There would be great novelty, however, if 
general agreement were attained on such im- 
portant matters as the size of the shortage, the 
extent of the damage it threatens to inflict, and 
the best ways to eliminate it. The purpose of 
these editorials is not to provide this novelty, 
but to ventilate some of the key aspects of the 
shortage of scientists and engineers. 

This first editorial in the series is designed to 
throw light on the over-all dimensions of the 
shortage. Others to follow will be addressed 
to such questions as: 

@ How serious is the threat to our economic 
well-being and to our national security? 
@ What needs to be done to prevent the short- 


age from becoming critical? 


Rise Has Been Rapid 


The problem is not that we have been pro- 
ducing a small number of engineers and scien- 
tists. Indeed, the number has risen sharply. We 
now have a working force of more than 600,000 
engineers, over twice as many as the 286,000 
there were in 1940. And we have about 250,000 


scientists (chemists, physicists, biologists, geol- 
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ogists, mathematicians, etc.), compared to only 
92,000 in 1940. About one in 148 persons in 
the labor force of 1940 was a scientist or engi- 
neer; today the ratio is about one in every 80. 

In research and development work, where 
highly creative scientific minds are required, 
there has been fully as rapid a rise in employ- 
ment of scientists and engineers. Fewer than 
90,000 were employed in research and develop- 
ment fifteen years ago; the total now exceeds 
200,000. 


— But Not Rapid Enough 


Despite this rapid increase in the num- 
ber of scientists and engineers — at a rate 
much faster than the increase in the labor 
force as a whole —the needs of industry, 
government and educatior for technically 
trained people have risen even more 
sharply. 

The principal reason for this mounting de- 
mand is the prodigious growth of research in 
the last 15 years. From a total of only about 
$900 million spent on all types of research in 
1941, the annual expenditure rose to over $5 
billion by 1953 (the latest estimate available). 
Over two-thirds of the research is done by pri- 
vate industry, mostly to develop new and bette: 
products and to find new and better methods of 
production. Most of the rest is performed by 
the government, largely to develop improved 


and inevitably more complex scientific weapons. 
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One aircraft company has found from its own 
experience that it required 17,000 engineering 
manhours to develop a typical fighter plane in 
1940. The requirement is now about 1.4 million 
engineering manhours. Development of the typi- 
cal fighter plane of 1960 will require well over 
2 million engineering manhours. 

In this dramatic example, the need for engi- 
neering services for a basic piece of military 
equipment soared 80 times in 15 years. It is an 
indication of why the demand for more and 
more technically trained men and women has 
outstripped even the imposing increase in scien- 
tific and engineering manpower of the last dec- 


ade and a half. 


Size of the Gap 


Exactly how great the gap is between the 
available supply of scientists and engineers and 
the number required, it is impossible to say. In 
some instances technical talent undoubtedly 
could be better used than it is now. And part of 
the shortage might “disappear” if higher sal- 


aries had to be paid. (These questions will be 
discussed in later editorials.) But informed es- 
timates of the approximate size of the gap can 
be given. 

®@ According to the best available information, 
from estimates by the Engineers’ Joint Council 
and the U. S. Bureau of Labor Statistics, the 
minimum need for engineers from gradu- 
ating classes is 40,000 each year for the 
next ten years. Last year we graduated only 
23,000 engineers, just about enough to cover 
replacement needs without allowing for any 
expansion of the number of active engineers. 
Projections made by the U. S. Office of Educa- 
tion indicate that we shall probably not have a 
class of 40,000—the current annual requirement 
—until 1963. 

®@ According to Dr. Howard Meyerhoff, execu- 
tive director of the Scientific Manpower Com- 
mission, there is now a shortage of about 
20,000 scientists. Last year the number of 
doctoral degrees in the natural sciences, almost 
a prerequisite for research work, was only 
5,000. Dr. Meyerhoff estimates that the short- 
age of scientists will rise another 30,000 by 
1960. 
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More Needed As Teachers 


Not all of the graduates with scientific and 
engineering training, furthermore, will work as 
scientists and engineers—that is, by performing 
research and giving it practical application. 
Such training is now necessary in many sales 
and management positions. And more of our 
technically trained men and women must re- 
main in educational] institutions as teachers if 
the quality of engineering and scientific educa- 
tion is to be maintained. A survey in 1954-55 
by the National Education Association showed 
that, out of 277 universities, state colleges and 
large private colleges, nearly one-third already 
had unfilled vacancies in engineering and three- 
fourths had vacancies in physical sciences. 

The dimensions of the shortage of scientists 
and engineers can be summarized as follows: 
Despite a substantial rise in the trained 
manpower available, the needs of industry, 
the government and education have risen 
still faster. The best information indicates 
that, on the basis of current and antici- 
pated needs, our recent yearly rates of 
production of slightly over 20,000 engi- 
neers and about 5,000 PhD’s in natural 
sciences could be doubled without closing 
the gap entirely. 

The disturbing implications of this shortage 
for our national security and our prosperity 
and some practical suggestions for eliminating 
it will be the subjects of subsequent editorials 
in this series. 





T his is one of a series of editorials prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments of particular concern to the business 
and professional community served by our 
industrial and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 











INDUSTRIAL DISTRIBUTION © MAY, 1956 








ts optainedwanotner “1 ,000 
‘Ishares and has options on 27,000 


On The Market Today others. 
(Starts on page 148) | N TH b 
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copper trolley wheels having heat Conveyor Belting 


tented treads =e Corp site flanges Lighter Weight, . 
to prevent wheels from climbing the sa einen ia : 
track. Troughs, Trains Better § 
Shaw-Box Crane & Hoist Div. A new type of conveyor belting 


Manning, Maxwell & Moore, Inc., with a load-carrying carcass made 
Muskegon, Mich. (Continued on page 156) 





Index of This Month’s New Products 


ABRASIVE BUFF MOTOR BASE Winute Wan KEYWAY 
Carborundum Co., Coated Lovejoy Flexible Coupling Co. 148 BROACH KITS 
Abrasives Div. ee ee ee OILING SYSTEMS , . a ‘“‘must"’ in every machine shop 


a ews “ a > : ~ c and every maintenance depart 
ABRASIVE CUTTERS Trico Fuse Mfg Co ment, for cutting any size keyway 


Beaver Pipe Tools, Inc. . . PAINT from Ye" to 1" in any bore from \% 
; to 3" — by hand in one minute 


BOLTS & NUTS Luminal] Paints, Div. National 
late Chemical & Mfg. Co 2 VW inute Wan BROACHES 


Lamson & Sessions. 


CAP & GOGGLE PUMPS e 
Boyer-Campbell Co... . ss American Machine Products, er 
Inc. . pain 7 


CARBIDES " 
Carboloy Department of Gen PUNCH SQUARE HEXAGONAL 


eral Electric Co........... L. S. Starrett Co. ey a a es 
broaches that will finish cast or 


CASTERS RUST PREVENTIVE SPRAY i asned hates in one sass. fer tet 
Hamilton Caster & Mfg. Co.. ¢ Eastern Aerosol Products 2 5 to %" holes ; 


CHAIN BLOCKS-TROLLEYS SAWS PRODUCTION TYPE KEYWAY 
Shaw-Box Crane & Hoist Div. Millers Falls Co iti yee ae 
Manning, Maxwell & Moore, Skil Corp. . - BOT! stock in ten popular sizes 
RR ee i Stanley Electric Tools, Div , f 
CONVEYOR BELTING Stanley Works. : Winute Wan 
Republic Rubber Div., Lee SCREW DRIVER 
Rubber & Tire Corp Stanley Tools MAGNETIC BASES 
holc i indicator gage 
CUT-OFF MACHINE SET-UP BLOCKS 360° horizontal, 160" vert 
Delta Power Tool Div. Rock Jergens Tool Specialty -Co cal swing. Save set-up 
well Mfg. Co. .. SOLVENT ‘ scourecy. One selte 
CUTTER, WIRE Curran Ordnance Chemical another. 
Champion DeArment Tool Co Laboratory . 
DRILLS, MASONRY TAPE, SPLICING 
Plomb Tool Co. Minnesota Mining & Mfg. Co 
GEAR DRIVES TOGGLE CLAMPS om ' — 
U. S. Electrical Motors, Inc 196 Detroit Stamping Co 


GRINDERS TRAP, STEAM ' : 
Standard Electrical Tool Co. 156 Armstrong Machine Works 


Thor Power Tool Co 204 
TURE BRITT . 
rUBE FITTING balanced combination of tough 


HOSE STRAP \ ‘ 
Binks Mfg Co 194 \ eatherhead Co ’ ness, wear resistance and red hard 
: ness that keeps users coming back 


JACK VACUUM CLEANER for more 
Clarke Sanding Machine Co 


square and rectangular, with the 


Enterprise Machine Parts Corp. 190 
LIFT VALVES . fast selling, high profit tools, get 
Oster Mfg. Co 149 Lunkenheimer Co in touch with 


LUBRICANT VARIABLE SPEED DRIVE Th e d u M oO N T 


Protecto-Lube Co ee Electro Dynamic Div. General 

METAL-BOND Dynamics Corp CORPORATION 
Wilbur & Williams Co ; V-_BELTS , Greenfield 
-BELT: , 


MOTORS Durkee-Atwood Co., Industrial 
Allis-Chalmers Mfg. Co... .. Dis ae | _ Massachusetts 


For complete information on these 
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Te help you sell, 
current Lutkia 
trade edvertise- 
ments carry this 
message. 
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SALES AIDS 


help keep ‘em sold 


Orders keep coming between sales calis when you sell 
Lufkin. The complete assortment of sales aids, such as 
Catalogs, Drill Cards, Decimal Equivaient Charts, How to 
Read Micrometers booklets and charts, Product Folders, 
ond miscellaneous stuffers keep selling for you. Don't be 
the “forgotten man’ — write for these free sales aids and 


put them to work for you. Better do it NOW! 


VERNIER 
HEIGHT GAGES 


Read to thousandths — fine, 
machine divided, black filled 
graduations. Scriber sets at top 
or bottom surface of sliding 
jaw-arm. Extra-long arm permits 
scriber to be clamped in under- 
side position to make the small- 
est possible meosurement. Depth 
gage attachment available 
Series #800 


set. JUFAIN tarts + nutes 


PRECISION TOOLS 
and they'll sell you 


THE LUFKIN RULE COMPANY, Saginaw, Mich. 
New York City . Barrie, Ontario 


SAVE TIME 
CONSULT YOUR INDUSTRIAL DISTRIBUTOR 


® He can supply most items immediately from his stock. 
® His knowledge of new tools and methods will help you 
operate at peok efficiency. 
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of plies of frictioned cotton-nylon 
fabric, the fabric being woven from 
high tension cotton warps and nylon 
fillers, has been developed. 

Designed for use where regular 
belting of the required number of 
plies and weight of duck is too 
heavy, where take-up room is insuf 
ficient, the new belting is said to 
have 25% lighter carcass weight, 
less stretch, and operate over smaller 
pulleys at higher speeds. 

The above features are offered in 
the company’s Type 30, 50 and 70 
belts for use where 32 o0z., 42 0z., 
and 48 oz. cotton duck would nor- 
mally be used. 

Republic Rubber Div. Lee Rub 
ber & Tire Corp., Youngstown, 
Ohio 


Caster 


Knee-Action, 
Double Wheel 


Under the trade name “Kalber”, 
double wheel casters featuring 
“knee-action” for easy rolling have 
been introduced. 

Available with all-metal wheels, 
or equipped with rubber tires, 
wheel diameters range from 3 to 
9-in; capacity ratings from 400 to 
1200 lbs per caster. 

Hamilton Caster & Mfg. Co., 
Hamilton, Ohio 


Grinders 
Three Models 


Added to Line 

Said to be a 2-in-1 machine, a 
twin-motor double-end grinder with 
each side entirely independent is 
one of three new models introduced 
by the manufacturer. One wheel 








Here’s a dependable “BREAD and BUTTER” item... 


WOODINGS ¢- VERONA 
DRIFT PINS 


BARREL TYPE 


may be stationary, while the other 
is operating. ‘Three sizes are avail 
able: two 74 hp or two 10 hp motors 
for 24-in diameter wheels; and two 
10 hp motors for 30-in diameter 
wheels. 

Another model introduced is a 
single wheel snagging grinder that 
can be furnished with wheel on right 
or left side. Sizes: 20-in wheel, 5 hp 
or 74 hp motor; 24-in or 30-in wheel 
with 74, 10, 15, 20, 25, 30, 40 or 
50 hp motor. 

An improved design “Grind Air 


rester”, a 12-in or 14-in heavy duty , 
grinder with. self-contained dust 
collecting unit has also been added 
to the company’s line. 
Standard Electrical Tool Co., 
Cincinnati a 
Oilers 
Centrally Located, 


Easily Accessible PLUG TYPE 


“Lub-O-Jet”, a postive, self-con 


tained oiling system that delivers ; 
Dae: Drift pins are in constant demand—bought in 


oil, under pressure, to various points 
of equipment, has been announced. 
\ pressure pump 1s built into the 


large quantities, and consumed steadily. All 
the sizes for which you are likely to be called 
upon can be shipped from Woodings-Verona 
stock. And special sizes can be quickly pro- 
vided. Made from tough, high carbon steel, to 
minimize mushrooming. 

Woodings-Verona makes a full line of rail 
road and construction tools—sledges, hammers, 
wrenches, crowbars, picks, mattocks and others 
They meet all AREA and Government specifi- 
cations. 

If you don't have the Woodings-Verona 
Catalog, send for one today. 


hove either partic! or 
full taper, and ore mode 
in three standard diam 
eters. Standard length, 12 
inches. 


WOODINGS-VERONA TOOL WORKS 


AA ZAILL AL 


; s, ? 
a \ : VAS 


Shown above are some of the more widely-used Woodings-Verona Tools 
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=u The Collis 
MAGIC-TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring. counter 
boring, drilling, reaming, tapping, etc., can be performed practically, con- 
tinuously. 

Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 





mmm THE COLLIS COMPANY auncnum 


Dept. A, CLINTON, IOWA 





Products of 
Distributors’ 


Confidence 
FOR 65 YEARS 


“POSITIVE” Lock washers are all- 
important adjuncts to fastener sales. 
Their use in your customers’ plants 
are vital to critical assemblies of their 
products. To serve your customers 
well, rely on a source of supply 
geared to making the best possible 
product and selling through distribu- 
tors. “POSITIVE” is a product of the 
confidence many Distributors have 
placed in us as their sole source of 
supply for the past 65 years. 


Positive Lock WasHER Co. 


AVENUE A AND MILLER ST. 
\ NEWARK 5, N. J. 


NONLINK POSITIVE 


RIBBED TYPE 





3 


HIGH COLLAR 
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4 oz. shatterproof reservoir; oil 
supply is always visible, and a six 
outlet distributor is connected to the 
reservoir assembly. Transparent 
flexible plastic tubing is attached to 
the distributor outlets and run to 
bearing points which can be as much 
as 100 feet away. 

Trico Fuse Mfg. Co., Milwaukee 


Valves 


For Higher Pressures, 
Corrosion Resistant 


Rated at 200 Ibs steam pressure 
and 400 Ibs water, oil and gas pres- 
sure, a new line of LQ600-200 
bronze globe valves has been an- 
nounced. 

Design and construction features 
of both LO lines are identical. 
Bodies and bonnets, however, are 
made of the firm’s S-1 bronze, said 
to be close-grained, and feature high 
density, strength and corrosion-re- 
sistance. 

Other features claimed include 
“Brinalloy” seats and discs, flat-seat 
design, “Stemalloy stems and “Non 
Slip” handwheel. 

Lunkenheimer Co., Cincinnati 





Correction 


The photograph illustrating the 
pipe bender manufactured by Black- 
hawk Mfg. Co., described on Page 
133 of the March issue, was sub 
mitted in error. Actually the photo 
graph illustrates the company’s new 
hydraulic Porto-Power Knock-Out 
set for on-the-job punching of holes 
into electrical distribution boxes, 
metal panels and troughs. 

(Continued on page 168) 
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.-. the way 
dealers go for 
Columbian 
Colpack Coil 


. > 


A Mics cas 


And Here’s The Secret Behind Their Selling Power! 


FOUR HANDY SIZES 
—Now Columbian 
Pure Manila and 


Radium Sisal Rope is 


available in diameters 


of from %" through %” in 25, 50, 75 and 100 
pound Colpack Cartons. You can supply any and 
every size your dealers need . . . at the same 


price per pound as ordinary coil. 


KEEP ROPE CLEAN, COMPACT AND 

COILED— Columbian Rope packed in the exclu- 
sive Colpack Carton always stays properly coiled 
and out from underfoot. The carton fully protects 


it from dust, oil and abrasives. 


EASY TO DISPENSE — The dealer simply 


punches out the hand hole at top of carton — 


pulls out desired length — and cuts. End remains 
within easy reach inside carton. 


SELF -STORING ... SELF - DISPLAYING — 
Compact Columbian Colpack Cartons store 
easily . . . save valuable floor space and enable 
dealer to carry a well-rounded stock at all times. 
To display, stand carton upright or on its side 
. on counter, on shelves or in windows. It 
gives you triple service as display merchandiser; 
handy dispenser and compact storage bin. 


Sn yy 
FZ rope | 


| 
| 


COLUMBIAN 
\ | 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


COLUMBIAN ROPE COMPANY, AUBURN “THE CORDAGE CITY’, NEW YORK 
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uestion: How would you, Mr. 


fast moving drill 








nswer: Look for a quality 


line... look for service 





Distributor, go about finding a 


and reamer line? 





line... look for the most complete 


and engineering assistance. 


Latrobe. 


DRILLS AND REAMERS 


METRIC TOOLS - SCREW EXTRACTORS - LATHE CENTERS - TOOL BITS - LATHE MANDRELS - SLEEVES - ARBORS - ROUTER BITS - GUN DRILLS + SPECIAL TOOLS 


THE CHICAGO-LATROBE LINE CHECKS ON ALL COUNTS 


fe Complete Line iV Finest Quality i Sales Assistance 

(Vj Well Advertised ee Large Inventory (se Integrity 

fe Sales Training fs Strategic Location ee Excellent Literature 

[ey Engineering Assistance ie Unexcelled Service es Sound Distributor Policy 
Act now! You'll do a better job with 

CHICAGO-LATROBE 


435 West Ontario St., Chicago, Illinois 


VISIT BOOTH 220-222—TRIPLE- MILL CONVENTION— ATLANTIC CITY 





<@> ALABAMA 


Birmingham 
Dothan 
Mobile 


Selma 


@» ARKANSAS 
Little Rock N. O. Nelson Co. 


<< ARIZONA 


Phoenix 
Tucson 


@> CALIFORNIA 


Thaler Pipe & Supply Company 
Mm, E. Gray Company 

Gerlinger Steel & Supply Co 
Gould 
Atkins, Kroll & Company, Inc. 
P. S. Pell & Company, Ltd 


Noland Company, inc 


May Supply Co. 





Nolond Company, ine. 
Selma Foundry & Machine Co. 


Western Supply Company 
Arizona Hardware Co. 


Emeryville 

May wood 
ding 

San Diego 


San Francisco 


@ coLoravo 


Hendrie & Bolthoff Company 


Denver 
N. O. Nelson Co. 


Pueblo 


<@ CONNECTICUT 


Lewin & Sons, Inc 

The Wellington-Kincaid Co 
Winfield S. Holman, Inc 

The Nutmeg Plumbing Supply Co 
Futty & Company, Inc 

The Callahan Company 

Lasher Supply Co., Inc. 

The Plimpton & Hills Corporation 
Thomas Trant & Bro., Inc 

Ward & Hausser 

New Britain Plumbing Supply Co 
The C. S. Mersick & Company 
Hansen Supply Co 

County Supply, inc 

The Anderson Supply Company 
Rawley Plumbing Supply, Inc 
Connecticut Plumbing Supply Co 
Glauber, Inc. 

M. J. Daly & Sons, Inc 


Bridgeport 
Danbury 


Greenwich 
Hartford 


New Britain 
New Hoven 
New London 
Norwalk 
Norwich 
Putnam 
Stamford 


Waterbury 
> DISTRICT OF COLUMBIA 


Washington Thos. Somerville Company 


<@> FLORIDA 


Fort Lauderdale Duncan-Edward Company 
Jacksonville Farquhar Machinery Co 
Noland Company, Inc 
Miami Railey-Milam, Ine 
Orlando Mughes Supply Inc. 
Pensacola poe Supply 
St. Petersburg f Coast industrial Supply Co 
Tallahassee Aeros? Company 
Tompa Noland Company, Inc 


~~» GEORGIA 


Albany 
Atlanta 


Georgia Hardware & Supply Co. 

Beck & Gregg Hardware 

Fulton Su - Company 

Grinnell Company, Inc 

Noland Company, Inc 

J. M. Tull Metal & Supply Co. 

Noland Company, Inc 

Richmond Supply Co 

Morbut Company 

Columbus Plumbing, Heating & 
Mill Supply Co 

Hajoca Corporation 

Industrial Suppliers, Inc 

Marbut Company 

Noland Company, Inc 

Taylor Iron Works & Supply Co. 

Noland Company, Inc 

Battey Machinery Co 

Marbut Compo 

Whitehead Rasduee Co. 


Augusta 


Brunswick 
Columbus 


LeGrange 
Macon 


Marietta 
Rome 
Valdosta 


«<>» IDAHO 


Boise Idaho Industrial Supply Co. 


@ ILLINOIS 


Bloomington 
Chicago 


Wilkins Bloomington Co 
Chicago Tube & Iron Company 
James B. Clow & Sons 

Great Lakes Supply Corporation 
Fred C. Kramer Co 

Miller Supply Company 

Inland only Company 
DuQuoin Iron & Supply Co 
Wilkins Pipe & Supply Company 


Danville 
DuQuoin 
Peoria 


X 


Alabama Machinery & Supply Co. 
& Supply Co. 


liardware & Machinery Co. 
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American Rad. & Std. Sanitary Corp, 
D & F Supply Company 


Rock Island 
Rockford 


<>» INDIANA 


Anderson 
Avrora 
Evansville 
Fort Wayne 
Indianapolis 
Kokomo 
Lafayette 
Marion 
Richmond 
South Bend 
Terre Haute 


May Supply Company 

Avrora Supply Company 
Plumbers ply Corporation 
The Notional Mill Supply Company 
Plumbers Supply Corporation 
The Main Supply Company 

Biggs Pump & Supply Co 
Liniger Company, Inc. 

H. R. Smith Supply Co., Inc 

The South Bend Supply Company 
Mechanical Suppliers, Inc. 


@ iowa 


Cedar Rapids 
Des Moines 


Cedar Rapids Pump & Supply Co. 
A. Y. McDonald Mfg. Co 

Plumb Supply Co. 

A. Y. McDonald Mfg. Co. 

Glick Supply Company 

Wigman Company 

Winterbottom Supply Co. 


Dubuque 
Marshalltown 
Sioux City 
Waterloo 


@» KANSAS 
Wichita 

@> KENTUCKY 
Hopkinsville 


Lexington 
Lovisville 


Phillip & Easton Supply Co. 


Cayce Mill Supply Company 
Plumbers Supply Company 
Belknap Hdwe. & Mfg. Co 
Neill-LaVielle Supply Company 
Plumbers Supply Company 


@» LOUISIANA 


Murco, Inc 
Edgar Murray Supply Co. 
Monsco Supply Co. 


Monroe 
New Orleans 
Shreveport 


@ MAINE 


Bangor R. B. Dunning & Co. 
Portland W. L. Blake & Co. 


<@ MARYLAND 


Thos. Somerville Company 

The Taylor Supply Company 
Tri-State Mine & Mill Supply Co., Inc. 
Foltz Manufacturing & Supply Co. 


Annapolis 
Baltimore 
Cumberland 
Hagerstown 


<@> MASSACHUSETTS 


Reardon & Lynch Company, Inc 
Atlantic Pipe & Supply Co., Inc. 
Conley Supply Co., Inc 

Pierce-Perry Co. 

Corcoran Supply Co. of Brockton, Inc. 
Boston Pipe & Fittings Co., Inc 
Metropolitan Pipe & Supply Co 

R. C. Sullivan Company 


Attleboro 
Boston 


Brockton 
Cambridge 


Fall River 
Gardner 
Holyoke 
Hyannis 
Lawrence 


Royal Supply Company 

The Holyoke Valve & Hydrant Co. 
R. B. Corcoran Co. of Hyannis 
Bride, Grimes & Co. 


(A top-hated, 
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Corcoran Supply Co. of Fall River, Inc. 


Middlesex Machine Company 

ynn The Bournevf Corporation 

New Bedford Babbitt Steam Specialty Co. 

Peabody = Machine & Supply Co 
Jefferson Industrial Supply, Inc. 

Berkshire Mill Supply Co 

Charles D. Sheehy, Inc 

Charles Millar & Son Co 

Warner Supply Co., Inc 

Washburn-Garfield Co 


Lowell 


Pittsfield 
South Boston 
Springfield 
Westfield 
Worcester 


‘> MICHIGAN 


Kendall Hardware Mill & Supply Co. 
Brammal! Supply Co 

The Coon DeVisser Company 

A. P. Engelhart & Co 

Hayden Supply Co 

Wittock Supply Co 

The Smith Winchester Co 

Kendall Hardware Mill & Supply Co. 
The Michigan Supply Co 

B. R. Fisher Co. 

Reichle Supply Co. 


Battle Creek 
Benton Harbor 
Detroit 

Flint 

Grand Rapids 
tron Mountain 
Jackson 
Kalamazoo 
Lansing 
Muskegon 
Saginaw 


MINNESOTA 


Duluth Plumbing Supplies Company 
Central Supply Co 


Duluth 
Minneapolis 


MISSISSIPPI 


Horper Foundry & Machine Co. 
} Nelson Co 

Soule Steam Feed Works 

O'Neill-McNamara Hardware Co, 


Jackson 


Meridian 
Vicksburg 


MISSOURI 


Cape Girardeau 
Jefferson City 
Joplin 

Kansas City 


N. O. Nelson Co. 

N. 0. Nelson Co 

Joplin Supply Co. 

Mid-States Supply Co. 
Reeves-Wiedeman Company 
Grinnell Company, Inc 

Missouri Water & Steam Supply Co. 
Donley Pipe & Supply Co 

N. O. Nelson Co 

John A. Rhodes Co. 


No. Kansas City 
St. Joseph 
St. Louis 


Springfield 


MONTANA 


Montana Hardware Company 
M. & L. Supply Co., In: 
Missoula Mercantile Company 


Butte 
Missoula 
NEBRASKA 

Western Supply Compan 


John Day Rubber & Sesly Co. 
Midco Supply Co. 


Lincoln 
Omoha 


NEVADA 


Reno Acme Supply & Equipment Co., Inc. 


NEW HAMPSHIRE 


e Belting Co. 
erkins, Bassett & Wright, Inc. 
Colonial Supply Cor 
Manchester Supply a 
F. W. Webb Company, Inc. 


Concord 
Keene 
Manchester 


Nashua 





JENKINS VALVE 
ADVERTISING 


will carry this list 


in May issues of 


BUSINESS WEEK 


POWER 
MILL & FACTORY 
PURCHASING 
and 5 other 
magazines covering 
major valve-using 


industries 


NEW JERSEY 


Atlantic City 
Bayonne 
Bridgeton 
Camden 


Seashore Supply Company 
Bayonne Plumbing Supply Co. 
Hajoca Corporation 
Fleck Company 
Hajoca Corporation 
J. D. Johnson Co., Inc 
Elizabeth Hardware Company 
William S. Roe, Inc 

Div. of Charles F. Guyon 
Gerweck & Averbacher, Inc 
The Ideal Supply Co., Inc 
Behrer-Nason Company 
Raritan Supply Company 
Geo. J. Keller Co 
John Simmons Company 
Central Eng’ring & Supply Co 
A & J Friedman Supply 
Power Pipe & Supply Co 
Federal Supply Co 
Paterson Supply & Engineering Co 
Madsen & Howell, Inc 
Manufacturers Selling Company 
Endicott Supply Company 


Elizabeth 
Harrison 
Inc 
Irvington 
Jersey City 
New Brunswick Inc 
Newark 


Passaic Inc 


Inc 
Paterson 


Perth Amboy 
Trenton 
Vineland 


NEW YORK 


Albany 
Binghamton 


Sager-Spuck Supply Co., Inc 
Binghamton Industrial Supply Co. 
Chas. Millar & Son Co 
Ellis W. Morse & Co 
Sage Supply Co., Inc 
W. A. Case & Son Mfg., Co 
Stritt & Priebe, Inc 
Irving D. Booth, Inc 
LeValley McLeod, Inc 
Hoverstick & Co 
Clark Hardware Co 

A. Case & Son Mfg. Co 
Conran Supply Co., Inc 
Gar Supply Corp 
Mayer-Malbin Company, Inc 
Orange County Plumbing Supply Co 
Behrer-Nason Company, Inc 
W.A. Case & Son Mfg. Co 
W. L. Smith Co 
Asco Supply Company 
Behrer-Nason Company 
Davis & Warshow, Inc 
B. F. Gilmour Co., Inc 
Glouber, inc 
Charles F. Guyon, Inc 
W. H. Hussey & Son, Inc 
H. R. Kelly Company, Inc 
McElraevy & Hauck Co 
N. Y. Plumbers’ Specialties Co 
Herbert Reck Supply Corporation 
Saltser & Weinsier, Inc 
Sidney Samuels, Inc 
Simplex Plumbing Supply Co 
Smolka Co., Inc 
The Smyth-Donegan Company 
Standard Plumbing Supply Co 
John Wilfert Company 
W. A. Case & Son Mfg. Company 
The Elderfield Corp 
Hoverstick & Co., Inc 
Utica Plumbing Supply Co., Inc. 
LeValley Mcleod, Inc 
Central Plumbers Supply Co., Inc 
Interstate Plumbing Supply Co., 
J. D. Johnson Co., Inc 


Buffalo 
Elmira 


Ithaca 
Jamestown 
Kingston 

Long Island City 


Middletown 
Mineola 
Newburgh 


New York City Inc. 


Inc 


Niogora Falls 


densburg 
ean 
Port Chester 


Poughkeepsie Inc 


Rochester 


Syracuse 


Utica 

White Plains 
Woodside 
Yonkers 


W. A. Case & Son Mfg. Co 
Haverstick & Co 
Samuel Sloan & Co 
Burns Bros. Mfg. Co., 
Edward Joy Co 
Chas. Millar & Son Company 
Behrer-Nason Company, Inc 
Neill Supply Co., Inc 
Glauber, Inc 

Joseph C. Ryan & Sons 


Inc 


Inc 


“<)> NORTH CAROLINA 


Asheville 
Charlotte 


Durham 
Fayetteville 


Gastonia 
Goldsboro 
Greensboro 


Hickory 
High Point 
Kinston 
Raleigh 


Rocky Mount 
Salisbury 
Shelby 
Wilmington 
Wilson 
Winston-Salem 


™» OHIO 


Akron 
Canton 
Chillicothe 
Cincinnati 
Cleveland 


Columbus 
Dayton 


Lancaster 
Lima 

Lorain 
Mansfield 
New Haven 
Sandusky 
Steubenville 
Toledo 
Youngstown 
Zanesville 


Hajoca Corporation 

Grinnell Company, Inc 

Hajoca Corporation 

Textile Mill Supply Co 

The Henry Walke Company 
Dillon Supply Co 

Noland Company, Inc 

Piedmont Supply Co., Inc 
Standard Supply Co., Inc 
Gastonia Mill Supply Co 

Dillon Supply Co 

Frank Hockett Supply Co 

Piping & Equipment Supply Corp 
Piedmont Supply Co., Inc 
Kester Machinery Co 
Noland Company, Inc 
Dillon Supply Co 

Noland Company, Inc 
Dillon Supply Co 
Piedmont Mill Supply Co.., 
Shelby Supply Co 

Mill & Contractors Supply Co. 
Noland Company, Inc 

Kester Machinery Co 

Noland Company, Inc 


Inc 


Mahoning Valley Supply Company 
Mahoning Valley Supply Company 
Grinnell Company, Inc 

The Murdock Mfg. & Supply Co 
American Rad. & Std. Sanitary Corp 
Strong, Carlisle & Hammond Co 

The Smith Bros. Hardware Company 
Westwater Supply Company 

The Acme Plumbing Supply Co 

Dills Supply Company 

The Raede!l Hardware Co 

American Rad. & Std. Sanitory Corp 
American Rad. & Std. Sanitery Corp 
Conte Plumbing & Heating Sup., Inc 
New Haven Supply Co 

Broh! & Appell Co. 

Industrial Supplies Co 

The Hardy & Dischinger Co 

Valley Pipe & Supply Co 

Industrial Supplies Co 


OKLAHOMA 


Oklahoma City 
Tulsa 


OREGON 


Astoria 
Eugene 

No. Portland 
Portland 


Salem 


Mideke Supply Co 
Ardun Supply Company 
Marshall Supply & Equipment Co. 


Fisher Bros 

American Steel & Supply Co 
Moore Dry Kiln Co 

Harris Supply Company 

J. E. Haseltine & Co 
Paramount Supply Co 
Salem Stee! & Supply Co 


"> PENNSYLVANIA 


Allentown 
Bethlehem 
Chester 
Easton 

rie 
Franklin 
Harrisburg 
Haverford 
Lancaster 
Lansdale 
Norristown 
Philadelphia 


Pittsburgh 
Pottsville 
Reading 


Scranton 
Sharon 
Titusville 
Wilkes-Barre 
Williamsport 
York 


Lehigh Valley Supply Co 
Hajoca Corporation 
Hajoca Corporation 

P. Kinsey Company 
Palace Hardwore Supply Company 
Jolley Industrial Supply Co 
Appleby Bros. & Whittaker Co 
Plumbers Supply Co., Inc 
Herr and Company, Inc 
Hajoca Corporation 
United Pipe & Supply Co 
Herman Goldner Co., Inc 
Grinnell Corporation 
Hajoca Corporation 
Henry B. Pancoast Company 
C. J. Rainear & Co., Inc 
Pittsburgh Gage & Supply Co 
Reading Ae & Supply Co 
Hajoca Corporation 
Reading Heater & Supply Company 
Ralph Weeks Co 
Pittsburgh Gage & Supply Co 
Pittsburgh Gage & Supply Co 
Eastern hm BA. Supply Co 
E. Keeler Company 
Fulton, Mehring & Houser Co., 


Inc 


Inc 


® RHODE ISLAND 


Providence 


Allen & Reed Company 


Woonsocket 


Grinnell Company, inc 


Rhode Island Supply & Eng'ring Co 


Woonsocket Supply Company 


SOUTH CAROLINA 


Anderson 
Charleston 


Clinton 
Columbia 


Greenville 


Sportanburg 


Sumter 


Sullivan Hardware Co 
L. Montague Co., Inc 
Noland Company, Inc 
Industrial Supply Co 
Columbia Supply Co 
Noland Company, Inc 
Poe Hardware & Supply Co. 
Stewart Supply Co 
Sullivan Hardware Co 
Hall & Company, Inc 
Noland Company, Inc 
B. L. Montague Co., Inc 


TENNESSEE 


Bristol 
Chattanooga 
Jackson 
Kingsport 
Knoxville 
Memphis 


Nashville 


TEXAS 


Austin 
Dallas 

El Paso 
Fort Worth 
Houston 


Lufkin 
Marshall 
Paris 

San Antonio 
Texarkana 


UTAH 
Salt Lake City 


Mitchell-Powers Hardware Co 
Mills & Lupton Supply Co 
Southern Supply Co 

Greene Hardware & Supply Co 
Tennessee Mill & Mine Supply Co 
E. C. Blackstone Co 

N. ©. Nelson Co 

Buford Brothers, Inc 

W. A. Case & Son Mfg. Co 
Noland Company, Inc 


K & M Supply Company 

N. O. Nelson Co 

Zork Hardware Company 
Well Machinery & Supply 
Corbett Corp 

N. 0. Nelson Co 

Supply Div. of Lufkin Const. Co 
E. B. Hayes Mochinery Co 
Robert L. Swain Co 

Son Antonio Pipe & Supply Co 
Buhrman-Pharr Hardware Co 


N. ©. Nelson Co 


VERMONT 


Burlington 
Rutland 
St. Johnsbury 


VIRGINIA 


Charlottesville 


Danville 
Lynchburg 


Newport News 


Norfolk 


Richmond 


Roanoke 


Waynesboro 


The Blodgett Supply Co., Inc. 
Canney-Plue, Inc 
Charles Millar & Son Co. 


Noland Company, Inc 

Hajoca Corporation 
Barker-Jennings Corp 

Noland Company, Inc 

Hajoce Corporation 

The Henry Walke Company 
Hajoca Corporation 

Industrial Supply Corporation 
Noland Company, Inc 
Southern Railway Supply Co 
Graves Humphreys Hardware Co 
Noland Company, Inc 

Mize Supply Company 


WASHINGTON 


Seattle 
Spokane 


Tacoma 
Walla Walla 


Northern Commercial Co 

Steam Supply & Rubber Co 
Northwest States Supply Co 
Sullivan Valve & Engineering Co. 
Paramount Supply Co 

Drumheller Co 


WEST VIRGINIA 


Charleston 
Clarksburg 
Huntington 
Logan 
Weston 
Wheeling 


McJunkin Corporation 


Osborn Machinery Co., Inc 


Inc 


Logan Hordwaore & Supply Company 
Logon Hardwore & Supply Company 


Danser Hardware & Supply Co 
Trimble & Lutz Supply Co 


WISCONSIN 


Appleton 
Green Bay 
Kenosha 
LaCrosse 
Madison 


Manitowoc 
Milwaukee 


Nekoosa 
Oshkosh 
Racine 
Sheboygan 
Watertown 


W. S. Patterson Co 
Murphy Supply Co 
PH |. Supply Co 
W. A. Roosevelt Co 
Avtomatic Temperature Supplies 
Rundle Spence Mfg. Co 
William Rathsack & Sons Co 
F. R. Dengel Co 
B. Hoffmann Mfg. Co 
Div. Grinnell Company, Inc 
Rundle Spence Mfg. Co 
Nekooso Fdry. & Mchne. Works 
Battis Bros 
Thomas Supply Co 
Optenberg lron Works 
Kusel Dairy Equipment Co 


LOOK FOR THE JENKINS DIAMOND 
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DRILLS 


Waal? 


THAT NETS YOU 
BIGGER PROFITS 


CONSISTENTLY ‘HIGH QUALITY 
that has earned the respect of indus- 


try from coast to coast. 


A BROADER LINE 
of sizes and styles that means more 


sales for you... and at less cost. 


RELIABLE SERVICE 
from factory and warehouses on 
which you and your customers can 


depend. 


ADVANCED TECHNOLOGY 
that keeps you appraised of the latest 


developments and techniques. 


ACTION-PACKED ADVERTISING 
and promotional material that sells 
W & B tools and your service. 


Visit Whitman & Barnes at Beoth 507-509, 


Atlantic City Auditorium 


during the Triple Industrial Supply Convention 


COUNTERSINKS COUNTERBORES § CARBIDE 





TOOLS 



















i 


— 


» TOOL BITS 








SPECIAL TOOLS 

















ee 
eee 








The extremely broad range of types and sizes of Whitman & Barnes drills 


and reamers covers every conceivable standard drilling and reaming 





operation. This means more sales opportunities for you. W & B's national 
trade paper advertising, distributor promotional material, direct mail, 
editorial publicity, technical literature, signs, displays, etc., are working 


for and with you every day in the year. 


That’s why you can net bigger profits with Whitman & Barnes .. . a top 


quality line that sells and sells and sells! 





wéB “Makers of Gine Tools Since 1848" 


WHITMAN s BARNES 


ee ee de ee A ee ee ee) ° PLYMOUTH, MICHIGAN 
NEW YORK «+ CHICAGO . LOS ANGELES 





















: , Wid HE 
MLL a hl 
gir gin) = ia 
A . ie 


} rrgeeiaee 







WW) 


ALLA ES 
. Wa 


= 
_ 
tit | 
a 


auon alle 





PL PN Qe 


=, 





, Za ° 
TOP RETURNS - 


year after:year it’s 
, 













ale viele 
fat 





SSS S& eee 


: a ©. 
- 










ae er 
if Winhapiy phi 
MALU NOY ne 
ie ries 
} Pili yy Phas 7h. 











At the ATLANTIC CITY CONVENTION — 
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Here’s Why... 


2& STANDARDIZED TRANSMISSION PRODUCTS 


The biggest Distributor line — with more 
products added regularly as markets develop. 


BUYERS USING BOSTON GEAR PRODUCTS 
Cost-wise buyers everywhere rely on 
Boston Gear quality and economy. 


BOSTON GEAR CATALOGS IN DAILY USE 
It’s the drive design and maintenance 
guide book for machinery men everywhere. 
PROMOTING DISTRIBUTORS 
Industry-wide publication program, plus 
service literature that simplifies selling. 
FOR DISTRIBUTORS’ SALESMEN 


A consistent schedule of product training courses 
at plant, and locally for Distributors. 


FROM TOP-RATED FIELDMEN 


Active assistance from BOSTON Gear 
Field Engineers who are qualified specialists. 


Assures maximum area sales potential for all 
BOSTON Gear Distributors. 


BOSTON Gear Distributors are free to sell to any account... 
any quantity of any item, at factory prices. 
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FOR CUSTOMERS WHO 


DEMAND PERFORMANCE 


Chelsea gives you quality! With a fan 
model for every cooling and ventilating 
application, you can satisfy every cus- 
tomer’s needs. And when you sell 
Chelsea, you sell peak operating effi- 
ciency and guaranteed performance on 
any job. 





Oi gem 


FOR DISTRIBUTORS WHO 


EXPECT PROFITS 


Chelsea fans give you the ‘extra’ fea- 
tures that help make sales. Intensive 
national advertising, and engineering 
service that is always available locally, 
takes your selling job easier too. It 
all means more sales — more profits. 


Sold only through authorized industria! distributors 


TYPE IND 
General Ventilating 


TYPE OPJ 
Multiple Space Ventilation 


TYPE PLDX 
Duct Booster 


TYPE PH and PHD Units 
Penthouse 


2 OFk a ie — ee 


FAN & BLOWER CoO., INC. 


et ee oe ee en 


JERSEY 


1926-1956 — More than 30 years of service to the ventilating industry. 
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Cut-off Machine 


Work Head, Belt Guard Assembly 
Offered As Separate Package 


or use in building special pur- 
pose machines, the work head and 
belt guard assembly of the com 
pany 's cut-off machine are now be 
offered as a separate package. 
(he head features ball bearing 
issembly, 2}4-in three-belt arbor 
pulley, 34 and 5-in wheel flanges, 
feed handle, motor mounting plate 
pivot shaft with roller bearings, and 


Ing 


idjustable torsion spring. 
Delta Power Tool Div., Rockwell 
Mtg. Co., Pittsburgh 


Saws 


Set of Six Deep-Cut 
Hole Saws in One Kit 


Designed to speed up jobs in 
pipefitting, sheet metal, plumbing, 
electrical and general maintenance 
work, a set of six Deep-Cut Hole 
Saws of follow-through design is 


Continued on page Z 
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CARBORUNDUM’s 


istributor olicy 








T 18 (Recognition of the distributor’s important role in our 
industrial economy, Carborundum supplies him with the 
best abrasive products possible and provides him with: 


Sf 


Gaisiny 


A 


An Established Name—CARBORUNDUM? . accepted in industry...synonymous with quality. 


IDX. 


New, Expanded Research Facilities.. Carborundum’s exciting new research program is 
designed to provide its distributors with new and improved products months or years ahead 


of competition. 


seed 


Ageressive Advertising... pre-selling Carborundum’s products in national trade publications... 
to every trade...in every market. 


no A 
rk Aa 


A; 
at 


fraining Programs...intensive sales-training courses at Carborundum’s plant and in the field 
to improve product knowledge and selling techniques of distributor salesmen. 


ie 


4 


Simplified Quantity Pricing System...Carborundum distributors can now earn greater profits 
and provide more efficient service by the use of fast-moving standard stock items and the 
company’s new simplified pricing system. 


J) * 


A 


\-= 
Aa. 


wet 


Technica! Assistance...continuous counsel from Carborundum’s engineering staff. Carborundum 
engineers have the benefit of the company’s 65 years of experience in abrasives. 


PIS en 


Prompt Delivery Service... streamlined factory procedures, national teletype network and 
adequate standard stocks make possible fast, accurate servicing of distributor orders. 


Ga 


<A, 


Ww. 
mAs. 
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Direct Mail Program...each year Carborundum provides for its distributors a professional, 
continuous direct mail advertising campaign that is directed to the distributors’ own customers 


and prospects. 


Pole 


i 


The CARBORUNDUM Company, Niagara Falls, N. Y. 
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A big difference 


from your selling standpoint, too! 


National ads like the one shown here explain 
the points of superiority of Wiss over ordinary 
shears and scissors. Industry requires the finest 
in production tools—so this quality difference 
is your selling story. 


The differences that make all the 
difference to your customers 


QUALITY 

Wiss Shears and Scissors are hot drop. forged, 
which process gives them superior strength, 
durability and quality. 


RELIABILITY 

Wiss Shears and Scissors are hardened and 
tempered by an electrically controlled process so 
that the blades are always of uniform hardness. 


EFFICIENCY AND LONG WEAR 

Wiss Shears have inlaid blades. This is the 
combination of tough malleable steel frame and 
high carbon steel blade welded together, 
imparting an unsurpassed and lasting keenness, 
and producing shears of enduring efficiency. 


FAST TURNOVER! 

Wiss Scissors and Shears are the kind preferred 
by most industrial users. They are easier to sell. 
They give you continuous sales action. 


COMPLETE LINE! 

The Wiss line of shears and scissors is reall) 
complete, with sizes and patterns to fit every 
industrial need. Certain of these may also 
be altered to suit specific job requirements. 


The name WISS is universally recognized 
as a guarantee of unsurpassed quality. 











look alike? yes— 


but there is a big difference! 


7 Dressmaner 
Shears 


the mark of quality! 


hat do you ow put shears an cissors wo pairs may be identical at fret 
Wh be h sch ?T id } fi 
at d a kre about ars and ' P 
viance, but if one bears the name of “Wiss t ie the finest you can own The 
£ b bea ; 
reasons for this are © ple an 1 obvious when you compare Wiss with any others 
rove it to yourse Before you buy reck on these points 
P « {. B 
Jo they cut east he full length of he blades thout chewir oy mussINg 
| De they cut easily t ull leng t jad “ 7 wing 
e 
ss ears 4 ssors are in periect stress »m back to points, cut at any 
Wiss Shears and Sc are tr f f t 
d every point along the blade, in one casy motion, wi hout squeezing 
an 
several layers of fabric or heavy 


2 Will they cut at the points when used on 


material 7 vi ee 
Wiss Shears are extra strong and rigid to withstand twice ordinary f 
iss Shears 


’ ” ts 

They will cut heaviest fabrics without spreading at the poi 

3 Will they femain sharp? 
Many shears and scissors h 


other and destroying the edges. Others 
Wiss Shears and Scissors have the hardne 


ave soft spots resulting in one blade biting into the 
soft throughout, cannot retain an edge 


of a knife blade, uniform through 
out for long-lasting keenness 


Are they inlaid? 
Wiss Shears are inlaid, which means that an tarde 
steel is welded to the frame to produce the keenest oe rhe . - egen 
long carefree operation The qualities of inlaid blade con 


extra hard layer of high carbon 
to guaranice 


rivaled by any other method of manufacture 
. " so all these and many more up 
, Scissors answer “yes” to 4 
Only Wiss Shears and ear -= pd 
tant questions. At notions departments, better hardware and cu 
por an 
Over 100 years of Quality Sheors 


Barber Shears _, Hitchen Shears 


Household Shears 
Pinking Shears —_ oo ue. 137 Wo 457% 7 ias 
— SD _—S 
— 
a —_ 


J. WISS & SONS CO., Newark 7 How or sey 
World's Largest Manufacturers of pos ey oie 























Wwiss 


J. WISS & SONS CO., Newark 7, WN. J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Meta! 
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Cutting Snips, and Garden Shears. 
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POWELL 


VALVES 


Powell Lubricated Plug Valves maintain our | 10-year tradition of quality and 
precision. Only the finest available materials are used. And painstaking quality 
control is rigidly enforced through each and every step of manufacture. 
Features include quick and positive operation—just a quarter-turn to open or 
close. Lubricant grooves surrounding each port provide a positive seal when 
the valve is closed. In an open position, seating surfaces are not exposed. 


Valve users who want one source of supply for lubricated plug as well 





as all types of bronze, iron, steel and corrosion-resistant valves will want 





full details on Powell Lubricated Plug Valves. 





Write us immediately for the new PV-4 Catalog on Powell Lubricated 


Plug Valves. 





Available in Steel and Semi-Steel through distributors in principal cities. If 
none is located near you—or if you need help on valve problems—write 


direct to 


The Wm. Powell Company, Cincinnati 22, Ohio ..«-+<«->s 110th YEAR 


The SOvuArnce ok Supp 
on All valve needs! 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES 


INDUSTRIAL DISTRIBUTION © MAY, 1956 














FIG. 1559G— 
150-pound Steel 
Lubricated Plug 

Valve. Gear operated 





FIG. 3059 (Sectiona 
A.S.A. 300-pound Stee! 


Lubricated Plug Valve 


POWELL 


175-pound W.0.6 


ubricated Plug Valve 
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~YOU CAN-— 
WIN NEW 


BUSINESS 
— pes With eee — 


DARNELL 


BD CASTERS AND WHEELS ~d@ 








* Good Profit Margin 


* Nationally Advertised 
¢ Always In Demand 


RUBBER TREADS ... a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED - « by zine plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION .. . all swivel and wheel 


bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Zerk fittings are 


provided for quick grease-gun lubrication. 


STRING GUARDS. . . Even though string 
and ravelings may wind around the hub, 


these string guards insure easy rolling at 
all times. 


OVER 4000 TYPES OF CASTERS 
& WHEELS FOR EVERY USE! 


Distributorship Information Gladly 
Sent On Request. 











DARNELL CORPORATION, 


available complete with two man- 
drels in an all-steel box. 

Saws—insizes from 1-,-in to 2-+%- 
in—have a high-speed-steel cutting 
edge welded to a chrome-vanadium 
body. Depth of cut is 24-in. 

Both have ;,-in 
shanks and 2-in pilot drills. 

Millers Falls Co., Greenfield, 
Mass. 


mandrels hex 


Paint 
Dries 20 to 40 Minutes 


Indoors, Less Outdoors 

Called Luminall floor 
paint, a new fast drying concrete 
floor paint has been announced. 

Alkali-resistant, the material 
requires no pre-painting acid wash 
of the surface. According to the 
manufacturer, concrete surfaces are 
prepared by washing with detergent 
or tri-sodium phosphate, rinsing 
with clear water, allowing surface to 
dry. 

Said to be non-flammable and free 
of toxic fumes, coverage is approxi 
mately 300 square feet per gallon on 
first coat, and up to 600 square feet 
on second coat. 

Luminall Paints, Div. National 
Chemical & Mfg. Co., Chicago 


concrete 


Splicing Tape 

For Making High 
Voltage Splices 

No. 23 electrical 

tape 


Scotch brand 
tape, a new self-bounding 
(Continued on page 176) 
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tna BIG ORANGE Fi» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 

Can be attached 

anywhere on the 

job. Only a pair 

of pliers needed. 

GRAB HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", He" 
7/16", Vo", 

56" 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


SLIP HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", %" 

and 2" 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes V4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 








NEW IRWIN 2-WAY 
“Hex” Shank Wood Bit 


O 


sectional 
view of 
2-Way 
“Hex” 


Shenk fits both bit braces 


and electric drills 


( 


Use with hand brace as it comes. 
Order without taper square shank, 
or use hacksaw to convert to 
2-Way “Hex” Shank for use in 
both hand braces and electric 
drills. It chucks perfectly — no 
wobble. Fast boring action speeds- 
up work. 2-Way “Hex” Shank cuts 
inventory costs. Longer life cuts 
replacement costs. Hardened 
full length. Sizes 4/16 to 
17/16”. Steady seller to elec- 
tricians, utilities, railroad 
shops, contractors, ship 
builders, carpenters. Write 
for details. 


IRWIN 


Wilmington, Ohio 


HEX SHANK 
WOOD BITS 





P&H ZIP-LIFT 
PUSHBUTTON 
CONTROL 


P&H ZIP-LIFT aes HEVI-LIFT P&H HAND 
SPECIAL fj 2 2): SPECIAL CHAIN HOISTS P&H JIB CRANES 


You get a competitive price structure 
that helps you close more sales... 


with the eaiHoi St Li n 2 


When you operate with a P&H Hoist 
Franchise — you’re handling the top- 
quality line in the business. That can 
be proved beyond question —- feature 
by feature, point by point. 


And what’s more — you don’t have 
to worry about losing sales on the basis 
of price. For P&H provides you with a 
pricing structure that lets you get in 
there and fight for the sale. 


For instance — you can sell a 250-lb. 
capacity Zip-Lift Special wire rope 
hoist — at only $170.00! That’s down 
into the electric chain hoist range! And, 
of course, it includes full profit to you 
as well as top value for your customer. 


If you’re not already a P&H Hoist 
Distributor, it will pay you to investi- 
gate the few distributorships open in 
various parts of the country. Ask for 
our written statement of policy. A 
note on your letterhead will start the 
ball rolling — immediately. 





HARNISCHFEGER 


MILWAUKEE 46, WISCONSIN 


he Line Nin ep 5 rent a 
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Do you have prospects 


How Actual Sales have been made by “3M” 


PRINTING PLANT: A newspaper had 
clean-up problems on rotary presses. 
Salesman B.B.L., of Springfield, Mass., 
set up test using “Scotcnu” Brand Plastic 
Tape No. 471 to seal off back-up 


blanket from press cylinder. Result of 


.est: New customer for No. 471 Tape! 
(Complete technical description on re- 


BOAT MFR.: A Cortland, N.Y., boat 
manufacturer had the problem of re- 
moving burrs from brass bolts. They 
had tried many methods when distrib- 
utor salesman F.K.R. sold them on 
trying “3M” 3-inch PSA discs in grits 
#80 and #180. Customer found he saved 
labor time and scrap expense... now 
uses PSA discs exclusiveiy. 


MEAT PACKER: Salesman J.F.W., of 
Denver, sold a P-35 Bag Sealing Dis- 
penser and 48 rolls of %” No. 246 
“Scotcu”’ Brand Tape on his first call 
to a meat packer. Dispenser and tape 
are used for sealing polyethylene bags 
of wieners. He has since sold two more 
dispensers; estimates 10-to-12 bulk car- 
tons of tape a year for this one job! 


quest—ask for Special Report No. 14-A.) 


‘Sales are where you find them...’ 


5 


and when your line includes ‘“SScotcu’”’ Brand Pressure-Sensitive Tapes and ““3M”’ Brand 
Abrasive Products, you can find sales opportunities everywhere. Look at these actual case 


histories from our files . . 


. chances are, there are prospects like these in your territory! 


Six Reasons 
why it pays to be a“3M’’ Distributor 


1. TOP-QUALITY PRODUCTS...always! “3M”’ Products 
are known the world over for quality. Both ‘‘Scorcn’’ 
Brand Tapes and “3M” Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both “‘Scorcn”’ and ““3M”’ 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 
presentations. If you don’t have these helps now, ask us! 


The terms “SCOTCH”, "3M", 
99 Pork Ave., New York 16, N.Y. in Canada: P.O. Box 757, London, Ontario. 


and “SAFETY-WALK" are registered trademarks of Minnesota Mining and Manufacturing Co., St. Paul 6, Minn. Export Sales Office 


4. FACTORY TECHNICAL ASSISTANCE. You can get 
factory sales help to any degree you want it—up to and 
including recommendations of special methods and ma- 
terials to help you solve a customer’s problem! 


5. SALES PROTECTION. The ‘“3M”’ Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company’s continuing program of re- 
search assures you a line of the newest and best products 


on the market . . . and having them first! 
tt 
& 
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like these? 


Distributor Salesmen 


TOOL ROOM: Salesman A.C.A. helped 
a shipyard save $125,000 a year (cus- 
tomer’s figure! ) on time, labor, and tool 
costs by changing one grinding job to a 
“3M” #36 Coated Abrasive Belt (rather 
than a grinding wheel) for grinding 
chipping chisels. You probably have 
plenty of tool rooms that could use 
faster, better sharpening! 


METALWORKING SHOP: Salesman 
J.P.D., in a Wisconsin territory, gained 
a new $4,000 annual account when he 
introduced a large manufacturer of drop 
forgings to ““Scotcn”’ Brand Paper Tape 
No. 250. Tape is used to hold corrugated 
protective covers to flanges of pipe 
fittings—-replaces hard-to-handle ma- 
terial at great saving of cost and trouble! 


LAUNDRY: Salesman L.A. solved an 
unusual problem for a Philadelphia 
Laundry: How to remove accumula- 
tions of chemicals and starches from 
automatic flat-work irons. His answer: 
“3M” Grit #36 Emery Cloth in 36° 
width, fed right into the ironer, mineral 
side down. Does it work? Laundry now 
buys the “3M” Cloth in 50-yard rolls! 


Know these products of ““3M’’ Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES ¢ "“SAFETY-WALK” 


Sold Worldwide under the trademarks 


REG. U.S. PAT. OFF 


SCOTCH 


_~wewewowerwerwerwewew 
BBB Le 





Pe PrePramedadaadn tat tin die 
ll i 


BRAND 


———~ JOIN THE “3M Salesmasters’ Club” 


...exclusive for distributor salesmen only! 


Here’s all you do: Write us a simple letter telling of any successful experience you have 
had selling ““Scotcu”’ Brand Tapes or “3M” Brand Coated Abrasives. You will 
receive a handsome parchment scroll, suitable for framing, with your name hand- 
lettered on it, certifying that you are a “3M Salesmaster.’”’ The best experiences 
submitted (in our opinion) will be published in this magazine with the photo of the 
Salesmaster who made the sale. Send us your experience today. Write: 


**3M’’ Salesmasters’ Club 
Minnesota Mining and Mfg. Co. 
St. Paul 6, Minn. 
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Jack of al 
and 9000 


Bigs 
at all 


FOR MOVING 
MACHINERY 


FOR PULLING ; iL, 
WHEELS 


HEIN-WERNER HYDRAULIC JACKS 


make industrial lifting and pushing jobs...fast...easy...safe! 


Compact and portable — that's the industrial 
story of powerful Hein-Werner Hydraulic 
Jacks. They're ideal for moving heavy machin- 
ery, pulling gears and pinions, bending pipe, 
as the power unit for presses, and countless 
other industrial applications. No crews or 
helpers are needed, either. 

Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or vertical 
ponies, Models of 12 tons capacity and 
arger have easy-to-use carrying and position- 
ing handles. 30, 50, and 100 ton models have 
tandem pump for simplified two-speed opera- 
tion, and are pre-drilled at the base for in- 
stallation of pressure gauge if desired. Stand- 
ard models of 8 through 20 tons capacity can 
be supplied with gauge drilling upon special 
order. All are factory tested at 1 times rated 
capacity to assure extra safety. Write us today, 
for full details. 


HEIN-WERNER CORPORATION | 


WAUKESHA + WISCONSIN | 


| Priced in line for today’s modern 
industrial needs .. . Order today! 





Model Capacity Price 





$ 25.60 
38.50 
70.75 

112.90 
242.15 


12 Tons 
20 Tons 
30 Tons 
50 Tons 
400 Tons 


E12.9A 
20.10AA 
30.11AA 
50.12AA 

100.12AA 





Hein-Werner manufactures and sells more 
hydraulic jacks than any other company in 
the world today. A full line of industrial jocks 
ore available in models of 1/2, 3, 5, 8, 12, 
| 20, 30, 50, and 100 tons capacity, as well as 

Push and Pull” Hydraulic Jacks of 4, 10, 
| and 20 tons capacity. 





| 


FOR YOUR PROTECTION 
all factory approved service 
stations display this emblem. 
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designed to meet the electrical and 
physical splicing needs of the 
utilities and electrical contractors 
making high voltage splices, has 
been announced. 

Possessing a dielectric strength of 
650 volts per mil, the tape is said 
to provide excellent ozone resistance. 
Recommended for use as primary 
insulation on splices made on all 
insulated cables using ozone resist- 
ing compounds, it has a yellow liner 
that strips easily from the black 
tape during application. 

Minnesota Mining & Mfg. Co., 
St. Paul 


Wire Cutter 
Jaw Capacity 


Has Dual Range 


Featuring two jaw-capacity ranges, 
utility has been 
introduced. 

Che narrower range gives cutting 
action on wire, steel strapping, soft 
bolts to }-in in thread and soft steel 
rods to s’5-in diameter. By moving 
two bolts, the jaw capacity is in- 
such 


a new wire cutter 


creased to accommodate 
material as lead battery posts and 
straps, insulated electric wire to 7- 
in diameter and copper wire to §-in 
diameter. 

Called the No. 99 utility cutter, 
the overall length is 16-7s-in; weight 
3 Ibs. 

Champion DeArment Tool Co., 
Meadville, Pa. 

Continued on page 180) 
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PUMPS 
are easy fo sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


PUMPS Nett Sete rE 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 
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A complete, top-quality wire 


THAT’S WHY IT 


-YOU’VE GOT EVERYTHING when you sell Roebling wire rope...a line 
that meets every standard requirement of your customers and prospects 
...rope that’s built for extra life and efficiency...increased sales due to 
the confidence of American industry in Roebling leadership. And on top 
of that, Roebling puts you out front with new and unique rope improve- 
ments. Today Roebling distributors—and they alone—can offer the new 
Royal Blue, the all-steel rope that’s 15% stronger than yesterday’s 


strongest! 
FULL COOPERATION, TOO! 


(1) Year in, year out, full page advertisements tell the right men in 
every industrial field about the extra advantages of Roebling rope. 
(2) Technical assistance from Roebling’s engineering staff is always 
available. (3) Roebling warehouses in the heart of every sales territory 
are a big help toward prompt deliveries. 
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rope line boosts business... 


PAYS TO SELL 


LING 


It may well pay you to write and ask about the possibility of Roebling 
representation in your area. John A. Roebling’s Sons Corporation, 
Trenton 2, New Jersey. 


BRANCH OFFICES AND 
WAREHOUSES FROM COAST TO COAST 


ATLANTA, 934 AVON AVE. + BOSTON, 5S! SLEEPER ST. + 
CHICAGO, 5525 W. ROOSEVELT RO. + CINCINNATI, 3253 
FREDONIA AVE. + CLEVELAND, 13225 LAKEWOOD HEIGHTS 
BLVD. + DENVER, 4801 JACKSON ST. + DETROIT, 915 
FISHER BLOG. + HOUSTON, 6216 NAVIGATION BLVD. + 
LOS ANGELES, 5340 £. HARGOR ST. + NEW YORK, 19 
RECTOR ST. + ODESSA, TEXAS, 1920 £. 2ND ST. «+ 
PHILADELPHIA, 230 VINE ST. + SAN FRANCISCO, 1740 
17TH GST. + SEATTLE, 9OO IST AVE. S. + TULSA, 321 N. 


CHEYENNE ST. + EXPORT SALES OFFICE, 19 RECTOR ST., rr 
NEW YORK 6, N.Y. 


one 


=aROE BLING == 


Subsidiary of The Colorado Fue/ and Iron Corporation 
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Handy Pack Containers of ® fasteners, individually 
and in cartons, simplify receiving, storing, handling and 


inventory. They stack neatly ... take less space... 
are readily identified by clear, concise labels. 
Perhaps Buffalo Bolt can answer some of your 
problems, too. Why not give us a try? 


@ 3 CONVENIENT SERVICE CENTERS 
WESTERN OFFICE EASTERN OFFICE 


Chicago New York City 
HArrison 7-2179 REctor 2-1888 


CENTRAL OFFICE 
North Tonawanda 
JAckson 2400 (Buffalo) 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 
NORTH TONAWANDA, N. Y. 


th Fasteners and Friends for /00 years 
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Toggle Clamps 


Four New Models, 
Two All-Aluminum 


Models 491-A and 491 toggle 
clamps measure 10-in. in length, are 
of heavy-duty type, feature narrow 
deep-throated jaws, and are recom- 
mended for working in confined 
areas, for holding sheet metal and 
for laminations. 

Two other clamps, 441-A and 441 
measure 6-in in length, are of light- 
and feature smaller, but 
They are 


duty type, 
wider and shorter jaws 
said to provide maximum hand 
clearance 

Models 441-A and 491-A are made 
of forged alloy aluminum; Models 
441 and 491 are of forged steel con 
struction. 

Detroit Stamping Co., Detroit 


Abrasive Buff 


For Ferrous, 
Non-Ferrous Metals 


\ new sectional impregnated 
ibrasive buff has been developed. 

Engineered of  specially-treated 
cloth, impregnated with 


abrasive 


biased 
selected grains bonded 
throughout its entire construction, 
they can be altered with conven 
tional adjust cutting 
action and provide greater coverage. 

Carborundum Co., Coated Abra 
, Niagara Falls 


Continued on page 184 
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How to get a warm welcome from your customers 


...and bigger gauge glass orders 


Next to a big order, the nicest thing 
you can get from your customer is 
a warm greeting. 

One way to warm up a customer’s 
greeting is to keep him out of 
trouble. 

And a good way to do that is to 
sell him three gauge glasses when 
he wants just one. 

Then, if one goes, there’s a spare. 
If the spare goes (could happen), 
he has still another spare. 

You'll be helping yourself, too. 
A midnight rush to replace a broken 


gauge glass so some troubled plant 
can save an expensive run of prod- 
uct is no treat 

So when the P. A. says “one,” 
show him how three can save him 
down time and maybe lost product 
on boilers, vats, kettles and other 
steam heating equipment. 

The prospect of tripling your 
sales of Pyrex®, CorNniING® and 
MACBETH® gauge glasses may be 
the sort of thing that warms your 
heart. So easy to do, too. 








CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 


Application 


Normal Conditions 
Up to 100 p.s.i 
Higher temperatures 
Higher pressures 
Extra visibility 


Heavy-duty service 


Viewing inside 
furnaces, reactors 


pressure vessels, etc 


Lubrication 
inspection 


Visible discharge 
devices 


Recommended Product 
CORNING brand standard 
gauge giasses 

PYREX brand high 
pressure gauge glasses 
PYREX brand heavy-wall 
gauge glasses 

PYREX brand red-line 
gauge glasses 
MACBETH brand fiat 
gauge glasses 


PYREX brand sight 
giasses 


PYREX brand lubricator 
glasses 


PYREX brand oi! cup 
glasses 





CORNING GLASS WORKS, CORNING, N.Y. 
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“Dayton showed us how to 


Boost V-Belt sales 40% in one year 


“Factory help in establishing the PM* Program 
makes the difference,” says J. B. Crimmins, Pres., 
Mills and Lupton Supply Co., Chattanooga, Tenn. 


‘40% sales gain over 1954! Following right on the 
heels of three years of steadily increasing Dayton 
V-Belt sales, we couldn’t be more pleased. 


“Biggest factor behind the jump is the way 
our men and the Dayton Representative, Ken 
Sparks, have been working in double harness to 
establish Dayton’s Preventive Maintenance Pro- 
gram in Chattanooga and the Tennessee Valley. 


“In the diversified industries we serve — textile, 


metal fabricating, chemical, mining and paper— 
we run into some really tough drive problems. 
Any time we’re stymied, though, our Dayton 
Representative pitches in to help work out the 
most efficient, economical solution. Dayton’s 
exclusive Cog-Belt?} is frequently the answer. 

“The tremendous opportunities here in the 
Tennessee Valley—new industries are moving in 
every month—make us confident that our cur- 
rent expansion plans are solidly based. Part of 
this confidence stems from knowing we’re well 
protected against over-distribution in our trading 
area by the Dayton Selective Franchise.” 


Preventive Maintenance* 


“The complete Dayton V-Belt line, actively supported 
by advertising and merchandising, is well accepted. 
That’s one reason we were originally interested in 
switching over to Dayton.” 


ee oe 


““T'wo reasons for our success in the Tennessee Valley 
— plenty of electric power and the double teaming of 
our sales force with the Dayton Representative. That’s 
John B. Crimmins, Jr., and Ken Sparks, Dayton, 
comparing notes near Chickamauga Dam.”’ 





PARKING AREA 
FOR CUSTOMERS 
wore Sip: OF BLNG 


ome merce 


“Dayton’s new Handbook of Drive Design and 
Selection has been a great help to our whole sales 
force, including the office staff, in determining 
the correct V-Belt for a given drive.” 





“Present headquarters in Chattanooga no longer “We get help from Dayton on every sales level. 
gives our four divisions, Electrical, Building When John Hubbard, Dayton Regional Sales 
Supply, Plumbing and Heating, and Mill Sup- Manager came in, E. C. Mahoney and F. T. 
ply enough operating space. Within the Mill Delaney, Mills and Lupton Vice-presidents, dis 
Supply Division we have set up a special power cussed the warehousing of Dayton V-Belts in 
transmission department.”’ our new quarters.” 


= 


“Due to be completed this year is a new 56,000 
sq. ft. two story building which will give us new 
and more modern warehousing and handling 
facilities. That’s Ken Sparks, Dayton, with E. C. 
Mahoney and F. T. Delaney, Mills and Lupton.” 
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7/ . “ 1956 
Dayton) Awbbex 
/ YEARS OF PROGRESS 


World's Largest Manufacturer of V-Belts 


Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 





You can BE HEADQUARTERS 
for EQUIPTO LOCKERS gm 


= 
Multiple Double 
Tier Tier 

You'll find it easy to sell 
Equipto Modern- Flow 
Lockers. Pilfer-proof for anything less. That means easier 
construction; decorator styling; sales for you without profit- wasting 
complete absence of nuts, bolts, “price” competition. 


and screws; and six times faster 
assembly put them in a class by 
themselves. Once factory execu- 


Fast-selling Modern-Flow Lockers 
are available for immediate delivery in 
all standard sizes and types. Clip and 


Solvent 


Higher Solvency, 
Faster Dissolving 


tives see thern, they won't settle mail coupon today for full facts. 


Sold only thru jobbers, Now available in quart cans, in 


tended for storeroom issue and con 
trol by large factories, Carbon Met 
Volatile Solvent is said to evaporate 
fast and clean and leave zero residue 

It is recommended by the maker 


FaeQee eee SSS SS 
mele F651 

825 Prairie Avenve © Aurora, Illinois 

Rush me a LOCKER CATALOG containing full facts 

eA cecpenencrmmmesneni 

Stee! Shelving, Parts Bins, & Firm Pk 

PDrower Units, Corts, Work Benches. a Address ¢ 
City. Zone__State 





for use in liquid phase applications 
where there is stubborn soil or 
where bitumen pitch and _ resin 


— ng ew ee 
deposits have to be cleanly re- 


F eirst CHOICE FOR INDUSTRIAL MAINTENANCE be ae e 
moved; also for electronic metal dry 


' ] cleaning. 
ewiiiatt” / i tice Meeee Curran Ordnance Chemical Lab 
fF, oratory, Lawrence, Mass. 
Ears also form per- 
HEAVY fect nut tock. 
ce gga Heavy oe to 
engoge vise jows, 
CS pated fronind” 
HOSE ously tight. 
CLAMPS 3. 
Tongue runs in 
channel! holding it 
close to hose ond 


Bolts & Nuts 


Feature Display 
And Sales Appeal 

\ new line of plated bolts and 
nuts, which includes 91] items, has 
been announced. 

Five basic assortments are avail 
able. The cut thread carriage bolt 
assortment includes 17 different 
items. A cut thread machine bolt 
assortment contains 14 sizes, another 
contains 16 different sizes, while a 
hexagon cap screw and finished hex 
nut assortment contains a total of 
24 different items. A round and flat 
head stove bolt assortment is avail- 
able with 20 different items. 

Lamson & Sessions Co., Cleve 
land 


moking a uniform 
grip. 

Pliable in band por- 
tion, grips tight 
and con be opened 


up, removed and 
used over ogoin. 


Never Kuast- 


Make Hose Last Longer i 


ASK YOUR INDUSTRIAL 
_ DISTRIBUTOR OR WRITE 
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TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


SAVE TIME by getting what you need in a hurry 
SAVE MONEY by cutting down your inventories 
SAVE BOOKKEEPING by purchasing from one source 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio For more han 


Stockrooms : tenth? chau’ « hdiné «aie 2 + Sen Froncisco 5 + Los Angeles 58 


ee V7 years we have been 
tolling this tory @ your 
advertisement 





BY OSBORN 





TOP PROFIT LINE of brushes 
will increase every industrial order 


Take advantage of the constant and repeating profits 
from industrial brush sales. Ask for an Osborn 
maintenance, paint and power brush order on 


every ¢ all. 


You'll find Osborn’s consistent advertising and 
proved quality has created an immediate acceptance 
by your customers in every industry. 

This adds up to easier sales . . . more profit for 
you. The Osborn Manufacturing Company, 

5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osher Brushes 








(e) SBOR N MAINTENANCE, PAINT AND POWER BRUSHES « FOUNDRY MOLDING MACHINES 
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CUSHMAN 


sell -abi } 


Cushman Chucks give Chuck-obility ... a “plus 
value” advertised in the leading metal-working 
trade journals read by your customers. Cushman 
helps you sell Chuck-ability by offering distribu- 
tors the following chuck-selling tools designed to 
increase chuck sales and keep good customers 
sold. Write today for details. 


No. 65C Condensed Catalog — Twelve-page, two-color, 8% x 11 illus- 
trated catalog listing prices of all Cushman Manually Operated Chucks. 


Bottom of front cover imprinted with your company name and address. 


No. 196C Chucks Requiring Adapter Plates — Sixteen-page, two-color, 
3% x 6% booklet listing prices of all Cushman Manually Operated Chucks 
for mounting with adapter plates. Bottom of front cover imprinted with 


your company name and address. 


No. 196D Cam Lock Spindle Nose Chucks — Same as No. 196C, but 
listing prices of all Cushman Manually Operated Chucks for mounting on 


Cam Lock Spindles. 


No. 196E Long Taper Key Drive Spindle Nose Chucks — Same format 
as No. 196C, listing prices of all Cushman Manually Operated Chucks for 
mounting on Long Taper Key Drive Spindles. 


No. 54 Magazine Insert — A two-color insert designed for use in MILL 
AND FACTORY, and available for use in other standard-size (8Y%s" x 
11%”) magazines. General description of Air Operated Chucks on one 
side and Manually Operated Chucks on the other side. Your company 


name and address printed at bottom on both sides. 


Pocket Catalog — For your prime accounts! This pocket catalog com- 
bines in miniature size the two Cushman General Catalogs on Air and 
Manually Operated Chucks. All chucks fully described, detailed and priced. 


Your company name imprinted at bottom of front cover. 


Advertisement Reprints — Two-color Cushman advertisements currently 





appearing in national metal-working trade papers. An excellent piece to 


be included in your direct mail program. (Not imprinted.) 


THE CUSHMAN CHUCK COMPANY © Hartford 2, Conn. 


CUSHMAN 
CHUCKMAN 


a world standard for precision ‘liek SOLD THROUGH INDUSTRIAL DISTRIBUTORS 


CUSHMAN CHUCKS... oe fn ee oe ee a -  oe 


a Product of American Quality, 
Labor and Materials. Air Operated Chucks, Cylinders, and Accessory Equipment... The Cushman 


Power Wrench... Cushman Manually Operated Chucks and Face Piate Jaws. 








And 


. with this popular Lowell 
because of its great strength—as well as its safety 


Reversible Ratchet Gear Type Wrench. 
The reversing knob at the end of the handle 


protects fingers from hazardous positions. 
features—this Series 20 Lowell Wrench is favored by 


machine tool builders, and other users, everywhere. 
WRITE FOR CATALOG AND SPECIAL DISCOUNTS 


it's that simple . . 


t 





Lowell Industrial Wrenches 


LOWELL WRENCH CO. 


on this Series 20 and other highly-rated 
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| Steam Trap 


Larger Size, 
Integral Strainer 


No. 883 integral strainer steam 
trap has been added to the cus- 
tomer’s line for use at pressures up 
to 250 psi with capacity 3500 to 
4400 Ibs/hr of condensate. 

Side inlet, side outlet, screwed 
pipe connections are 
either } or l-in. Standard screen 
material is stainless steel, perforated 
.045-in dia. holes, 226 per sq. in.; 
other screen materials are available. 

Armstrong Machine Works, 
Three Rivers, Mich. 


Carbides 


Milling, Boring 

And Finishing 

Grade 860 carbide, pin-pointed 

especially for milling high tensile 
cast irons, has been announced. 

Especially adapted for face mill 

ing operations, it is also recom- 

mended by the maker for plain mill 

ing or for slotting operations. Also 

recommended for per tooth feeds 
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MEMO TO: 
SALES MANAGER 

YOUR CUSTOMERS DON'T JUST 
WANT T SLOT BOLTS . . . THEY 
WANT “ZIP“ HIGH TENSILE 
STRENGTH C-1045 “T” SLOT 
BOLTS AND ACCESSORIES. 





Sell The Best—Sell Zip 


ESSENTIAL PRODUCTS 
ALWAYS IN DEMAND 


“Immediate delivery from stock, any quantities” 


GEO. H. SELTZER & CO. 





furnished 


DREXEL HILL, PA. 








i 





THE TRADE CALLS 


for 
DYKEM 


making | 
Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap holdi soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established | 920 


2305A North 11th St. ©¢ St. Lovis 6, Mo. 





Soe them Now ! 


Indwstry’s 
MOST WANTED 
lime of 


GENERAL PURPOSE VALVES 


FOR PETROLEUM REFINERIES 
CHEMICAL PLANTS * POWER PLANTS 


Write for Supplement No. 1! 
to Catalog F-9 
Address- Dept. 24-Fl 


MOST WANTED — that's right — because the 
G P line includes gate, globe, and angle type valves 
having seats faced with HAYNES STELLITE* alloy 
or other hard facing alloys for greater seat-wear 


resistance . . . at no extra cost! 


Hard faced seats, in combination with precision 
finished, selectively hardened discs and wedges give 
these valves amazing resistance to erosion, corrosion 


and galling. That's why they are setting new 
standards of performance in steam, water, oil, or 
gas services at the recommended pressures and 
temperatures. 


Get longer, drop-tight, service life with minimum 
maintenance by specifying Vogt G P Valves. Avail- 
able in a complete range of sizes from 14,” to 2” 
and rated 800 pounds at 850°F. and 2000 pounds 
at 100°F. 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lovisville 1, Ky. 


SALES OFFICES: New York, Chicago, Cleverend, Dollas, Philodeiphia, 


St. Lowis, Chorieston, W. Ve., Cincinneti, Son Frencisco 


DROP FORGED STEEL 








*Trade-Mark of Union Carbide 
ond Carbon Corporation 


VALVES 
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PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 
and trolleys simplify handling of heavy parts. Worker just picks up the load, with 
the trolley hoist, rolls it along an I-beam, lowers it on the bench top. 


Where there’s lifting to be done, 


there’s a Harrington Hoist to do it 
? 


(73 
AN ) PEERLESS MODEL C 


HOISTS for intermittent 
lifting of loads from 4 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying 4 to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads—170 to 4000 Ib. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4% 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON I-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons. 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at THE TuRNPIKE, PLymoutH Meetine 11, Pa. 
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of 0.007 to 0.012-in, at speeds 
between 250 and 300 fpm. 

Called Grade 330, a new high 
titanium carbide with nickel binder, 
has been introduced for precision 
finishing and boring of steels. Its 
transverse rupture strength is said 
to be about 200,000 psi with hard 
ness about 91.5 Rockwell A. 

Carboloy Department of General 
Electric Co., Detroit 


> 
Masonry Drills 


Power Type, 
Carbide Tipped 


Addition of eleven tungsten 
carbide-tipped masonry drills to the 
firm’s line has been announced. 

Six of the eleven drills, for ;4; to 4- 
in holes, are solid cutter type. They 
have no dead center and are said to 
operate with a modest pressure. 

Five drills, for % to 1-4-in holes, 
are hollow core type. They have 
three or more cutters which drill the 
outside ring, leaving an easily re 
moved core. 

Plomb Tool Co., Los Angeles 


Punch 


Built-In Mechanism 

Strikes Center Mark 

Featuring an automatic striking 

mechanism with adjustable striking 

force, a new center punch has been 
introduced. 

No. 818 automatic center punch 

has an aluminum handle, and all 





CT ew NEW! 


SUPER TOOL STANDARD MILLING CUTTER 
NOW IN STOCK WITH CARBOLOY. GRADE 31 


(For your steel- -cutting ap plications) 


Super Tool's Standard Milling Cutters 
are now available for immediate 


delivery with Carboloy Grade 370. 





This new series of steel-cutting car- 





bide cuts faster, lasts longer —oper- 
ates efficiently at extremely high 
temperatures as proved by hundreds 
of actual production tests. 


Write now for catalog No. 55, describing 
the complete line of Super Carbide Tools. 











er 








Subsidiary 


| | Gd g | @ ay 


QUALITY CARBIDE TOOLS SINCE 1927 ; 
TOOL COMPANY 
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You really get your 
money’s worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*”’ 


= *" CAP SCREWS + COUPLING BOLTS 
**' SET SCREWS e MILLED STUDS 


. our specialty. 
working parts are hardened tool 
steel 
Force of the blow is regulated by 
turning a knurled cap down to 
increase the blow, up for lightet 


indentations. 
L. S. Starrett Co., Athol, Mass. 








ALL METAL 
HOSE PRODUCTS 


Prompt Shipment 
OTT ay ol-Valo] fay 
Write for Jack 
INDUSTRIAL Exceeds 3000 Ibs. 
DISTRIBUTOR 
BULLETIN !ID-3 


Lifting Capacity 


Style ]D-O, a new leveling jack, 
is recommended for use with me 





dium weight machines, production 





and toolroom equipment. 
Composed of three basic parts— 

machine support base, cradle, and 

adjusting screw—design features 





self-alignment to compensate for un 


5° Quality... ALL METAL FLEXIBLE HOSE PRODUCTS | ‘YP “00 surfaces. It measures Gin 


—_ long, 34-in wide, 1]4-in minimum 


OF UNIVERSAL METAL Leh) 2 co. height and provides lift adjustment 


— of 4-in 
2163 South Kedzie Avenue Chicago 23, Illinois Ente rprise a Corp 


Detroit 
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HELLER 
Umeucan-Swis, 


ROUND HANDLE 


NEEDLE FILES 


—o. NWA ut 


~~ 


SS NEW? 


a complet hee 
set in this 


compact — +s 
carrying case 4 


ee 


FIRM GRIP HANDLE 
For die makers ond oder slog eMaNNe? é 
ers. Twelve different shapes, each with 


long khurled handle for firm grip. Aare 
double cut. Fn. 


ae 0,2,4,6 02 8% 

5%” ©, 2, 4,6 ese pee 

6%" 424654 08 
igi’ gaye. Ona x Soa 


a 


Also made in Square Handle Needle 


H ELLER ® (Escapement) 5'/2” size only—cuts 0-2-4-6 


Swias nucur” 


FAMOUS BRANDS MADE BY H E LLE R T Oo Oo L Cc Oo - 


Subsidiary of Simonds Saw and Stee! Co. 


America's Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 





BRANCH OFFICES... New York © Chicago °® Detroit © Los Angeles 
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KALAMATIC 


... makes sawing 


FATA AYILTAAAL | Rust Preventive Spray 


For Use On Tools, Molds, 
Dies, Instruments, Metal Parts 


Known as “Rust Chek’, a new 
rust preventive spray packaged in a 
12 oz aerosol spray container, has 
been introduced. 

One can is said to provide approxi 
mately 80 sq. ft. of coverage in the 
form of a dry, waxy film to a thick 
ness of .0005. 

Submersion tests in salt water and 
in other liquids simulating industrial 
atmospheric conditions are said to 
indicate complete and permanent 
protection for equipment during 
storage periods or in transits. 

Eastern Aerosol Products, New 


foundland, N. ]. 


Power Saw 
More Power, 
Faster Cutting 


; — \ new skil Model 367 super-duty, 
For the labor savings of automatic high 64-in. portable power saw, replaces 
Model 67 in the company industrial 


production metal sawing, at low cost, : 
ine 


write for complete details or contact lhe new tool is said to have 56% 


your local Kalamazoo distributor. more power, 40% more speed, and 


MACHINE TOOL DIVISION 


Kalamazoo Tank and sito COMPANY 


518 HARRISON STREET...KALAMAZOO, MICHIGAN 
A INELE LLL TMNTS 
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THERMOID ‘‘P.S.”’ 
HELPED SELL 
THIS JOB 


Matched Thermoid Multi-V Belts installed on 20 h.p. 
motor driven tanning drums in the Geilich Tanning Co., 
Taunton, Mass. 


— 


Severe wear on V-Belts made frequent replace- 
ment a costly proposition for this tannery. A 
Thermoid Distributor, backed by Thermoid P.S. 
(Personalized Service) solved the problem with 
matched Thermoid Multi-V Belts. Plant personnel 
report longer belt life, smooth, positive drum 
action, less down time, lower replacement costs. 


Thermoid P.S. can help you solve difficult and 
unusual applications because you get Personalized 
Engineering Help from Thermoid representatives. 
And that’s not all: 


PERSONALIZED PRODUCTION provides you 
with a complete line of Thermoid Hose, 
V-Belts and Conveyor Belting— built to the 
exacting requirements of any industry. 


Thermoid Hose Thermoid Conveyor Belting 


: 


—>| 
=. 
r 








PERSONALIZEDPROMOTION supplies you with 
effective sales help, tieing your program to 
intensive Thermoid industrial advertising. 
And Thermoid also helps you conduct sales 


meetings and sales training sessions. 


Get all the facts now on why it’s good business 


to do business with Thermoid. 


Thermoid Brake Blocks, Clutch Facings 





Every plant needs a SHOPLIFTER 


5) 
ef 5 


THE ORIGINAL 
500 LB. HAND LIFTER 


F ~*~ More than 10,000 have 
‘4a —~*”:C beeen supplied to over 
~~, 50 different types of 
industrial plants 


all over America 


Only *197°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep. 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine — loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available. 
Write Don Subr for salesmen’s catalogue 

sheets and re-sale information. 





Performance guaranteed. 
Sold with a 10-day 
free trial offer. 


ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, Ill. 
Eastern Soles Office: 342 Madison Ave., New York 17, N. Y. 








3 FITLER 


| PURE MANILA 


“W ATERPROOFED” 


and 


“ROTPROOFED” 


For Your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 


Fitler research has developed a powerful 
new substance for the control of mildew, 
mold fungi and bacteria with which each 
fiber of Fitler Pure Manila Rope is thor- 
oughly impregnated. Now, these age-old 
scavengers of cellulose digesting fungi 
which for hundreds of years have robbed 
good rope of useful service. can at last 
be controlled. 


FITLER 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


FITLER CO. 


PHILADELPHIA 24, PA. 


THE EDWIN H. 


esT. 1804 


NEW ORLEANS 17, LA. 
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165% 
lumber. 

The 64-in. blade 
clear 2-in. dressed lumber at full 45 
degree bevel. It features a built-in 
calibrated rip fence, usable from 
either side. 

Skil Corp., Chicago, II. 


PIVCS faster cutting in 2-in. 


is claimed to 


Hose Strap 


Locks Two Hoses 
Into Single Unit 


Said to reduce twisting and kink- 
ing, a re-usable spark-proof metal 
strap has been introduced for use 
around standard-size air and fluid 
hoses used in spray painting. 

Designed to take the place of tape 
and wire, it is stated the strap holds 
tight, but can be undone quickly; 
it can be re-used several times, and 
will not snag hands or clothes. 

Binks Mfg. Co., Chicago 


Screw Driver 


Cushion-Core 

In Plastic Handle 

Featuring a green cushion-core in 
the plastic handle, a new line of 





HY-PRO-—the tap specialists — 
also specializes in SERVICE! 


1. 24-hour delivery—Hy-Pro offers you 24-hour service 
on all standard taps. And Hy-Pro has a complete, up-to-date 
stock of standard taps. 





3. IBM _equipment—The most modern IBM tabulating 
machines guarantee you prompt handling of your order—and 
insure the most accurate billing records. 





ON’T settle for just any tap when you can have the 
best, and have it on time. 

Hy-Pro specializes in tap production, and in service, 
too, giving you the quickest, most complete service pos- 
sible. One of the reasons that Hy-Pro is among the leaders 
of the tap industry is this insistence on speed as well as 
efficiency. 

If you have the need for the right taps at the right time, 
pick up a phone or write a note to Hy-Pro. You'll never 
find better taps or better service. 

Remember, Hy-Pro protects the quality of the taps you 
buy with its exclusive 3-Way Quality Control. 
. Heat-Treating—insures tap toughness with the tap 
industry’s newest equipment. 
. Electronic Analyzer—checks hardness uniformity. 
. Micro-Hardness Tester—analyzes metallurgical 
structure. 








2. National coverage—No matter where your company 
may be located, you'll find a Hy-Pro supplier located in your 
vicinity to give you faster service 





4. Route specialists —Hy-Pro specialists who know the 
quickest, safest routes to you and to your distributors are in 
charge of the routing of your tap orders 





This quality insurance is available at Hy-Pro at no extra 
cost to you. 


“The Tap Specialists” 
New Bedford, Massachusetts, U. S. A. 


ADDITIONAL WAREHOUSES: 


10426 W MCNICHOLS RD 11233 ‘ ( RTH 109 EDISON PL 
DETROIT 21. MICH NEWARK 5S WS 


UNIVERSITY 4.1077 GARDEN 4-0217 MARKET 2.4316 
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industrial screw drivers has been 
1 “THREW THE BOOK" AT THE BOSS _ added to the maker’s line. 
According to the manufacturer, 
ABOUT OUR METAL-CUTTING COSTS * the “plug” stops blows at the end 
— and he liked it! a £ of the blade where the force of the 
impact is otherwise directly trans- 
mitted to the handle. 

Other features include full size 
handles, alloy steel bars with cross 
ground tips, and a full range of 
styles and sizes—regular, square and 

nd ; cabinet bar. 
WR ———— Stanley Tools, New Britain, Conn. 
* EVERY COST-CONSCIOUS CUSTOMER OF 
YOURS WILL LIKE THIS BOOK — if his 


company cuts any of these materials! — 
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Gear Drives 





tical pump and driven by gas, 
gasoline or diesel engine, sizes now 
range from 11 to 150 hp. 

U. S. Electrical Motors Inc., Los 


Angeles 


ow to eliminate wasted minutes to 
hours. They know that dollars saved daily 
mean thousands saved each year. Send for 
your copy today. 


| Sizes Now Range 
FOR YOUR oh From 11 to 150 HP 
e a An increase in available sizes of 
LIST. the company’s Holloshaft right-angle 
“ie zs gear drives in a wide selection of 
This unusual book — "CUTTING MET- ~ . Jo 
AL the EASY WAY" is a factual study of gear ratios and speeds has been 
comparative metai-cutting labor costs — ne announced. 
prepese for your customers to show them Universally adaptable to any ver- 


~ 
! 
I 
I 
I 
I 
I 
| 
I 
I 
) 
I 
I 


es 


H. K. PORTER, INC. Yes! We would like the “CUT. 
TING METAL the EASY WAY" 


Somerville 43, Mass., Dept. H. book for our customer list. Please 
tell us more ... 


Metal-Bond 


i 

t 

i 

t For Adhesion of Paint 
j Films to Smooth Surfaces 
i 

i 

i 

t 

i 

i 

| 





NAME - wintidinthin CUE 





Metal-Bond, a _ clear coating 
applied by brush or spray gun, is 
said to assure the adhesion of paint 
films to smooth surfaces such as 
galvanized sidings, aluminum sheets, 
and other painted areas. 

J Wilbur & Williams Co., Boston 





COMPANY 





STREET 


ZONE i 


Cocmancmamemenananunascsanamanasanananasasanase 
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AGUA 


INDUSTRIAL 
BRUSHES «> BROOMS 


Use our 24-hour service on your 
orders for Brushes and Brooms 


1—All items shipped within 24 hours after 
receipt of order 
2——Prompt delivery . . . no need to warehouse 
stocks or tie up money in inventories 
3—Freight free on 100-Ib shipments 
4—One source for most of your cleaning needs 
5—From factory direct to you at a price that 
saves you money 
6—Quality materials backed by the famous 
RED CAP and IBBCO names—Satisfaction 
guaranteed 
* Quality counts with your customers . . . you get the right quality with CAPITAL 
industrial Brushes and Brooms. tn addition — by making us your headquarters 
you have a source ready at all times to fully serve you. With this type of service 


back of you and the high sales potential of CAPITAL equipment you can build 
up a brush and broom territory that is second to none. 


* We urge users to buy thru their local distributor + 


INDIANAPOLIS 


Brush & Broom Mfg. Co. 


Established 1890 


CORNER BRSsH AND BRC STREETS 


INDIANAPOLIS 7, INDIANK/ 
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Here's Why 


DISTRIBUTORS 
PREFER 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 

saves shelf 


Clark utilizes 3 standard size 
shipping cases. Proportional 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
mits exact fit of cartons in 
cases eliminates 
“shucking” . . . avoids 
errors and saves time in 
taking inventory. 
Request free catalog 
covering the complete 


Clark line of industrial 
fasteners. 


~ 
~~ 
~ 
~~ 
~ 
~ 
~ 
~ 


SINCE 1854 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 


Set-up Blocks 


Protect Machine Tables 
From Scratches & Nicks 


Multi-Step set-up blocks of 
aluminum alloy have been intro- 
duced. 

Used for set-up on jig borers, 
boring mills, drill presses, milling 
machines and planers, they are said 
to hold work from zero to 3-in and 
can be mounted on 3-in high risers 
and thus pyramided from zero to any 
desired height. 

I'he new blocks are packaged in 
sets of 4—two multi-step blocks and 
two risers. 

Jergens 
Cleveland 


Tool Specialty Co., 


Motors 


Synchronous, 

General Industrial 

Synduction motors, available in 

ratings from + to 40 hp, have been 
developed. 

According to the manufacturer, 

the new synchronous motor requires 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





COMESEIND 
BARTLETT 
SHEARS 


The quality of BARTLETT snips, 
bench shears, and pruning tools is 
your greatesi selling point... . 
in demand by Electricians, Plumb- 
ers, Metal Workers, En rs, etc. 
Fully guaranteed. We can give 
immediate shipment on orders. 
Write for Catalog No. 36 


No. 14 Compound Lever Snip 


No. 30 Bench Shear 


BARTLETT MFG. COMPANY 


3023 E. Grand Bivd., Detroit 2, Mich. 








This advertising is 
appearing in leading 
Industrial Publications 
and is designed to 


help you SELL 


CARBIDE 
TOOL GRINDERS 


HAMMOND Corbide Too! 
Grinders will soon pay for them- 
selves through grecter wheel 
economy, longer tool life and 
faster grinding 
AMERICA’S MOST COMPLETE 
LINE 
Model WD-10 Wet 6", 10", 14” Wet or Dry 
or Ory 10° Carbide Chip Breoker Grincers Dio 


Too! Grinder mond and Abrasive Belt Finishe 
WRITE FOR CATALOG 


4 i 
Tin mord Witche nity ra te oe 


1617Dougias Avenue Kalamazoo, Michigan 








terfield D tributor 
~ To You: dvantage. 
‘You get lower inventory costs, 
expert counsel and “hurry-up” 


erfield tools you buy more thé 
control standards set for your 


‘Long Cutting Mileage 
‘Smoother Finishes 
‘Guaranteed Top Perto 


UNION TWIST DRILL COMPA MME 


BUTTERFIELD DIVISION. 


DERBY LINE VERMONT, JU. S.A, 








A 


Ree 


DISPLAY “EM and SELL ‘EM 


REE: ® @ Authorized distributors of MORGAN 
VISES can have one of these attractive 


steel display stands at no cost. This stand 
gives you an ideal method for effective 
display and a way to faster, easier, and 
more sales. Write for details. 
® This is but one of the numerous efforts MORGAN makes to help you 
direct more vise business your way. Get this stand to work for you and 
profit through it and the following sales advantages: 


7 THE LINE: The Morgan line of vises is complete in types and sizes, 
giving you a dependable source of supply at all times. 


° THE GUARANTEE: It's unconditional. We set no time limit on 


our guarantee nor do we have a specified period of time for free re- 
placement. This applies where any Morgan Vise shows a manufactur- 
ing or material defect. 


° THE QUALITY: Rigid control of materials, accurate machining, 
and close inspection standards are your assurance of the very finest 
quality. 

* THE CONTAINERS: Each vise is packed in a strong fibreboard 
carton to prevent damage in transit. 


Write for MORGAN Distributor Plan. 
We urge users to buy thru their local distributor. 


MORGAN VISE CO. 


108-128 NORTH JEFFERSON ST. CHICAGO 6, ILL. 


y, 
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no brushes, slip rings or windings 
on the rotor, separate source of 
direct current excitation, or special 
starting equipment. 

Designed to operate over a wide 
frequency, frequencies of 300 cycles 
and speed above 10,000 rpm are 
available. Motors for frequencies as 
low as 10 cycles have been devel- 
oped. 

Allis-‘Chalmers Mfg. Co., Mil- 


waukee 


Pumps 


Operate Either Direction 
At Low or High Speeds 


A new series of neoprene rubber 
impeller pumps from 3 to 14-in iron 
pipe size with flow ranges to 55 
gpm has recently been introduced. 

Intended for use where a low 
pressure pump is required to trans- 
fer any liquid that does not affect 
bronze or neoprene with pressure 
range to 30 psi, the impeller is keyed 
to the shaft for easy replacement. 

Self-priming to about 15-20 feet 
when wet, speeds range from 100 
rpm to a maximum of 1750. All 
pumps are supplied to operate with 
standard high starting torque motors 
from 4 hp up. 

American Machine 
Inc., New York 


Products, 


Vacuum Cleaner 

Picks Up 
Wet or Dry 
Model WD-6, a heavy duty port- 
able vacuum cleaner has a dry capac- 

ity of 4 bushel, wet, 24 gallons. 
Overall height is 24in, width 24 
in. Special 4 hp rubber mounted 





Pa $149.50 and up, the new CM Lodestar 


is very reasonably priced, especially when you 
consider all the features listed in the catalog. # 


Kinchasmne au 


A wonderful feature is Lodestar’s ability 
to operate without costly interruptions for 
lubrication, adjustments or maintenance. # 


Moving materials overhead with Lodestar 
certainly eased our tight floor space problem. 


Works Manage 


@ Lodestar’s flexible link chain and 
one-hand, shock-proof “gery control 
make my job a lot easier. 


eet per Lo 


4 


ELECTRIC CHAIN HOIST 


HOIST OPERATOR 


% The upper-lower safety limits, safety 
overload protection, the heavy duty magnetic 
brake plus the regenerative agi brake 
are valuable safety features. 


Safe De a 


¥ the Lodestar operates for less than 2¢ 
% to 1 ton per day... that’s amazing. # 


Single and 3 phase 


$149.50 and up TRC ARULEn. 


. ..everybody loves the lodsitar 


...it’s a sweetheart! 
Call your CM Distributor for catalog, prices and fast delivery 


CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
Tonawanda, New York 


Regional Offices: New York © Chicago « Cleveland 
in Canada: McKinnon Columbus Chain Litd., St. Cothorines, Ont, 


HOISTS AND CHAIN 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





For Your . 
Customers 
who handle 


Viscous 
Materials | 


Wherever materials such as tar, as- 
phalt, waxes, resins, molten sulfur, 
etc., which harden or congeal at ordi- 
nary temperatures, are to be handled, 
offer EVERLASTING Steam Jacketed 
Valves to prevent clogged valve pas- 


sages. 


These distinctive valves have large 
jacket spaces around body and ports, 
straight-through flow, and are quick- 
acting, non-wedging, self-regrinding, 
and leak-proof when closed. 


Write for bulletin and prices. 


EVERLASTING VALVE CO. 
63 Fisk Street, Jersey City 5, N. J. 


Everlasting 
Valves 


€v-308 


Tor everlasting protection | 


202 





Universal constant duty, moisture 
proof, by-pass motor drives multiple 
stage turbine 17000 rpm at full load 
and delivers a water lift of 63 inches 
with closed orifice. 

Clarke Sanding Machine Co., 
Muskegon, Mich. 


Cap & Goggle 


Provides Eye 
And Head Protection 

“Supergard” a safety cap and 
cover glass welding or chipping gog 
gles, is a new combination added 
to the company’s line. 

Mounting bracket on the cap 
permits the goggle to be raised to 
the inoperative position, and low 
ered again; without readjustment. 

Cap has a full-floating plastic 
headgear with headsizes adjustable 
from 64 to 8. 

Boyer-Campbell Co., Detroit 
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WALTON 


S TOOLS 


TIME AND 
MONEY 
SAVERS 


TAP 
EXTRACTOR 


TAP 
EXTENSION 


TOOL 
HOLDER 


PIPE 
AND STUD 
EXTRACTOR 


These SPECIALIZED TOOLS 
will outperform all ordinary 
tools and methods in doing 
one SPECIAL job particu- 
larly well. Send for com- 


plete Bulletin and price ot 
list, or see your regular 
industrial Supply Dis- 
tributor. 


= 


7 


The WALTON i 
HARTFORD 10, CONN. 


No. 1 of a Series 


The advertisement shown above is 
the first of a series of advertise- 
ments currently appearing in Na- 
tional Metal Working Publications. 
These have been designed to aid 
our Distributors by making the 
name WALTON and WALTON 
SPECIALIZED TOOLS more widely 


known and accepted. 


If you ore a distributor who is 
not now handling our Specialized 
Tools, and are interested in our 
Distributor proposition, write di- 
rectly to me for prompt attention. 


K. W. WEEKS, President 
The Walton Company 
602 New Park Avenue 
Hartford 10, Conn. 

















You Sell more because 


BARRY PULLEYS 
perform better 








LUNA 


LI 


\ 


} 





Purchasing agents and production chiefs are sold by 
proven performance records. That’s why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur- 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain. 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R.& J. 


1 SADE STREET PASSAIC, N. J. PRESCOTT 7-5030 








COMPANY, INC. 





ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im- 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed. Electrically welded construc- 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


CHICAGO 

LOS ANGELES 
SAN FRANCISCO 
SEATTLE 


BRANCHES: 
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Your business 
is his job 


No other franchise 


gives you 
! 
all these extras: 


Porter-‘ able 


your 
per sonally 


represé niative 
helps you 


of sales people 


u ith: 


e Trainimns 


demonstrate ns 


e@ Store 
und promotions 


e Participation in 
trade shows 

local 
dir 


prospes ts 


e Displays. 
advertising, 


e Calls on key 
ontrol 


ect mail 


e Inventory * 


@ Service problems 


There's no substitute for the 
experienced personal service and help 
you get from your Porter-Cable 
representative. For his only interest 
is in building your tool business. 


He devotes his time and his energies 
to your problems. . . helps train 
your sales force, calls on your major 
prospec ts Ww hen you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 
and special promotions. 


He has a wealth of power-tool 
knowledge and experience — and it’s 
all yours for the asking. A few 
franchises are still available. 

Write for details today. 


Illustrated: 146 professional quality 
61," Saw. True heavy-duty design and 
engineering—complete, $69.50. 


Porter-Cable 





e New product 
information 


e Budget selling plans 


PORTER-CABLE MACHINE COMPANY 
6305 N. Salina Street, Syracuse 8, N. Y. 


In Canada, write Porter-Cable, Lted., Box 5019, 
London, Ont. Canadian prices slightly higher. 


SAWS * DRILLS * SANDERS + ROUTERS + SHAPERS + PLANES 
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Grinder 
Rotary Air Type, 
For Precision Die Work 

Model 25G rotary air grinder, re 
placing the company’s Model 00D, 
is said to produce 23% more power 
than former models in this series. 

Weighing two pounds, with an 
overall length of 114-in, the tool 
has a wheel size of 1}-in bonded 
capacity, operates at 20,000 rpm at 
air pressure of 90 Ibs, and has a }-in 
air inlet pipe thread and takes a 
2-in minimum hose size. 

Another new product introduced 
by the company is a portable 74-in 
electric saw featuring an automatic 
telescoping guard riding on anti 
friction ball bearings. Designated 
Model 475 Speedsaw, it cuts to a 
maximum depth of 2y%-in and a 


c 


minimum of 4-in 


Thor Power Tool Co., Aurora, IIl. 


Lubricant 


Will Not Drip 
Even When Afire 


Primaleen, a new _ all-purpose 
lubricant, is said to resist water, 
chemical vapors, and temperature 
changes, and protect against rust 
resulting from use of soluble oils. 

It is furnished in 8 Ib, 40 Ib and 
400 lb containers. 

Protecto-Lube Co., Detroit 





CONTINUOUS PRODUCTION LINE STEPS UP OUT-PUT AS MUCH AS 25% TO 40% PER 
DAY AT LENOIR CHAIR COMPANY DIVISION OF BROYHILL FURNITURE FACTORIES 


Here is the Faultless way for ony plant to 
control costs and increase sales. In this case, 
chair frames and upholstering materials stort 
at a given point and arrive at the crating 
orea precisely as timed. Faultless Industrial 
Casters keep the all-steel trucks moving 
without interruption. Trucks are attached to 
@ continvous under-floor chain drive that 
automatically flows through on entire series 
of work stations . . . maintaining predeter- 
mined costs . . . providing the sales depoart- 
ment with quicker deliveries and competitive 
prices. 


Here, again, a prominent manufacturer of fine products employs de- 
tyre pendable Faultless Casters throughout a complete production line sys- 
2000 Sariee ee, tem. As a result, the Lenoir Chair Company, Upholstering Division of 
ter shown with Broyhill Furniture Factories, has enjoyed a considerable increase in the 
Ruberex Wheel. . . : 7" 2s 
numbers of units processed per day in this plant. This efficient system 
is based upon the use of 3’ x 3’ all-steel trucks pulled around a 1200 fet. 
- cycle of work areas by a continuous under-floor chain. Faultless Double 
——- Ball Bearing 1121-4TG Swivel, and 1721-4TG Rigid Plate Casters are 
ways. standard equipment on the trucks. The resulting improvement in pro- 
duction schedules of chairs and sofas, 
and the reduction in man-hours per 
unit have been considered remarkably 
successful. Faultless 1100 Series Cas- 
MR. DISTRIBUTOR! ‘: ters have a king bolt micrometer ad- 
et : ? : ‘ justment of swivel raceways to suit in- 
This installation at Lenoir Chair Co. is Meliusl esadictans Bastaned ead 
typical of thousands of Faultless Caster polished ball bearings and large diam- 
applications making friends in every eter hardened raceways that are factory 
important industry. If you are not yet lubricated, assure friction-free move- 
selling Faultless Industrial Casters for ment and long life. 
similar projects and want to know the : ry? 
profitable facts, send the coupon wer MAIL THIS COUPON TODAY 


today, no obligation. 





Fauvitless Caster Corporation 
Dept. ID-5, Evansville, indiana 


I'm interested in knowing about your Caster 
Franchise for select Distributors 





Firm 


Title 





City 
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PRECISION BRAND 


,ARBOR 
oul SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 


Please 
specify 
type 
desired 
when 
ordering. 


PRECISION STEEL 
WAREHOUSE, INC 


MANS ) * 





“If it's leather belting, 
cements or dressings, 
sell G&K products 
with assurance.” 


> 
Gak 


INDUSTRIAL 
LEATHERS 


GRATON& KNIGHT 


omny 
WORCESTER, MASSACHUSETTS 


Valve 
50% Reduction in 


Number of Flange Bolts 


Standard Type D pressure reduc 
ing and regulating valves for liquids, 
steam and gases have been intro- 
duced in a new and improved 
version. 
| The decrease in flange bolts saves 
maintenance time; a gasket seal at 
the diaphragm flange is said to make 
|for easier pressure range conversion. 

Available in iron, bronze, steel or 
stainless steel body, and bronze, 
stainless steel, nitralloy or monel 
trim, screwed ends are from } to 


2-in 


A. W. Cash Co., Decatur, III 




















Trucks 
Narrow Overall Width, 





Big Front & Rear Wheels| 


All-steel platform trucks, in four} 
models equipped with solid rubber 
wheels, have been announced. 

Deck sizes are 18 x 32, 24 x 48, 
and 24 x 36in. Load capacities 
range from 500 Ibs to 750 Ibs. 

Milwaukee Truck Co., Milwaukee 
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THE MOST COMPLETE SOURCE 
Cay =A 
SCRE 


BOLTS N 
WASHERS —- RIVETS 
FASTENING DEVICES 

IN ALL METALS 
@® STEEL © BRASS 
EVERDUR © MONEL 


TEEL 


NAVAL BRONZE 
SPECIALS re) 
AANUFACTURED & 
BLUEPRINT | 
ECIFICAT NS 
244.44 2.e (ae), | 


2 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 


SHAKEPROOF 


WANT EXTRA 














from Pattern or 
Custom Furniture 


FORSTNER BIT 


Cuts curved openings 
with smooth sides— 
clean edges 


RIM 
GUIDED 


Woodworkers save time on intricate jobs 
with Forstner Bits. These are guided by the 
rim—not the center—hence cut any arc of 
a circle, from any angle. Hand chiselling is 
reduced. Forstner Bits bore round, square 
or oval holes—with smooth sides, flat bot- 
toms, clean edges. Many younger wood- 
workers are not familiar with this time-sav- 
ing tool. This is your opportunity. Simply 
write us today for full information. 


CONNECTICUT VALLEY MFG. CO. 


Centerbrook 3 Connecticut 





This Advertisement is ap- 
pearing in current issues 
of six leading industrial 
publications 


FLEXIBLE COUPLINGS— 
FRACTIONAL TO HUNDREDS 
OF HORSEPOWER 

IN STOCK AT YOUR 
DIAMOND DISTRIBUTOR 


ar S 


4 


_ DIAMOND 


Type A Revolving Casing seals 
i i FAST SERVICE—HIGH CAPACITY—SUPERIOR QUALITY 


out abrasives and corrosive at- 
mospheres, seals in lubricant 


for extended coupling life. = %\ DIAMOND SHAFT COUPLINGS 
@ End to end shaft connections can be made quickly, inexpensively and 
in minimum space with Diamond Flexible Couplings. Load is carried at the 
greatest radius and distributed evenly over the entire length of chain for 
’ maximum capacity and life. Moderate angular and parallel misalignment 
Bulletin No. 19 a as well as shaft end float are absorbed in the clearances between 
contains com- ‘ : 
plete selection chain and sprocket teeth. 
data for stock 
Diamond Cov- @ You probably have many applications where the use of Diamond 
pore yall mc Flexible Couplings can provide improved operation and long 
dependable service. Call your nearest Diamond Distributor for 
immediate service. His name is in the yellow pages of the 
DIAMOND CHAIN COMPANY, Ine. telephone book under the heading Chains or Chains-Roller. 
Where High Quolity is Traditional 
Dept. 480, 402 Kentucky Ave. 
Indianapolis 7, Indiana 


Offices and Distributors in All Principal Cities Di AMO eee 
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Tapping Attachments 


Multiple Heads 


Lead Screw Tapping Units 
and Machines 


rr 


Automatic Drill Units 
and Machines 


Also: 
indexing Fixtures 
Special Machines 
Drill Chucks 


i 

Ettco is the one source that can meet every small 
hole drilling and tapping need. Ettco makes every- 
thing from chucks right on through to complete 
multiple drilling and tapping “specials”. 
To you, as an Ettco distributor, this means that you 
can meet all your customers’ drilling and tapping 
needs faster, more efficiently—at greater profit. 
It also means that by dealing with the one supplier 
who can offer undivided responsibility and com- 
plete, authoritative answers to every small hole 
drilling and tapping problem, your selling job is 
easier . . . your inventory problems are simplified 

. and your delivery schedules can be met on 
time. 
It's just good sound business to talk Ettco every 
time small hole drilling or tapping comes up, 
because—whatever the application, there’s an 
Ettco-Emrick product to do the job faster, better 
and more economically. 


Ettco-Emrick equipment covers 
the entire small hole 


drilling and tapping field. 





If you're going to the 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


in Atlantic City in May, be 
sure to drop by and see us. 
Our new distributor sales 
policy and our many new 
product developments will be 
of special interest to you. 


BOOTH No. 219 











vy 569 Johnson Ave., Brooklyn 37, N. Y. 


Grinding Segments 


Variety of Shapes 
For Standard Chucks 

V-40 Bond segments, for grinding 
all ferrous and non-ferrous metals, 
has been developed. 

Said to be of the highest grade 
of aluminum oxide abrasive grain, 
the segments are designed for gener 
ating flat surfaces on plates, castings 
and machine parts and grinding ma 
chine knives. 

A new type  waterpr of pad, 
applied to the segment with resilient 
cement, is said to assure better hold- 
ing power in the chuck. 

Carborundum Co., Bonded Abra- 
sives Div., Niagara Falls 


Drum Dolly 
Vertical Handling 
Of Open End Drums 

Built of 24-in steel, drum dolly 
No. 13 is 24in in diameter with an 
overall height of 64-in. 

Safety is said to be assured by deep 
lip, and cross members provide sufh- 
cient strength for load capacities up 
to 700 Ibs. 

Morse Mfg. Co., East Syracuse, 


CHICAGO . DETROIT , Los ANGELES. N.Y. 
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INSTALL WATSON-STILLMAN 
FORGED STEEL FITTINGS... 


...and get THESE IMPORTANT ADVANTAGES: 


e Resistance to Pressure, Heat and Corrosion 
e Long Service Life 
e Low Maintenance Costs 


Watson-Stillman Forged Steel Pipe Fittings are fabricated and 
designed for tough service...and long service. They're drop forged 
of high quality metal to produce a strong, tough, fiber structure 
that resists the stresses of high pressures, shock and vibration. And 
our forged stainless and alloy steel fittings give you the added 
advantages of resistance to high temperatures and corrosion. 
Watson-Stillman Fittings assure you of safe, reliable service in 
process lines, high pressure steam lines and other arteries of the 
operating equipment in your plant. 

You can obtain a complete line of W-S fittings to suit your service 
and fabrication requirements. Available in Screw-End and Socket- 
Welding Types in Carbon Steel, 14% Chrome-2% Moly steel, 2%% 
Chrome-1% Moly steel, Types 304, 316 and 347 stainless steel and 
Monel. 

Send today for our informative bulletins. 


Sold through leading distributors 





o4 
HKD H. K. PORTER COMPANY, INC. 
:eeeue Roselle, New Jersey 


W-S FITTINGS DIVIS(ON \ 
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AN OPEN HOUSE and industrial exhibit was held on the MODERN ONE-STORY BUILDING contains 12,000 
10th anniversary of Mortensen Industrial Supply Co., Inc., sq. ft., was tailor-made for industrial supply function. Loca 
opening the firm’s new building at 3811 N. Port Washing- ted adjacent to Milwaukee’s industrial area, the new quarters 


ton Ave., Milwaukee, Wisc. Smorgasbord was served to are free from traffic congestion, and plentiful parking space 
approximately 1,200 visitors is available 


Mortensen Supply Sponsors Industrial Exhibit 


= 
4) 


H 4 


TWELVE MANUFACTURERS displayed and demon- WAREHOUSE FEATURES dual shipping and receiving 
strated their products stressing automation developments dur facilities, allowing two suy 

ing the three-day show. Mortensen’s limited lines include simultaneously. Coated Al 
abrasives, abrasive belt machinery, cutting tools and fasteners. by Lee Albrecht, i 


sized trucks to load and unload 
rasive Machine Lab supervised 
new permanent feature of operation 
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Two I.D. Scholarships 
Awarded at Bradley U. 


WO SCHOLARSHIPS for the curricu- 

lum in Industrial Distribution at 
Bradley University, Peoria, Ill., have 
been announced. 

The scholarship for the 1955-56 
year, sponsored by the Central 
States Industrial Distributors’ As- 
sociation, was awarded to Allen 
Schumacher, Morrison, Ill. The 
second, sponsored by a group of 
Peoria distributors, was awarded to 
Walter F. Wilkinson. 

The new curriculum in Indus 
trial Distribution was introduced at 
Bradley University in September 
1955. In the first two years of the 
course, the student receives aca- 
demic training and a general en 
gineering background. Emphasis 
during the last two years is on dis 
tributors’ business, economic and 
marketing problems, and on addi- 
tional mechanical engineering back- 
ground. 

Scholarship applications are acted 
on by a University committee of 
eight. Each committee member 
votes secretly as to the amount of 
award he thinks a candidate should 
receive. 

In considering the amount given, 
the committee takes into account 
the academic standing of the 
student, his financial need, his co 
curricular activities in high school, 
and indications of leadership and 
the extent to which he is willing 
to support himself. 


Central States Scholarship 


The Central States board of di 
rectors has appropriated $1,500 to 
provide $250 assistance to the stu 
dent for the first and second years 
of the course, and $500 for full 
tuition during the third and fourth 
years. 

Scholarship committee includes 
Chairman J. F. Bennett, Couch & 
Heyle, Peoria (who was instrumen- 
tal in initiating the course at Brad- 
ley); L. P. Russon, Vonnegut Hard- 
ware Co., Indianapolis; and H. J. 
Stangel, J. J. Stangel Hardware Co., 
Manitowoc, Wisc. Publicity direc 





i | 


New CAMPBELL CHAIN cate 


“MEASURE: MARK 


SaGG. IG IGN oT: WARIS) 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 
‘Measure-Mark”’ Chain . furnished at no extra cost! 


COLOR-CODED 
MEASUREMENT IDENTIFICATION 


—_/ 
<High Test Steel ORANGE—Camr Alldy Steet 
Color-mark on the chain instantly 


and positively identifies grade of 
chain—in or out of the container. 


INVENTORY STANDARD PACK— 
CONTROL LABELS MARKED BY FEET 


Space provided for “Perpetual In each container, standard 
Inventory” control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. CAMPBELL 
CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gongany 


York. Pa. e W st allale Licla lowa « Portland, Ore. « Sacramento Calif 
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STANLEY 


Allen Schumacher 


tor is L. W. Gilbert, Screw Machine 
Supply Co., Chicago. 


Peoria Scholarship 


Four Peoria distributors have un 
derwritten the second scholarship: 
Hagerty Bros., Co.; F. Meyer & Bro. 
Co.; Isaac C. Walker Hdwe. Co.; 
and Couch & Heyle. Several indus 
trial plants in the area have a simi 
lar scholarship plan under consid 





eration. 
Information regarding scholar 
ships may be obtained by writing 


In the Stanley line of fine hand tools there is a select Director of Admissions, Bradle} 


company labelled “100 PLUS”. These are the finest University, Peoria. 
woodworking tools made. Each is carefully designed and 

handsomely finished — the best of its type. Each reflects 

the skill and experience developed by 100 plus years 

of tool craftsmanship. In selling a key line like Stanley 

Tools, these are ideal line leaders. 


® 


SIRS “YANKEE” 


Here are two brand names the tool user knows and trusts. 
Stanley Tools and Yankee Tools have become standards 
of quality. The job of the distributor salesman is made less 
complicated by the fact of this all-industries acceptance. 
Everyone knows and accepts the quality of tools bearing 
these great names. 


STANLEY 


Walter F. Wilkinson 
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BELTING 
Conveyor, Transmission or Your success is our business! And that’s no mere catch-phrase 
V-Belting. 

HOSE 
For air, water, steam, oil, 
suction, welding. 


with us. It’s the basis of our distributor policy. Take our adver 
tising, for instance. It not only reaches every buying influence in 

your area, telling your prospects about the versatility and value 

PACKING i ’ ; 
Chute lining, duck and of Quaker—Quaker Pioneer rubber products: it also emphasizes 
bb acking, hydraulic —_— . 

Said’ tee wl. ate you ... the distributor . . . as the quick, dependable supply source 
packing. for these products. This is only one feature of our planned profit 


GASKETS - MATTING , ais ' 

drive for distributors . . . a complete package plan we'll gladly 

MOULDED AND 4 

EXTRUDED RUBBER 
PRODUCTS 


explain on request. Write. 











IHKP H. K. PORTER COMPANY, INC. 

: QUAKER RUBBER DIVISION 
KKTOHTHROWW WS Philadeiphia 24, Pa. 

QUAKER PIONEER RUBBER DIVISION 


San Francisco 7, California 
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DISTRIBUTORS 


can’t sell 
CUSTOMERS 


can’t buy 


BETTER FILES 
than 


p> BRAND 
FILES 


SWISS PATTERN 


That's been true 
for 50 years and it's 
true today. | 

We help Distribu- | 
tors make money 
by selling SOLELY 
through them, and | 
giving them the | 
SERVICE and qual- | 
ity files they need. 

We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- | 
ity we put into 
these fine files. 

The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting stand- 
ards. 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 





Distributor from “Down Under’ 


Australian supply firms carry highly diversified 


lines to make huge sales territories profitable; 


one salesman may drive 300 miles between calls 





_ 


MELBOURNE DISTRIBUTOR 
Leonard I. Lloyd visited ID’s offices 
during cross-country trip. Contacting 
his American suppliers, he'd already 
circled half the globe to make trip to 
England. 


AUSTRALIAN DISTRIBUTORS will come 

to depend more and more on 
the United States as a source of 
supply for their product lines, 
according to Leonard I. Lloyd, man- 
aging director of Melbourne’s Eliza 
Tinsley Pty. Ltd. Mr. Lloyd 
recently travelled through this coun 
try contacting manufacturers he 
represents. 

Despite the fact Australia is 
“tightly squeezed for dollars,” its 
preference for American products 
runs high because of the similar 
ways of doing business in both coun 
tries, observed Mr. Lloyd. “Ameri 
can manufacturers we are dealing 
with take a lot of trouble to find 
out our problems and adapt them- 
selves accordingly.” 

The problems confronting a dis 
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tributor doing business in Australia 
are at once similar to and sharply 
different from those of distributors 
in the United States, Mr. Lloyd 
said. 

For example, he reported that the 
highly-specialized distributor __ is 
almost unknown in Australia, be- 
cause the industrial economy of that 
country isn’t yet large enough to 
make a place for him. In a country 
of only 10 million population, but 
geographically larger than the con- 
tinental U. S., industry is so scat- 
tered that supply firms must carry 
highly diversified lines to make their 
huge sales territories pay. 


Stocks Many Lines 


Mr. Lloyd’s firm, consequently, 
carries abrasives, steel, mineral filler 
for filtration systems, and a large line 
of automotive hardware for the 
“wreck and repair” trade. His main 
competitor in Melbourne is com- 
parable in the U. S. to a very large 
wholesale hardware firm selling 
everything from industrial supplies 
to draperies. 

This difference between Aus- 
tralian and American distributors 
shows up in_ trade association 
organization. There are no industrial 
distributor or mill supply associa- 
tions, as such. There are, however, 
state groups whose membership 
includes the large diversified 
houses handling mill supply items 
along with numerous other lines. 
Again, the vast, diffused economic 
geography of Australia mitigates 
against what might be regarded as 
a national association. What asso- 





ciation activity there is takes place 
on the state level. 

The associations serve a some 
what different purpose than they 
do in the U. S. Because there is 
no anti-trust legislation in Australia, 
these groups are able to deal directly 
with manufacturers, with the result 
that distributors who are association 
members get preferential treatment 
over non-member _ distributors. 
Nevertheless, association member- 
ship isn’t restricted—distributors 
who meet certain standards of busi- 
ness behavior are invited to join. 

Generally speaking, Mr. Lloyd 
said, the Australian distributor sales- 
man covers a wider territory than 
his American counterpart, sells less 
per year, and does so at a higher cost 
in relation to sales volume. 





Lower Yearly Volume 


“The yearly volume of one of our 
outside salesmen,” says Mr. Lloyd, 
“averages about £80,000—or roughly 
$150,000. I understand this is much 
lower than an American salesman’s 
annual volume.” ($230,000 accord 
ing to the latest ID figure). 

“It isn’t unusual for one of our 
salesmen to drive 300 miles be- 
tween calls,” declares Mr. Lloyd, 
“but, of course, this adds to selling 


@ Looking for a profitable pipe tool line? 
expense. Our salesmen’s expenses Better check Beaver! Our Selective Distribu- 
run to around 57% of goss sales. tion Plan allows you to sell, and sell profit- 


What about sales training? : ‘ 
ably in your market area. We believe that 


a few selected, top-flight, ethical distribu- 
| tors can serve a given market area better 
“All our outside salesmen started than an indiscriminate number of mediocre 
as lads wit : ” Mr. Lloy ; : 
ae ee Oe a ee ee ones. Your men receive complete informa- 


said, “a practice we still adhere to. . ; . ; 
We feel that working up in the tion about the Beaver line in specially-con- 


firm this way they get a better | ducted sales schools. Their selling job is 
maoweedge of the Gem's protects made easier with factory help and our na- 


than if they came in later with some . 2 aa ’ 
other selling experience. However, tional and localized advertising. Can't tell 


we do have sales meetings like you | it all here. Better check today! 
do in the States. We send some of | 
our specialty salesmen all the way 
to the U.S. for factory instruction.” 
On the part played by the sup- WRITE 

plier’s factory representative in — B E E R 
; ., ’ ‘ . “yy F —\ 

Australia, Mr. Lloyd stated: “When mreamarion PIPE OOLS 


one of our salesm as 
esmen has to lean on 236-400 DANA AVENUE . WARREN, OHIO, U S. A. 
a factory representative for technical 


Promotion From Within 


MANY BEAVER SELECTED DISTRIBUTOR FRANCHISES ARE STILL OPEN 
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ANOTHER FAIRBANKS PRODUCT! 


BRONZE AND IRON BODY VALVES 


Standard of dependability with sound engineering and 
rugged construction that insures trouble-free flow control 
of water, steam, gas, or oil. Designed for every require- 
ment, a complete line of bronze and iron body valves. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that’s pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Bronze and Iron Body Valves. This means 
extra business, extra profits for you if you tie your own 
promotion and selling in with our “Product of the Month”. 
You chalk up extra sales! Extra profits! 


i Fairbanks 
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PRICE CUTTING isn’t much of a 
problem “down under” because of the 
shortage of goods, says Mr. Lloyd. 


help, some of our customers feel 
our men somehow aren’t measuring 
up to their proper responsibilities.” 
Consequently, Mr. Lloyd's firm 
trains its outside and inside men 
as completely as possible. 

Price competition isn’t too pre 
valent in the supply business in 
Australia, mostly because the dollar 
squeeze has created a shortage of 
goods, Mr. Lloyd reported. 


Turnover Is Comparable 


Turnover with his firm is roughly 
the same as it is with an American 
firm—between four and five times. 

\ faithful reader of ID, Mr. Lloyd 
stated that he’s recently installed 
the American phone order desk sys 
tem patterned after setups he saw 
illustrated in the magazine. Before, 
incoming calls were routed to vari 
ous people in the firm, with resulting 
delays and mistakes in order hand- 
ling. 

What were some other distributor 
problems “Down Under?” 

“Christmas gifts,” said Mr. Lloyd 
ruefully. “Do you have the same 
trouble here that we have—having to 
hand out gifts to all your customers 
and try te outdo your competitors? 
[his situation gets worse every year. 
Until our competitors call a halt, 
we've got to keep it up.” 








COUNT ON 
YOUR WICKWIRE ROPE DISTRIBUTOR 
FOR ENGINEERING ASSISTANCE 


When it’s a question of wire rope, the place to go is to your Wickwire 
Rope distributor. He knows your requirements. He knows wire 

rope and how it can be used to best advantage. In addition, he 

can provide you with this important extra—the technical assistance 
of Wickwire Sales Engineers. With the additional help of these 
capable specialists, he can give you expert, practical advice on 

even the toughest wire rope problems. 

Your Wickwire Rope distributor is a good man to know. He’s 
quality people handling quality products. Buy your wire rope and 
wire rope slings from him. You'll find that the many valuable services 
he offers far outweigh any apparent price advantage you might 

gain by buying direct. 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 


3150 





THESE FIVE 








Howard S. Tuman, Jr., Sales Engineer 
Lindsay, Oberholzer & Company 
Philadelphia, Pa. 


“Reading your articles on how other salesmen handle their cus- 
tomers is sure to give me new and different ideas on how to 
approach customers. Your reporting of distributor sales trends 
helps me take stock of myself. When | do not sell the product 
concerned, | have helped customers with their problems by re- 
ferring them to ID's new products section.” 








Oswald K. Gordon, Salesman 
Webster-Robinson Machinery and Supply Co. 
Tacoma, Washington 


“The write-ups always give new tips on selling, meeting the 
buyer and making presentations and demonstrations. The adver- 
tisements give all the latest products and their selling points. 
It's an education to any salesman.” 





INDUSTRIAL DISTRIBUTOR SALESMEN 








W. R. Kerr, Salesman 
Somers, Fitler and Todd Company 
Pittsburgh, Pa. 


“INDUSTRIAL DISTRIBUTION gives me product intormation, edu- 
cates me on new items and methods, lets me know how other 
salesmen handle their sales problems so that | can check my 
methods. ... It's an invaluable aid.” 








Koka E. Booth, Jr., Salesman 
Carolina Machinery & Supply Co. 
Rocky Mount, N. C 


“| consider INDUSTRIAL DISTRIBUTION to be the industrial supply 
distributor's textbook. It is devoted entirely to distributor prob- 
lems, ideas and ideals. From the thought-provoking editorials to 
the Products Reference Number, the distributor is kept up to 
date on the latest facts and figures of our industry. | have a 
tremendous backlog of experience which | can call upon by 
reading and re-reading your fine publication.” 





READ INDUSTRIAL DISTRIBUTION 








Walter R. Gerhardt, Manager of City Sales 
Elifeldt Machinery and Supply Co. 
Kansas City, Missouri 


“INDUSTRIAL DISTRIBUTION helps me in my job by keeping me 
abreast of current events in the industry, and by giving me new 
ways of solving plant and factory problems. | refer to the 
Marketing and Products Number often for new sources of 
machinery and supplies my customers are looking for.” 














ABC + ABP 


Industrial Distribution 


A McGRAW-HILL PUBLICATION © 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 
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PROFIT 


OPPORTUNITY FOR 
DISTRIBUTORS 


ANGLgear 


Standardized right-angle bevel gear 
drives designed for either 
manual or power-operated systems 


Originally developed for specialized use by 
aircraft manufacturers, ANGLgear units 
have solved engineering and design problems 
in numerous other industrial fields. Wher- 
ever a right-angle transmission problem de- 
velops, you have an immediate prospect for 
ANGLgear. Its light, compact, rugged con- 
struction has earned the praise of designers 
and engineers everywhere. The need for 
ANGLgear is almost universal; the demand 
for ANGLgear is clearly established! 


A COMPLETE LINE... IMMEDIATE DELIVERY... 


Offers 3 sizes—12 models! ANGLgear units ar ANGL gear units, in any of the 12 models, ar 
available in 4%, 1 and 3 hp models, with either stock items, available whenever you order. You 
1-1 or 2-1 gear ratio, and with 2-way or 3-way needn't maintain a large inventory yourself. And 
shaft extensions — to meet virtually all industrial you can always offer your customers prompt, off 


requirements. the-shelf delivery 





LIBERAL DISTRIBUTOR POLICY... WRITE FOR FULL DETAILS... 


You're given full protection — including all direct Do it without delay. There may still be a territory 


near you that is open 





orders and inquiries. 


See us in Atlantic City at Booth 832—for the story of “Servomission,” a revolutionary new transmission product 


—<— TBO RTE 


AIRBORNE ACCESSORIES CORPORATION 
HILLSIDE 5, NEW JERSEY 
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i Petikelarct 
toh A-tuil-jiale 


vor- Taaler-ticial 


of the ways a company is able to achieve a 

normal, healthy growth and expansion year after 
year is to better its products and lower their cost. 
Another way—of at least equal importance—is to do 
all within its power to help its Distributor partners 

sell those products. 


For more than sixty years, The American Pulley 
Company has been building its usefulness to 
industry by these basic means. All-essential to our 
efforts to serve industry well are our highly valued 
Distributor connections—men who do the continuing 
job of stocking, warehousing and merchandising 
all our many products... forever telling people 
... selling people... serving people. 


The mutual advantages to both of us in such an 
alliance are reckoned in more than just dollars. 


By paying constant tribute to the paramount 
position our Distributors hold in our marketing scheme 


Alert 


... by our expanded program of developing and 


training Distributor representatives in the features eng Tak-x-Jelale| 


and applications of our products... by pinpointing 

and preselling markets... by ever increasing staff 
vigilance to Distributors’ requirements ... we 

confidently look forward to increasing our mutual 


success through our mutual efforts. 


4216 WISSAHICKON AVENUE 
PHILADELPHIA 29, PENNSYLVANIA 


@ Visit us in Atlantic City at the Triple 
Industrial Supply Convention 
BooTH 405 
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DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 


Your nearest RAWLPLUG branch can present to your men 
an effective 


*“ANCHORING TRAINING PROGRAM’ 


that will show them how and where to get this profitable 
“extra” business. 


The program is a brief full-color slide presentation...de- 
signed by experts in the field... using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 
advice and increase your sales. 





Winning prizes will be 
right in line with your 
everyday selling. Ask 
your Salesmanager how 
you can get in on 
) this RAWLPLUG 
} ANCHORAMA money 
..- Don’t delay! 
Act now! 

















RAWLDRILLS 


| . SS 
-TAPE i 
RAWLPLUGS 


ee aes uel tints RAWLPLUG Co., Inc. 


\\ rome 271 Church St., New York 13, N. Y. 
— } RAWL \ RAWL 
— LAG SCREW a yi CARBIDE 


RAWL-DRIVES RAWL-ANCHORS SHIELDS ORILLS 
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Manufacturers’ 
Activities 


(Starts on page 136) 





HOLO-KROME 


RESEARCH 


also be devoted to the development 
of machinery for secondary opera 
tions in the processing of various 
metals. 

According to the firm’s president, 
W. C. Stauble, “scientific research 
is a vital factor in industry, and our 
new division is essential to the fur- 
ther development of the techniques 
and methods discovered by Holo 
Krome when it pioneered the cold- 
forging of socketed screws more 
than 25 years ago.” 

Mr. Stauble said that a staff of 
highly skilled electronics engineers, 
physicists, and machine designers 
have been engaged for the new divi 
sion. They will be under the super- 
vision of Paul W. Klooz, vice-presi 
dent in charge of manufacturing. 
The $350,000 center covers 8,000 


square feet. 


Allen Display Shows 
“Pressur-Formd” Process 


Allen Mfg. Co., Hartford, Conn., 
has developed a new display for 
use in distributor shows and 
exhibits illustrating the firm’s “‘pres- 
sur-formd” process. Veins of 
neon tubes show how this process 
preserves the long fibres in a socket 
screw, while illuminated four-color 
transparencies illustrate applications 
of various Allen products. A part 








What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 4. Careful packaging to protect fastenings and assure 
Harper fastenings of nonferrous alloys and stainless clean, perfect stock. 
steels. Here are a few of them. 5. Long experience in selling through distributors 


which assures an understanding of distributors’ 

1. Over 7,000 different items—your customers can find problems. 

just what they want in the complete Harper line. 6. Better profits because of higher selling price of non- 
2. Complete stocks ready for prompt shipment from ferrous and stainless fastenings. 

Harper warehouses and branches in all market 7. Small stocking space. 

areas. 8. One source for all needs—one account to keep—one 
3. Highest quality manufacture by the largest exclusive invoice to write—one bill to pay. 
producer of fastenings from nonferrous and stain- THE H. M. HARPER COMPANY 
less. 8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 
Bolis « Nuts ¢ Screws ¢ Rivets « Washers 
of Brass « Bronze e¢ Monel ¢ Aluminum « Stainless 
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and similar ads 


are appearing in 
27 LEADING 
PUBLICATIONS 
TO HELP 
YOU SELL 
VIKING 


in that period. 


Perhaps Viking Pumps can speed your operation and simplify 
your pumping. Types and sizes for most industrial pump- 
ing. For information, write for Bulletin 56Smm. 


Send for your copy 
of bulletin 56Smm 
today 

VIKING PUMP 
COMPANY 

CEDAR FALLS, 


Tri-Par Oil Company, Saukville, 
of Viking Pump’s reversible feature. The pumping system has 
a single suction line and a single discharge line which can 
be operated in either direction, eliminating the piping mani- 
fold. Speeded to deliver 325 G.P.M. the pumps can unload 
transports to storage and load delivery trucks from storage 
by merely reversing action. 

Pumping units have lost no time from their operation, during 
the three years they have been in service, and have handled 
approximately 25,000,000 gallons of gasoline and fuel oil 


Cedar Falls, lowe, U S.A 





Wisconsin, makes good use 


In Canada, it's “ROTO-KING” pumps 
See our catalog in Sweets 








—for fast soldering and 


assemblies. 





HEXACON 


INSTRUMENT . 
SOLDERING IRONS™ 


long life on constant duty 


Because of new efficient design, these tiny tips 
out-perform irons with larger tips and higher 
wattages. HEXACON offers a new standard 
in soldering iron efficiency for every conceiv- 
able need in the soldering of miniature 


DISTRIBUTORS! Be sure to get the new Sell-on-Sight 
Assortment — a strong three-color Cardboard Dis- 
play with all six irons plus the popular 30H, Cat. 


SUPER-PENCIL IRONS* 
No. 25S 25w. 1/8” tip $5.50 
r’ No. 26S 30w. 3/16” tip $5.50 


BANTAMWEIGHT 
HATCHET IRONS* 
No. 25H 25w. 1/8” tip $6.00 
No. 26H 30w. 3/16” tip $6.00 





PIN-POINT 
IRONS* 
No. P-25A 25w. 1/8” tip $5.50 
No. P-26 30w. 3/16” tip $5.50 


* Also available in 





No. HD4 at $40.25 List. 


higher wattages 


HEXACON ELECTRIC COMPANY 


138 West Clay Ave., Roselle Park, New Jersey 


oe 


CAPE 
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of the display is a bench equipped 
with vise and torque wrench, so 
that the withdrawal torque of the 
firm’s set screws can be demon- 
strated. 

he firm says the display can be 
compacted for shipping and easy 
handling. It opens into a 10-foot 
display, or can be adjusted to fit 
smaller booth space. 


FITTINGS—WSS Fittings Div., 
H. K. Porter Co., Roselle, N. J., has 
issued a 12-page pocket size catalog 
of its full line of fittings. Size ranges, 
types, materials of construction, and 
design features are presented. 


MACHINE TOOLS—Walker-Tur- 
ner Div., Kearney & ‘Trecker Corp., 
Plainfield, N. J., 
page pocket-size catalog of its full 
“light-heavyweight” 
Publication illustrates 
describes products and _ features 
together with specifications. Firm 
has also prepared a wall poster that 
includes all 32 pages of the catalog. 


has issued a 32 


line of machine 


tools. and 


rFUBING—Babcock & Wilcox Co., 
Cubular Products Div., Beaver Falls, 
Pa., has issued a folder giving in 
machining 
pipe 


formation on _ various 


operations on_ stainless and 
tubing. ‘Tooling, power 
ments, cutting oils and finishing are 
briefly discussed along with such 
machining operations as drilling, 
threading, reaming, milling, and 
sawing. ‘The firm has also issued a 
pamphlet on heat treatment of air 
alloys on welding. 


require 


hardening 


POWER TOOLS—Delta Power 

lool Div., Rockwell Mfg. Co., Pitts- 

burgh, has issued an 8-page booklet 
(Continued on page 226) 





extensive trade journal 
advertising 


Effective, hard-selling business paper ads bring 
out strong points of Wood’s Products to known 
buying and specifying influences. Consistently 
tells reader to buy from his Industrial Distributor 
for an efficient, economical source of supply. 


WOOD'S all-out sales aid program 
helps distributors realize more net profits 


displays for your 

sales meetings 

Easy to erect, attractive 7’ x 6'9’' lighted display 

available for Distributors’ sales meetings, shows or 

sales training programs. [!lustrates and identifies 

Wood’s complete line of Power Transmission 

Equipment. Contains shelves for actual product 

display or descriptive literature. Adds visual aid 

effectiveness to group gatherings. Already in great 
demand by Distributors. 


cooperative ads for your 
own advertising program 


Wood's consistently helps plan and lay out ads for their Dis- 
tributors’ advertising program. In this way, Distributors obtain 
proven, experienced assistance, and are not bogged down with 
detail. Many Distributors have found these ads very effective 
and advantageous as silent salesmen. 


helpful, colorful product 
literature 


Factual data and specifications make Distributors’ selling job easier, 
more accurate. Available to Distributors with space for imprinting 
their own name. Self-mailing literature designed just for Distributors 
saves time, money, and presents actual successful product case 
histories. Available for complete or separate product lines. 


Engineers and manufacturers of Power Transmission Equipment since 1857. 


T. B. WOOD'S SONS CO. 


CHAMBERSBURG, PA. 


Texas «+ Cleveland, Ohio 





Cambridge. Mass * Newark, N. J. + Dallas, 
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TOOLHOLDERS CUT 


Savings Range from 10% to 200%! 





The Finest Toolholders You Can Buy for 


any Standard Carbide or Ceramic Inserts No Grinding when you use V-R toolholders and throw- 


away inserts! 


Less Downtime because you do not have to reposition 
the toolholder when you change or index inserts! 


Less Carbide Inventory because you get six or eight 
cutting edges per insert at pennies per edge! 


Lower Carbide Cost because you eliminate carbide 
waste. You can consume up to 90% of a long insert with a 
V-R toolholder, nearly twice as much as with any other! 


Negative 
Rake 
styles to handle the 
apy at yale Sey epee Faster Tool Changes because one main screw controls 
clamping of the insert—nothing to fall out or require 


readjustment! 


Long-Life Chipbreakers V-R chipbreaker plates are 
( made of a special cast alloy (not steel), chosen for its 
| po exceptional wear and shock resistance characteristics. 


New 6° 
Positive Rake 
Toolholders ASK FOR NEW TOOLHOLDER CATALOG Ve 


offer big savings when machining materials requiring 24 pages of data on V-R negative and positive roke 
positive rake tools, such as aluminum, soft brass, toolholders and V-R carbide inserts—triangular, "00tHOLD ER. 


copper, bronze, stainless steel and alloyed steels. Styles square, round and diamond; throw-away and 1/2” ong 
for straight or 15° lead angle turning and facing as lengths. Call your local V-R Representative or Cap 
well as plunge turning are available. Distributor, or write Vascoloy-Ramet today. te Bldg 
Only one adjustable part — SERTs 
V-R’s exclusive elevator! 











Standard Brazed Tool Comparable Toolholder Standard Brazed Tool Comparable Toolholder 


AR-AL TAPR-TAPL TETR-TETL 


Straight Turning 45° Lead Angle Turning 





TBPR-TBPL TFPR-TFPL 


15° Lead Angle Turning Straight Facing 





TOTR-TOTL SFPR-SFPL 


” = 
scare _ 


30° Lead Angle Turning 15° Lead Angle Facing 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1956 





CARBIDE TOOLING COSTS: 


Advertisement 
Appearing in 


Leading 


Metalworking 
Publications* 


Saves $53 Per Shift! 
Three V-R toolholders with V-R throw-away 
carbide inserts turn, face and chamfer MS3313 
forged impellers in 51seconds on Continumatic! 


Here’s Real Service Life! 
This V-R toolholder has been in constant use 
16 hours a day for over one year on a George 
Fischer tracer lathe turning SAE 1137 and 1141 


Saving is $53 per shift over former method of 
using four lathes with brazed carbide tools. 


steel forgings with a .022 feed at 500 SFPM. 
There has been no maintenance whatsoever. 


Fastest, Simplest-to-use Toolholder There Is! 


Insert is clamped between adjustable Insert is removed and replaced in Works easily in any position, thanks 
elevator and fixed position chip- seconds. It is automatically indexed to fixed position chipbreaker plate 
breaker plate. That's all there is to it! just by slipping it in place! and socket in each end of main screw. 


*DISTRIBUTOR INQUIRIES INVITED 


MANUFACTURERS OF: 
CEMENTED CARBIDES, TOOLHOLDERS and TANTUNG® CAST ALLOY CUTTING TOOLS 


VascoloyPhamet) Corporation 


Vane a Coe OF FANSTEEL METALLURGICAL CORPORATION 
846 Market Street ¢ Waukegan, Illinois 
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“There's bigger 
profits and faster 
turnover with” 


OTHER 


U.S.E 
PRODUCTS 


*SPLIT 
SHIFT 


FORWAY 
Machine Bolt 
Expansion Shield 


SHIELD 


KORKER 
Machine Screw 
Anchor 


r 
with 


ay 


CLOSED 
BACK’ Machine 
Bolt Exparision 

Shield 


Offer your 
customers 
the newest 
engineer 
ing development in ex- 
pansion shields in over 25 
years. They will discover 
ao BIG DIFFERENCE IN 
HOLDING POWER com- 
pared to old style shields. 
(See illustration below). 


MAXIMUM HOLD.- 
ING POWER is ob- 
- en tained with smaller 
r sized shields, saving 
vw, Bp time and money on 
ee installations. 
When you sell S-N-S 
“MULTI-UNIT Shields you are building 
Machine Bolt a profitable repeat 
Anchor business. Handling the 
complete U.S.E. Line of 
masonry anchors, fast- 
eners and allied products means better 
service and satisfied customers. 


RESULTS: TWICE THE HOLDING POWER 


“MULTI 
DIAMETER 
Waod Screw 

Anchor 


SHIELDS 
OLD STYLE 


Only 2 Points 
of Contact 


S-N-S 
SHIELDS 
4 Points 
of Contact 


Ask your dealer for free literature 
or write — 


U. S. EXPANSION BOLT CO. 
YORK,. PA, DEPT. ID-5 
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illustrating and explaining the 
advantages of teaming standard in- 
dustrial power tools with special- 
purpose machine tools. The book 
lists 10 advantages of this pro- 
cedure. 


TAPE—Permacel Tape Corp., New 
Brunswick, N. J., has issued a 
brochure describing how silver cloth 
tape aids in duct installation. 
Designated “Permacel 691,” the 
product is shown in various applica 
tions. 


~) MKAY@CHAIN 


McKay Co. Announces 
“Silent Chain Salesman” 


McKay Co., Chain Div., Pitts 
burgh, has announced a new “silent 
chain salesman” designed to faci 
litate chain sales to the do-it-your 
self market. An assortment of the 
firm’s various types of chain can be 
displayed on the metal rack, which 
also has a built-in cutter. A yard- 
stick and spaces for card inserts are 
also incorporated. 


ADHESIVES—Minnesota Mining 
& Mfg. Co., Adhesives and Coat 
ings Div., Detroit, has issued a 14 
page folder listing official U. S. gov 
ernment specifications for a wide 
variety of adhesives, coatings, and 
sealers. Each page has a tab desig 
nating the type of specification, and 
there is a specification cross refer 
ence section listing recent specifica 
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HARRIS 
METAL FLOATS 


\~ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 


i Seamless copper bail floats carried 

in stock in diameters of 2'/2"" to 12" 
inclusive for open tank and pressures of 
25, 50, 100 and 150 Ib. Floats in special 
sizes and pressures to your specifica- 
tions. 


Stainless steel bal! floats larger than 
12" diameter MADE TO ORDER. Write 
for catalog 
i Copper plated—brazed joint —steel 
ball and special floats for high and 
low pressure, 


ARTHUR HARRIS « company 


212 NORTH ABERDEEN ST... CHICAGO7. ILLINOIS 








SKILLED WORKMEN 
ASK FOR 


fi } TOMS f aheR ser. } 
S7étL Bac Frame § Fact 5 


——mm Reg. U. S. Pat. Off. 


NO. 10 FILE CLEANER 


* steel back * frame 
CLEANS ALL TYPES OF FILES 
A good file is worth cleaning and skilled 
workmen in railroad shops, aircraft plants, 
mills, mines, shipyards, vocational schools, 
and industrial plants of all kinds use the 
COLTON’S No. 10 File Cleaner. The soft 
steel tapered pick is furnished to remove 
the more obstinate substances. The COL- 
TON’S File Cleaner is of strong metal con- 
struction—no wood—no nails—no glue. . . 
handy and light. Write for prices and 
samples. 
* SOLD ONLY THRU DISTRIBUTORS 


face 


Tempered 
steel! bristies 
are here mag- 
nified to show 
proper align- 
ment and 
spacing. 


E. Cc. KNUDSON 


MANUFACTURER 
Dept. M—616 W. Randolph St. Chicago 6, III. 

















good sales tools 
for good companies 








od three fine catalogs 


eoupaquinen for past users of 


f- 


lotyore 


Donnelley-compiled catalogs 


“Lr tes Co ae 


@ 





1 DRENNAN 


STEEL PRODUCTS CORP industrial 


two more : J Sunathee 





for new customers 


PLUMBERS SUPPLY 


af Se i ee 


STEEL WAREHOUSE 


ont 


| and the sixth 


cus for a famous name among 


manufacturers 


All these customers have excellent reputations to think of —all know what it takes to 
win success and hold it—and all are in business for all the profits that can legitimately 
be earned. All expect, moreover, to remain in business for unlimited years to come. 


Each of the six companies could no doubt have bought its catalog at a lower price, 
if it had been willing to take a chance with its standards of service to customers. 
But each chose to play safe—to make sure that so vital a tool as its catalog would be 
good beyond all doubt. 


When you are ready to make the first move on a new catalog be sure to consider all the 
pros and cons of catalog production that may affect your present standing and con- 
tinued success. Consulting us freely will not place you under obligation. Simply drop 
us a line. Or drop in to see us at Booth 422 at Atlantic City. 


THE LAKESIDE PRESS 


R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16, Illinois e CAlumet 5-2121 
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tion designation changes. The firm 

Your lineup of the has also issued a technical bulletin 
giving engineering data on adhesives 
for honeycomb structures. <A third 
publication describes adhesives, 
coatings, and sealers for the truck 
and bus industry. 


TOOLS—Chicago-Latrobe, Chicago 
has issued a folder on its high speed 
utility drills for portable body and 
sheet metal dnilling jobs. 


BEARINGS-—Link-Belt Co., Chi 

cago, has issued a book describing 

its “Series S” adjustable single-row 

self-aligning roller bearings, “Series 

. 1)” adjustable double-row bearings, 

al ~— na anne and “Series M”’ pre-adjusted double 
row self-aligning bearings. Engi 

neering and dimensional informa 


tion are given. 


hir-Coo 


Chain, in all types of industry, has led to for 
increased sales and profits for industrial dis- LAWNMOWERS 


The wide use of Taylor Made Alloy Steel 


tributors everywhere. Such popularity comes Se 


naturally because Taylor Made Alloy Steel CONVEYORS 
Chain is safer and lasts much longer than pe 
carbon steel chain. The fact that it’s INDUSTRIAL 
heat-treated increases its resistance to work- REFRIGERATION 
hardness, grain-growth and shock at all 
temperatures. Tell your customers about the 
superiority of Taylor Made Alloy Steel 
Chain and watch your profits grow. Bulletin | ay 

e 


12C gives all details. Send coupon today! 





Rich Catalog Covers 
FREE catalog to bona Engine Valves 


fide distributors. Write 

on letterhead. Rich Mfg. Corp., Battle Creek, 
Mich., has issued an 8-page catalog 
on its valves for air-cooled engines 


and locks. It lists replacement 
S. ©. TAVLOR CHAIN COMPANY valves for leading manufacturers of 
Hammond, Ind.; Pittsburgh, Pa. ; 





engines used for powering lawn- 
eeeeeeeeee eeeeeeeeeee ‘ . 
J mowers, garden tractors, mixers, 


5. G. Taylor Chain Co. > : 
Dept. conveyors, pumps, combines, indus 


Hammond, Indiana ° . = . 
Rush Bulletin 12C giving all the facts ond specifi- | AY LOR Ma DE trial engines, refrigeration units. 
cations on Taylor Made Alloy Stee! Chain. 

A Sia oy! NAME N 
nen ‘ FASTENERS—Clark Bros. Bolt 
Address , SINCE 1873 Co., Milldale, Conn., has issued a 


City 44-page catalog covering the firm’s 
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The Postman “rings” 726,861 times every month 
to help you sell more RB&W fasteners 


Month after month—in leading Business and Engineering 
publications—ads like these go sales-calling on some three- 
quarters of a million fastener users. 


Strong support like this pre-sells your best customers and 
prospects—steers more fastener business to RB&W dis- 
tributors. 


Consistent advertising is only part of the story on why more 
distributors prefer to handle RB&W. Other reasons: the 
most complete line in the field, quality-controlled products, 
and a reputation for fast and friendly service. 


If you’re not handling RB&W fasteners now, contact our 
nearest sales office. Or write Russell, Burdsall & Ward Bolt 
and Nut Company, Port Chester, N. Y. 


Piants at: Port Chester N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts- 
burgh; Detroit; Chicago; Dallas; San Francisco. 
Sales agents at: Milwaukee, New Orleans, Den- 


110th year ver, Seattle. 
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ony ae ae line of bolts, nuts, rivets, screws, 
SA LES T| PS Y | POFFO | and other industrial fasteners. Illus- 
- - yt thai trations, sizes, packaging informa- 

FOR. PROFITABLE 7 puede tion, and prices are contained. 


SELLING 
LIGHTING-Sylvania Electric 


what does a MULTI-DRILL do? . | Products Inc., Salem, Mass., has 


A MULTI-DRILL will drill 2 to 8 holes at 1 issued a booklet entitled “Better 
stroke—cut production time . .. reduce tool Industrial Lighting with Mercury 
investment . . . lower hole costs. Fits any Vapor.” Photographs showing typi- 
drill press without use of special tools cal applications of mercury vapor 
or need of alterations. Thousands of lamps, a section on engineering 
MULTI-DRILLS in use today wherever hints, and instructions on how to 
metal, wood or plastics are drilled or tapped. combine mercury vapor with fluo- 

| rescent or incandescent lighting are 


features that help you sell ile ys) given. 


© Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9” circle. i. - 
© Centers as close as 2”. 4 F , GE ‘ Cortaley ne 
© Standard Extension Spindles available to : . is Reduces Carbide Prices 
increase working area to 22/2. Bene ih Carboloy Department, General 
© Precision spindl blies . . . y Electric Co., Detroit, has an 
et aay ae initia nounced that prices on several car 
gverentes long, trouble free service. bide mining tools have been 
reduced. The price cuts apply 
principally to carbide roof drill bits, 
CC4 drum type miner bits and 
auger bits over 2 in. in diameter. 
Prices on roof bolt drills are 
reduced by an average of 12%, those 
on CC-4 cutter bits by 17.5%, and 


YOST VISES on auger bits by about 2%. 


FOR EVERY SHOP 


RIGIDITY * STRENGTH 
® MODERN DESIGN 
Material and Workmanship Guaranteed 


Upper Left—the new “YOST” All Purpose Vise 
quality vise designed to meet 
today’s requirements of Auto Mect 
anics, Repair and Maintenance 
Men 
the new “YOST” Combination Vise, mod 
ern design, long pipe jaws, HEAVY COR 
RUGATED SOLID STEEL WELDED JAW 
FACINGS will not loosen in most severe 
use. Never need replacing Extra si 
geared swivel base 
Lower Left—*‘YOST”’ Stationary Base Machinists 
Vise with four hole mounting 
Lower Right——"“YOST” Drill Press Vise 
“YOST” Vises will meet any shop’s requirement 
Guaranteed As To Material And Workmanshit 





© Fit any drill press. 


Manufacturing Company 





Chain Belt Catalog 
Covers Shafer Units 

Chain Belt Co., Milwaukee, 
Wisc., has issued a 72-page catalog 
on its “Shafer” roller bearings. The 


Sold only through DISTRIBUTORS. publication contains specifications 


and data pages on all models of the 


YOST Manufacturing Company Shafer units, ranging in size from 3 


to 7 in. It describes the principle 


CAMBRIDGE SPRINGS Est. 1907 PA. of concave rollers running between 
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Why you have a better sales story 
with R/M’s Big 7 Packing Types 


R/M’s Big 7 enable you to offer your customers and pros- 
pects a whole new simplified approach to mechanical pack- 
ing problems. With them—just 3 or 4 types in most cases 
—you will find it easy to show the way to smaller inven- 
tories, reduced downtime, lower maintenance costs. 


J . 4 ’ — _" 
You will get no competition from R/M. All R/M_ packings 
for maintenance purposes are sold only through authorized 
R/M distributors. This policy has been strictly adhered to 
for the last 16 years. There have never been any if’s, and’s 
or but’s about it. There are never any exceptions to it. 


With R/M’s Big 7 you can promise custom-built performance 
for 95% of all applications. For example, the difficult 
problem of acid pump packing is readily solved by R/M’s 
Type 5, a combination of “Teflon” and South African Blue 
Asbestos blended by R/M engineering skill. 


Type 1, for pumps, valves; Type 2, for high temperature 
valve stems, expansion joints; Type 3, for high speed rotary 
air compressors; Type 4, for corrosives, acids, viscous ma 
terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
materials; Type 7, for hydraulic and pneumatic equipment 


*Du Ff t trade ark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





N $.C.; 
borough, Ontario, Canada 


INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


RAYBESTOS-MANHATTAN, 


FACTORIES: Bridgeport, Conn 


Passaic, NJ 


Manheim, Pa.; 
Neench, Wis 


No. Cl 
Crawfordsville, ind Pet 


RAYBESTOS-MANHATTAN, INC 
Industrial Rubber 


Packings © Asbestos Textiles 


Engineered Plastic, and Sintered Metal Pr 
¢ Abrasive and Diamond Wheels ¢ Rubber Covered Equipment 


Brake Linings © Brake Blocks © Clutch Facings © Loundry Pads 








Covers * Bowling Balls 
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convex raceways, the “Maicro-Lock” 
F. ial = a adjustment, etc. Engineering data, 

ascinatings: load-rating tables, and an exploded 
view for parts identification are also 


included. 


Oster Has Guarantee 
On Its Portable Lifts 


Oster Mfg. Co., Cleveland, an 
nounces that it has placed a “‘life- 
time” guarantee on its new line of 
portable lifts. ‘The firm states that 
if, within the life of the equipment, 
parts returned to its factory are 
found defective new parts will be 
shipped free of charge, provided 
the unit has been given normal and 
proper use and is still the property 
of the original purchaser. The new 
line includes both hand hydraulic 
and battery-powered lifts in capaci 
ties of 500, 1,000, and 2,000 Ibs. 


SHIMMY and SHAKE 


once you choose it— 
you won't loose it! 


PUNCH-LOK HOSE CLAMPS 


Doc Punch says, “Here’s a_ hose 
clamp you can recommend and sell 
with confidence, thereby giving your 
customers that extra value they look 
to you to supply.” 


Cating Rope Display 
Facilitates Handling 


Cating Rope Works, Inc., Mas 
peth, New York, has developed a 
display which handles six coils of 
rope, and enables it to be automat 


Be O Fastening hose or seizing tough ically measured and cut. The dis 


“The sign of wire rope—Punch-Lok clamps ; es 
@ GOOD Hose Ciamp™ pre jobs with conul facility’! play occupies 9 square feet of space. 


Write Today for Our Distributorship Plan! 
VALVES—Vickers, Inc., Detroit, 


has issued a bulletin describing its 
Dp U, N (e H | LI (©) Xe special and standard hydraulic valves 
for airborne application. Seventeen 

(Company. oil-hydraulic units are described. 


Dept. U, 321 North Justine Street © Chicago 7, Illinois PUMPS—Deming Co., Salem, O., 
has issued a bulletin describing its 
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A few minutes ago it was a bar of high speed steel equal to that 
Yes used in any drill to be found. Now this steel is being further 
7 refined and toughened by hammer forging, the process universally 


Th at’s aa used by the makers of high quality tool steels. 


All GTD-AMPCO drills over 1’' are hammer forged before 


Twist twisting. And the flutes are polished, too! 


Drill AMPCO TWIST DRILL DIVISION 
GREENFIELD ap and DiE CoRPORATION 


Greenfield, Massachusetts 








SEMI-AUTOMATIC MACHINE ASSEMBLY of thru-broached socket screws cuts time in half on this job. 


Thru-broached screws for automatic assembly— 
ANOTHER FIRST FOR BRISTOL DISTRIBUTORS 


The exclusive new Bristol thru- 
broached socket screw puts Bristol dis- 
tributors one up on competition again. 

The socket in this patented socket set 
screw extends the full length of the screw 

so it can be wrenched tight from either 
end. This double-ended symmetry makes 
it just right for hopper feed to automatic 
and semi-automatic power screwdrivers 
—no grinding or other modifications nec- 
essary. It's equal in holding power to 


cony entional socket screws, comes In 


standard sizes from No. 4 wire to 1 inch. 

In line with the latest trends toward 
automation, this new thru-broached 
socket screw gives the Bristol distributor 
a door-opener to many otherwise inac- 
cessible customers. 

And, of course, he’s still selling stand- 
ard hex socket screws plus the famous 
Bristol-originated Multiple-Spline socket 
screws—both cap and set. 

Write for complete information about 
the few distributorships still open. 


BRISTOL'S thru-broached socket screw. 


Precision socket screw manufacturers since 1913 


Bristol's Hex Socket Screws 


Bristol's Multiple- 
Spline Socket 
Screws 


U's 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 
THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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Sold Through Distributor 


We kno 


$ Only 


common benef, 
Manufacturer. 


The entire Story on 0-8 distributor Policy js contained jn the 
booklet, “KEEPING FAITH’. We'll be glad to send you ao free 
Sopy, if youl mail the ©oupon below. 


MANSFIELD 


—— 
' 
i Ohio Brass Company 
380 North Main Strees 
Mansfield, Ohio 


Address ~ 


= = 


AY, 
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A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, each a different 
gauge. ‘Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 





DISTRIBUTORS 


This page available 
to help you sell 


GRIEVE-HENDRY 
OVENS 


In Quantities 
With Your Imprint 
to be used as... 


1. An envelope stuffer. 

2. Bulletin to accompany 
direct mail solicitation 
on Industrial Ovens. 

3. For salesmen’s 
distribution. 


4105 Union Street, Glenbrook, Conn 








This page is available for reproduction by 
offset process in your catalog. 

It conforms with standards of the National 
and Southern Distributors Association. 
State quantity desired (send sample of 
imprint) and advise if desired for catalog 
reproduction. 





| 
| 


| 





complete line of redesigned and 
end suction centrifugal 
pumps. Performance tables and 
curves list characteristics 
combinations (powers ends to which 
sizes of liquid ends can be attached). 


resized 


of various 


FASTENERS—Chicago Screw Co., 
Bellwood, Ill., has issued a pam 
phlet describing its carnon restora 
tion process for socket products and 
heat-treated cap screws. This heat 
treating method restores . surface 
carbon lost in steel processing. 


Pe. 


Millers Falls Display 
For New Cutters 


Millers Falls Co., Greenfield, 
Mass., has a new display for its new 
No. 66 glass cutter. Single cutters 
are packaged in red vinyl pocket 
cases and set up on counter display 
carrying the slogan “Cuts acres of 


glass.” 


VALVES—Lunkenheimer Co., Cin- 
cinnati, has issued a six-page circu- 
lar describing its new “Luncor” 
PVC valve and fittings for handling 
acids and alkalis. Installation data 
and dimensions are contained. 
Firm has also issued a four-page 
circular on its full line of air devices 
designed to eliminate air leaks. 
Dimensions, pressure requirements, 
and descriptive information are 
included. 


SLINGS—MacWhyte Co., Sling 


GRIEVE-HENDRY COMPANY, INC. 


1416 W. CARROLL AVE., CHICAGO 7, ILL. 


Dept., Kenosha, Wisc., has issued a 
bulletin listing safe loads for slings 


‘ 
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A-—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 


Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi-purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kansas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Anothe Product 


DeWALT Inc. 


Lancaster, Pa. 





Olsen Tool and Equipment Company, Chicago, III. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
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Here is a ‘‘Check” 


that will open doors for you 


The Durabla Check Valve as part of your 
line will excite curiosity—open doors to new 
sales records. What's more, it’s the perfect 
check valve, delivering unequalled customer 
benefits. Examples: lower cost; reduced in- 
ventory; highest quality (stainless steel con- 
struction ) ; operates in any position; handles 
any liquid, gas or air — at all temperatures. 

A Durabla Check Valve is formed by com- 
bining the basic check unit with any stand- 
ard pipe fitting (see right). To meet the 
check valve requirements of any customer... 
in any industry... you can supply exactly the 
valve needed when you handle Durabla — 
without carrying a large and varied line of 
check valves. You simply stock the basic 
unit in line sizes from 4%” to 2”, boxed and 
clearly labeled for stocking and handling. 

Send for further details on this unique, 
sales-increasing check valve. Ask for a copy 
of bulletin ID56. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street . New York 6, New York 


® 


——— 


SIDE 
\ OUTLET 
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of 20 sizes of wire rope. Bulletin 
is illustrated with photos, charts, 
and tables. 


ABRASIVES—Bay State Abrasive 
Products Co., Westboro, Mass., has 
issued a booklet describing the 
firm’s new “electronic formulation” 
process (ID February) for grinding 


wheels. 


FITTINGS—Tube ‘Turns, Louis- 
ville, Ky., has issued a folder describ 
ing its wrought iron welding fittings 
and flanges. The folder gives di- 
mensional data in sizes from 4 to 
12 in., discusses physical properties, 
and illustrates typical applications. 


LUBRICATORS-—Bijur —_ Lubricat- 
ing Corp., Rochelle Park, N. J., has 
issued a two-page instruction sheet 
on the design and operation of a 
series of high-pressure automatic 
lubricators—“T'ype A” lubricators, 
gear pumps driven through internal 
reduction gears by the machine on 
which they are used or by a small 
motor. ‘The firm has also issued a 
bulletin on its line of “one-shot” 
lubricators, hand-operated units for 
infrequent oiling requirements. 


HANDLING—Allied Mfg. & Sales 
Co., Chicago, has issued a bulletin 
on its line of lift stackers and tele- 
scoping elevators. 


TAPE —Johns-Manville Dutch 
Brand Div., Chicago, has issued a 
12-page booklet describing and illus- 
trating how to choose the type of 
electrical tape for insulating and 
protective jobs in electrical con- 
struction, maintenance, and manu- 
facturing. It is titled “Tool Up 
With Tape.” 


WIRE ROPE—American Chain & 
Cable Co., Bridgeport, Conn., has 
issued a bulletin on its full line of 
“Tru-Loc” fittings and wire rope 
It contains data on con- 
struction features, applications, 
breaking strengths, and other in- 
formation for guidance of design 
engineers. The firm has also issued 
a bulletin covering more than 120 


assemblies. 





different types of wire ropes used 
in construction, conveyors, dredges, 
railroads, steel mills, etc. 


FILTERS—Torit Mfg. Co., St. 
Paul, has issued a 16-page catalog 
on its full line of cabinet cloth 
filter and cyclone separator type 
dust collectors. Included in the 
publication are reasons why dust 
collectors are important in industry, 
operating and construction features, 
accessories, optional equipment, etc. 


SHELVING—National Industrial 
Supplies Co., Dayton, O., has issued 
a 12-page catalog on its full line of 
fittings for making storage racks, 
railings, maintenance stands, and 
similar structures. 








PRECISION TWIST DRILL & MACHINE CO. 
CRYSTAL LAME, ML 
© WOOOSTOCE 51 PHONE CRYSTAL LAKE 2040 








Precision Catalog 
On Twist Drills 


Precision ‘I'wist Drill & Machine 
Co., Crystal Lake, IIl., has issued a 
new catalog on its straight shank 
twist drills and drill blanks. It in 
cludes information on HSS and 
carbon and aircraft extension drills, 
fractional size drills, etc. 


PIPE PUSHER—Mercury Hydrau 
lics Inc., Denver, has issued a folder 
illustrating and _ describing _ its 
“Speed-Thru” pipe pusher. Charac- 
teristics and suggested applications 
for the unit are listed 


SWEEPERS—Wayne Mfg. Co., 


Pomona, Calif., has issued a folder 


te. 


Piiche (e 


/REPEAT ORDERS 


492 MORGAN ST. 


PUT YOU AHEAD 
OF THE FIELD! 
PREMIUM QUALITY 


Because they are turned for greater preci- 
sion, Fischer brass and aluminum nuts offer 
your customers important savings in assem- 
bly operations. Each is countersunk on both 
sides ... tapped square with face to Class 2 
tolerances . .. burrless. That means faster 
starting . . . smoother, easier running... 
superior bearing surface . . . elimination 
of rejects. 


COMPETITIVE PRICES 


There’s no premium on Fischer precision 
... Fischer turned nuts cost no more than 
those produced by other, less accurate 
methods. 


PROMPT DELIVERY 


A complete range of standard 
types and sizes is maintained in 
stock, cutting delivery time to a 
minimum. 


Write today for Catalog No. 55 


SPECIAL MFG. CO. 


CINCINNATI 6, OHIO 
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Ch vast Preumatic 
and Hydnaubic Market 
anda qnowing Inend 
Toward Clutomation 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig- 
nificant facts for Industrial Distributors: 
1.) there are several million pieces of 
machinery presently using molded pack- 
ings—several million replacement sales 
for you. 2.) there is a growing trend to- 
ward automation—a growing replace- 
ment market for you. 

Conclusion: You should be stocking mold- 
ed packings for manufacturers who need 
o@ nearby source of supply! 


Here’s What Makes P allt. 


YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market: 1.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi- 
ness. 3.) the most competitive packing 
prices available. 

Conclusion: You should be stocking Pal- 
metto for rapid packing turnover at a 
higher unit profit rate! 

Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings, 
mail the coupon attached. 


Gentlemen: 

Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 
Name 





Company 
Address 
City 


GREENE, TWEED & CO. 








Zone____. State__ 





describing its models 605 and 606 
power sweepers. Full specifications 
are given for each unit. 


FASTENERS-—National Screw & 
Mfg. Co., Cleveland, has issued 
revised distributors’ discount sheets 
for its slotted wood screws and Phil 
lips’ recessed head machine screws 
and wood screws. 


WIRE CLOTH—Cambridge Wire 
Cloth Co., Cambridge, Md., has 
issued a folder on its line of indus 
trial wire cloth (20x250 mesh up 
to 4 in. openings). Folder features 
firm’s ordering and design facilities. 
Vise & Tool 
has issued a cata 
Adjustable 

Included 


LATHE-— Universal 
Co., Parma, Mich., 
log on its “Universal 
Precision Lathe Fixture.” 
are complete specifications 
prices. Five typical applications are 
pictured showing how this tool can 
be used engine lathes, turret 
lathes, grinders, and borematics. 


and 


on 


Burdsall & 
Port Ches 
issued a 


FASTENERS—Russell, 
Ward Bolt & Nut Co., 
ter, N. Y., has 
booklet on its line of high-strength 
bolts for steel structural work. Sec 
tions of the booklet give specifica 
tions, installation practices, calibra 
tion of impact wrenches, air 
ply and inspection techniques. 


20-page 


sup 


CONTROLS-—Bristol Co., Water 
Conn., has issued a bulletin 
covering its “Dynamaster” 
tronic potentiometer and bridge 


bury, 
elec 
recording and con 


struments for 


trolling. 


SAWS-Stanley Electric Tools, New 
Britain, Conn., has issued catalog 
sheets illustrating and describing 
features of its portable electric 
“Builders” saw. 


WELDING-— Eutectic Welding 
Alloys Corp., Flushing, N. Y., has 
issued a 140-page “data book’ fea 
turing welding procedures for every 
base metal. “How-to” information 
is given for fabrication, maintenance 
repair and salvage, overlaying for 
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Baldor 


GRINDERS 


GIVE vou 


EXTRA PROTECTION! Totally enclosed, 
splash- proof motors shut out dust, grit, metal 
particles. Can't clog—last years longer! 
LUBRICATED-FOR-LIFE, ball-bearing 
motors. Never need servicing! 
DYNAMICALLY BALANCED MOTORS! 
Smoother operation ... less vibration! 
COMPLETE LINE! Grinders for every 
need. 4% HP to 3 HP, 6” to 12” individually 
porate wheels. Bench and pedestal types 
GUARANTEED! An outstanding 
performance record for over 35 years 

It pays to handle famous Baldor Grinders! 
Lower priced . . . longer lasting! Write for 
Bulletin 321-M on complete line. 


BALDOR ELECTRIC CO. 


4364 Duncan Ave. « St. Lovis 10, Mo. 


AUTOMATIC EMERGENCY LIGHT 


Model 
2ATW 


It's the most COMPLETELY DEPENDABLE emer- 
gency light ever built! When regular lights 
fail... this new Big Beam turns on instantly 
— provides hours of illumination. The battery 
is charged to capacity af all times by an en- 
closed trickle charger. Your customers deserve 
Big Beam quality and dependability. 


‘2 7P 
LG /2 ?: SLA. 4 
| 
| moh ELECTRIC HAND LAMPS 
Model 166 
This sealed beam model is one 
of many types of Big Beam 
portable electric hand lamps 
used in thousands of plants 
afd warehouses throughout the 
country, Learn more about the 
complete Big Beam line. 
= Write for Literature Today 
In Canada: Bernard Marks & Co., Ltd. 
70 Claremont St., Toronto 3, Ontario 
U-C LITE MANUFACTURING CO. 


1032 West Hubbard S1., Chicago 272, Illinois 





! 














—_— CAP SCREWS 


WIND CUSTOM MERS seal 


= {pr yor 


“"LO-CARSS" for ordinary use 


The cap screw for use where mild steel satisfies the 

requirements of the job and special appearance is 

not required. Threads are accurate for perfect fit. FLAT HEAO 
Hexagon heads are clean cut, uniform and true CAP SCREWS 
for wrenching; machined chamfered points for 

easy assembly. 


“HI-CARBS" for strength 


These cap screws of high carbon steel are skillfully 

double heat treated in our own modern atmospheri- 

cally controlled furnaces to have maximum strength eee EAOLESS 
and toughness. The accurate threads, uniform and a 
true hexagon heads, and machined chamfered points 

make for perfect fit and easy assembly. 


Only Ferry Cap supplies three lines of hexa- 
gon head cap screws —“Lo-Carbs”, “Hi-Carbs”, 
“Shinyheads"’— for all needs. Carried in stock for 
prompt shipment. 


FERRY CAP Quality Bullids Distributor Repeat Business 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD . CLEVELAND 13, OHIO 
Piengere and necegrriaed opecalisle , cold upset screw products since 1907 


“SHINYLAND”" 
MILLEDO STUDS 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





ELONGATION 


Designers and production men are weil 

aware of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





~~ 


EATON MANUFACTURING COMPANY 
és) RELIANCE DIVISION 


OFFICES and PLANTS 550 Charles Ave., S.E., Massillon, Ohio 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. Lovis * San Francisco * Montreal 
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wear and corrosion resistance, and 
welding of dirty, rusted parts. The 
firm has also issued a 16-page pic- 
ture book of facts on its district 
engineer field service and its various 
welding processes. 


CARBIDES—Carboloy Dept., Gen- 
eral Electric Co., Detroit, has issued 
a technical report on applying 
cemented oxide tool materials. It 
covers the firm’s initial grade 0-30, 
describing tool holders required, 
metals machined to date, and tool- 
ing information. 


ROPE—John H. Graham & Co., 
New York, has made its “King Cot- 
ton” nylon braided line available in 
250-ft. packages. Line sizes being 
packaged in this way are numbers 
15, 19, 21, and 24. The firm states 
the cellophane-wrapped package is 
suitable for counter or bin display. 


FLOORS—Monroe Co., Cleveland, 
has issued a bulletin describing its 
“Swift Floor” floor repair and resur- 
facing material, which it claims will 
withstand 50,000 Ib. load capacities. 


ALUMINUM-Reynolds Metals 
Co., Louisville, Ky., has issued a 
technical handbook titled “Casting 
Aluminum,” which give informa 
tion on the important features of 
aluminum castings and the three 
most common casting methods 
(sand casting, permanent mold cast 
ing, and die casting). 


BEARINGS—McGill Mig. Co., 
Valparaiso, Ind., has isued a bulle 
tin giving data on sizes, capacities, 
and mounting details of its line 
of roller bearings. Items covered 
in 58-page book are series SR and 
SE “Multirol” bearings; series CF, 
SCF, and CYR “Camrol” bearings; 
and series MT, SG, and CT “Guid 
erol” bearings. Photographs and 
drawings illustrate items. 


PUMPS—Eco Engineering Co., 
Newark, N. J., has issued a bulletin 
on its “All-Chem” rotary displace 
ment pump line for corrosive and 
hazardous fluids. General descrip- 
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How to increase your SALES COVERAGE 


... with A. K. ALLEN Air Components 


Automation is increasing daily. So are 
sales of standard air-operated equip- 
ment. Get into the air components and 
devices business and get your share of 
these sales—and PROFITS! 


Here is what you get when you 
handle the A. K. ALLEN line of 
standard air controls: 


e A liberal margin of profit 

e High quality products, competitively 
priced 

@ Standard off-the-shelf items available 
from large factory stocks 

@ Shipments the day of receipt of order 
as only a small, reliable and efficient 
manufacturing organization can give 


| EXTRA PROFIT? 


FOR YOU 


selling low cost 
high production 
ANDERSON tools! 


IMPROVED HAND SCRAPER 


e A group of down-to-earth, lively and 
on-the-ball people to help you and 
make doing business a pleasure instead 
of a chore 


Don't buy standard air controls from 
another dealer...Get your own line at 
the full discount. 


For information on the complete 
““ALLENAIR” line of CYLINDERS, 
VALVES, CLAMPS and DIAL FEED 
TABLES drop a line to A. C. Kelly or 
use the coupon below. 


THE A. K. ALLEN CO. 
57 Meserole Ave., Brooklyn 22, N.Y. 





THE A. K. ALLEN CO. 1D-56 


57 Meserole Ave., Brooklyn 22, N. Y. 


My name Title 


Company 
Address 


Zone State 








PRECISION 
BALANCING WAYS 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 


) Grderson) 


they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 


scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


ANDERSON BROS. MFG. 


DEPT. A, ROCKFORD 


co. 
ILLINOIS 


Write today ... See 


how you can profit 
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tion of its design and applicability 
is followed by construction and 
performance data, dimensional data, 
and information on component 
materials, drives, and mounts. 


FLOORING COMPOUND-— 
Monroe Co., Cleveland, has issued 
a bulletin descriptive of its “Steel- 
Hard” granular plastic flooring com- 


pound. 








Morse Twist Drill 
Issues Carbide Catalog 


Morse Twist Drill & Machine 
Co., New Bedford, Mass., has issued 
a catalog covering its line of carbide 
Ihe 70-page publication 
illustrates and  tabulates drills, 
reamers, counterbores, cutters, end 
tools, and 


tools 


mills, miscellaneous 
single point tools. It is indexed by 
tool grouping and numerically. 


Metal Products, 
issued a_ brochure 
“Hold-Down” 
and applica 
methods of 


VISES—Illinois 
Chicago, has 

on its line of 

vises. Illustrations 
tion photos show 
saving time and increasing produc 
tion, says the firm. Set-up problems 
of milling and grinding non-ferrous 
metals are discussed. 


STRUCTURES-T. J. Cope, Inc., 
Philadelphia, has issued a catalog 
on its line of supporting structures 
for cable trough, instrument tubing 
trough, conduit, pipe, cables, etc. 
Various applications are pictured, 


| together with engineering drawings 





Sell PRODUCTION PROFITS 


in a Spray Can! 


potcheck INSPECTION KIT 


Now Available 


Here's exe sawple ad 


JUST SPRAY ON 


Spotcheck 


\ DYE\ PENETRANT INSPECTION 


to find 
CRACKS, SEAMS, 
POROSITY 


in any mechanical part! 


CONVENIENT, EASY TO USE 


Spotcheck with all materials in spray cans 


DOES THE JOB EASIER 


Detects cracks in tools, parts, machinery 


ENDS GUESSWORK ARGUMENTS 


Positively spots cracks, not scratches 


@ NO OTHER EQUIPMENT NEEDED 
Eliminates pumps, hoses, brushes, 
compressors 


@ PORTABLE — USE ANYWHERE 
Sensitive inspection in the plant or field 


COMPLETE SK-1 KIT 


Everything needed for complete dye penetrant inspec- 
tion included in handy, lightweight Fiberglass carrying 
cose. 2cans Penetrant, 2 cons Developer, 4 cans Cleaner. 


ONLY $35°° . 








* Plus handling and shipping charges of $1.00 





WRITE TODAY! 


=m=eaecnwnatawn 


for Distribution 
YOU QUALIFY... IF 


1. You distribute production maintenance 
equipment, OR... 


2. Industrial specialty items to any market. 


WE OFFER... 


1. A new, ever-expanding market, and 


2. A sales-tested, production-proven 
product, and 


3. Liberal discount arrangements, and 
4. Promotion by national advertising 


pilus... 
UNLIMITED OPPORTUNITY! 


Spotcheck is the most versatile testing kit on the market 
today. It can be uscd to detect cracks, seams, porosity 
in virtually every type of non-porous material including 
plastics and ceramics. And, it’s completely portable . 
all component materials are self-contained in pressurized 
spray cans for speedy use in testing parts, tools and 
machinery in the shop and in the field. 


AUTOMATIC REPEAT PROFITS! 


The many proven uses for Spotcheck in every industrial 

operation is your guarantee of healthy repeat business 

with every sale. Current distributors report that replace- 

ment material purchases— Penetrant, Developer and 

Cleaner—represent many times the amount of the initial 

sales. Capitalize on the trend to nondestructive testing 
. . stock and sell nationally-advertised Spotcheck. 


Indicate your qualifications, lines carried, areas covered, type of accounts 


serviced. We'll send you complete data on the BIG-PROFIT story for Spotcheck 
meseeuener: distributors. Our salesman will not call on you, write for this opportunity now! 


OF QUALITY IN 
NONDESTRUCTIVE 
TEST SYSTEMS Beyer 


MAGNAFLUX CORPORATION 
7330 W. Ainslie Avenue * Chicago 31, Illinois 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





Only Browning offers this profitable... 


COMPLETE 
POWER TRANSMISSION 
SERVICE 


BROWNING 
GRIPBELT BROWNING 


DRIVES ROLLER CHAIN 
DRIVES 


BROWNING 
POLY-V 


DRIVES BROWNING COUPLINGS 


RIGID 
CHAIN 


BROWNING 


All with PULLEYS 
Browning’s Malleable 
Split Taper Bushing 


As a Browning distributor, you can supply every power trans- 
mission requirement expertly, quickly and profitably. Right from your 
shelves you select equipment exactly suited to each customer's par- 
ticular need. Yet you need maintain only minimum stocks, because one 
simplified bushing system is utilized in Browning sheaves, sprockets, 
couplings and paper pulleys. They are simpler, more efficient, easier to 
install and maintain. Offer this standardized system to your customers, 
and share in the splendid profits now being enjoyed by those many 
distributors who handle Browning products. Write for Catalog GC101. 
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showing characteristics and speci- 
fications. 


VALVES-—Valvair Corp., Akron, 
O., has issued a bulletin on its line 
of “Speed King” pilot operated 
control valves. It includes tables 
covering types of service, pressure 
ranges, condensed specifications, 
and dimensions. 


DeWalt Brings Out 
New Display Sign 

DeWalt, Inc., Lancaster, Pa., has 
brought out a new neon sign for 
its franchised “Power Shop” deal- 
ers. Fifty-three inches in length, 
the sign is lettered and decorated 
in red, yellow, black. It is equipped 
with mounting brackets for use 
as a stand-up window or counter 
sign, and also with brass chain so 
that it can be hung from ceiling or 
beams in a display room or window. 


TRANSMISSION — Cleveland 
Worm & Gear Co., Cleveland, has 
issued a mailing piece on its speed 
variator for various industrial appli- 
cations. A labeled cutaway drawing 
shows its features, and is accom 
panied by a list of machine applica 


tions 


SHELVING—Frick-Gallagher Mfg. 
Co., Wellston, O., has issued a cata- 
log discussing its “Klip-Bilt” shelv- 
ing. It shows how the shelving may 
be erected quickly and easily, as well 
as containing a detailed survey of 
various models of open, closed, and 
ledge-type shelving. 


COLLETS-—Sutton Tool Co., Stur- 
gis, Mich., has issued a 4-page bul- 
letin on its line of collets for lathes, 





eee eee eee eee 


milling machines, and _ grinders. 
Listed for immediate shipment is 
an inventory of collets and feeders 
for the popular automatic bar ma 
chines and turret lathes. 


FASTENERS-—National Machine 
Products Co., Utica, Mich., has 
issued a 24-page “engineering data 
section” discussing the manufac 
ture and proper installation of its 
standard and special “12 Pointer” 
and hexagon nuts. A guide chart 
for calculating wrench torques is 


(mot roar 


you sHoutp stock VICTOR 
“Moly”” High Speed Steel Blades 


~~. 


included. 





Moly’ Blades 


tor y 


FANS—American Blower Corp., Mol Blades 
Detroit, has issued a 36-page catalog J 

on its “series 203” axial fans for es ee 
ventilation, process air supply, and sue in ede 
process air recirculation. The pub Beer trie ee 
lication describes and_ illustrates 
tubeaxial and vaneaxial flow prin 
ciples, design and construction fea- 
tures, and applications. Dimension 
data is given. 


i 


ROLLS—Industrial Roll Div. 
Rodney Hunt Machine Co., Orange, 
Mass., has issued an “engineering 
report” providing data on the rela 
tionship between softness of the rub 
ber covering on rolls, nip width, 
and unit pressure at the center of 
the nip. Publication is illustrated 


Moly” Blades 


assure high speed 
with graphs. cutting peliiannes 


second to none 


VICTOR sch Sree 


e 
ictor was the first to successfully use 


molybdenum te make “Moly” High Speed Steel 
blades that would be tough, carry the load, retain 
sharpness and embody all the other high qualities 
and properties of high speed steel blades at a sub- 
stantial saving in cost. 

“Moly” is only one part of the complete line 
of Victor Hand and Power Hacksaws, Metal and 
Wood Cutting Band Saws and Hacksaw Frames 
— the line that assures you new profit peaks! 


FREE Ask your Victor salesman for a supply of @® 1893 


NEW Metal Cutting Booklets and Wall Charts. 


| erty, mies pee are om 
PDQ Tool Book seas keane was VICTOR 


Shows Quick Changers SAW WORKS, INC. « Middletown, N. Y., U. S. A. 


Portage Double Quick Tool Co., MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES 
AND METAL AND WOOD CUTTING BAND SAW BLADES 


Akron, O., has issued a catalog list 
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Sead Us Specifications or Samples for Prices! 


EXCELSIOR LEA 








stockroom 
for 


stainless IN=- 
fastenings gA~ = 


Write, wire, or phone for your 


copy of the new STAR catalog. 


FX STAR STAINLESS SCREW CO. 
645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4-2300 

(hm Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia: ENterprise 6231 

MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open 


THER WASHER MFG. CO 





Have your pick of 7,000—that's 
‘ — “seven thousand’’—sizes. 
RIGHT OFF THE SHELF! And 
that’s not all. We can give you 
s ly service on “™ jals,” 
(© too. “Don’t” turn down your 
customers’ inquiries on special 
items. Turn them over to ws. 
if it’s stainless, we can moke 
» it. We mill, drili, grind, top 
slot, thread, head, stamp and 
> bend. We'll get off to a quick 
start from ei a blueprint or 

> sample. 


P stock or SPECIAL . . . LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 

, SHELF TO YOU: 


STAINLESS STEEL 
> © Bolts and Cap Screws 
® Socket, Set and Cap 
@ Nuts, Washers 
© Sheet Metal Screws 
@ Wood Screws 
© Pipe Fittings 
@ Machine Screws 


D 


wily 


Aa A 
,_@ ee 
3 Stainless 

" Stan soys: 

e “Star Stainless 


screws have 
CLEAN 


BRIGHT-AND- 
SHINY HEADS” 


Inquiries Invited 


| 





ing its line of “quick change” tools 
and adapters. ‘Typical tool applica- 
tions are shown for horizontal bor- 
ing, drilling, and milling machines, 
turret lathes, vertical mills, and 
small mills. Cutaway view illus- 
trates design features of tools. 


COATINGS—Atlas Mineral 
Products Co., Merztown, Pa. has 
issued a bulletin giving data on its 
full line of corrosion proof construc- 
tion materials—including protective 
coatings. Chemical and _ physical 
data are given. 


CONTROLS—Fielden Instrument 
Div., Robertshaw-Fulton Controls 
Co., Philadelphia, has issued a folder 
containing descriptions and sche- 
matic drawings of four applications 
of its DC amplifying instrument, a 
device for industrial and laboratory 
direct current measuring problems. 


FASTENERS—Albany Products 
Co., Norwalk, Conn., has issued a 
28-page pocket-size catalog describ- 
standard fasteners fabricated 
from stainless steel. Bolts, nuts, 
rivets, screws, etc. are covered. 


y 
ing 


MOTORS—U. S. Electrical Motors, 
Los Angeles, has issued a 
brochure containing _ illustrations 
and technical drawings depicting 
features and applications of various 
vertical turbine pump 


Inc., 


types of 
motors. 


CARBIDES-—Star Cutter Co., 
Farmington, Mich., has issued a 
four-page catalog describing its new 
“Starbore” carbide drills. The cata 
log gives application information, 
iccuracy, life, coolant, machine tocl 
and power requirements, etc. 





PUTTING VOLCANOES 
TO WORK 


The possibility of using volcanic 
steam for generating electricity is 
under investigation in East Africa, ac- 
cording to Electrical World, McGraw- 
Hill publication. New Zealand already 
is using volcanic steam extensively to 
generate power 
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TAPER TAPPED — all pipe threads ta- 
pered to ensure leak-proof joints in every 





ALL CAPITOL FITTINGS MEET FEDERAL 

1FI _ , 
SRR ONS SEAMLESS AND FORGED 
STEEL HEX BUSHINGS 
Sizes: 4" x Vs 
through 2” x 11/2 





FORGED STEEL 


ai hence SOLID SQUARE ; 
HEAD PLUGS ~—" SEAMLESS 
: AND FORGED 
STEEL CAPS 





oO. 


Your Capitol + | Giuntniet a : 1} 
wholesaler | | — | | | eA. 


also stocks a WELL SUPPLIES CAPadapters REDUCING INSULATING 


COUPLINGS NIPPLES COUPLINGS UNIONS 


and Forged Stee! High Pressure Fittings 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 

















is your best 
stockroom 


By always having Arro 

Anchoring and Drilling Devices 
on hand, your nearest industrial 
supplier, wholesale hardware, or 
electrical supply house can enable 
ran 7 Cine prececine Se Soe : 
eeping your inventory costs down. 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


ARROFLUTE 


* 


fag t oie be le de be be 
ted LT td en 


REW EXPANSI 


E EXPAN 


~iviiitwem 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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Operations Ideas — 
Can You Use Any? 





Wire Baskets 
Removable Type 
Collator 
Office Equipment 
Steel Floor Armor 


Dock Boards 


Wire Baskets 


Flexible storage can be achieved 
with the use of wire baskets just 
added to the line of a parts handling 
equipment manufacturer. A num 
ber of standard sizes are offered, 
ranging from 18 by 10 by 3 in., to 
24 by 14 by 12 in. Special baskets 
and inserts can be made to fit in 
dividual requirements. The baskets 
are welded on special machines 
equipped with automatic controls 
Kither nesting or stacking designs 
are available with fixed or movable 


handles 


Removable Type 


If you have any call for special 
typewriter type characters, such as 
engineering and mathematical sym 
bols you can do it with a new type 
writer just put into production by 
a large manufacturer of office ma 
chinery and equipment. All cur 
rent and old models of this manu 
facturer’s standards and electrics can 





NEW TOOL with 1001 USES.... 
and even more PROSPECTIVE USERS 
CUAL 

power hammer 


» Ingersoll- -Rand ¥W 


uses 
sian MARKET WANTS A LIGHTER—MORE POWERFUL HAMMER! 


CAULKS You can now sell more power per pound—more jobs per man 
CHANNELS —more jobs per day to your customers. 


CHIPS 
CHISELS INTRODUCED BY A FAMOUS NAME IN POWER TOOLS! 


CLEANS Ingersoll-Rand, famous pioneer of rock drilling equipment and 
cuts IMPACTOOLS, stands behind this NEW electric Power 
DEFOULS Hammer. 

DIGS 

aol REPEAT SALES OF TOOL ACCESSORIES! 


GOUGES The 1001 tough jobs this tool will do... means steady repeat 
PEELS accessory business for you. 

PEENS 

PIERCES ATTRACTIVE DISTRIBUTOR SETUP! 


POINTS Don’t miss out on this new tool. Get all the details immediately 
RIVETS on the sales aids and advertising 
ROUGHS for the NEW Ingersoll-Rand elec- 


ROUTS tric POWER Hammer. 
SCALES 


SHAPES Sell the tool that is backed by the 


SLOTS most dependable name in power 
VIBRATES tools. 


Sie Ingerso ‘soll-Rand 


other jobs! 
11 Broadway, New York 4, N. Y. 
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FOR EVERY HARDWARE NEED 


Proof Coll Chain © BBB Coll Chain @ Steel Loading Chain 
© Hi-Test Chain @ Log Chains @ Cow Ties @ Harness 
Chains © Weldless Coll Chain (Double Loop) @ Tie Out 
Chains®@ Halter and 


Chains® Wagon Chains® 
Pump Chain @ Liberty 
Coll Chain @ Machine 
Chain @ Passing Link 
Chain @ Sling Chains © 
Repair Chain @ Trace 
Chains @ Chain Hooks 
@ Repair Links @ Porch 
Swing Chains @ Lock- 
Link Pattern Chain. 


—on display stands, in 
re-usable plywood drums 
or metal WESCO Pail- 


Paks. 


WESTERN CHAIN COMPANY i 


181° 


BELMONT AVENUE . 


CHICAGO 13, ILLINOIS 











FLEXIBLE SHAFT MACHINES and their 
featherweight and handy, easily controlled hand- 
pieces (pencil size or larger) make friends and 
influence orders. Unhamperéd by bulk and weight, 
the operator produces more and better work be- 
cause FATIGUE IS NOT A FACTOR. More and more 


Sell a Tool 


Operators ENJOY - Using 
Up Goes Production 


ple)’ 1, Mico ee) ys. 
n “SMALL-WORK” Grinding 
and Finishing Jobs! 


For details of our outstanding 
distributor set-up write for 


Catalog No. N31E 


Many of YOUR customers can 
PROFITABLY USE Foredoms. POW- 
ERFUL ADVERTISING in leading 
industria! publications BUILDS 
ACCEPTANCE for our product now 
in its 34th Year. For a surprisingly 
LOW INVESTMENT (less than $100) 
you can give effective representa- 
tion to this fast-paced line. Foredom 
prices are scaled for competition 
and YOUR PROFIT. 


REPEAT BUSINESS ON ACCESSORIES! 
Here are just a few of the many accessories listed 
in our catalog to make your sales of Foredoms 
BUILD PROFITS. 


QNEAGW ELECTRIC COMPANY 


TN Lae etme NSIE | 


NEW YORK 7; N.Y 
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now be re-equipped with special 
type-bars to receive the new inter- 
changeable type faces. Designed to 
meet a long-felt need for truly ver- 
satile office typewriters, the new in 
terchangeable type allows one ma- 
chine to do the work of several. ‘The 
switch from straight correspondence 
to technical reports using special 
type symbols can be accomplished 
on the spot. In making type changes, 
the typist never touches the type 
with her fingers, or removes work 
| from the machine. Using a simple 
| pair of tweezers, she removes the old 
type block, selects a new one and 





| snaps it into place. The secret is a 
tiny spring retainer clip on each 

| type block which snaps onto the 

| type-bar. Once in place, the char 
acter is as firmly fixed and perfectly 
aligned as ordinary type. 


| 


| Collator 


Ihe job of collating reproduced 
for brochures, cat 
can be speeded up with 

any of a new line of electric-powered 
| collaters just put into production by 
| one manufacturer. The line con- 

sists of 8-, 10-, and 16-sheet floor 
20- and 32-sheet tandem 


| material (pages) 


alogs, etc.., 


models and 





insert shelf support bracket 
..no fumbling with studs, bolts, 


Tilt shelf into support bracket 
..and shelf is ready for loading. 


*Each individual unit is com- 
plete in itself. . no part depends 
on unit next to it..any unit or 
shelf can be moved independently. 


nuts or lock washers. 


NOBODY...NOWHERE 


F —— 


* UNITIZED fleci 


STEEL SHELVING 


most simple, most adjustable, most rapidly 
assembled line of steel shelving on the market! 


And besides—Borroughs Shelving is a sturdy, quality product, built to last. There are no studs, 
springs or other interlocking gadgets. Except for the top shelf (2 bolts and 2 nuts), no other 
bolts or nuts are required for shelves. You need no special tools for assembly .. only a few turns 
of a screwdriver. Read the 3 features illustrated at the top of this advertisement again. Could 
you ask for more efficiency in steel shelving? The Borroughs post is more than an angle.. it is a 
heavy rolled shape that gives extra strength. The Borroughs one-piece closed sides save erection 
time—only one piece to handle. Yes, nobody—nowhere—offers greater shelving value than 
Borroughs. Investigate, man, investigate. 


Borroughs closed type shelving installation 
at the Upjohn Company, Dallas, Texas. 


Installation of Borroughs open type shelv- 
ing at the H. & S. Pogue Company depart- 
ment store, Cincinnati, Ohio. 


send for 32-page catalog 


This illustrative catalog describes Borroughs’ 


Efficient shelving arrangement for stock 
storage is shown in this Borroughs instal- 
lation at the S. S$. Kresge Co. retail store, 
Midland, Michigan. 


Installation of Borroughs open and closed 
steel shelving at Hoover Company, Canton, 
Ohio, showing wide shelf spacing for stor- 
age of large items. 


many exclusive construction and installa- 
tion features, and also illustrates 24 of its 
mony different units. Send for your copy 
today. 


A SUBSIDIARY OF THE AMERICAN 


3024 NORTH BURDICK @}] 


MANUFACTURING COMPANY 


METAL PR DUCTS ¢ 


KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey 


Monvfacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


— sai 


always measure up! 


Product, Promotion, Policy .. . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
t is the result of Brighton’s fair 
play policy . , . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


—_—.. aaa 
=. — | 


THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 Reading Road 


Cincinnati 2, Ohio 
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models featuring five highlights— 
foot button initiating smooth feed 
ing; speed load control that permits 
fast, easy loading; a re-designed bin 
assembly which allows 70% greater 
paper capacity per bin; rotating 
feed-fingers for more positive opera 
tion and extra paper capacity per 
bin; and new design giving each 
unit a smart, distinct appearance. 


Office Equipment 


In offering its expanded line con- 
sisting of lockers, storage cabinets, 
steel shelving, work benches and of 
fice furniture, the manufacturer has 
just published a colorful new cat 
ilog featuring amusing cartoons in 
addition to product illustrations and 


prices 


Steel Floor Armor 


Increase the life of your ware- 
house floors, ramps, docks, aisles, 
etc. with heavy duty floor armor, 
says a manufacturer of such mate 





THE 3 “THREES” OF SALES CONTROL 


3 methods of 
measuring 
performance 


3 types of 
sales control 


3 ways to increase 
profitable sales 


1. By obtaining new 1. By salesman and 
customers territory versus year quota 
2. By awakening dormant 2. By prospect 
accounts to action 

3. By customer quota 
3. By increasing business 


from active customers 3. Loss or gain 


THE JUGGLER IN THE 


Are you doing a controlled performance like this? You must 
be if you're a SALES MANAGER! These 3 balls represent 
“The 3 Threes of Sales Control” — 3 ways to increase profit 
able sales; 3 types of sales control for profit; and 3 methods 
of measuring sales performance for profit! Every SALES 
MANAGER has to face up to controlling these — keeping 
them well in hand! 

Would you like to check on how you rate? Here's a simple 
test that will give you a pretty good idea. ( Naturally, every 
thing depends on the degree and quality of your Sales 
CONTROL system — so try this test.) 

Does your present system give you at a glance — at all 
times —the answers to all six of the following questions 
1) Who are your customers and prospects in each salesman’s 
territory? 

2) Date of last call and date of last sale on each account? 
3) Lines selling well and those showing weakness? 


4) Approximate total annual requirements of each account? 


1. Accumulated sale 


2. Accumulated sal 
versus accumulated 


AN. 


¥ 


GRAY FLANNEL SUIT 


5) Percentage of these total requirements you're getting t 
date? 

6) Percentage of the year's quota each of your salesmen has 
sold to each of his accounts? 

If you don’t have these answers and others, constantly avail 
able in complete, effective, graphic form for the close daily 
control which means increased and profitable sales, send to 
day for illustrated booklet 
Visible Sales Control works... how simple and easy it is to 


. showing in detail how Kardex 


use... how hundreds of accounts can be reviewed in a few 
minutes 

Write Remington Rand, Room 1563, 315 Fourth Avenue 
New York 10. Ask for KD524 —“How To Increase Profit 
able Sales 


\IVISION OF 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





advertising pre-selis 


Over 3% million readers of 
national consumer and trade 
publications are being told the 
Channellock plier story every 
month. Another good reason 
why you'll find it profitable to 
put Channellock pliers up front 
for your customers to see . 
try ... and buy. 


For a longer profit per sale SELL QUALITY 


TMid 


SELL THE COMPLETE CHANNELLOCK LINE 


CHAMPION D&ARMENT TOOL COMPANY 


254 


| rial. An illustrated booklet describ 
ing the uses of his armor shows both 
| the application and _ installation 
| through a number of simplified il 
| lustrations and engineering data. In- 


mining the size which should be 
used for each specific installation. 
The pamphlet is free. 


Dock Boards 


Light weight magnesium truck | 


dock boards are now available for 


shipment from stock in lengths | 


from 30 to 72 in., in widths of 36, 
42, 48 and 60 in., and from 1,000 
to 2,000 Ib. axle load capacity, ac 
cording to the manufacturer who 
has just expanded his line. Of all 
magnesium construction, the boards 
combine bridge-design strength with 
extreme lightness for one-man han 
dling. Boards are 
height differences between truck 
and dock level and can be reversed 
when truck bed is lower than dock 
Patented automatic drop-lock to 
anchor board in place and prevent 
slipping is an exclusive feature. 





For information on where to 
obtain these items, write “( )per 
ation Ideas”, INpusrriaL Drs 
rRIBUTION, 330 W. 42 St., New 
York 36, N. Y. 
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_ cluded are complete detailed speci- | 
fications and instructions for deter- | 


crowned for | 


MODEL 104. Cork lined protective drawers. . . 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18’ 
scale. 1934" long, 1334" high, 834° deep. 
MODEL 105. A “king-size” chest for tools up 
to 24°. 9 drawers. Size 2614°x144"x12\". 
By the Makers of HUOT DRILL INDEX 


HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Minn 





Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering paste made. 





Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 
Call Your Distributor 
or Write to & 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
® Sold thru Distributors 
® Send for Catalog 
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SIMONDS 


ABRASIVE CO. 





GRINDING 
WHEELS... 





for better grinding 








POLYSTYRENE 


injection molded plastic moa 






TRUFIT 
\ co resin-impregnated 
. terial replac ng conventional 


fiber sleeve in the center 
lead bushing, chiefly for tool room 








\ + 
\ at . hole rincipally for resin 
o* ” P , 7 wheels such aos 7 x i wn 
oid bonded wheels for , 
ioe _ ” portable grinders 
2 att 
Bs hae! 
. 
2% 
’ 
> 
sm G- ; 
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a 
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& “+.” 
es) | 
re 
RED STREAK FLANGES 
built-in circular steel flanges 
at the center hole. For resingid 
[ : , ‘ bonded snagging wheels with 6 
; he a) 10” gnd 12” hole sizes 
. 
By 4 : 
a KARVIT 
STEEL INSERTS it Sa. o hard, non-metallic mate 
threaded or pia ¥ rial with @ smooth surface, re 
, plain 
¢ al le ee ee | 
in sizes to Tif all portable éa 
grinders including principally for precision grinding 
«~ = ay 
straight wheels, cup wheels 


wheels and cones 





Better, more economical grinding for your customers—and bigger, more regular grinding wheel 
sales for you. Simonds literally “‘centers’’ on this with these new bushings for better spindle fit— 
better balance—truer running—less machine wear—and better production. 

Advertised in leading industrial publications. 


YOUR SIMONDS 


CALL - vistrisutor 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37,PA. © } 


Branch Warehouses: Boston, Detroit, Chicege, Portland, San Francisco. Distributors in Principal Cities / LOCAL STOCK 


Division of Simonds Saw end Stee! Co., Fitchburg, Mess. FAST SERVICE 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 





FROM THE 


oo FILES 


25 YEARS AGO 


Industry leaders were stepping up 
the campaign for the Joint Mer- 
chandising Plan to advertise na 
tionally. Said W. C. Hunter, 
Ross-W illoughby Co., Columbus, 
Ohio: “It is beyond my reasoning 
power to comprehend the attitude 
of the distributor who will not 
subscribe to this work.” So far, 
200 distributors and manufac 
turers had signed up. 





One distributor who analyzed his 
sales found that 82.9% of his vol 
ume came from small and me 
dium sized plants that represented 
only 57% of the potential in the 
territory. 


“If our manufacturing friends in 
the tap, die and drill business will 
stop taking the profit away from 
the mill supply distributor by 
printing price sheets that allow 
him a gross profit of only 5 to 
15%, I think they will receive 
more enthusiastic support,” said 
\. W. Clarendon, Hand Hard 
ware Co. Elizabeth, N. J. 


Maddock & Co., Philadelphia, 
started a campaign to get back 
the small accounts ignored by 
salesmen by stressing counter and 
telephone sales. 


Klinger-Dills Co., Dayton, Ohio, 
took on the Lunkenheimer and 
Cleveland Tramrail lines. 


Charles E. Curtis became president 
of Western Iron Stores Co., Mil 
waukee. 


Govkam TOOL COMPANY 


| © “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 





Chattanooga Belting & Supply Co. 
distributed “crying towels” in the 
form of a square of absorbent 
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OIC Distributors! (rr yen tein eee now! 











Fig. 1229 


Galling with the hardest valve wedges you can buy 


Highly resistant to erosion and corrosion 


Here's a wedge as hard as flint... so 
hard that it’s undamaged by pipe cut- 
tings, scale or grit. It’s the only trim 
we know of which will successfully 


withstand the simultaneous attack of 
the three valve-destroying agents— 
corrosion, erosion, galling. This 
wedge is 13% chrome stainless steel 


hardened up to 1000 Brinell. 
A LV r q FORGED & CAST STEEL, LUBRICATED Specify the OIC 1221 gate or 1621 
PLUG, BRONZE & IRON VALVES globe where you need the extra 
rugged nature of forged steel. They 
are recommended for steam service 
up to 800°F...oil service upto 1000° F. 
Or, use these same valves for hydraulic 
service up to 2000 Ibs. 
Write for Form 195 for specifica- 
tions on the OIC forged steel line. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 
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nylo-fast 


ALL-NYLON FASTENINGS 


IN STOCK 
CORRS 

Ay yy, 

~ 


FAST 
SERVICE 
ON SPECIALS 


- 
= 
S$ 
iS ay WRITE 
T/ PROW FOR FREE 


CATALOG 


Anti-Corrosive Metal Products Co., Inc. 


ASTLETON-ON-HUDSON, N.Y 





>, ""WIRECO” & Brawn Stand 


wire rope gives you 


MORE WIRE ROPE PROFITS! 


and here’s why 


Wireco builds sales and satisfies customers through: 

4. 22 Warehouse Stocks 

2. Factory Sales Support 5. Competitive Prices 

3. Unsurpassed Quality 6. Full Profit Margins 
GOOD TERRITORIES STILL OPEN! 


1. Prompt Delivery 


WRITE NOW! for complete information 


Gentlemen: 


CJ Please send your catalogs 
[] Please send factory representative 


NAME 





FIRM 





ADDRESS 





—e 





WIRE ROPE CORPORATION OF AMERICA 


JOSEPH — MISSOURI 
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25 Years Ago (Cont’d.) 





paper for the benefit of visitors 
who talked about business con- 


ditions. 


Turner Supply Co., Mobile, Ala., 
was celebrating its 25th year in 


business. 


Warren & Bailey Co., Los Angeles, 
moved to a new building at 350 
South Anderson St. 


Ohio Brass Co. bought the line 
material division of General Elec- 
tric Co. 


G. H. Bancroft, general purchasing 
agent for Willys-Overland Co., 
said his firm had changed from 
direct buying to industrial dis 
tributors because of the business 
recession. This reduced both in- 
ventory risk and the cost of carry 
ing stock, he explained: “Take 
nails for example. We formerly 
carried a large stock, but now we 
place our orders twice a week with 
local distributors who maintain 
a stock suitable for our needs, and 
we are ahead of the game.” 


10 YEARS AGO 


\ sure sign that the war was over— 
distributors were beginning to 
complain about price cutting, and 
INDUSTRIAL DISTRIBUTION ran an 
editorial deploring the practice. 


Recruiting and training salesmen 
was a major postwar problem, and 
distributors gave it top priority. 
Hajoca Corp., Philadelphia, was 
contacting deans of engineering 
colleges as part of a program for 
greater stress on educational back 
ground of recruits. Bronx Hard 
ware & Supply Co., New York 
City, and Detroit Ball Bearing 
Corp., Detroit, had installed for- 
mal job analysis and screening 
procedures 


Sales volume for all distributors was 
heading upward again after a De 
cember low, but still hadn't 





ws easier to SELL 


CAPEWELL tools are fop quality, made by a company with 75 
years of metalworking experience. 
CAPEWELL products are pre-sold through a consistent national 
advertising program in the leading trade magazines. 
CAPEWELL provides you with tested sales aids to stimulate your 
Visit the sales force. 
CAPEWELL BOOTH . CAPEWELL Sales Engineers all over the country are actively work- 
NO. 412 ing in your behalf. 
Trinle Industria . - . . , . 
wwe ne . CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


CAPEWELL's liberal freight allowance policy means profits to you. 


PIPE FITTERS 
HAND TOOLS 


GROUND FLAT 
TOOL STEEL 


Envelope stuffers to include 

in your own direct mail pro- 
“ gram. They're specifically 
t. designed to boost sales. 


“How To Use” booklets that Advertising reprints to re- 
graphically illustrate the mind your customers that 
ways to get the most out of they're buying nationally 
CAPEWELL products. ' recognized quolity. 


The CAPEWELL Pocket Sow 
Selector tells the complete 
saw story ... carry it in 
your pocket. 


THE CAPEWELL MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT 


CAPEWELL products are sold only through distributors 


Microloy® Ground Fiat Tool CAPEWELL Shop Caps with 
Steel combination Wall Chart distributor imprint. 
or File Folder. 
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IT PAYS TO 
PUSH THE 
QUALITY 
LINE 





ee. No. 60 BCD Concentric Ring Burner 
3 burners with separate controls. 


YOUR INDUSTRIAL PROSPECTS 
© 
KNOW THE LINE 


They know they can count on quality 
construction, efficient and economical 
operation. Johnson has led the gas equip- 
ment field for over 55 years. Johnson's 
good reputation and national advertising 
mean you have less of a selling job to do. 
They help you close the sale faster. That's 
why it’s good business for you to push 

the Johnson line. More sales, more profit 
for you. Guaranteed satisfaction for 
your customers. 


4 
7 
7 


~ 
~ 
~ 


<No. 142 Heat Treating 
Furnace 


Heats fast to save time 


ee 


/ 
‘\ 


No. 120 Hi-Speed Furnace > 


1500° F. in 5 minutes. 


<*No. 118 Combination Bench Furnace 


Ideal for all around shop use. 


No. 101 Bench Furnace > 


Heats to 1800° F. 
without blower. 


No. 1202 Blower > 


13 CFM at 6.5” 
w.¢. pressure. 


< No. 706 Annealing Furnace 
Temperatures of 400° to 1800° F, 


ve ype 


WRITE TODAY FOR THE NEW 
JOHNSON CATALOG with 


specifications and prices 
on the complete 


Johnson line. 


If it burns gas () look to Johnson .. . since 190] 


JOHNSON GAS APPLIANCE CO., 588 E Avenue NW, Cedar Rapids, lowa 


260 
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10 Years Ago (Cont'd) 





reached the peak wartime levels 
of early 1945. 


lhe du Pont Co. completed plans 
for a $75-100 million expansion 
program. 


OPA dropped price control on sev- 
eral heavy equipment and ma- 
chinery lines as an “experiment.” 


D. Gordon Rupe took over as pres- 
ident of Briggs‘Weaver Machin- 
ery Co., Dallas, following sales of 
the Dale family interest in the 
firm to Dallas Rupe & Son. 


Howard J. Behn and three associates 
purchased the supply division of 
Hunter & Havens, Bridgeport, 
Conn., and renamed it H. J. 
Behn & Co. 


Penn General Supply Co., Pitts- 
burgh, moved into a newly ac- 
quired seven-story building on 
Wood St. 


Andrew G. Carey and Thomas 
Rudel organized Rudel-Carey, 
Inc., in New York City. 


[his complaint from a distributor 
was typical of many that were 
breaking into print on the subject 
of manufacturer-distributor rela- 
tions: “The standard policy of 
some manufacturers now is to 
keep appointing distributors in 
the hopes that they will finally 
find a good one. All former un- 
successful distributors are kept 
and have the price to chisel into 
the market so that the line isn’t 
worth anything to anybody.” 


lools & Supplies, Inc., St. Louis, 
held a sales meeting with Disston 
executives J. F. Wilkinson and 
R. O. Lundberg. 


Franklin Supply Co., Providence, 
R. I., took on the Morse Twist 
Drill & Machine line. 





10 Years Ago (Cont'd) 





F. B. Kaufman was made president 
of Hibbard, Spencer, Bartlett & 
Co., Chicago. 


R. C. Neal Co. was using an elab 
orate segment chart as part of its 
sales promotion program to show 
which salesmen would push cer 
tain lines at designated times dur 
ing a two-year period. 





The Buyer Looks 
at Business 








Composite opinion of purchas- 
ing agents who comprise the 
N.A.P.A. Business Survey Committee 


Production Stable 

‘The stability of general business, 
at a high level for the past three 
months, continued to hold that even 
pace in the March survey of pur- 
chasing executives. On production, 
the reports show 33% having in- 
creased output, 1% greater than 
last month, while 57% report pro- 
duction the same, which is also 1% 
higher than February. A produc- 
tion decline is shown by 10%, 
against 12% a month ago. A similar 
pattern is shown for new orders, 
with 33% reporting better order 
positions, 50% the same, and 17% 
receiving less volume. This com- 
pares with 30%, 52% and 18%, 
respectively, in February. 

The reports indicate an accelera- 
tion in the upward trend in indus- 
trial materials prices, with ferrous 
and nonferrous metals leading the 
way. The slight increase in em 
ployment is expected to improve 
further with the arrival of Spring; 
and the shortage of skilled workers 
will persist, say the committee mem- 
bers. Inventories are up slightly, 
while little change is reported in 
buying policy. 

Of those who answered a special 


Hammerlok 


COUPLING LINK 
Greatest Chain Development of the Day! 


A typical Herc-Alloy 
chain assembly made 
up with Hammerlok 
coupling links. 


@ NO PEENING—The Hom- 
merlok link is securely locked 
by the hardened steel pin 
which bites deeply into the 
tubular stud. The soning 
arrangement is hidden on 
inaccessible. 


@ SIMPLE ASSEMBLY —Ex- 
pert help is unnecessory. This 
link con be properly assem- 
bled by anyone who con 
drive a nail. 


NOW your customers can make up their own Herc-Alloy 
chain assemblies... quickly, simply, safely... with all 
components supplied by you. 


A WONDERFUL NEW SOURCE OF REVENUE FOR DISTRIBUTORS 


No longer do your customers have to wait for custom made (or re- 
paired) alloy chain assemblies to reach them direct from the factory. 
Now they can make up their own assemblies with Herc-Alloy chain, 
Herc-Alloy attachments and Hammerlok coupling links furnished by 
you. Or, if your customers prefer, you can make up the assemblies 
(repairs included) yourself in a jiffy. No special tools or skill are re- 
quired. Hammerlok links save valuable time for your customers and 
opens up a new source of revenue for you. 





rie.) 
AN V2 vite 





Made by the makers of HERC-ALLOY the original alloy steel chain 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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We have a 


marker for 


your every 


= 
~- 
-_ 
— 
= 
a 


thing thet 
moves must 
be marked and to- 
day more than ever, 
correct and dependable 
identification is vital to all 
industries. 


For over a hundred years Old 
Faithful and American Markers 
have been produced for every 
industrial process end pur- 
pose— special croyons that 
are engineered for the job 
—that work hand-in-hand 
with employees to do fas- 

ter and better work. 


Stock and sell the 

markers your custo- 

mers ask for, Ameri- 

con and Old Faithful 

—the only depend- 

able line all from 
one source! 


Old Faithtul’s repu- 
tation means more 
repeot and tie-in 
sales for youl Write 
for more informo- 
tron and complete 
cotolog. Dept. Mi- 
80 


‘ THE AMERICAN CRAYON COMPANY 
SANDUSKY. OHIO NEW YORK 


7 








survey question, concerning the 
projected demand for consumer 
durables, 54% thought the demand 
was holding its own; 37%, saw it 
slipping, and 9% said this demand 
is improving. The consensus was 
that credit obligations incurred 
during last year’s record sales would 
act as a deterrent to further exten- 
sions of individual debt at this time. 
However, many who reported expect 
increased buying of consumer du 
rable goods in the third and fourth 
quarters. 

The previous month's 
from committee members who saw 


reports 


| no relief from current high prices, 
| might also well have read, 
| lief from probable higher prices.” 

In March, the number listing price | 


“no re- 


advances increased 10% 68%, 

from February's 58%. Price de- 

creases were reported by only 1%, 

compared with 3 

31% indicated prices the same as 
February. 


Inventories Up Slightly 
In March, 


higher, against 30% in February. 
They attribute this largely to the 
good production rates of suppliers, 


| and a build-up of steel items against | 
| price increases or labor difficulties. | 


No change is reported by 57%, 
compared with 55% a month ago, 
and 11% report lower stocks, com- 
pared with 15% last month. 


Employment Steady 

The number of people on the 
pay rolls of the reporting commit- 
tee members remains substantially 
the same. There were 66%, com- 
pared with 71% in February, who 
said employment figures are un 
changed; a slight increase, from 
20% to 23%, among those who 
saw some improvement; 11% re 
ported a decline in employment, 
against 9% last month, with many 
of them optimistic about an up- 
turn with better weather and set 
tlement of local strikes. 


MRO Buying 30 and Over 
There are very slight changes in 
forward purchasing plans shown in 
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% last month, and | 


32% of the com- 


mittee members report inventories | 





uckeye 


r 
WATE), 
BRONZE BUSHINGS 


ol 6 Be 4 cerele),’ 


BEARIN ALLOYS 


LUBRICO-HILEAD 


‘Senvin 


STANDARD B 


OG ISSUED 


Buckie 
BRASS-& MFG. CO 


at 


NEW 
PROFIT 
PACK 


Nationally 
Advertised 


MAK-A-KEY 
THE PACKAGED KEY STOCK 


Sell steel key stock the new, 
profitable way — packaged in 6 
most commonly used sizes for 
industrial use. Cold finished 
steel — zinc-coated to prevent 
rust * Over-size to assure snug 
fit—no back-lash. + Greaseless 
— clean to handle «+ Easy to cut 
¢ Standard assortment in sturdy 
self-se rvice dis play carton, 12 in, 
lengths: * MiG, yy, * 65 aK, Aes 
in. squares. Also rectangles and 
additional sizes. Write for de- 
tails. 


DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
pee Pele 








Big News for SKIL Distributors... 
1956 SKIL SUPER-DUTY SAWS! 


Powerful... 
Lightweight... 
With Great New 

Features! 


Never before have SKIL Dis- 
tributors had such saw values to 
offer! Besides the tremendous 
boost in power and speed of a 
year ago, lightweight SKIL 
Models 77 and 825 now have 
additional brand-new advan- 
tages! Important features that 
give your customers unmatched 
performance . . . easier, faster, 
safer cutting through all ma- 
terials. And to help you really 
move these two great saws, SKIL 
gives you a tremendous intro- 
ductory trade-in promotion! 


Brand-New SKIL Features! 
$250 Ky RA DE-j N © New Contour Handle for comfort, greater control! 
a © New Variable Torque Clutch eliminates kickback! 
® New, improved Gearing for longer service, 
ON YOUR CUSTOMER’S wn open 
© Heat-treated Aluminum Foot—40% stronger! 
OLD SAW! +++ And Look at the Advertising That Helps SKIL 
Distributors! Sales-buliding Ads in All These 


Leading Publications! 


Look At These 


© Wood end Wood Products 
* Wood Working Digest 
» , . jhe Carpenter Factory Managemen! 
Your customer's old saw is worth $22.50 in trade—regardless of © Genetention tetheds ° ae 


make, age or condition—when he purchases either SKIL super- end Equipment © Beating industry 
Take advantage of this great SKIL Trade-in Pro- 


duty saw. And you make your full profit on the net amount of 
: motion! Call your SKIL branch or write direct to 
the sale. Trade-in program ends July 31, 1956. ductery headquarters today? 


NEW SKIL 77 SKIL MODEL 825 
(7%" Blade) (8%”" Blade) 
° Regular Price 
50 


Trade-in Credit __22.5€ 
CUSTOMER PAYS ONLY $ 92.50 CUSTOMER PAYS ONLY § 112.50 PORTABLE WPTOOLS 
Mode only by SKIL Corporation formerly SKILSAW, Inc 


$033 Elston Avenue, Chicago 30. Iti 
Factory Branches in AL\ Leading Cities 


Over One Million SKIL Saws Now in Use! 
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Easier Pulling Means More 
SIMPLEX JACK SALES 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled ‘“‘center-hole"’ ram and 
puller. Torque-free pull quickly removes shaft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


the March reports. On production 
materials, 38% report a 90-days 
plus policy, with 4% on a hand-to 
mouth basis. In February, the 
statistics were 36% and 5%, respec- 
tively. The reports show 21% in 
the 30-day bracket and 37% plan- 
ning 60 days, against 21% and 38% 
on production items in February. 
For MRO supplies, 16% buy hand 
to-mouth; 38% report 30 days; 32% 
say 60 days, and 14% at 90-days- 
plus. For capital goods, 9% show 
60 days; 19% cover for 90 days, and 
64% extend six months to a year, 
with 8% in the 30-days-or-less 


range. 


Specific Commodity Changes 

Copper price increases are re 
ported by many and led a general 
upward price movement in March. 

On the up side are: Brass and 
brass products, bronze ingots, copper 
and copper products, steel, castings, 
tin plate, selenium, linseed oil, alco 
hol, nitrogen, acetone, paper, kraft, 
multiwall bags, lumber, coal, fuel 
oil, lubricating oils, oxygen, carbide, 
acetylene, paints, freight rates, 
valves pipe fittings and fasteners. 

On the down side are: Steel scrap 
and rubber. 

In short supply are: Aluminum, 
copper, nickel, steel (pipe, plate, 
structural, stainless, shapes, sheets 
and many products), selenium, tita- 
nium dioxide, methanol, paper, 
kraft, cellophane, newsprint, syn- 
thetic rubber and cement. 





Hydraulic pullers are only - of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 
are more than 125 different 
Simplex models. No other line 
offers your customers such a wide 
selection—no other line enables 
you to fill all jack needs from one 
source. You profit, too, in lower 
inventory costs, less ordering de- 
tail, easier reference and selling— Single ball under 
plus customer preference. tng easier one 


No. 310A SCREW JACK 
RATCHET LEVER JACK 
Single bali under 
Lifts, pushes or pulls at 
any angle. 
1S-tons capacity. 


capacity. 


MPGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


RE-MO-TROL JAC KS sENNY 
UTN-A-TOOL ROL-TOE 





TEMPLETON, 
KENLY & CO. 
2523 Gardner Road 


Broadview, Illinois 


“You gotta get out there and sell, sell, 
sell !!!----show some pep and enthu- 
siasm !" 
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Handle Flammable Liquids | : 
Inthe Approved Safe Way | | a= 





The COMPLETE Ce 


> PB 
"a> 


@ Available in 5 sizes from 1 qt. to 5 gal. 
e No waste, no splash, no spill. 

© Self-adjusting guard cap prevents leakage. 
® Bottoms reinforced with heavy steel hoop. 


© Non-flash-back safety screen availiable for 
all models. Flexible-Funnel attachment 
available for 1, 2% and 5 gal. units. 


1 qt., 2 qt., 1 gal. sizes come with trigger- 
grip handle —2'2 and 5 gal. sizes feature 
free-swing handle. 


Safe for handling all flammable liquids. 





CC re ee ee ee _ 
+----- ee ee ee - - , 


Eagle Safety Cans are 
approved by Under- 
writers Laboratories, 
Inc. and by Factory 
Mutual. 





UI-25 — 2% GAL. 


UI-50 — 5 GAL. 


roo ero ee ee 


Eagle Safety Cans 


have strong !-piece 


Sea em nah: eae as ee we ee ee eee 


construction; no seams. 


———ee eee ee 


ORDER APPROVED Eagle Safety Cans 


from your supplier or write direct to Eagle 
for information. 


WRI Ti (4 for latest Eagle Catalog showing 


the Complete Line of Eagle Oilers; Safety, Oil, 
and Gasoline Cans; and Containers. It's free. 


ul-SOS — 5 GAL. UI-SOF — 5 GAL. 
WITH SAFETY SCREEN WITH FLEXIBLE FUNNEL 





i oi i i 


. a px 4 “2 < 
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YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 


GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They are also the factors that will help you stimulate sales, provide 


a more complete service to your customers and increase your profits 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING e 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS, 
COTTON OR NYLON @ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @ WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills * Grain Elevators * Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
* Woodworking Shops © Printing Plants * Candy 


Manufacturers 


@ The long lasting qualities, dependability, and economy of serv- 
ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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HERE’S 
YOUR 
SELLING 
APPROACH 


with 


CROSBY 


and 
LAUGHLIN: 


It's informative and it’s a big 
sales booster, too. Ads like 
this are placed in leading in- 
dustrial - construction publica- 
tions 


IN YOUR BEHALF! 


Are you taking advantage of our 
advertising—promotion campaign 
that is the industry’s hardest hit- 
ting merchandising program? 


It’s profitable and 
wise to 


SELL SAFETY 


and 


THE ACCEPTED BRANDS 


CROSBY 
CLIPS, BLOCKS — 


LAUGHLIN 


LINKS, SHACKLES 
SAFETY HOOKS 


Crosby and Laughlin Division prod- 
ucts are offered in every popular 
selling size—they’re attractively 
packaged in sealed cartons! 


SELL SAFETY 


sell CROSBY 
ond LAUGHLIN 


(Divisions of American Hoist & Derrick Co., 
St. Paul 1, Minnesota) 





“WORLD’S STRONGEST LINK” 


Actually stronger than proof-coil 
chain, famous Laughlin genuine “Miss- 
ing Links” give an added element of 
safety on the job to men and equip- 
ment. Safety-conscious contractors 
say, “For safety’s sake, we always 


specify Laughlin, the world’s strongest 


SAFETY RECORD FOR 
CROSBY CLIPS, BLOCKS 
Working efficiently means working 
safely. Two products designed for 
safety as well as efficiency—genuine 
Crosby Clips and Load-Rated Crosby 
Blocks—are helping set safety records 


on projects across the country. Long- 
recognized as industry's safest clips, 
Crosby Clips, with the famous Red-U- 
Bolt, are specified by more construc- 
tion firms than any other drop-forged 
wire rope fasteners. 

To safeguard men and equipment, 
Load-Rated Crosby Blocks have the 
safe working capacity of each block 
embossed right on the sideplates. To 
help keep your jobs safer, insist on 
genuine Crosby Clips and Crosby 
Blocks . . . products of the Crosby 
Products Division, American Hoist & 
Derrick Co., St. Paul 1, Minnesota. 


THE PERFECT COMBINATION 
Maximum strength without the brittle- 
ness that can cause fracture under 
shock load—the result of a perfect com- 
bination of design, steel and drop 
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split connecting link.” Drop-forged 
from special forging steel and heat- 
treated, Laughlin genuine “Missing 
Links” are matched under pressure for 
a perfect fit. They are available in a 
complete range of sizes #&" to 17%" at 
distributors everywhere. 





Shackles. 
Hefty pins are forged from the same 
quality steel. Your Laughlin Distribu- 
tor has shackles in 4%" to 3”. 


forging used in Laughlin 


sizes! 


RETRY Te SIX aa 

TUR STOCK ROUX WBE 
amin. ¢ 55s 
RIGGERS WANT SAFETY HOOK 


Jobs where one miscue can endanger 
men and equipment require the safest 
possible equipment. To prevent loads 
jarring from the hook—a major cause 
of accidents—safety leaders specify 
Laughlin Safety Hooks. Drop-forged 
Laughlin Safety Hooks are equipped 
with a powerful, easy-to-operate snap 
spring latch that guarantees loads can- 
not slip or jar from the hook and 
prevents overloading the hook with 
too many lines. Here’s another safe, 
efficient Laughlin product from the 
world’s most complete line of fittings 
in all sizes for wire rope and chain. For 
complete catalog, write: Thomas 
Laughlin Division, American Hoist & 
Derrick Co., St. Paul 1, Minnesota, 
or Portland, Maine. 








hefore your catalog goes to press | D-A-TeFeS 


see RANOOLPH snp newewarr 
EXTINGUISHERS 





May 3-9—American Foundrymen’s 
Society, Castings Congress & Ex- 
hibit, Auditorium, Atlantic City. 

May 9-11—Welding Show, Ameri 
can Welding Society, Memorial 
Auditorium, Buffalo, N. Y. 

May 9-11—Western Material Han- 
dling Show, American Materials 
Handling Society, Western Live- 
stock Exhibit Building, Los 


* A COMPLETE LINE of Approved Fire Fighting Equipment § Angeles. 
* Over 300 Service Stations to Serve You | May 1417—Design Engineering 
Show, Convention Hall, Phila- 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package delphia. 


Plan ... and how you can profit in the fast-growing fire extinguisher a ll 
business May 18-25--First Annual Interna 


Your RANDOLPH Line contains over forty portable extinguisher ; oa) Pe 4: ain 
models. And . . . over 300 Authorized Randolph Service Stations can tional industriel Exposition, Lake 
handle your refiils end segrecements, immediately. wood Park, Atlanta, Ga. 

With a complete line, substantial discounts, catalog aids, and national av 20-23—Nationz aan’ 
service stations... the Randolph Package Plan makes it easier for you to M ’) eae National As: ecanon of 
sell more Extinguishers. Write now for franchise details. Purchasing Agents “Inform-A- 


Show,” Auditorium, Cleveland. 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City. 

May 20-23—National Industrial Ad 
vertisers Association convention, 
Palmer House, Chicago. 

May 20-24—National Office Man 
agement Association, “All-Pur 
pose” Business Show, Convention 
Hall—Commercial Museum, Phil 
adelphia. 

June 4-6—National Sales Executives 
& Sales Equipment Show, Conrad 
Hilton Hotel, Chicago. 

June 5-8—Material Handling Insti 


AMERICAN Gear Pumps tute, Public Auditorium, Cleve 


7 sizes from Ye” to 144” psi, each upper ) 

or lower, single or — — — or and. 

herringbone gear. 20’ suction lift without -y- . . Pe 
priming. Develops pressure of 100 Ibs. June 7-17—Construction !ndustries 


Exposition & Home Show, Pan 
Paths ‘ ar Pacific Auditorium, Los Angeles. 
June 11-14—National Plumbing & 
AMERICAN Neoprene Rubber . at oe 

Impeller Pumps Heating Exposition, Civic Audi 

6 sizes from %4” to 14%” ips. Eesily re- torium, Milwaukee. 
jtete grad impeller is keyed to shaft a + 7 . 
asses small particles without jamming June 11-15—National Oil Heat Ex 


Operates in both directions at high or low dial . 
speeds. position, Coliseum, New York 


City. 
eae Tee June 11-15—National Plastics Expo 
: sition, Coliseum, New York City. 
AMERICAN MACHINE PRODUCTS. INC. June 20-22—American Marketing As- 
sociation, William Penn Hotel, 
Pittsburgh. 








172 CENTRE STREET. NEW YORK 13.N.Y 
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The Veelos Vibration Analyzer 
_ proves. that vibration exists! 


Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it’s free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 


ERLE EE Ber > 


How about that storage problem? 


As far as your customer is concerned: He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you’re concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100’ reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A-B-C! It’s a sure-fire way to 
increase your belt business! 

2M.M.&B. Co. 1956 


" 


' 


Ea NE 


~ 


; 


A Many plant men pay for hidden belt vibration — 
and don't even know it. 


B You can easily reveal such vibration, and show 
how Veelos cuts it as much as 90%. 


Cc Thus, you have a sure-fire sales story. . . convincing 
reasons for your customers to buy Veelos! 


| "== i 
Yes, it’s easier to make money with 
Veelos—and we can prove it! 


cy Your customer actually measures 
vibration —sells himself! 


You don’t have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi- 
bration difference there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs. The Vibra- 
tion Analyzer proves without question that Veelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replace 316 sizes of V-belt—you'’ve made a sale! 


Write for free Veelos Data Book 
many pages of important information 
about V-belt drives! 


MANHEIM 


Manufacturing & Belting Company 
214 Stiegel St., Manheim, Pa. 


Za 


LINK V-BELT 


Veelos is known as 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length e Adaptable to any drive « Balanced power e Constant power « Vibrationiess power 





SPRAY PAINTING OUTFITS 


Low cost...portable 
Spray Painting Outfit 


* USES OIL-LESS COMPRESSOR 
* WIDE SELECTION OF GUNS 


Binks new 45 pound portable spray painting outfit is ready to go 
wherever there's a 110-115 volt a.c. outlet. Ideal for shop main- 
tenance, touch-up work, dusting and other on-the-spot jobs. 


CHECK THESE PROFIT BUILDING SALES FEATURES 


NO LUBRICATION: — 


COOLER OPERATION: + 


ECONOMY + QUALITY: — 


WIDE SELECTION OF | 
SPRAY GUNS: 





All compressor bearings permanently 
lubricated . . . they're maintenance-free. 
Graphite impregnated pistons and rings 
require no oil...assure delivery of oil- 
free air for better finishes. 


Deep finned aluminum cylinder head 
dissipates heat faster...cooling fan pro- 
vides generous air movement past fins. 
Cooler operation assures delivery of 
drier air for spraying. 


Priced right down with economy models 
yet it’s Binks quality throughout. No oil 
and water extractors to buy. 


Binks Model 8 spray gun furnished. 
Wide range of other Binks spray guns 
available. 


SEND FOR BULLETIN P.C. Describes CP compressor 
units, complete spray painting outfits and handy 
motor-compressor cart. Write for your free copy and 
jobber discounts. 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases 


EVERVTA/NG 


GUNS 


. 


SPRAY BOOTHS 


Sept. 25-28—Iron & Steel Exposi- 
tion, Public Auditorium, Cleve 
land. 

Oct. 8-12—National Metal Exposi- 
tion and Congress, Public Audito 
rium, Cleveland. 

Oct. 23-25—Exposition, competition 
and short course, Society of Indus 
trial Packaging & Materials Han 
dling Engineers, St. Louis. 

Nov. 18-19—Central States 
trial Distributors 

convention, 


Indus 
Association, 
annual Edgewater 
Beach Hotel, Chicago. 





NEW LINES 
taken on by 
DISTRIBUTORS 





MATERIAL HANDLING PUMPS 





Binks Manufacturing Company 


3128-30 Carroll Ave., West, Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES -SEE YOUR CLASSIFIED - DIRECTORY 
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sameron & Barkley Co., Charles 
ton, S. C., has been appointed 
distributor for the following 
companies: 

* Bay State Tap & Die Co. 

¢ The Famco Machine Co. 


Wright Industrial Supply Co., 
loledo, has been named a dis 
tributor for The Chicago Screw 
Co., Division of Standard Screw 
Co. 


William S. Roe, Division of Charles 
F. Guyon, Inc., Harrison, N. J., 
has been appointed distributor for 
the following lines: 
¢ Thor Power Tool Co. 
¢ Master Lock Co. 


Airborne Accessories Corp. has ap- 
pointed the following distributors: 
* James McGraw, Inc. 

Richmond, Va. 
* State Supply & Engineering Co. 
Grand Rapids, Mich. 
¢ J. E. Haseltine & Co. 
Portland, Ore. 
Bearings, Inc. 
Louisville, Ky. 
he Ross-Willoughby Co. 
Columbus, Ohio 


Green-Penny Co., Oakland, Calif., 
has been appointed a distributor 


for Cambridge Wire Cloth Co. 





Tell YOUR Customers How 


NEW, RUBBER-CUSHIONED TEXTURES 


SHOW THE WAY TO BROADER ABRASIVE 
APPLICATIONS 


WHAT YOU SHOULD TELL YOUR 
CUSTOMERS ABOUT MULTIPLE-USE 
RUBBER-CUSHIONED BRIGHTBOY 


e BURRS « FINISHES « CLEANS « 
POLISHES ALL METALS — FRE- 
QUENTLY IN ONE OPERATION 
Often Achieves Time-Savings Up to 
50% 

Bridges the Gap Between the Grind and 
the Buff 
Often Serves as the Final Polish 


Standard-Stock, Job-Matched Grains & 
Textures that do the work of “specials”’, 
and the usual jobs, too. 

No Before-Use Preparation or Dressing 
Required. 


A FEW OF MANY BROAD USES 
Removing light digs, tool and heat marks. 
Cleaning and smoothing welded and sol- 
dered joints. Burring and finishing cast- 
ings, molded and machined parts. 


NEW IDEAS . NEW APPLICATIONS 
. . NEW METHODS 


Dealers and their salesmen are writ- 
ing substantial orders, reaping the 
benefits of larger and larger re- 
orders, by showing their customers 
how Brightboy’s versatility is lead- 
ing industry’s swing to new time- 
saving applications never before 


associated with abrasives. 


The unique abrasive-and-rubber action of Brightboy Standard Tex- 
ture pioneered a completely new concept in the use of abrasives. 
Teday you can obtain quickly from us readily-available STOCK 
Brightboy Textures in both Aluminum Oxide and Silicon Carbide 
Grains. Grain sizes range from extra fine to extra coarse—all in 
soft, firm and tough rubber binders. You can recommend the “job- 
matched” Brightboy grain and texture exactly suited to a specific 


use—one that will do many “unusual” jobs also. 


Nationally advertised, nationally demanded, volume-use Brightboy 
has a very profitable place in your sales-picture. Write today for 


the new Brightboy Catalog and inviting dealer proposition. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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An example of the variety of sizes and 


: : Circle Clamp Corp. has appointed 
jobs Utica® adjustable wrenches will do 


the following distributors: 

¢ F. H. Bathke Co. 
St. Paul 

¢ J. N. Fauver Co. 
Detroit 

¢ Shields Rubber Corp. 
Pittsburgh 

¢ Union Supply Co. 
Denver 
Power Drives, Inc. 


Buffalo, N. Y. 


I'he Continental Supply Co., Dallas, 
'exas, has been appointed dis- 
tributor for Wagner-Morse oil 
field equipment. 


if it’s a job 
for a wrench 


BUY UTICA” 
ADJUSTABLES! 


Extra Hardened for Longer Wear 


No matter what the size of the job— 
you'll find a Utica induction-hardened 
wrench to fit it. 


Smith-Monroe Co., South Bend, 
Ind., has been appointed distrib- 
utor for Cambridge Wire Cloth 
Co. 





FOOD FROM COAL 
All man’s essential food require- 
ments might someday be produced 
from coal end petroleum, reports an 
article in Coal Age, McGrow-Hill 
publication. A top organic chemist 
estimates one million pounds of a 
synthetic protein—os nutritious as 
lean meat, milk and eggs—could be 
produced each month from fossil fuels 
at a cost of less than four dollars a 
pound. For the average family this 
adds up to 40 cents a day for pro- 
teins. 


Everyone who has used a wrench 
over a period of time knows that the 
jaws have a tendency to burr or nick. 


But not Utica® wrenches! 


Utica has developed a special elec- 
tronic induction-hardening process that 
gives extra hardness to the jaw surfaces, 
yet, preserves the toughness of the steel 
in the rest of the tool. Controlled tests 
have proven that wrenches induction- 
hardened by UrTica last up to ten times 
longer than other wrenches 











Utica® adjustable wrenches are 
available through your distributor or 
dealer in sizes ranging from 4” to 18” 


Look for this same hardening process 
on a variety of special design pliers 
and standard styles manufactured by 
Utica — from midget tools to heavy 
duty cutters. 


See Your Distributor 
for Complete Details 


ajay 


“Put more positive sell into your sales 
argument, think more positively, smile 
convincingly, be a friend to the pros- 
pect and get out and really hump and 


in Canada: Adiom Tool & Supply Co., Lid., Montreal I think you'll come out of this slump!” 
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REPUBLIC 


TWIST DRILLS —REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"' holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct Icbor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 
MAKERS OF “CELFOR,” “CENTURY,” 





“"REPUBLIC’’ AND ''U.S. EAGLE’ BRAND TOOLS 


NEW YORK CHICAGO LOS ANGELES 


RK PLANT 
100 LAFAYETTE ST.. NEW YORK 13, WN. Y. 


See our Exhibit at Triple A Convention 
Atlantic City, N. J. —~ May 2ist to 23rd 


SCREWS 


BOLTS NUTS 


RIVETS — FASTENING DEVICES 


ALL TYPES 
4\ ACL SIZES 
We" ANY QUANTITY 


®@ EVERDUR e@ MONEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


Stainless 
SCREW & BOLT CORP. 


13) CHURCH STREET, NEW YORK 7N 








: od 
aaGagde 


AAR 


To put more teeth in your selling... 


With the CHAIN Belt line of cut-tooth and cast- 
tooth sprockets, you have the “‘teeth”’ to answer 
any customer’s sprocket needs. 

For roller chain drives, there is a full range of 
sizes of Rex Shaft-Ready, Taper-Lock and Stock- 
Bore Sprockets that gives you the “‘off-the-shelf”’ 
answer for virtually any need. 

For cast chain and Chabelco® drives, there are 
Rex Quality Cast-Tooth Sprockets in stock sizes 
to fit most customer requirements. 

Cut-tooth or cast, you’re offering your custom- 
ers the best when you handle Rex®—the sprockets 
that add life to any drive. 


To help your selling... 

CHAIN Belt Sprocket Merchandising Kits are 
“sales boosters” that provide plenty of selling 
help. Literature, direct mail, catalogs, post cards, 
local ad material, selling hints—these handy kits 
have the merchandising material you need for 
increased sales. 

If you need sales or product ‘“‘know-how’”’ 
assistance on CHAIN Belt Sprockets, call your 
local Chain Belt District Office Representative or 
write us direct. CHAIN Belt Company, 4622 W 
Greenfield Ave., Milwaukee 1, Wis. 


CHAIRS! BELT COMPANY 


MILWAUKEE 1, WISCONSIN 
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For OVERNIGHT SHIPMENTS 
From Our Central Locations 


J 
Elephant Brand Products Are Made By The “J 
Manufacturer of Chains in America: oO 


¢ Proof and BBB Chain ° Boorpgn Chain 
* Hight-Test Steel Chain —__- _©xCénveyor Chains 
* Sling Chains. ey \ ~ ¢ Liberty Coil Chain 


¢ Grab-H lip Hooks * Machine Chain 
and huts ¢ Weldless Chain 


Alioy Chains Now Available 
Write for catalog and prices today 
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Book Reviews 





MOTIVATION RESEARCH: A 
NEW AID TO UNDERSTAND.- 
ING YOUR MARKET, Hans A 
Wolf, editor, Motivation Research 
Associates, Boston, Mass.. $10.00— 
A group of students in General 
George Doriot’s manufacturing 
course at Harvard Business School 
wrote this report last year. Its 80 
pages contain results of a survey on 
the subject among sales executives 
and members of the Business School 
Advanced Management course, and 
a detailed prediction of what moti- 
vation research will mean tomorrow. 
As far as distributors and industrial 
manufacturers are concerned, moti- 
vation research probably has yet to 
prove itself. It is a body of techni- 
ques now being used and, in some 
cases, misused in the consumer field 
to find out what customers really 
want—that is, whether or not when 
they tell interviewers one thing, they 
actually mean something entirely 
different. ‘The authors point out 
that this is a branch of the behavior 
sciences and trained social scientists 
must get together with business men 
if either hope to make it effective 
So far its promise is great, they feel, 
but its application has been fumb- 
ling. 


PERSONAL POWER 
THROUGH CREATIVE SELL 
ING, by Elmer G. Leterman, 
Harper & Brothers, 49 East 33 St., 
New York City. $3.95—The author 
writes well and sells insurance well. 
He is said to have insured Jimmy 
Durante’s nose for $500,000 and the 
roll of Eddie Cantor's eves for 
$1,000,000. Less spectacular tri- 
umphs are recorded in this book, 
the latest of several he has produced 
in the past few years, and the name- 
dropping is interspersed with a 
good deal of entertainmg reading. 
Much of it has value for the enter- 
prising salesman who, like Mr. 
Leterman, believes that Faith and 
Courage are only two of three 





MILWAUKEE 


INDUSTRIAL 


BRUSHES 











The sure way to simplify your 
ordering, stocking, and sales jobs 


You can sell Milwaukee Power Driven Brushes 
for severe removing operations, general clean- 
ing purposes, brushing sheet metal, polishing or 
producing special finishes, reaching into grooves, 
angle bends, etc. and for light work. 


To fill orders for maintenance brushes, there are 
floor, window, bench, sanitary, flue and boiler 
brushes. Also special brushes for specific needs. 
To meet requests for hand production brushes, 
there are types for removing rust, scale, weld 
spatter, etc. Also for brushing and cleaning. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 
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“ARE YOU FAIR 
TO YOUR CUSTOMERS? 


DO YOU OFFER THEM THE MOST COMPLETE 
LINE OF PULLING AND INSTALLING TOOLS AVAILABLE? 


There’s no question about it. The OTC 
line of hydraulic maintenance tools is 
the most complete ever built. Starting 
with a mechanical unit the size of your 
hand, it can be extended by adding sets —_Yo"" “ustomers con Bullé oem 
and accessories as needed up to a 100 _ with, the famous ONE mechanical 
ton hydraulic unit. Shop presses are 


available for every need. 


From a small investment of less than 

$50.00 your customer can add sets and 

accessories to do specific jobs until he wa 

has all the pulling and installing tools Then he adds the hydraulic 


2 . power twin unit in the 1742, 30, 
needed for his maintenance problems. 50, or 100 ton size. 


With these tools he can save unbeliev- } 
able time and money —thousands of dol- 
lars a year—make tough jobs easy and . ) 
increase production. Get your customers 2 
started now. They'll thank you and 

. f 


extra sales will come automatically. 


Now he hos the world's famous, 
easy to use portable pulling tool. 


Two of the 1000 jobs that can be pulled with these tools. 


Removing drive gear on paper shearing machine Removing counter shaft gear bearing with OTC 
with OTC hydreviic ram and push-puller. mechanical Grip-O-Matic puller. 


OTC TOOLS APPROVED BY THESE MANUFACTURERS: 


SEND FOR Allis-Chalmers * American Tractor * Case * Caterpillar + Oliver 
— Cockshutt * John Deere * Ferguson * Ford * Fordson Major 


uc . ‘ , . . 
HYORIETIN International Harvester * Massey-Harris * Minneapolis Moline 
8 


OWATONNA TOOL COMPANY 


CEDAR STREET + OWATONNA, MINNESOTA 
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principal avenues to success: the 
third is Friendship, which, says the 
author, must come from the heart 
(plus, presumably, from several 
chapters in this book which instruct 
the uninitiated on how to “culti- 
vate” people). Industrial salesmen 
can profit most from the chapter 
on “The Six Thieves of Time.” 
These are: Transportation, Unpre- 
paredness, Irregular Schedule, 
Waiting, Lunching Alone (“I know 
of one salesman who says that when 
he dreams of heaven it turns out 
to be a place where he can take 
one customer after another out to 
lunch all day long”), and Desk 
Work. This latter, he says, should 
be arranged so that it never inter 
feres with a full eight-hour day 
spent in actually selling. To bolster 
these precepts, the author cites a 
large number of epigrams after 
the manner of Confucius. Among 
them: “A man’s first interview with 
you is like his first oyster—it decides 
whether he will ever try a second;” 
“Quarrels are like green apples— 
better left unpicked;” “A man 
pushed to a bluff has nowhere to 
jump except into the sea;” “Success 
is a lady who confers no favors on 
a coward.” No one would accuse 
Mr. Leterman of faint-heartedness— 
or lack of drive toward his all-con- 
suming objective. As he says him- 
self, “I don’t happen to be the 
kind of man who plays golf . 

or collects stamps . . . I collect 


people.” VNP 


DIVERSIFICATION OF BUSI- 
NESS ACTIVITY, by Roy A. 
Foulke, Dun & Bradstreet, Inc., 
99 Church St., New York—The 
author of this booklet focuses on 
what he considers the merger mad- 
ness of this business era and finds 
that it has some bizarre aspects. 
Writing lightly but factually, he 
poses the big question: can corpora- 
tions really gain security by enter- 
ing new fields entirely foreign to 
their operations? He cites cases: 
a textile firm making radar equip- 
ment, a coal mining company in 
underwear, a battery firm making 
sunglasses. Already, he points out, 















































































































































































































































Slotted or Phillips in steel, brass, cluminum 
or stoiniess steel. Filet, round, ovel, pan, 
truss, binding or fillister heed styles. In bulk 
or EZ te C pockeges. 2-56 to %-16 diem- 
eters, Ve" to 6” long. Write Box 1360-!D, 
Stotesvilie, N. C. for Catelog C-1 ond Stock 


Werehouses: New York Chicege 
Delles Los Angeles 











EZ to C pockages. 4" to 4%" diameters, 4%” 
te 6” long. Write Box 1360-'D, Stotesvilie, 
N. C. for Cotelog C-1 and Stock List. 


Werehouses: New York Chicoge 
Delies Los Angeles 























































































































A&B 
TAPPING 


Sletted or Phillips. Steel or aluminum. Fict, 
round, oval, pon or truss heed styles. In bulk 
or EZ to C peckages. No. 4 to No. 14 diem- 
eters, V4" to 2” long. Write Box 1360-1D, 
Stotesville, N. C. for Catalog C-1 and Stock 


7 South 


ScRtw company 


Werehouses: New York Chicege 
Delles Los Angeles 



































Southern 


CARRIAGE 
BOLTS 


Roll-thread, undersize shenk in steel with 
stenderd heads and American stondord 
squere nuts. 3/16", 4%", 5/16” ond %” 
diameters, up to 6” long. Aveilable in bulk 
or EZ to C packages. Write Box 1360-ID, 
Stetesville, N. C. for Cotelog C-1 and Stock 
List. 

















Piain or fluted center in steel with squore 
nuts unessembled. Furnished from stock in 
%", 3/16", and %&" diemeters, up toe 6” 
long. Write Box 1360-1D, Statesville, N. C. 
for Cetelog C-1 ond Stock List. 


Werehouses: New York Chicege 
Delles Los Angeles 
























































































































































ceeeeiate cement. | 


... there’s nothing better than a satisfied customer. We like it, you like it 

ond the customer likes it. 

For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 

SPEED Hack Saw Blades. Grifin POWERFLEX and Grifin SHARPFLEX 
. better blades for better metal cutting. 


Our factory trained experts are ready to help you with your service problems. 


Send for the Griffin Catalog Now! 


-G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Groham & Co. Inc., 105 Duowe Street, New York 8, N.Y. 
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some of the least compatible of 
these corporate marriages have gone 
on the rocks, including a plumbing 
company’s invasion of book publish 
ing and a truck manufacturers’ 
endeavor to make fire engines. 


AUTOMATION AND TECH 
NOLOGICAL CHANGE, Report 
of the Subcommittee of Economic 
Stabilization to the Joint Commit 
tee on the Economic Report, U.S 
Government Printing Office, 
Washington, D. C.—The much 
publicized Congressional hearing 
last fall drew such witnesses as 
Ralph J. Cordiner, president of 
General Electric Co. and Walter 
Reuther of the AFL-CIO. Sub 
committee members were trying to 
find out the impact of so-called 
automation on the economy 
whether it would result in more ot 
less employment and whether 
technological change was progress 
ing too fast or too slowly for the 
nation’s good. The mass of testi 
mony has been condensed and now 
evolves in the form of the sub 
committee’s own rather generalized 
conclusions. No startling recom 
mendations are included: the 
committee members were impres 
sed that technological change is 
here to stay and, in general, is a 
good thing. Even Mr. Reuther 
conceded that, in the long run 
greater productivity by labor 
through more automatic processes 
is inevitable and in most cases 
desirable. Mr. Cordiner’s detailed 
and definitive testimony is available 
in reprint form from the General 


Electric Co 


WORKSHOP FOR MANAGE 
MENT, Management Publishing 
Corp., Greenwich, Conn., $19.00— 
his is a 500-page manual devoted 
largely to electronic office opera 
tions. Small as well as large systems 
are described and some sections deal 
with non-electronic and manual 
operations, including mechanical 
punched card systems, “bookless 
bookkeeping,” duplicators, unit 
media and other methods for inte 





rFERFECT 
BALANCE 


| ) @i4e o} 
7~.. YOURSELF) 


i 
— 


MACHINED AND 
= al 
PESULIT- 
? CONTACT 
THEE TRIKING 
OW, OR ON THE 


Reasons Why Users Choose 
WARREN-TEED Sledges... 


Demonstrate these built-in sales appeals to yourself! 
Twirl the Warren-Teed sledge on a level surface. Precision 
balance keeps this sledge from falling. 
Look at the faces—machined and polished to an exact 
6” radius for solid contact blow after blow, high or low. 
And, they’re made for rough, tough long-time duty. High 
quality, heat-treated steel is verified by the heat number 
on each sledge head. 
After you try these sales demonstrations, you'll buy 
Warren-Teed sledges with confidence—sell them with ease. COLORFUL 


SPACE SAVER... 


= a 5° “FLAT-PAK FIVE” CARTON 
US 


_ mark 


oe 


Designed exclusively by Warren Tool to 
save warehouse and stocking space. Decimal 


WARREN TOOL CORPORATION packed contents are marked plainly on each 


Manufacturers of Warren-Teed and Devil railway track tools distinctive Flanders Blue carton for quick, 
General Offices . . . Warren, Okie easy inventory. 


Export Division . 30 Church St., New York 7, N. Y. 
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| Power 
Transmission 
Equipment 


Nationally Advertised 
¢ Always In Demand 


* Good Profit Margin 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down. 
Light, medium and heavy duty: frac- 
tional to over 2400 hp. 


i 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip- 
Change speed while machine is 
Fractional 


ment. 
running. Ratios to 8 to 1. 
to 15 hp. 


SELECT-O-SPEED TRANSMISSIONS: 


Economical as compared to other vari- 
able speed transmissions. Instant ad- 
justment over wide range of speeds. 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp. 


A= 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel. 
No binding, backlash or end play. 13 
sizes. Bores 4 to 2 in. Lengths 2 to 
10% in. Diameters V2 to 4 in. 


Request details on our special 


stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Lake St., Chicago 44, Illinois 
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| tions techniques of salesmen. 


| GEOGRAPHICAL 
| AMERICAN INDUSTRY, Print- 
ers’ Ink Publishing Co., 205 East 


grating office functions. There is a 


automated offices and one on how 
to choose the right system, with 
descriptions of those 
Operations research, records man- 
agement and communications con- 
trol are also covered. Case histories 
are detailed. 


|_HUMAN RELATIONS IN SEL- 
LING, National Sales Executives, 
Inc., 136 East 57 St., New York 22, 
N. Y., $1.40—This is 20 pages of 





| cartoon pamphlets spotlighting five 


/ common weak spots in human rela- 
Its 


principal value is as a training aid 


| for companies that do not have 


formal sales training programs. 


HOW TO RUN A SMALL BUSI- 
NESS, by J. K. Lasser, McGraw- 
Hill Book Co., 330 West 42 St., 


| New York 36, N. Y., $4.95—The 


second edition of the late Mr. 


| Lasser’s work, revised by Sydney 


Prerau, this 332-page manual covers 
a broad field including organization, 
finance, tax management, insurance, 
accounting plant operation, and 
marketing and merchandising. Its 
checklists are specific and its recom- 
mendations, especially concerning 
tax matters, are well detailed. The 
author makes liberal use of case 
histories and the writing is force 
ful and lively. 


SHIFTS OF 


2 St., New York 17, N. Y., 50¢— 
This reprint from Printers’ Ink 
magazine analyzes populaticn 
growth, employment gains 
losses in various areas, and 
trends of industrial progress. 
pacts on market planning, advertis 
ing, and sales and distribution are 


and 
local 
Im 


discussed. 


| WHAT PARKING MEANS TO 


BUSINESS, Automotive Safety 
Foundation, 200 Ring Building, 
Washington 6, D. C., $1.00—A 
56-page summary of the best infor- 
mation on a subject of some con- 
cern to distributors, especially those 
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chapter on training employees for | 


available. | 


NEW LIGHTWEIGHT We 
HYDRAULIC BENDER ~ 
BY GREENLEE 





powerful new 





salesmaker for you 





Here’s the kind of real port- 
ability 
looking for in a hydraulic 
6" to 2” pipe 


can 


your customers are 
bender to form 


and conduit. One man 

easily carry and operate the 

new advanced-type Green- 
Lee No. 880. Light, but strong, 
aluminum alloy used in many 

parts for big savings in weight with no sacrifice 

in strength. There’s power to spare here and 4 

complete 90° bend can be made with one ram stroke 

With attachments this versatile bender can also 

be used to bend thin-wall 

conduit, tubing, bus-bars. 

The new GREENLEE 

No. 880 Bender with 

separate hydraulic 

pump and ram 1s 

easily hand 


~— 


teamed with a Greentree Power Pump for fast 


operated or can be 


production jobs. It's a widely need- 


ed new tool tie-in your sales 2S 


efforts now for extra profit! Write 


for Bulletin E-217 and prices. 


cheenice 


GREENLEE TOOL CO. 


1925 Herbert Ave., Rockford, lilinois 





For Power Transmission Belts 
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A Complete Line of Quality Products 
bought daily by all Industry - - - - - - - - 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Illinois 
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Visit Us at the 
Convention. 
BOOTH 408 


A quality line 
that builds 
confidence 














as well as profits... 


j 


WIRE ROPE CRANE HOOK BLOCKS 


Se 


-.-Max-Lift permits 
higher lifting 
limits on mobile 
and derrick cranes. 


-..wire rope slings 
and swaged fitting 
assemblies. All 
standard sizes and 
constructions. 


WNL e hele... a block for every purpose. 


‘~ 


—— 


“Sie 


a 


> 


Wire Rope 
Snatch Block 


Ss 


Lt te)d iB i chee... made to highest standards 


for tough service. Complete line of fittings. 


& 2 


Wire Rope Clips Shackles 


Turnbuckles 


ENGINEERED FOR SAFETY 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
NEW YORK . CHICAGO . PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS ( Turnbuckles 
Shackles, Clips, Thimbles, Hooks, Sockets, Eyebolts, Eyenuts, Swivels )}—ESTABLISHED 1871 
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in downtown sections. Effect of 
parking on sales and property valucs 
and trends both downtown and mm 
suburban sections are described. 


WHAT EVERY BUSINESSMAN 
SHOULD KNOW ABOUT AD 
VERTISING AGENCIES, League 
of Advertising Agencies, Inc., 220 
West 42 St.. New York City—This 
16-page booklet explains such 
points as: what an agenc 
how it is paid, how to select the best 
agency for your needs, the agency 
client relationship, how to get the 
and 


does, 


from agency service, 


terms and conditions of 


most 
standard 
dealings through agencies. 


SMALL BUSINESS: ITS ROLE 
AND ITS PROBLEMS, Chamber 
of Commerce of the U. S., Wash- 
ington, D. C.—The 34-page report 
examines the problems of small 
relation to 
progress, 


firms in modern 


technological large-scale 
research, competition, taxation and 
government regulation. Statistical 
data is included throwing light on 
the economic and social importance 
of small business, its role in defense 


work and business failure rates 


DISTRIBUTION 
COST ANALYSIS, by Donald R 
Longman and Michael Schiff, 
Richard D. Irwin, Homewood, II] 
$7.80.—If a distributor has the 
patience, he can get a good deal of 
useful, applicable information from 
this big book. Written by the 
director of marketing of the Atlantic 
Refining Co. and a professor of 
accounting at New York University 
this study of a key distribution 
problem that of cost accounting 


PRACTICAI 


is what reviewers often call exhaus 
tive 

Starting out with a 
accounting as a tool of 
ment,” the book then launches into 
the distribution 
costs 
please, that the term “twilight” is 


our very own, because perhaps no 


section on 


Inanage 


twilight area of 


themselves. Understand, 


area of cost accounting contains so 


many variables as that broadly 





Mr. Weirauch is typical of the 
many industrial distributors 
who are finding it more profit- 
able to work with and stay 
with key lines like Black & 
Decker . instead of adding 
lines indiscriminately. 

Black & Decker offers a com- 
plete electric tool line . . . sold 
exclusively through distribu- 
tors with a written sales policy. 
A B&D-built motor, designed 
for its specific job, powers each 
Black & Decker tool. 44 B&D 
factory service branches assure 
greater customer satisfaction 


BERNARD C. WEIRAUCH 


Vice President in Charge of Sales 


Orr Iron Company, Evansville, 


“Pp 





Indiana 


ma key 
distributor —and 


Black & Decker 
is one of my top 
key lines! 


“Our profits have jumped since we’ ve con- 
centrated on key lines like Black & Decker. 
When our salesmen go in to sell Black & 


Decker, 


they can sell 


a lot of orders be- 


cause B&D has a complete line.”’ 


ae 


and longer tool life. Continuous 
advertising and merchandising 
sell the B&D distributor as the 
place from which to buy... 
trained, experienced Black & 
Decker personnel provide ex- 
pert sales help. 


Black & Decker 


is a top- 


Towson 4, 


profit line. It’s working in your 
best interests all the time (see 
B&D ad in current Mill & 
Factory). For more informa- 
tion, write to: THe BLack & 
DECKER MANUFACTURING 
ComPANY, Department 2405, 
Maryland. 


Leading Distributors Everywhere Sell 


Black’ Decker: 


PORTABLE ELECTRIC TOOLS 
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you and your customers PROFIT with 


SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to $8’; 
stroke %"; table 5” x 5”. 
Operated by foot or 
fingertip controls. $85 


SPEEDY AIR RAM No. 70 


Mounts in any position. 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust. 6%" high, 5%" 
wide. $35.00 


W BAUSCH & LOMB 
NE SURFACE COMPARATOR 
er 








Help your industrial fabricating customers to big 
yearly savings by demonstrating the new B&L 
Surface Comparator. Show how surface compari- 
sons can be made right on the spot where the 
work is being done, with no guesswork—no 
“fingernail” scratch tests—no waiting till final 
inspection to learn if work meets standard. It's 
quick, easy and critically accurate. You'll do 
your customers a real favor—and help yourself 
to bigger and better profits, too. Industrial net is 
$30.00 with generous distributor discount. 


WRITE for full details on the 
Surface Comparator and 
complete line of industrial 
magnifiers. Bausch & Lomb 
Optical Co., 54905 Bausch 
St., Rochester 2, N. Y. 


BAUSCH 6 LOMB 


FOOT CONTROL 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 


pressure! Extra thick jaws for attaching jigs. 
5 


Jaws open to 3 inches; is" to ¥%" maximum 


travel. Complete with foot control, air hose 


I 6 cies. ssivaleg cine vanesachael $44.00 


Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 


INDUSTRIAL DISTRIBUTION © MAY, 1956 





marked “distribution.” It is this 
reviewer's impression that the 
authors have succeeded where so 
many other authors on this same 
subject have failed—they have made 
a commonsense, functional analysis 
of what costs constitute distribution 
costs. Early books and studies in 
the same field had their own private 
views of what distribution costs 
were, with the result the reader was 
just as well off making up and 
puzzling out his own list. 

Particularly well done in_ this 
present book are the sections deal 
ing with breakdowns of selling and 
marketing expenses. These chap- 
ters alone should recommend the 
book to a distributor who’s some 
what foggy about where to start in 
drawing up a schedule of this type 
of expenses. 

While this book contains a vast 
amount of cost accounting informa 
tion related to the manufacturer’s 
problems, the authors emphasize 
that their material is equally appli 
cable to retailers, wholesalers, and 
distributors. 

How ever, if we may question one 
thing: why does this book, like 
others before it, persist in overlook 
ing transportation or freight cost? 
It is our view that such a cost item 
is inevitable in distribution, no 
matter if the business concerned is 
a manufacturer or _ distributor. 
We're still waiting for the book 
that will show the proper account 
ing treatment of this cost, and 
relate it to other distribution costs. 


D.A.C.M 


\IANAGEMENT AIDS FOR 
SMALL BUSINESS—ANNUAI 
NO. 2, Small Business Administra 
tion, Government Printing Office, 
Washington, D. C., 55¢—This 
bound volume is a handy solution 
to the problem of what to do with 
those Government leaflets you have 
collected for future reference, but 
can no longer find when you need 
them It contains Management 
Aids Nos. 32-52, including “Loan 
Sources in the Federal Govern 
ment,” “Sales Forecasting for Small 
Business” and other pamphlets in 





G-E LAMPS GIVE YOUR CUSTOMERS MORE FOR ALL THEIR LIGHTING DOLLARS 





Help Your Customers Cut 
Their Lighting Costs 


...and build sales and good-will at the same 
time. These new and improved G-E lamps 
can do many jobs better for your customers 
— save them money, increase your profits. 


NEW G-E LAMPS—Each year, 
General Electric introduces many 
new lamps that can cut operating 
costs. One, the G-E Quartz Infrared, 
introduced in 1955, is already play- 
ing a vital role in many industrial 
and research applications. Hot enough 
to melt aluminum, they are used to 
simulate the heat produced by super- 


sonic flight on aircraft parts. 


Another cost-cutting lamp recently 
announced by General Electric is the 
High Output fluorescent—today’s 


most powerful fluorescent lighting 


The smallest andfhottest electrical heat 
source available (shown here melting alu- 
minum) the G-E Quartz Infrared permits 
reduced size in many applications because 
of the concentrated heat it produces. 


The G-E High Output fluorescent lamp gives 
40% more light than other fluorescent lamp 
types. It gives the most light per fixture— 
costs least to maintain. 


tool. For top color rendition, suggest 
the DeLuxe Cool or Warm White 
High Output which give as much 
light as other fluorescent types in 
standard ‘“‘Whites’’. 


IMPROVED G-E LAMPS —The 
400-watt RC-1 


came the best bargain for most in- 


mercury lamp be- 


door mercury lighting when G.E. in- 
creased its total light output 15% in 
1955. This lamp uses a phosphor lin- 
ing in a dual role—to reflect light 
and to improve color. It is inter- 


changeable in most 400-watt fixtures. 


Double-duty phosphor lining improves color 
end directs the light—gives more light with 
color improvement—at less cost. 


The most significant development 
in lamp filaments since 1913 was an- 
nounced by General Electric in late 
1955—The 


lamps give up to 15% more light for 


Bonus Line. The new 


the same wattage and are less subject 
to bulb blackening. The value gained 
by this increased output can equal 


the purchase price of the lamp 








Using the “stand-up” filament to increase 
light output by as much as 15%, the Bonus 
Line lamp is now available in 500, 750, and 
1000-watt sizes. Note reduction in bulb 
blackening after same hours of use. 


GENERAL ELECTRIC TECHNICAL 
HELP — G.E. also helps users get the 
most from their lighting installation 
—more for their lighting dollar. One 
of our field engineers recently helped 
a large manufacturer cut lighting 
costs by over $350,000 annually, with 
a moderate expenditure for a new 
type of lamp! And he increased his 
light level 50° at the same time 

It is not unusual to find installa- 
tions Operating at less than 50°, effi- 
ciency. General Electric engineering 
“know-how” is ready to help your 
customers realize the economies that 
come from the full exploitation of ex- 
isting lighting systems. For example, 
we publish hundreds of bulletins each 
year to aid operators in dozens of 
commercial and industrial light fields 
to improve the efficiency of thei 


lighting and decrease their costs 


FOR MORE INFORMATION on 


how you can use new General Electric 
lamps, improved lamps, and General 
Electric technical help to cut your 
customers’ costs, write, Large Lamp 
Dept., General Electric Co., Dept 


ID-5, Nela Park, Cleveland 12, O. 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 
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YOUR GUIDE TO CONSISTENT QUALITY AND INDIVIDUAL SERVICE. . . 
three groups: Business-Government 


Relations, Internal General Man 
agement and External Sources of 
Help, Advice and Guidance. Aids 
Nos. 1-3] are available in Annual 
No. 1. 


MARKETING AND DISTRIBU 
PION RESEARCH, by Lyndon O. 
Brown. Ronald. New York. $6.50 

his book is written by an official 
of a large advertising agency, a class 
of business which is at the moment 
riding the crest of a lively enthusi 
ism for “research.” However, 
praise be, this advertising man 
doesn’t ensnarl himself and his 
readers in the jargonistic vocabulary 
of agency research men. Rather, 
he’s written a clear, understandable, 
usable book which may help many 
1 distributor acquaint himself with 
the task of getting to know his own 
market 

In its 537 pages, Mr. Lyndon’s 
book encompasses the whole field 
of market research in fairly general 
terms—yet terms also detailed 
enough so that you can end up a 
little wiser on such subjects as 
principles of sampling, tabulation 
and analysis, motivation (the author 
insists on saying “motivational” 
research, sales research, etc 

Nevertheless, don’t expect a 
words-of-one-syllable approach 
throughout, because the very nature 
of market research precludes such a 
treatment. What Mr. Lyndon has 
done is to take a vast, complex sub 
ject, and boil it down to a pretty 
comprehensible form—and regard 
less of how you look at it, that’s 
something! 

If a distributor or his sales man 
wer wants to get on a friendly) 
basis with a tool that, properly 
handled, will do wonders for his 
sales, he can do no better than take 
Mr. Lyndon’s book home over the« 
weekend. D.A.C.M 


Peer erereeccescces 


iz : ; Bc MOUNTED WHEELS, Grinding 
THE TAtin cc eaten nee Wheel Institute, 2130 Keith Build 
‘a 7 Ceci. 4 ae 2 ing, Cleveland 15, Ohio—This 36 
ey apres oR. a page booklet is the first publication 
of the Institute to contain informa 


i 
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Victor Belting 
and You Sell Satisfaction 
.--more repeat sales for you 





Industry has accepted Victor as a source of strong, durable, efficient belting for convey- 
ing, elevating, and power transmission. This industry-wide acceptance means that a 
large part of your selling job is done. And present users, knowing Victor’s dependable 
service, provide a profitable source of repeat business for you. 


Victor helps you sell three ways... 


@ assures you a single source of supply for all belting needs 
®@ provides complete technical advisory assistance 
@ pre-sells customers through advertising and promotion 


Here are Your Market Facts 


Practically every prospect and customer you have is using belting for conveying, 
elevating, or power transmission. 

Doesn't it seem logical that you as a salesman can get this business if you ask for it? 
Doesn't it seem logical, too that customers will want to rely on you as a single, 
dependable source when you can easily supply 

all their needs from the most complete 





textile belting line in America—Victor Belting? 


Send for distributor catalog. including: 

Neoprene belting 
Hycar belting 

Balata belting 
Solid-Woven belting 
Canvas Stitched belting 
Belting specialties 


) 
COMPLETE 
LINE 


* 


- 


Veeror Batata i | Ferre Beiing Ce: 


53 Park Place, New York 7 * 300-4 W. Hubbard Street, Chicago 10 
Pa 


Factory: Easton 
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BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


lea cad 


A Driver for 
Every Need! 


Philtips @ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers... Another 
reason why you should 
buy VACO for all your 
screw driver needs. 


Reed & Prince 


Clutch Head 


= © 


Allen 


—> © 


Robertson 


Look for 
the VACO Vari-Board 


It's easy to select the right 
screw driver when you buy 
from the VACO Vari 

Board. Displays up to 120 
drivers at a glance each 
one wanconditionally guar- 
anteed ! 


Plier 
Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 





Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy/ 


VACO PRODUCTS COMPANY 


317 E. Ontario St., Chicago 11, Hlinois 


F 





| tion of maximum operating speeds 


for mounted wheels. Previously an 
operator had to compute speeds by 
using “critical speed” information. 
Most of the booklet consists of 
these tables plus a new suffix desig- 
nation system to simplify ordering 
wheels and data on standard sizes 


| and safety. 


BIBLIOGRAPHY, National Office 
Management Association, 132 West 
Cheltan Ave., Philadelphia 44, Pa., 
$5.00—Comprising 48 pages, the 
list includes 250 headings on every 
subject from absenteeism to work 
simplification, ‘Title, author, pub 
lisher, page reference and coverage 
are listed for 2,000 books and 
articles. 


A Correction 


In the Book Reviews section of 
the April issue of ID, “Successful 
Patterns of Executive Action” was 
incorrectly listed as a portfolio avail 
able from the Harvard Business 
Review. Actually it is a collection 
of reprints offered as a subscription 
premium only. 


Have You Heard This? 








Small Firm Can Diversify 
To Hold Its Ground 


Small business owners who view 
their company more as a way of life 
than a big income producer should 
think about diversifying to hold 
their place, according to a new 
Small Administration 
leaflet. 

Says the leaflet: “Small business 
owners. may be less 
scious than their larger brothers. 
However, the head of a firm who 
does not wish to expand should 
recognize the defensive possibilities 
of diversification. While he may 
not wish to become steadily bigger, 
he should be aware that a skillfully 


Business 


income con 
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BIGGER SALES 
BETTER PROFITS 


“WERE RK. 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry’s requirements. 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease. Wide steps on 
both sides for double convenience . . . each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 
Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
to worker's safety. 
Strong braces support 
every step, add to ri- 
gidity. Holds up to 800 
Ibs. Rubber skid-proof 
feet. 


Also ... for better sales... 
Werner Industrial 
20 ft. to 60 ft. 
6 ft. to 20 ft. 
3 ft. to 14 ft. 
8 ft. to 30 ft. 


Extension Ladders 
Single Ladders 
Step Ladders 
Swing Stages 


Write for complete catalog information on 
sales-making, profit-making Alumiladders. 


R. D. WERNER CO., INC., Dept. L-63 
Seles Office: 295 Fifth Ave., New York 16, N.Y. 


TU E PIT E Ress: 
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Here's; your 


Buyers Guide 


to the world’s 


so bal-¥-) at -S ated Col-1-Te Mie (-t- baleb ae hia-t— 


standard enclosed 


( 


gear drives 




















Foote Bros. 
Line-O-Power Drives 
Available in straight line and right 















































angle units, Line-O-Power drives 
feature Duti-Rated gearing. Foot or 
flange mounted, single, double, triple 
or quadruple reduction. Cast housing 
assures permanent alignment. Ra- 
tios to 2726 to 1. CATALOG LP NO.3. 


Foote Bros. 

Maxi-Power Drives 

Compact, rugged helical geared units 
provide years of trouble-free, de- 
pendable performance. Designed for 
severest service. Available in ratios 
up to 360 to 1, capacities to 1550 h. p 
CATALOG MPB 


Foote Bros.— 

Louis Allis Gearmotors 
Famous, dependable Louis Allis 
motors and Foote Bros. quality Duti- 
Rated Gearheads form a perfect com- 
bination for power. Capacities range 
to 150 h.p., output speeds to 780 
r.p.m. Available foot or flange mount- 
ed, horizontal or vertical models 
CATALOG MD 





> 


Foote Bros. Hygrade Drives 
Here's high efficiency and load car- 
rying capacity for heavy duty. Preci- 


sion worm geared Hygrade drives are 
available in ratios up to 4108 to 1, 
capacities to 260h.p. CATALOG HGB 


For complete details on 
any one, or all, of the 
drives shown here, 
, Py... ee write for informative 
og ene war tee Tenee literature . . . note 
industriel georing made specific catalogs 
designated. There's a 
size and type Foote Bros. 
drive to meet every need. 


FODTESBROS 


Bolte Tower Tra Rcoin Though Tall Bears 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Bivd., Dept. 1D, Chicago 9, IIlinois 



































Foote Bros. 

Worm-Helical Gear Drives 
Designed for heavy-duty stirring, 
mixing or agitating applications, 
Foote Bros. Worm-Helical Drives are 
available with horizontal input shaft, 
vertical up or down or both output 
shaft. Ratios range to 285 to 1, c 
pacity to 128 h. p. CATALOG WHB 
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Evans King-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 

and accurate with this new EVANS King-Size 

. 10-ft. White-Tape. The 33% wider blade 
* (full %4") stays straight up without bending 


3 Es 
© EVANS RULE CO. °F buckling. You get a free belt clip and Tenite 
~- 1955 utility case with every tape. Sliding end hook 
__ Neel 1955 _ for inside or outside measuring and... 
it's marked so you don’t have to figure! 
no other tape is marked this Evans way. 














ed im inches from | 





Whichever way you work, in inches or feet and inches, 
you read instantly without heving to stop and figure 
The EVANS King-Size White-Tape Is the Top 10-ft. 
Tape value at only $2.39. Retail everywhere in U.S.A. 





another 
EVANS 
value— 
12-FOOT 
POCKET | 
WHITE-TAPE _ 
“Standard blade et 
’” wide” . 
- outun anit si - This L-O-N-G-E-R 
low, a et stee P. " 
tape that measures a fon s Pocket White-Tape only $ 1 89 
full 12 feet — elimi- ry) here S.A. 
nates the inconven- Retell ev mu 
ience and inaccuracy of adding two measurements as you do with shorter 
tapes. Exclusive EVANS double markings (same as King-Size above). 
Chrome plated case is no bigger than cases for shorter tapes. Self-adjusting 


sliding hook for 100% accurate inside or outside measurements. Each tape 
packed in FREE transparent Tenite utility case 


Let us help you sell more tapes. 
Write for tree supply of leaflet 10-ID 


Ewatea RULECO. ©@” 


400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Makers of Evans “Long Tapes" —25-50-75-100 tt. and Evans 6-(t. Folding Rules 
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selected diversification program may 
protect him from becoming steadily 
smaller, and ultimately from being 
wiped out.” 

Che pamphlet is entitled “Broad- 
ening Your Manufacturing Opera- 
tions,” but the ideas are applicable 
to any operation. It notes the risks 
faced by small firms tied to very 
few lines or operations, and suggests 
techniques for investigating whether 
new lines would be practical. Man 
agement is cautioned to take stock 
of the resources at hand and not 
move precipitously or  illogicalls 
into diversification. Ability of man 
agement, finance and marketing 
possibilities are mentioned as 
primary considerations. 

lhe leaflet points out that a par- 
ticular method of selling may be 
successful for only certain types of 
goods, but, “if salesmen are calling 
on customers with nuts and bolts, 
why not hinges also?” 

-““Broadening Your Manufactur 
ing Operations,” Small Business 
Administration, Washington 235, 


DG. 


if You Own The Business, 
Draw Up a Sound Will 


Small businesses, including many 
not so small, are being sold out 
every month because an owner 
manager has died without leaving 
proper provisions for continuing 
management. 

\ recently issued Small Business 
Administration leaflet reminds pro- 


prietors of these dangers that may 


come after them. ‘The business may 
fold after the cwner’s death simply 
because he has not provided con 
tinuity of management, by execu 
tors or a designated successor, the 
leaflet points out, or it may be 
swallowed up in taxes and estate 
settling. 

Among specific suggestions are 

these: 

1. Decide whether the business 
should be continued after the 
owners death, or whether 
liquidation would provide as 
well for the heirs without the 











No. 99 Junior Kit 
11 Combinetion Tools 
—o “first” in “551 


Full line of 
adjustable 
wrenches 


plated or polished. 


BRINGS YOU THE 


Finest roots FIRST! 


FIRST 


FIRST 
FIRST 


FIRST 
FIRST 
FIRST 


FIRST 
FIRST 


FIRST 
FIRST 


with plastic handle screwdrivers. First to 
use amber color. First with man-size 
handles! 


with square bladed screwdrivers. 


with alloy steel blades in all screwdrivers. 
First to standardize on $.A.E. 6150 chrome 
vanadium. 


to introduce nut drivers with plastic 
handles. 


to draw-form nut driver sockets instead 
of broaching. 


to use colored nut driver handles to signal 
size. 


with small pocket clip screwdrivers. 


with reversible combination Phillips and 
regular screwdrivers. 


with detachable reamers. 


with complete screwdriver — nut driver — 
reamer kits — new and better ones every 
year. 


Look to XCELITE 


for the new tool designs first .. . 


and for quality, 


FIRST, LAST and ALWAYS 


“Originators — not imitators’ 


> 4 oj =] Bs 


DEPT. F. ORCHARD PARK, NEW YORK 
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INCORPORATED 





risks of continuing the venture 


Here's Plant and Shop EQUIPMENT under new management. 


Be sure executors are ap 


you Can sell without being a pointed with authority to con- 


duct the business during 


Materials Handling Engineer ee estate settling, particularly the 


authority to borrow money. 


World’s Most Versatile . Consider setting up trusts for 

minor children, to avoid ap 

HAN HV) TR U C kK pointment of guardians, which 

rl is a more expensive procedure. 

FOR ITSELF: This is particularly important 


GrAXhp) with Hydraulicssreeo to insure continuation of the 


business when there are 
Ay,7) several heirs and disagreement 
f.\3) > 4 is likely to result. 


Plan the estate carefully with 
expert tax advice. One pit- 


Rugged ae capable of lifting fall to avoid is the tendency 
a quarter ton from the floor of the heirs to try to get the 


assets appraised as low as pos- 
EASIER & FASTER—Lifting * Moving sible after a death; this may 
© Hauling ¢ Stacking © Unloading be false economy, since it 


lowers the tax base and will 
stern result in much larger capital 
cidents © Damage ® Costs gains or inheritance taxes 


later. 
The GRAND SHOP re Le | 
CADDY is specially de- Advantages of joint husband- 


signed for Street Level and-wife ownership should be 
Loading and Unloading investigated as a future tax 
at Trailer Tailgate ~“ 
height. 500 Ib. capacity- aha antage. , 
36” to 54” lift. 4 low “Why Small Business Owners 
priced models. Need Sound Wills,” Small Market- 
As a source of supply in ers Aid No. 7, Small Business Ad- 
poor ee VOX —_—- ministration, Washington 25, D. C. 
o © 1. A complete line to , 
| 36” or 54 offer—500 to 3000 

Lifts Ib. lifts in standard 
stock sizes. 


_ A very desirable Managing Own Time 


franchise for estab- . 
lished distributors. Called First Job 


. Full cooperation “Time is the trigger of ability and 
from us in prompt experience and must be used to the 


deliveries and in very best advantage; otherwise no 
advertisements di- 


rected to industry to matter how much you know or how 
Pe distribut promote sales for clever you are, it will all unwind 
r r says: . ” 
ead what a distri ern: . anes ineffectively with the clock. 
Don Chisholm, Hardware distributor writes—"We ; y 
handle hundreds of boxes of bolts in our warehouse aes ten ll meee b&b on So says Earle M. Richardson, of 
and just could not do without your No. 4054 Shop important part of most production  Shaw-Barton, Inc., in an article in 


Sadd th which to stack and move them operations ‘ . 
ey ialiite Codd = . ; Sales Management written for fledg- 

FFER: We will send you a “Sho a a ov get into a good paying part o . , wi 
ree gt as : f 5 / production when you are in position | ling district managers but universal 
freight prepaid to use in your place of business as a to supply this complete line of “pack e 
demonstrator. Invite your customers to come in and - R gn ane — itoving in its application. 

. . . . . units. ov co w us mers Ow 7 ° ‘s . P 

see it work. Write for details regarding this offer. to speed up operations through the The author’s self-discipline may 


: use of a “Shop Caddy You show 
Descriptive catalog pages available for your use. these hows Gee tnee We Go the grad seem extreme. 


Desirable dealer franchises still available—wire or uct lifting and moving can become 3 
ate a better producers with less effort and First, he counsels, get an early 
, lower insurance claims. - . . 
start: “I have little respect for the 
ALLIED M FG. & SALES CO. man on the management job who 
; Materials Handling Equipment Div. of takes himself for granted and starts 
Quality Products—Since 1921—Quality Service house by 7:30 at the latest .. . get 
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“ JT HARDENED RETAINER 





ALIGNMENT BUSHING 
Revolves on Retomer Pin 








PIN 
Presses into hex bushings 


‘ 


om 
Prd 
« 
Cutters revolve agains! hex bush 
ing shoviders, 


HARDENED HEX 
“y T CASTIN 
BUSHINGS a nel a 4 


Pressed into costing, absorb redial or 7 
thrust —cannot turn ae 


tre 


s eee 


EXCLUSIVE DESIGN 

Exclusive design of Vincent Dress- 
ers produces . More accurate dressings. 
Hardened hex absorb side thrust and 
radial thrust during operation. (See 
cut-away of dresser) 


YOUR CUSTOMERS KNOW 


THE VINCENT NAME 

Vincent Grinding Wheel Dressers and Cutters 
_ have been ucing customer satisfaction 
for 47 years. In addition, a comprehensive 
advertising program is maintained in business 
Sapers & nlp ys. 0 Oe ee 





” 


VINCENT DRESSER CUTTERS 


Vincent Dresser Cutters, in styles and sizes 
for every job and every Huntington-type 
dresser, are made in our own plant of spe- 
cial analysis steel. They are heat-treated in 
our own plant—one of the country’s three 
largest and best equipped-—to just the right 
degree of hardness. They are hard enough 
to give clean accurate dressings; tough 
enough to stand up under punishment from 
rough snagging wheels. Zig-zag and Sher- 
man cutters carried in stock also. 


HOODED DRESSER 


Has hood for catching flying 
particles. Available in No. 0, 
No. 0 Special, No. 1, No. 1 
Special, No. 2, No. 11, No. 22. 
All except No. 0 have side 
thrust bushings for extra wear 


REGULAR DRESSER 


Open type. Available in No. 0 
and No. 0 Special (with side 
thrust bushings) only (%” 
cutting face). 


BUSHINGS & PINS 


A complete stock of standard 

and special bushings, pins and 

side plates for all Huntington Z 
dressers is carried at all times v4 
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NATIONAL SANDERS 


METAL 
woop 
LEATHER 
STONE 


POWERFUL .. . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





MODEL 300 TWO-PAD 


Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. ia. of abrasive 
area. Over 125,000 in use throughout 
the nation . . . in many types of industry. 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 


Write for details. 


MODEL 500 ELECTRIC 





MODEL 600 SINGLE-PAD 


Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 0m Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 





A straight-line action, single pad, air 
driven block sander. Weighs only 


5 lbs., but o 
A 5/16” pa 


rating at 3200 rpm. 
stroke assures rapid 


stock removal. Has built-in water at- 
tachment for wet sanding. Both 


rubber and felt pads available. 


Write for literature 


NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 
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into the office or into the job head 
over heels by 8 o'clock. If you think 
you'd like to quit at 5 in the after- 
noon, realize that you are again 
wasting a valuable piece of time 
from 5 to 6 p. m.” 


Don’t Be Handyman 


(nother way to save time, he says, 
is to avoid becoming the family 
handyman, since these home chores 
can be purchased elsewhere at less 
than $3 an hour. “Think it over, 
and you will have to agree that you 
must spend your time on the job, 
not pleasing some one who is 
strictly dependent on your income 
from the job.” How the salesman 
or executive can establish this point 
of view at home, if indeed he wants 
to, the author does not explain. 

One objective of this home-dis 
cipline, he says, is to free the busy 
head of the house to spend Satur 
days and Sunday afternoons at the 
office. That’s when he will catch 
up on the detail work that pre 
sumably he has no time for during 
regular hours because he has to 
spend them all in actual income 
producing activities. Lunch hours 
are another opportunity: “Dawdling 
over a luncheon table for an hour 
and a half is all right for those who 
have arrived, but it will not help 
you arrive. Most of us eat too much 


anyway.” 


Get a Typewriter 


“Invest in a portable adding ma 
chine and a portable typewriter. 
Carry these home with you, on the 
road with you. 

“Save time on 
Don’t get fouled up with cars that 
have you sitting around waiting for 
parts and repairs. 

“Don’t be a social climber or a 
joiner or a civic crusader during 
. after you 


transportation. 


your progress years . 
have arrived, it is different.” 

If the author's price of success 
seems harsh, he mollifies it some 
what by contemplation of the joys 
of “arrival.” Meantime, he cau- 
tions men of 35 to realize they have 
only 15 years until they are 50, when 
they will either have mastered time 





Nicholson steam trap simplicity gives you 


peak performance, 
low-cost maintenance 


Nicholson simplicity of design and operation pays off big . . . in 
performance for the user...in profits for you! There’s a big, 
broad market for Nicholson—wherever steam is used. And 
simplicity—Nicholson simplicity—gives you an important 
product superiority to sell. 

ppt ond a @ one moving part—big husky bellows. 

detailed information. @ positive shut-off—no waste of steam. 
@ high capacity —effective use of large orifice. 


@ each unit service tested—with steam. 


Sell simplicity, too. Sell Nicholson. 


Ol NICHOLSON cad Conpay 











TRAPS * VALVES * FLOATS * METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. + SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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or been mastered by it: “While the 


MILL by Oldest and Largest clock is running, listen carefully. 


Those ticks you hear could easily 


PL JACKSON, Wheelbarrow be your own heart beats registered 
R , | on management’s cardiograph.” 
BA ; “inl Maker in America hey could be, at that. 

—‘“Learn How to Manage Your 
Time,” by Earle M. Richardson, 
Shaw-Barton, Inc., Sales Manage 
ment, March 1956. 


OTHER FAMOUS Sales Forecasts 
AMCRSON PROGUCTS || Should be Re-checked 


When you budget for the year, 
how much confidence do you have 


» sales forecast you are using 
wneemaaanews in the sales forecast you are g 


‘ as the basis for your figures? 
— our agnbae eng choice for han- WHEELS > A recent article in Sales Manage 

ing materials too t i 
7 aony © de moved wih ment magazine spotlights the pit 


ordinary barrows. It’s constructed to distribute 
the load for better control with less strain ca the aa falls common to the usual forecast 
. . 7 . 
— es 26 caper tires and roller SALAMANDERS ing techniques and suggests ways 
a m i ’ i mt } 
rings make handling easy. (Also available to avoid them. One wav is to make 


with steel wheels.) Heaped capacity is 6 cu. ft. . : 
good use of past figures, the author 


WRITE FOR FREE LITERATURE 
suggests, even though this requires 


laborious manual checking of in 





MIXING BOXES 


fr Manufacturing CO, voices. Also, he advises double 
Jac Yi] / Harrisburg, Pa. C\ checking, with forecasting drawn 

MORTAR PANS from several responsible offices 
: within the company and preferably 
a from an _ independent outside 


EXCLUSIVE! Only Super-Sterling agency too. He cites harrowing 


examples where such precautions 


offers you the patented BROACH have been ignored, resulting in loss 


of major investments in the wrong 


principle in a complete line of Vice-President branch, the wrong line or the wrong 
expense budget at the wrong time. 


hand, power, and band saws! in charge he same warnings are applicable 

; 4 for distributors who want to esti 

Specify Super-Sterling bore of sales mate their potential. If it is not 
realistic, it is meaningless. 


the BROACH way to Mr. Ed. Canne —‘“Sharpen up Your Forecasting,” 
profitable cutting! will represent by Jack L. Davis, McKinsey & Co., 


Sales Management, March 1, 1956. 
DIAMOND —_— 
SAW Obituaries 

















& Sterling end at the - i tla 
“ « ter ind an Alonzo G. Decker 
<x 9 * % Triple Black & Decker President 

Super-Sterling Industrial Alonzo Galloway Decker 72, 
ie we board chairman and president of 
oo Supply The Black & Decker Mfg. Co., died 
HACK SAW BLADES of a cerebral hemorrhage March 18 

BAND SAW BLADES Convention in Baltimore. 
Mr. Decker founded the company 


DIAMOND SAW WORKS INC. surraco, n. r- with S. Duncan Black in 1910. He 
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LOOK ALIKE? Sure. But one of these heat-treated cap 
screws may be structurally weakened by decarburization. Only 
accurately controlled heat-treating — such as practiced by 
Hartford Machine Screw Company — can positively prevent 
decarb . . . can protect your customers against losses resulting 
from fastener service failure. 

So don’t take chances. For assured value, right price and 
fast delivery — whether heat-treated, brass, stainless or low 


carbon — always recommend HMS. 


Always recommend HAUG. .. ia The bor, you never dup 








HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS « SOCKET PRODUCTS « TAPER PINS + DOWEL PINS + HEX NUTS 











HERE’S POSITIVE PROOF OF 
HMS Assurep VALUE! 


Typical HMS screw thread 


Competitive screw thread 
(uniform texture—no decarb) 


(Note decarb — white area 


These photomicrographs prove conclusively that there 
is a difference between heat-treated screws a dif- 
ference which can cost your company plenty in ma- 
chine failures and resulting service troubles. All be- 
cause “Old Devil Decarb” is at work! As shown above, 
heat-treated fasteners by other manufacturers showed 
frequent evidence of decarburization. Fasteners by 
HMS showed none positive proof of quality con- 
trol and HMS Assured Value! 
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EXCLUSIVE B RAM M ER ADVANTAGES! 


PRE-STRETCHING 


Every f 

TS iachiaalcie| 

trolled ten 

specially designed 

sale lelallal-23 
BRAMMERTOOL 


£ 


on’, 
4 


oe 
A simple touch of this 
relehi-tahicte Miele] Ma-ii-tel1-1) 
links in a jiffy, makes 


adjustments in seconds 


SIZE 
IDENTIFICATION 


The belt that identifies 
itself. The size 


rivet head 


marked 
PERMA-LIFE 
BRAMMERIVET 


PRE-TESTING 
ry foot is pre-tested 


1¢ lactehicta aalele. 
t yrea if 


BRAMMER he Ouiinal “v" Linx ee.tine 


296 


You'll find it’s easier to sell BRAMMER “’V”’ Link Belting 
because: 


@ Only BRAMMER offers so many exclusive features, 
backed by a written guarantee for absolute minimum 
stretch. 
@ BRAMMER distributors get the valuable sales tools 
that help sell, like this free, attractive Display-Storage 
Rack— 


@ Nine warehouses conveniently located and fully 
stocked for prompt, efficient service—without penalty 


Visit BOOTH 840 at the TRIPLE MILL SUPPLY 
CONVENTION or, write today for full information. 


BRAMMER 


CORPORATION 
684 BROADWAY 
NEW YORK 12, N. Y. 


TYPE 
IDENTIFICATION 


GUARANTEE 


ARANTEE y 


“ 


ew. mode F we + 
Regula R 


Re 
Black 
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Alonzo Decker 


had been vice president and general 
manager until Mr. Black’s ceath in 
195] 

[he founding partners started 
Black & Decker with a capital in 
vestment of $1200. The company 
now has two plants near Baltimore 
and branch offices throughout the 
United States, as well as subsidiary 
companies m six foreign countries. 

From the beginning, Mr. Decker 
devoted his efforts to designing and 
manufacturing, while Mr. Black 
handled sales and administration. 
Mr. Decker was instrumental in 
the development of a switch control 
for electric drills and portable elec 
tric tool motors. He supervised ex 
pansion of the firm’s line from one 
drill to nearly 150 different tools 
for industry, construction and farm 
use, and lately, for home and hobby 
markets 


W. J. Bell. 
Norton Co. 


Whitfield J. Bell, retired Norton 
Co. abrasive engineer, died April 2 
at his home in Baltimore. 

He had been with the company 
38 years when he retired in 1953 
Most of his career was spent repre 
senting Norton in Maryland and 
Delaware 


N. M. Fitler, 
Edwin H. Fitler Co. 
N. Myers Fitler, former president 


and board chairman of The Edwin 
H. Fitler Co., died March 23. 





NEW ¢ ’ec%o/%5e7 ATLAS ROLLER CHAIN 
NON-CORROSIVE... COSTS 40% LESS 


Here’s a revolutionary new roller chain developed to meet 
the most exacting requirements of the chemical, food, bot- 
tling and other industries where corrosion is an important 
factor. Stands the most severe torture tests . . . meets and 
beats A.S.C. specifications . . . yet costs far less. 


STAINPROOF, CORROSIVE 
RESISTANT Etectrolized parts came through 


severe salt spray corrosion tests with flying colors .. . 
last as much as 800% longer. 


HIGHER TENSILE STRENGTH 


Has same tensile strength as alloy steel chain . . . much 
higher than bronze or stainless steel chain. 


WEARS LONGER friction of parts has 
been reduced by more than 50% . . . wear cut to a min- 
imum ... chain life greatly increased. 


LOWER PRICE Atlas Electrolized Roller 
Chain is as much as 40% lower in price than any other 
corrosion resistant chain now on the market. 


SURE FIRE SALES WINNER 


Here’s a roller chain that opens up new markets for you in 
your area. It is made to meet and beat the requirements of 
critical transmission drives in the food, chemical, bottling 
and many other industries. It has been performance-proved 
to be stronger and last longer. It is priced so that you can 
really get a big share of the market at a good profit margin. 

Get the facts on this new chain now from Atlas Chain 
& Manufacturing Company, West Pittston, Penna. Act 
now and... 


SEND THIS COUPON FOR SAMPLE 


—7~eeeee aw —— 





Please send sample of Atlas Electrolized Chain and data to— 





PTR ene SE | 


COMPANY 





ADDRESS 











the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapistan perform 
ance-tested wheels and casters, you'll 
find it’s the most profitable, fast 
selling line you can carry — and the 
caster line which meets such a 
range of specifications with 
Rap 
istan’s personalized merchandising 
with 


only 
wide 
such a low stock investment. 
staff is at service, too, 
practical sales aids and ideas which 
pay off in volume sales—and Rap- 
istan’s national advertising in lead 
ing publications pre-sells the line 
in the heart of your big-volume 
profit market! 


your 


WRITE, PHONE OR WIRE 

for complete information 

on Rapistan’'s Money-Back 

Guaranteed Caster Fran- 

” chise and the new caster 
and wheel catalog. 





NEWS 


(Starts on page 140) 








Jack Harmon 


Fort Worth Steel 
Assigns Service Post 


Jack Harmon has been appointed 
to the new post of customer service 
engineer of Fort Worth Steel & 
Machinery Co. 

With the company five years, he 
has been a sales representative and 
assistant to the vice president in 
charge of engineering. His new post 
is in the sales department. 


Drastrup Appointed 
Joy Mfg. Vice President 


Joy Mfg. Co. has appointed A. B. 
Drastrup vice president with head 
quarters in Pittsburgh. 

Mr. Drastrup had been president 
of A. M. Byers Co. since 1954. He 
joined Byers from Columbia Steel 
Co. in 1931. 


Tool Prices Reduced 


Carboloy Department of General 
Electric Co. has reduced the price 
on several of its mining tool lines 
from 2% to 17.5%. Carbide roof 
drill bits, CC-4 drum type miner 
bits and auger bits over 2 in. in 
diameter are principally affected. 
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Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas 


=a] fa" 


Tank Valves & Shutoffs 


Trailer Fittings 








Automotive 
Drain & Shutoff Cocks Accessories 


Needle Valves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., 


OTSEGO, 
MICHIGAN 








ORANGEVILLE... 
TRUCKS 


‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 
The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 
Desi 
ice, Oran 








med for high quality and long serv- 

eville offers all types for lenery 
and warehouse service and s al trucks 
built to order. The trucks illustrated for 
all-around industrial and store use are 
typical of the many available from Or- 


angeville. 

Distributors 
Your inquiries and orders will receive 
ome attention. R. sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 


Us—Booth A-1021 
MHI he ©O.—June 5-8. 


[oir 


























Charles F. Trapp 


Formsprag Elects 
Two Vice Presidents 

Formsprag Co. has elected two 
new vice presidents, Charles F. 
Trapp, who will be in charge of 
sales, and L. ‘I’. Szady, in charge of 
engineering. 

Mr. Trapp joined the company as 
sales manager in August 1955. He 
formerly had been Detroit area sales 
manager for the Industrial Appara- 
tus Division of Westinghouse Elec- 
tric Corp. 

Mr. Szady has been with the firm 
10 years. He was previously asso- 
ciated with Gear Grinding Machine 
Co. 


Pauley Leads Seminar 

Melvin W. Pauley, vice president 
in charge of sales of Lunkenheimer 
Co., served recently as a co-leader 
of a workshop seminar sponsored by 
the Society for the Advancement of 
Management in cooperation with 
the Cincinnati Sales Executive 
Council, “Functions of Sales Man- 
agement” was the topic. 





MOTORCYCLE MOVEMENT 


The “world’s largest motorcycle 
factory” is being planned by Czecho- 
slovakia for that country’s Second 
Five Year Plan (1956-1960), reports 
American Machinist, McGraw-Hill 
publication. 




















NEVER 
GAMBLE 


Sell with Confidence! 


Hose, Belting, Packing . . . 
Hamilton quality is unequalled. 
Backed by 86 years of experience. 


Sell with Profit! 


Hamilton Prices are Right .. . 
to give you a good profit margin. 


Sell with Help! 


Hamilton Advertising is On-The-Job .. . 
it takes the right sales message to the 
right men at the right time. And Hamilton 
salesmen, following-up on advertising 
inquiries, turn their hot leads and actual 
sales over to you. 











WRITE, WIRE, PHONE 


For quick action on the details of 
the HAMILTON quality story and 
how you can sell with confidence 
for real profits when you sell 
HAMILTON — ACT TODAY! You'll 
receive descriptive literature and a 
call trom a HAMILTON representative. 


Be sure...use Hamilton... 
Always dependable! 


HAMILTON 
RUBBER 


MANUFACTURING 
CORPORATION 
Executive Office and Factories, 1018 Meade St. Trenton, N.J. 
Branches in 
HICAGO * HOUSTON * LOS ANGEL 
W YORK © CLEVELAND © PITTSBUR 
INDIANAPOLIS * SAN FRANCIS 
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MEESTER 


SOLDER 


SEND TODAY for Kester’s new 78- 
page informative textbook “SOLDER 
. +» Its Fundamentals and Usage.’ 


The almost universal acceptance and popularity of Kester FLux-Core 
SotpeERr is largely due to its quality, based on constant solder alloy 
control and consistent flux formulae. Kester comes in 8 fluxes, with all 
available in 5 core sizes. And since Kester’s the type of solder that 
everybody wants, it’s far easier to sell and to sell it again and again. 
You see, a full spool of Kester Flux-Core Solder never lasts very long! 


KESTER SOLDER 


© O M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, New Jersey * Brantford, Canada 
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L. B. Lumpkin 


New District Heads 
Named by Bristol 


The Bristol Co. has appointed 
L.. B. Lumpkin manager of its Pitts 
burgh office and W. C. Peterson 
manager in Birmingham, Ala. 

Mr. Lumpkin, the former Bir 
mingham manager, has been with 
the company since 1937. Mr. Peter- 
son has spent ten years with Bristol’s 
New York sales force. 


Van Leuven Area Chief 


he Bristol Co. has appointed 

W. C. Van Leuven as Midwest 

regional sales manager of its Socket 

Screw Division with responsibility 

for the Detroit, Cleveland, Chicago, 
and St. Louis districts. 

Before joining Bristol’s sales force 

n 1948 he was with Ex-Cello-O 


4 
@ 
* « 


W. C. Peterson 





\NOUSTRIES, ING. 


ah, | 
THis, —e MORE DOORS TO THE DISTRIBUT 


For decades, acs? has, with conspicuous success, sought 

original equipment sales from all industries. As a result, 

gcs” Bearings and Pillow Blocks are today found in more 

different types of machinery and equipment than bearings 

of any other make. 

Thus, wherever the Authorized =tsf Distributor is located, he 

has many customers. In supplying acs Bearing replacements 

for so many different kinds of machinery, the distributor’s salesmen 

“get in” to many different departments of many different plants and 
thereby find many more opportunities to serve and sell. 

This is but one of many reasons why the scsi franchise is the most 
valuable bearing franchise. GKREF INDUSTRIES, INC., PHILADELPHIA 32, 
PA., manufacturers of SKF and HESS-BRIGHT® bearings. 7620 


BEARINGS AND 
PILLOW BLOCKS 
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CHICAGO 


ACE 


LOCKS OFFER 


Maximum 
Protection 
For Your Customer 


Profit 
Protection 


For You 


Cut-away view of ACE Padlock showing double 
locking feature and 7-pin tumbler mechanism. 


Chicago Utility Locks 


Dependable Protection 


Chicago Cylinder Utility Locks 
can be furnished with single or 
double bitted keying for wood 
and metal mounting. Can be 
keyed alike or alike in sets. Pol- 


ished nickel finish. 


Chicago ACE Padlocks 


Exclusive Selling Features 


Ace 7-pin tumbler locking mech- 
anism ¢ Hardened steel shackle 
that locks both sides « Round 
keyway prevents insertion of 
forcing tools « Duplicate keys 
available only from factory « 


Solid rust-proof cases. 


Co CHICAGO —sopendale name in locks for every need. 


An entire line, sensibly priced for good, steady sales and profits. 


Write for distributor details and Catalog No. 105. 





CHICAGO LOCK CO. 


2030 N. Racine Avenue « Chicago 14, Illinois 
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W. C. Van Leuven 


Corp. His headquarters will be in 
Detroit but he will spend time 
regularly in each district with field 
men and distributors. 


New Regional Manager 
Handling Midwest for SKF 


SKF Industries, Inc., has ap 
pointed James H. Sutherland as 
Midwestern regional sales manager 
succeeding Philip A. Carlson who 
is retiring after 33 years with the 
firm. 

District manager in Chicago for 
the past year, Mr. Sutherland has 
served the company in various engi 
neering and sales capacities since 
1944. 

M. William 
Chicago field engineer, succeeds Mr. 
Sutherland as Chicago manager. 


Passmore, former 


Heads Burroughs Engineering 


Burroughs Corp. has appointed 
Thomas M. Butler as director of 
engineering at its home office in 
Detroit. 





ATOMIC POWER 
IN BRITAIN 


Nuclear power plants in Britain are 
expected to match production costs 
of coal-burning plants by 1961, ac- 
cording to Electrical World, McGraw- 
Hill publication. Atomic plants are 
expected to produce ten to 15 kw by 
1975 to save 40 million tons of coal 
per yeor 




















10 fresh 
sales stories 
to fatten-up 
orders 


for Brown & Sharpe 
Distributors 








developments to talk about, any Brown & Sharpe 
distributor's salesman now can easily write-up 
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Farquhar Gravity Conveyors assure you 


Yes! Because we maintain adequate 
stocks of Farquhar Roll-Free Gravity 
Conveyors our dealers can add up 
bigger, quicker, surer profits. 

You can rely on immediate ship- 
ment from our warehouse stocks on 
standard lengths and widths of both 
wheel-type and roller-type conveyors. 

Almost every customer on whom 
your salesmen call has many uses for 
these light, strong, portable convey- 
ors. They handle cartons, boxes, 
crates, etc. into, through and out of 
your customers’ places of business. 
Their first cost is low, and their oper- 
ating cost almost nil. 

If you are looking for a line which 
will add to your volume and profit 
with minimum inventories and sales 
expense, you should find out about 
Farquhar Gravity Conveyors. 


WRITE FOR OUR NEW BULLETIN NO. 801 
and our generous dealer discounts 


] Conveyor Dept. Y-46, York, Pennsylvania. 
| Factory Branch: 618 W. Elim St., Chicago, Ill. 
Send me prices, discounts and Bulletin No. 801 on Farquhar 


ToD MATZ A °R  Roll-Free Gravity Conveyors 


A. B. FARQUHAR DIVISION, The Oliver Corporation 





Cc 





Address 
CONVEYORS 


POWER BELT AND GRAVITY CONVEYORS 
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R. R. Stephenson 


Two Salesmen 
Join Neal Staff 


R. C. Neal Co., Buffalo, N. Y., 
has appointed two new salesmen to 
its staff. 

Robert R. Stephenson, recently 
manager of Turcotte Mill Supply 
Co., Jamestown, N. Y., will cover 
the Jamestown area including Olean, 
Bradford, St. Marys, Emporium, 
Kane and Warren. 

Norman J. Concialdi, formerly 
with Charles P. Mugler & Co., has 
been assigned to Neal’s inside staff. 
For 20 years he was assistant pur 
chasing agent for J. H. Williams. 


N. J. Concialdi 





Chain Firm Assigns South 

Columbus McKinnon Chain 
Corp. has named Jack Richardson, 
of Dallas, Texas, as Southern repre 
sentative. 





« South of Kentucky? 
West of Mississippi? 


* so, find out today 
‘S about the complete line of 





DRILL JIG 


BUSHINGS 


MICRO STANDARD AND SOLID TUNGSTEN 
BUSHINGS BUSHINGS : CARBIDE BUSHINGS 
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Super-Sellers 


BECAUSE THEY’RE 


Super-Savers 


ALBANY 


a time tested line of 


LUBRICANTS 


standardized and packaged 


to meet your customers’ 
everyday needs 








ALBANY PRESSUREGREASE 
UNIVERSAL 


For Cups — Ball Bearings — Water 
Pumps — Universal Joints. Water- 
proof — Exceptionally high melting 
point. Soft enough for gun applica- 
tion. 


T. O. Carson 











ALBANY GREASE 


A cooling lubricant for operating tem- 
| peratures from 110° F to 200° F. 


SPROUT-WALDRON 


BELT-SAVER ieee 


PULLEYS o. . ‘ a i. A superior waterproof mineral oil 
. , f) grease of high viscosity. Comes in 
Soft, Medium, Hard and 








Liquid, 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 





Cc. B. Goff, Jr. 


Sales, Product Heads 


Named by Rockwell 


Rockwell Mfg. Co.’s Meter & 


Graphite 
Medium. 


Pressuregrease Soft and 











—| ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

Will not separate or oxidize assuring 
long life to bearings. May be used in 
hand grease guns. 











ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Water- | _ 
proof. Will not drip when gears are 
idle or in motion. 








ALBANY PENETRATING OILS 
(Clear or Graphite) 


Valve Division has appointed 


| Thomas O. Carson as Pittsburgh 


ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 


Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, elim- 
inates squecks. 





district sales manager. 





You'll win their good will and 
steady business, too. 
In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face’ line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waidron leys ! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 
Write for free booklets! 


SPROUT-WALDRON 


CAST IRON 





PULLEYS 





C. B. Goff, Jr., and A. J. Komich 


A. J. Komich 
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ELECTRICAL DIVISION 
Albany RBR Wire Pulling Com- 
pound 


Albany Improved Cable Pulling 
Compound 


Stearine Candles & Flux 











1868 -1956 
BUT 


MORE MODERN THAN EVER 


ADAM COOK'S SONS, INC. 


Mfrs. of Albany Lubricating Products 
LINDEN, NEW JERSEY 








have been named assistant product 
managers, respectively, of Nord- 
strom valves and petroleum and in- 
dustrial meters in Pittsburgh. 

Mr. Carson has been manager of 
distributor sales since 1955 and is a 
former Nordstrom assistant product 
manager. 

Mr. Goff joined the company as 
Pittsburgh sales engineer in 1949 
and Mr. Komich, who joined Rock- 
well in 1946, has been Boston gaso- 
line and oil products manager. 


Philadelphia a District 


Rockwell Mfg. Co. has expanded 
the Philadelphia branch office of its 
Meter & Valve Division to a district 
sales headquarters. D. H. Shoe- 
maker, branch manager, has been 
promoted to district sales manager. 

Mr. Shoemaker joined Rockwell 
in 1942. 


Director Elected 

William H. Muchnic, president 
of Locomotive Finished Materials 
Co., which merged with Rockwell 
Mfg. Co. this winter, has been 
elected a Rockwell director. 


Jones & Laughlin 
Fills Memphis Posts 

Jones & Laughlin Steel Corp.'s 
Warehouse Division has promoted 
Laurence J. Larkey from sales man- 
ager to manager of its Memphis 
warehouse. James J]. Kelly was 
named sales manager. 

Mr. Larkey has been at Memphis 
since 1932. Mr. Kelley has served 
in various sales capacities for Jones 
& Laughlin in Chicago for 19 years. 


New Building Planned 
For Hope Rubber Co. 


Hope Rubber Co., Fitchburg, 
Mass., is constructing a new 6,500 
sq. ft. warehouse and office at Canal 
and Albion Sts. 

The structure is expected to be 
ready July 15. The company has 
also secured new, larger quarters in 
Holyoke, Mass., for its Williamsett 
branch. 





when you sell 


the oa 


PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they're “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS 

COLD .. . Marko! Paintstiks (extreme left) for surfaces —50° 
to 150°F. 

HOT... Markal Paintstiks (left) for surfaces 200° to 2000°F 


SEND today for complete distributor information and literature 


MARKAL COMPANY 


3094 West Carroll Avenue e Chicago 12, Illinois 
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Her ’s the Vise That Gives 
You More Features To Sell! 


Stationary Base 
or 
Swivel Base 


J. C. MeGreivey 


COMPARE 
MATERIALS 
DESIGN 
CONSTRUCTION 





“7704 HEAVY MACHINIST Vises 7 








Red Seal Vises are built to stand up under the hardest 
use. Compare it feature for feature with any other 
vise. You'll find that your customers will recognize 
and prefer Red Seal Vises, too. Their high quality 

[hree new area sales heads have 


j I 
makes them easier to sell! been appointed by Behr-Manning 


D Sit t N I fe A 
Features: Acme threads for screws for easy ney C an 


quicker action and replacement. 
Castings of semi- better holding 
Steel. power. * Convertible! 
Standard stationary 


W. J. Sweeney 


Behr-Manning Posts 
Area Sales Managers 


McGreivey has been 
named industrial sales manager for 
the New York division, serviced 


Rear jaw broached + Jaws faced with : 
to insure perfect fit high grade tool vise can be con- 
with sliding bar. steel over entire i to swivel 
face. Knurled, heat- vise by additions of 
ee ~ “ gta treated, milled, base. Swivel model 
~~ — tongued, and can be made sta- 


Screw of cold-rolled grooved. Attached tionary by removing 
steel with deep cut to jaw faces with base. 


One of our many factory representatives is near you to serve your needs 
Write for Complete Price and Discount Schedules on These Fast-Selling Vises 
SOLD ONLY THROUGH DISTRIBUTORS 


AMERICAN SCALE & VISE CO. 


2745 Southwest Blvd Kansas City, Mo F. D. Stevens 
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FASTER WAY TO SELL 


UNI PAK® 


availabie in units of 
ten to a metal edge 
box 


© weversiip 


SPRING WASHERS 


can also be purchased 
in units of 100 per 
box, contained in an 
attractive packet of 10 
boxes each of a re- 
quired size 


No. 500 GENERAL 
USE ASSORTMENT 


contains 500 Neverslip 
spring washers, sizes 
Me" to %” for over- 
the-counter selection. 


© >a : rt 


Write for further details, jobber’s 
FREE SAMPLES and discounts today. 


MORE 


LOCK WASHERS 


Customer convenience spurs sales 
Faster handling increases profits! 


Your customers will welcome the convenience of buying lock 
washers in UNI PAK®. These sturdy, visible, space-saving paks 
make lock washers easier to handle on any job. 


Wonderful too, when displayed in your store, to encourage self- 
selection, self-service by your customers to save them and save 
YOU precious time. 

UNI PAK will boost lock washer profits by building volume; you'll 
find many customers glad to buy several UNI PAKs to have 
varied sizes readily on hand. YOU profit by the extra sales without J 
the bother of counting out different small quantities of sizes. 


Sell UNI PAK and yow sell the best packaging in addition to the 
finest in lock washer quality. 


Standard UNI PAK s consist of 100 pieces per Pak in sizes #10 to %” inclusive and 
50 per Pak in sizes 74,” and 14”. They are packed in lots of 10 to a metal edge box. 


PHILADELPHIA STEEL ond WORE conroration 


PENN STREET and BELFIELD AVENUE PHILADELPHIA 44, PA. 
SALES OFFICES AND WAREHOUSES: NEW YORK, DETROIT, CHICAGO, CLEVELAND 














There’s more to this 


... than meets the eye 


Many folks confuse polecats 
with ordinary cats. Check 
them in action, however . 
it’s easy to tell the difference. 
Same way with Cans. When 
you see WITT alongside other 
makes, they may even look 
alike—but don’t be confused. 
WITT outlast 3 to 5 ordinary 
containers! 


WITT Cans and Pails are 
mate of heavy-gauge steel, 
reinforced by solid steel 
beaded bands top and bottom 
. . « have deep, rolling cor- 
rugations and tight-fitting 
lids . . . are strongly con- 
structed to stay in shape. 
You sell satisfaction — not 
just for days or months—-but 


for years . . . when you sell 
WITT Cans. 


2111 Winchell Ave., Cincinnati 14, Ohio 








from the Teterboro, N. J., branch 
warehouse, succeeding A. F. Lehn- 
hardt. With Behr-Manning since 
1934, he has been a salesman in New 
England for 17 years. 

William ]. Sweeney has been ap 
pointed Pacific regional sales man- 
ager succeeding Paul S. Wiswell, 
who retired March 31. Los Angeles 
division manager for eight years, he 
has been with the company since 
1934. 

Fredrick D. Stevens succeeds Mr. 
Sweeney as Los Angeles manager. 
He started with Behr-Manning in 
1945 and recently has been covering 
industrial accounts in Los Angeles. 


S. L. Ingersoll 
Heads Ingersoll Steel 


Stephen L. Ingersoll has been 
named president and general man 
ager of the Ingersoll Steel Division 
of Borg-Warner Corp. 

He was made vice president of 
the division in 1930 and in June 
1954 became executive vice presi 
dent. He succeeds H. G. Ingersoll 
who has retired. 

H. G. Ingersoll served as president 
for the past five years and is a vice 
president and director of Borg 
Warner Corp. 


Ad Manager Appointed 


has ap 
Parthum 


promotion 


Harnischfeger Corp. 
pointed Charles  F. 
advertising and sales 
manager. He was formerly with The 
Buchen Co. 





PERSONAL PAGING GROWS 


A growing number of physicians, 
delivery services and repair crews are 
finding radio paging—through signals 
received on a pocket-size receiver— 
essential in their work, reports Elec- 
tronics, McGraw-Hill publication. The 
paging transmitter continuously broad- 
casts numbers assigned to the individ- 
ual paged, wherever he may be, until 
the person calls into the office by 
telephone. 
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punounciug Yew 
HOT-ROLLED, COLD-DRAWN 
Sidal 


HANDE-BOLTS 


+ < 


—_. Fi 


‘aad in 


CAN BE SHAPED COLD 


CONTINUOUS 
N.C. ROLLED 
| THREAD 


CUTTING 
WASTE 
ELIMINATED 


WHAT 
YOU WANTED... 


HANDE-BOLTS 


That Bend Cold...Cost Less! 


® ‘“‘Hande’”’ Bundles — 
Ass’ts., Open Stock — 
2’ or 3’ Lengths 





@ Natural Finish Rust— 
Proofing 


@ 7 Diameters: 4%” thru 4” 


@ Free Self-Service 
Display Stand 


@ Also available... 
Aluminum and 
Cold-Rolled Steel 
HANDE-BOLTS... 
Steel Hande-Bars, 
Flats and Angles 


See Your Jobber... Write 
for Catalog 


PERFECTION 


MODEL PRODUCTS 
* Chicago 24, i 


Glaz 








THE CLAMP WITH G 





Designed for rugged use, the Emergency Pipe Clamp is a clamp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and a free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
Write for Catalog GW glove-like fit... result of shaping each clamp over an accurate mandrel, 
M.B. SKINNER CO., South Bend 21, Ind. pulling it down with a 12,000 pound air vice and sledging to complete snugness. 
Made in all pipe sizes /2” to 12” for steel pipe and in cast iron pipe 
sizes from 2” up. 


Carried in stock by over 1200 distributors! 


| SKENNER-SEAL — emercency pipe clamp 











Per rr rr eeeceeeceesesors; 


THIS DOOR-OPENER 
WILL HELP YOU SELL 
KEY LINES 


It’s New — Customers are waiting to see it 
1t’s Needed — Nothing like it for repairing threads 


it’s Profitable — Plenty of customers... high mark-up 


Every purchasing man, every 

maintenance man in your terri- 

tory has been reading about 

Heli-Coil* Shop-pack Thread 

Repair Kits, the new, quick, 

easy way to renew stripped or 

worn female threads. You drill 

out old threads, tap with a Heli- 

Coil tap, wind in a Heli-Coil In- 

sert, wind up stronger-than-new 

threads of the original size. Pro- 

duction men want them too—for 

salvaging parts improperly FOR FAST REPAIR 
threaded. OF ALL Yq-T} THneAos 
Each Shop-pack contains a supply emp ecm eee ce FA 
of these inserts, plus the tools neces- [oe 
sary to insert them, all in a handy, ee 
durable metal-edge box. Sizes avail- 

able range from 6-32 to 1 1/2-6 NC 

and 6-40 to 1/2-20 NF. (14 mm spark plug size is also available. ) 
Be the first in your area to stock this business-getting, high mark- 
up item. Have your salesmen carry it on their calls as a door-opener 


to help them get larger volume on all your lines. 
*Reg. U.S. Pat. Off. 


HELI-COIL CORPORATION 
305 Shelter Rock Lane, Danbury, Conn. 


G. ) i ” 
® 


() Please send me catalog and price lists of Shop-pack. 


(] Please send me information on becoming a Heli-Coil Distributor. 


Name Title 





Company 





Address 





Zone___ State 








IN CANADA: W, R. WATKINS “CO. LTD., 41 Kipling Ave. S., Toronto 18, Ont. 


312 
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W. C. Morgan, Jr. 


General Industrial 
Assigns Dallas Post 

General Industrial Supply Corp., 
Fort Worth, Texas, has named 
William C. Morgan, Jr., sales repre- 
sentative for the Dallas and Grand 
Prairie area. 

With the company since the first 
of the year, he has been active in 
industrial supply sales in Dallas for 
the past nine years. He studied 
industrial engineering at Arlington 
State College and served in the Air 
Force in World War II. 


Warren Picks Salisbury 
As Assistant Sales Head 


Warren Tool Corp. has named 
Bill C. Salisbury assistant sales 
manager at Warren, Ohio. 

Formerly sales representative in 
Chicago, he sold for a coal mining 
firm before joining Warren. 

Thomas C. Overman has been 


Bill Salisbury 





OHIOLITE 
HOISTS 


light weight 
modern design 
high speed 
high efficiency 


ALUMINUM ALLOY FRAME 
ALLOY COIL CHAIN 
CORROSION RESISTANT 


OHIOLITE HOISTS .. . newest, lightest aluminum 
alloy spur geared hoists. Available in capacities 
from \% ton. 

OHIO CORROSION RESISTANT AND SPARK 
RESISTANT HOISTS AND TROLLEYS .. . for 
use in hazardous atmospheres and places where safety 
and resistance to corrosion are essential. 


T k 





OHIO CUM-A-LONG 
PULLERS . . . portable 
aluminum, lever-operated, 
spur geared ratchet hoists. 


CONSTRUCTION 
WINCHES .. . a com- 
plete line of gasoline and 
electric winches, 


HAND-OPERATED 
WINCHES .. . safety 
wall, side crab, double 
purchase, and hand types. 


BOB CAT ELECTRIC 
HOISTS . . . compact, 
heovy duty, wire rope, 
electric hoists, capacities 
1 ton up. 





PLAIN, GEARED AND 
MOTOR-DRIVEN TROL- 
LEYS...in all capacities 
for all types of hoists. 


FLOOR CRANES .. . a 
full line of portable 
heavy-duty hydraulic 
floor cranes, 


PORTABLE ELECTRIC 
HOISTS . . . low cost 
electric chain hoists in 
capacities from 500 to 
4,000 pounds, 


LIFTS .. . a full line of 
hand, hydraulic, and bat- 
tery-operated lifts. 





OVERHEAD CRANES... 

top-running, under-hung, 

jib and special purpose 
cranes. 





OHIO CHAIN HOISTS 
° . @ complete line. 
Copacities from % to 
40 tons, 





HOIST CHAIN . . . load, 
hand and differential 
chain for ail types of 
hoists. 





LOAD BINDERS... 
ratchet, construction and 
spring type load binders. 
capacities: 2 to 20 tons. 


OHIO HOIST and MFG. CO. inc. 
LISBON, OHIO 
Teletype 084 Phone 


Associated with 


HArrison 4-7226 Dickey Industries 
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'? S$ S$ a xX LUBRICATING 


DEVICES 
MULTIPLEX’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 
fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 

. and other Brass Products 


Offset Boring Heads 
sell themselves and 
your other lines! 


Super accuracy makes Deka-Bore easy and profit- 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 
vertical or horizontal, fixed or rotating principle. 
Repeats to .0001” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter 
(without backlash) as easily as reading 1/16” on 
a steel rule. NOT A VERNIER OR SCROLL ADJUST- 
MENT. Deka-Bore is the first and only boring head 
to provide this accuracy and speed of adjustment. 
Workmanship and accuracy 100% guaranteed! 
You'll be profitably surprised with Deka-Bore’s 


selling action, tool 


Attach this ad to your letterhead for 
catalog and prices! 


eeeeeeeeeeeeeeeeeeee ee eeeeeeeeeeeee 


PRECISION 


TOOL & MFG. CO., of ILL. IDS 
1305 S. Laramie, Cicero 50, Ill. 


eeeeereeeeereee ese eee eee eeeeecoeeeeeeee 
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T. C. Overman 


appointed Midwestern representa- 
tive for Warren at Chicago. He 
sold previously for Michigan Wedge 
Co. and before that for a business 
machines firm. 

Warren Tool has appointed 
Joseph DeJure & Son, Ardmore, Pa., 
as sales representative in the Phila 
delphia area. Joseph and George 
DeJure and John S. Pennypacker 
ire the principals of the firm. 


Plans $500,000 Addition 


Minnesota Rubber & Gasket Co. 
has started construction of a $500,- 
000 addition at its Minneapolis plant 
for new production area, offices and 
research facilities. It is scheduled 
for completion in July. 


To Sell for Taft-Peirce 


The Taft-Peirce Mfg. Co. has 
appointed the Machine Tool 
Sales Co., Division of Tool Supply 
& Engineering Co., to handle its 
lines in the Dallas area. 





NATURAL DEEP FREEZE 


Rear Admiral Richard E. Byrd pro- 
poses that surplus foods be stored in 
noture’s great Antarctic deep freezer. 
The trouble is, even frozen foods are 
perishable in time but then they may 
as well deteriorate under free refriger- 
ation, comments Food Engineering, 
McGraw-Hill publication. 














Watkins Honors 
No-Lost-Timers 


Watkins, Inc., Wichita, Kan., 
cited employees with good safety 
records and long service at a recent 
Safety-Service Award dinner party. 

Bronze plaques were given to em- 
ployees with 5, 10 and 15 years of 
service without a lost-time accident. 
No-lost-time records of 15 years or 
longer are held by Frazier Dailey, 
Bert Jones, Sam Hayden, Howard 
Jones, Lee Ormsbee, Edith Mc- 
Grath, Harold Mooney, W. H. 
Avery, K. F. Himebaugh, Del 
Ernstmann, Carmen Macomber and 
E. A. Watkins. 

Top service awards went to Edith 
McGrath, for 36 years; W. H. Avery 
and M. M. Morris, 31 years; Del 
Ernstmann, 27 years and K. F. 
Himebaugh, 26 years. Fourteen oth- 
ers with more than 15 years’ service 
were cited. 


R. M. Miller 


Cullman Sales Manager 
Now Vice President 


Cullman Wheel Co. has named 
Robert M. Miller vice president in 
charge of sales. 

Recently sales manager, he has 


been with the firm since 1933. 


Gasket Outlet Picked 


Chicago-Wilcox Mfg. Co. has ap- 
pointed PenPower, Inc., Los Ange- 
les, to handle sales and service on 
its gaskets, shims and washers in 
California 


for 
Complete’ 9 
Line & : 
Repeat . 
Sales of 
Quality 
Reamers 





bi 
stands 
alone 
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Che Keamer Specialists 


LAVALLEE & 


CHICOPEE 


IDE, INC. 
MASS. 
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DRESSERS AND CUTTERS 


TO HELP YOUR CUSTOMERS 
CUT COSTS 


COMPLETE DRESSING SERVICE 
A DRESSER 
FOR EVERY JOB 


Se Made in 7 sizes for dressing and 
—_ truing grinding wheels; including 
pp the heavy duty No. 22 Dresser for 


hard, coarse, or large wheels. 


THREADED BUSHINGS STOP DELAYS 


Made with right and left-hand-threaded bushings for dependable 
service. Right-hand-threaded bushings are marked R; left-hand- 
threaded bushings, L 














Cutaway shows threaded bushing construction of all Calder 
dressers. Bushings are threaded right and left to tighten with rota- 
tion of cutter. Bushings and pins made of hardened steel. Quickly 
and easily replaced when worn. Eliminates operating delays through 
automatic tightening of threaded bushings. 


HIGH CARBON STEEL CUTTERS 


Calder cutters are made from high carbon tool steel heat 

treated in electric furnaces. They cut faster and truer and 

last longer. A favorite with big users for low cost dressing 

- more efficient grinding. Also cutters for Ball Bearing 
ressers. 


CALDER DIAMOND DRESSERS 
GUARANTEED FOR YOUR PROTECTION 


Calder “GA” Diamonds avail 
able in any size diamond or 
nib. Unconditionally guar- 
anteed to give satisfactory 
Diamond hand toale in six sizes Servese. 
as follows: 1, 2, 3, 4, 5, 6. 


For 59 years, Calder has been supplying industry with fine 
dressers and cutters. While the basic design of Calder tools 
remains unchanged, improvements have been introduced regu- 
larly in order to make the Calder line easier to use, longer 
lasting, more efficient and highly profitable to handle. For the 
complete satisfaction of your customers’ dressing and cutting 
problems join with hundreds of leading distributors that have 
been enjoying lucrative repeat business for many years. 


Calder . . . World’s oldest manufacturer of Dressers 
. sells through authorized distributors only. 
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DAY AFTER’ BLIZZARD finds 
David S. O’Brien, manager of indus 
trial supply department at Geo. F. 
Blake, Inc., Worcester, Mass., inspect- 
ing entrance to their Drive-In-Service 
operation. 





Southeast Representative 
Handles Cooper Lines 


Cooper Alloy Corp. has appointed 
Reading, Pratt & Cady, of Atlanta, 
Ga., to stock and service the com- 
pany’s lines in seven Southeastern 
states. 

he firm will carry a reserve stock 
to back up distributors in the Caro- 
linas, Georgia, Florida, ‘Tennessee, 
\labama and Mississippi. 


Form New Fastener Firm 


Albany Products Co. has been 
organized in South Norwalk, Conn., 
to sell fasteners made of corrosion 
and heat resistant alloys. Jerome 
Kapner and Edith Cameron, form 
erly with Anti-Corrosive Metal 
Products Co., and James Hinde, 
formerly with H. M. Harper Co., 


are the partners. 





INDIAN RESERVES 


Billions of tons of low grade coal on 
the Navajo Indian Reservation in 
Northeastern Arizona are attracting 
the attention of several major corpo- 
rations—whom the tribal council de- 
clines to name, but admits are con- 
ducting exploratory work, Coal Age, 
McGraw-Hill publication, reports 














PARKER VISES 


America’s Oldest © Since 1832 
Bring YOU This Message 


Made for Industrial Users 
Solid Only Through industrial Distributors 


Serving American industry for 123 years, Parkers were here 
before any way of selling except direct. Then came the Traders, 
then dealers, then wholesalers then jobbers, then mill supply 
houses and now we have the industrial distributors. As these 
people came we sold through them, they were a part of our 
sales force AND THEY ARE TODAY. 


When you sell a Parker Vise you 


HERE are your PROVEN Selling Points know that Parker's special features 


Our Hanoves 
STAY PUT,Z 


CASTINGS of 
| PARKO-METAL 


and rugged design will protect your 

Our Jaws GRIP 
(Like AGRIZ zy] ¢) (uA TOOL STEE-) (LOOK ArOUR reputation as a conscientious distrib- 
4 utor and help you build good will. 


ENTIRE TOP OF BAR SLIDE. 
Too. STEEL-— P THE VISE and ARE STRENGTHENER 


SueneD On RENEWABLE (SUPERIOR. And when you handle Parker Viser 


moose) <3 "9 Weeor &xTRA) you benefit from the Parker dealer 
“ind NUT / y/ protection plan. Parker Vises are 


J sold only through distributors. 


SEE US IN 
BOOTH 534 
AT 


ATLANTIC CITY 
MERIDEN, CONN. 


ay 
oo” = — FN 


THEY GRIP LIKE A GRIZZLY 
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For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


SACO 


ARBOR SPACERS AND SHIMS *¢ 
20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) 4” to 3” long in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 


FEELER STOCK ®* Made from tempered 
stock, rolled to close tolerances. 14” x 25’ 
coils packaged in transparent plastic boxes, 
except above .020”". Strips 44” x 12”, in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032’. (For use in precision 
fitting, checking clearances, inspection 
and production work.) 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001” to .032”. Sheets 
6” x 12”; coils 6” x 120”. Available also in 
assortment package of [2 thicknesses 
001" to 015". 


Write for complete 
dealer information 


ley: hie a a eae 


Ee re 


DETROIT STAMPING CO. 


332 MIDLAND AVE, @ 


318 


DETROIT 3 MICH, 


E, J. Unger 


Cleveland Cap Appoints 
Unger to Inside Sales 


Emil J. Unger has been assigned 
to Cleveland Cap Screw Co.'s in- 
side sales force and will be in charge 
of the Michigan and Chicago area 
territory. 

Mr. Unger has been with the com 
pany since 1940 except for three 
years of military service. He began 
in the shipping department and 
later was sales expediter. 


Assigns Public Relations 

Cleveland Cap Screw has named 
Gray & Rogers, Philadelphia, to 
handle its publicity and public rela- 
tions. 


Beardslee Takes Course 


K. R. Beardslee, general manager 
of Carboloy Department of Gen- 


months’ advanced 
course conducted by the company 
| at Croton, N. Y. He is in the second 





| class to take the new professional | 


| management program developed by 
G.E. 


| Parker Appoints Engineer 


Arthur R. Cutcliff has joined 


| Parker Appliance Co. as a sales 
. | engineer for their o-rings and related 
| molded rubber parts. He will cover 


Cleveland, Akron, Canton, Mans- 


| field and the adjoining northern | 


Ohio area. 
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@ Within the circle is the >" 
section where the 


““compoun 
is developed 











ATLAS 


CAR MOVER 











QUICK APPROVAL 
Means Fast Sales Action 


“Compound leverage” is the prin- 
ciple of a forward thrust instead of 
a lift—this speeds the job of loading 
and unloading freight cars. This 
speed gets quick approval of ship- 
pers and receivers of freight and 
helps distributors to realize good 
business. 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WISC. 








eral Electric Co., is taking a three | 
management | 


(cit Packaged 


PIPE NIPPLES 


in standard 
cartons 


No Extra Cost 


WELDED and SEAMLESS STEEL 
WROUGHT IRON @ ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Standerd « Extra Strong ¢ Double Extre Strong 
GAUGE SYPHONS ¢ LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 
RIGHT ond LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 


RADIANT HEAT BENDS 
PIPE BENDING 
to 6” Diameter 


WORKS, Inc. 


TSBURGH PA 


Fblsburgh NIPPLE 


1485 SPRIN GARDEN A 





Chicago Distributor 
Host to Engineers 


H. Verne Loeppert, vice presi- 
dent of Boyd-Wagner Co., Chicago, 
was general chairman of the host 
chapter committee for the recent in- 
dustrial exposition of the American 
Society of ‘Tool Engineers in 
Chicago. 

Mr. Loeppert is also chairman of 
the A.S.T.E. national membership 
committee. 

The tool show, which A.S.T-.E. 
officials said was the largest in their 
history, covered 74 acres with 535 
exhibits. Latest types of production 
equipment, including new cutting 
tools, ultra-fast and extreme-pre- 
cision machine tools and giant 
presses, were viewed by some 40,000 
executives, distributors and engi- 
neers from the U. S. and foreign 
countries. 

Assisting Mr. Loeppert on_ his 
committee were Ben A. Fleury, 
Union Twist Drill Co.; Edward 
Schnell, Jr., and Robert I. Fer- 
guson, Greenfield Tap & Die Corp.; 
Fred C. Helms, Jr., National Twist 
Drill & Tool Co.; Fred Duff, Morse 
Twist Drill & Machine Co., and 
Walter J. Haskins, The L. S. Star 
rett Co 


Evans Heads Steel Group 
Paul W. Evans, president of 
Beals, McCarthy & Inc., 
Buffalo, N. Y., has been elected 
president of the Buffalo Chapter, 
American Steel Warehouse Associa 


Rogers, 


tion. 





SOVIET NUCLEAR PLANE 


A Soviet scientist has invented a 
nuclear engine which operates on 
uranium dust. But the radiation prob- 
lem is still the big issue, notes Ameri- 
can Machinist, McGraw-Hill publica- 
tion. The inventor suggests a longer 
airplane so passengers would be 
farther away from such an engine. 











.. that’s why 
you can sell 
MADESCO 
BLOCKS 
with confidence 


You can best satisfy your cus- 
tomers’ needs with Madesco 
blocks because they embody 
performance-features devel- 
oped through 30 years of spe- 
cialized experience. Your basic 
inventory, plus our fast factory- 
to-you service means maximum 
sales, fast turnover, top profit. 
Your customers get blocks that 
assure utmost safety, top oper- 
ating efficiency, longer block- 
life under the most exacting 
conditions, at competitive 
prices. Madesco Blocks in stock 
assure you constant repeat sales 
from satisfied customers and 
new sales created by recom- 
mendation and aggressive ad- 
vertising. Write for illustrated 
catalog, today. 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE 
OF SPECIALIZED NEEDS 
BACKS YOU UP. 


YOU MAKE 


WORTH ASKING FOR-BY NAME 
MADESCO TACKLE BLOCK CO., Easton, Pa 
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in materials handling, food harvesting 
and processing, power transmission, 


way f 


make 


ends meet 


HOOKS and LACERS 


wherever flat ends must be joined. 


Clipper belt lacing equipment for belts, 


aprons, tapes and ribbons! 


© produces secure, flexible joints in minutes 


* gives smooth, flexible joint that rides freely 


does not injure belting 


over conveyor rollers 
is flexible both ways of the belt 


WRITE FOR FREE SAMPLE 

Send a sample of your belting, apron or 
ribbon to Clipper with an outline of your 
problem. They'll determine the best meth- 
od of fastening and then lace your sample 
FREE. 


THIS AD IS 
WORKING 
FOR YOU IN 


AMERICAN MILLER and 
PROCESSOR 

THE CANNER 

FLOW 

FOOD ENGINEERING 
MILL and FACTORY 
PRODUCT ENGINEERING 
TEXTILE WORLD 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 


992 Front Ave., N. W., Grand Rapids 2, Michigan 
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Cc. S. Stern 


Department Executive 
Honored at Geo. Worthington 


Cornealius S$. Stern, assistant 
manager of builders hardware at 
The Geo. Worthington Co., Cleve- 
land, recently marked 50 years’ 
service with the firm. He 
honored by company officials and 


long-time employees at a dinner 


was 


party. 

Mr. Stern started with the firm 
as an order clerk in 1906. He later 
became a salesman and joined the 
department management staff in 
1947. He says he plans to keep 
working for Worthington “inde 
finitely.” 


Engineering Supply 
Assigns Tulsa Manager 
Engineering Supply Co., Dallas, 
Texas, has named Richard H. Evans 
manager of its Tulsa, Okla., branch. 
Recently merchandise manager 
for Unimatic Corp., he has worked 
for several petroleum equipment 
manufacturers in the Southwest. 
He is a registered professional engi- 


neer 


Square D Adds New Posts 


Square D Co. has named Wil- 
liam Younger as Eastern sales man- 
ager and William Moriarty distrib- 
utor sales specialist. Both posts 
were newly created in the company 
in line with an expansion of opera- 
tions, according to Frank Roby, 
vice president—sales. 





CUTTING TOOLS... 


CARBIDE-TIPPED 
COUNTER BORES 


TWIST DRILLS 


Distributors — cut costs by handling a single, comprehensive 


cutting tool line-—the Standard Tool line. 


pewing (nilublry since 1887... 


TR 
bye 


-Sranparp Toor (‘o. € 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK @# DETROIT * CHICAGO ¢ DALLAS « SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gagés 





Better Pliers 
for the 
Industrial Market 


As a distributor of industrial equip- 
ment, you know how important 
quality products are to satisfy your 
customers. 


Kleins are the standard by which 
other pliers are judged and back of 
the Klein Line are 100 years of 
experience in manufacturing the 
highest quality tools. 


And the Klein line is complete— 
a size and style for every job—each 
designed to do that job better . . . 
to last longer ... to give maximum 
service. 


Be sure your stock of Kleins is 
adequate to serve your better cus- 
tomers—good workmen who know 
that Klein quality assures lasting 
satisfaction. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp. 
New York 


New Plier 
Display 


Speed up Klein Plier sales 
with this new display 
board. Write for price and 
full information. 


or KLEIN & ar 





67 YEARS SERVICE is combined 
total of David Low and Alexander 
Hartman, countermen at The Charles 
C. Lewis Co., Springfield, Mass 











Power Show 
Returns to New York 


The National Power Show will 
be held in New York City this year 
after a four-year absence. Officially 
called the 22nd National Exposition 
of Power and Mechanical Engineer- 
ing, the show is scheduled for Nov. 
26-30 in the city’s new Coliseum. 

It will feature new equipment in 
power and mechanical engineering 
applications, including an enlarged 
atomic power section. The Ameri- 
can Society of Mechanical Engi 
neers and the National Industrial 
Conference Board will hold con 
current sessions on atomic energy 
in industry. 





POLITICAL TELECASTS 


Telecasts of political conventions 
are expected to spur TV set sales and 
could be a big factor in rosy predic- 
tions for color TV sales, says Elec- 
trical World, McGraw-Hill publication. 
Dealers and manufacturers of the 
latter expect to sell 250,000 to 
300,000 color sets this year compared 
with a meager 40,00 iast year. At 400 
watts per set in use 400 hours per year, 
these would mean 40 to 48 million 
kwhr per year in utility power sales. 
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EXPERIENCE ... 


a safe way to 
evaluate QUALITY 


. . « and especially 


epson 
A-4 
PIPE UNIONS 


To follow the lead of user and distributor ex- 
perience is a safe, simple “rule of thumb” to 
apply in selecting and selling pipe unions as 
well as any other kind of mechanical equip- 
ment. In the case of Jefferson, with its many 
years of specialization in design and manu- 
facture, there is remarkable consistency in the 
way such characteristics as low installation 
and maintenance costs come in from the field. 


In some respects these reports should not be 
termed “remarkable”, because, after all, Jefier- 
son Unions are designed and made with the 
maximum in economy and performance con- 
stantly in mind. Experience in the field can be 
traced. therefore, to the materials used in con- 
struction and the features of design which are 
exclusively “JEFFERSON” .. . sales features 
of real value: 


Use of air-refined malleable iron having a 
basic strength of 55,000 Ibs. P.S.1., non-porous 
seats integral with body to insure against dis- 
placement, the most rigid inspection and test- 
ing are some of those features which make it 
possible for Jefferson Pipe Unions to replace 
higher priced steel unions and which contribute 
to approval by Underwriter’s Laboratories . . . 
features which in last analysis account for the 
better performance of Jefferson Unions as re- 
ported from results in the field .. . and which 
are yours to capitalize on if you so desire. 


In the complete Jefferson line are 1502, 
250% and 300# unions, union elbows, 
union tees and flange unions. All 
unions are available with either brass 
to iron or iron to iron seats. 


| Contact us direct for further information or 


for your immediate requirements. 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


Ask the Distributor who sell them. 





Mountain Iron 
Opens New Branch 


Mountain Iron & Supply Co., 
Wichita, Kan., has opened a new 
outlet in Pawhuska, Okla., for oil 
field supplies. 

The building is 40 by 100 ft. and 
has spacious parking area and load- 
ing docks with facilities for moving 
heavy equipment. A pump shop is 
available for overhauling jobs. 

Gene Turner will superintend the 
branch in addition to the firm’s 
Bartlesville, Okla., outlet. Richard 
Popp, formerly at the company’s 
Great Bend store, will be branch 
manager, with Bill Day as field 
salesman and Don Vossen as clerk. 

Clarence Wiley has been pro- 
moted to manager of the Bartles- 
ville branch. 

The company also has a branch 
in Tulsa, making a total of three 
outlets in the state. 





F. W. Lee 


Bay State Abrasive 
Expands Lee’s Territory 


Fred W. Lee, Connecticut district 
manager for Bay State Abrasive 
Products Co., will also be responsi 
ble for the metropolitan New York 
City area, the surrounding counties 
in New York State and northern 
New Jersey. 

Mr. Lee has been with the com 
pany 1] years and became Connec- 
ticut district manager in 1954. He 
was formerly an abrasive engineer 
in the Pennsylvania area for Norton 
Co. 





Sell your Customers BETTER 
HANDLING and LIFTING 


Sell the nationally accepted 
HIGH QUALITY 
COMPLETE LINE OF 


Y2 Ton 
1 Ton 
MRT Sk 


TROLLEYS and HOISTS 


“ECONOMY” TROLLEYS 


Large or smail, your customers will be attracted to these high quality moder- 
ately priced trolleys. In addition to low cost, they offer 5 other sound sales 
reasons— 

1—Heavy construction. 

2—Deep wheels, sealed ball bearings, easy axle lubrication. 

3—Adjustable to different Size |-Beams. 

4—For hand or electric hoists. 

5—Minimum headroom. 
You should have our catalog giving full description of the complete line of 
Philadelphia Hoists and Trolleys. Write now. 


2 Tons 











AND FOR ALL LIFTING 
FROM % TO 25 TONS 


PHILADELPHIA 
HOISTS 


These hoists help build steady 
business for you. Philadelphia 
Hoists feature all malleable 
iron construction, Timken- 
mounted load sheaves, bronze- 
bushed hollow load sheave 
shafts, complete enclosure of 
all bearings and many other 
performance advantages. Full 
details of the complete “Phila- 
delphia” line are available on 
request. 

















Lowhead Room 


Differential 
Trotley Hoist 


Gear Hoist 
® QUICK DELIVERY 
@ SUPERIOR PRODUCT 
® COMPLETE LINE 
@ NATIONAL ACCEPTANCE 


Spur Gear 
Hoist 








CHAIN BLOCK & MFG. CO. 


MASCHER & NORRIS STS., PHILADELPHIA 22, PA. 
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1-A Series 
Stationary Caster 


Recommendin 

§ Bond Prod 
paves the way to 79s 
continuing profitable business ! 


2 ee 


H. J. McGinn 


McGinn New Chairman 
of Eaton Mfg. 


Howard J. McGinn has been 
named chairman of the board of 
Eaton Mfg. Co. succeeding Clarence 
I. Ochs who has retired from that 
post. Mr. Ochs was elected chair 
48-A Sestes Double Ball Rece man of the executive committee 
Structural Stee! Swivel Caster and will continue as a director. 

Mr. McGinn succeeded Mr. Ochs 


41-A Series Structural as president in 1951 and will con 


36-A Series Double Ball 
Rese Swivel Caster Paes Gate tinue as both president and chair- 


®e 


3-A Series Single Ball 
Race Swivel Caster 


? 
’ 
i 
| 
4 
| 
+ 
' 
4 
| 
a 
U 
' 


man. 

Herbert S. Ide, Jr., vice president 

and treasurer, was elected admini 

strative vice president and treasurer; 

Paul E. Minsel was named vice 
president-industrial relations, and 

-_ Raymond G. Hengst, secretary and 


Ne 36-A Series Caster in 
w 50-A Series Pressed with Swivel Lock w STA-CLEAN Seer tT c 
Stee! Swivel Caster Senbary Caster Wheel general counsel. 


Universal Lift Jack 
4 and Platform 





CHEAPER BY THE 
KILOWATT 


Self-Loading and General Purpose 

Unloading Drum Truck Hand Truck Residential customers will pay less 
per kilowatt hour—an estimated aver- 

age of 2.60 cents this year compared 


Hep your customers select the right Bond with 2.64 cents in 1955, reports Elec- 
trical World, McGraw-Hill publication. 


industrial truck casters, materials handling 
and power transmission equipment for their pane yy aime 
jobs. To make faster sales, make sure you oaienes vb Bong em 
have the new Bond Catalog K-40... write bring average yearly use per customer 
for your copy today. up from 2,755 yast year to 2,995 kwhr 
this year. 
| irene 


Br FOUNDRY & MACHINE COMPANY 


Manheim, Pennsylvania 
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Advertising 
brings you 
new 


business! 


Dutch Brand’s big, new idea book, “Imagination and the Man”, 
is opening new sales opportunities for you. This ad—appearing in 
leading trade publications your customers read regularly— 

is telling them how this new book will help them improve their 
product... cut costs in assembly, fabrication and packaging. 
After reading this book, they’!l be pre-conditioned for your call . . . 
and will realize the vital role Dutch Brand industria] tapes, 
adhesives, sponge rubber and rubber products can play 

in their operation. 

“Imagination and the Man” is packed with important selling 
facts that you will find useful. If you do not already have your 
copy, write today — get a copy for each salesman. 


DUTCH BRAND 
i s 


o Db Vv Cc iF 


00 WOODLAWN AVENUE + CHICAGO 
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CATALOG 


whatever 

the need, you 
can meet it with 
MALL... 


One source for all your power tools— 
MALL: for more than 35 years the 
manufacturer of an unusually fine and 
complete line of electric, air and gas 
power tools at low economy prices 
made possible by engineering, design 
and manufacturing efficiencies. 

Yes, with MALL you can increase 
your volume and profits by supplying 
all portable power tool needs from one 
supplier and concentrating all adver- 
tising, merchandising and promotional 
aids to generate demand and sales for 
you. 
REMAN RRR ERE 
ALL TOOL COMPANY 
Portable Power Tools «Gasoline + Electric + Air 
7802 S. Chicago Ave., Chicago 19, Illinois 
Please send more information about a 
MALL Dealership. 

Name 
Address 

















GENERAL MANAGER Don Mc- 
Corkindale, The Chase & Cooledge 
Co., Holyoke, Mass., takes time out 
to read new catalog from one of his 
suppliers. 





Hanson-Van Winkle Fills 
Midwest Sales Posts 


M. A. 'Tardiff and P. C. Burnham 
have been assigned to Midwest sales 
posts in the J. C. Miller Division of 
Hanson-Van Winkle-Munning Co. 

Mr. ‘Tardiff will be responsible for 
the division’s general equipment 
sales. He will make his headquar- 
ters in Grand Rapids. 

Mr. Burnham has been named 
conveyor sales engineer and will 
cover Ohio, Kentucky, ‘Tennessee, 
Mississippi and, when needed, the 
Detroit area. 


Cash Appoints Agents 


The A. W. Cash Co. has named 
Hurston-Conaway, Inc., Memphis, 
and ‘Thermal Engineering Co., Salt 
Lake City, as agents for the Cash 
Standard line and Cash Standard 
Stacon Corp. 





NEW-TYPE GENERAL STORE 


Looks like the old general store is 
back in a new form, comments Food 
Engineering, McGraw-Hill publication, 
noting that at a recent supermarket 
show, there were 150 non-food ex- 
hibits. 
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a 


with 


Oil-Ori 


ABSORBENTS 


the modern, econamical oil 
relate Mel actelicMelsStelas(laleMiilel, 
keep your floors dry, clean 
and safe, and reduce main- 


\ictalelsla-me gehts] 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


OIL-DRI 


DISPENSER 


Located on spo 
where «ne 
S 


age GETS 
Ca ° 
Oil-Ori 


DISPENSER 


AVAILABLE AT YOUR WHOLESALER 


w 
* r CORPORATION 
j ‘ OF AMERICA 


520 North Michigan Avenue 


Chicago 11, Illinois 





ARRRALLA LARA AD 


Ray Moulen P t ‘ 


Western Stripper Bolts, like 


other Western Socket Screw 


New York, Chicago Posts Screws are “traction : 
for ; products have rust-resis 
Assigned by Oster ant black oxide finish 
The Oster Mfg. Co. has been Western Socket Keys are 


appointed Ray Moulen to cover the eet: oF beds 
New York City area and south- , 
western Connecticut. 
Formerly with F. J. Snow Co., 4 
Westwood, N. J., he has had 20 Western Socket Pipe Plugs 
years’ experience in machinery build- wT Wdk: ace al 
ing and sales. He will work out of able in pipe sizes from | 
Oster’s Long Island City branch. oe 
Allan MacKenzie, who formerly 


covered the New York-Connecticut 


packedin aftractive clot 


or plastic cases > 


territory, has been transferred to Socket Screw Products 


Chicago to cover Illinois and Wis- 


consin. He has sold for Oster since 
944 »¥ WESTERN 


Insure Fast, Economical Assembly 


You get faster assembly of your products plus modern, 
streamlined appearance—with no protruding bolt heads 
—when you specify, ‘“Western Socket Screw Products”. 


Flush-to-surface Socket Screw Products by Western 
are made of alloy steel, carefully processed on the most 
modern heading and threading equipment and heat 
treated in electric atmosphere-controlled furnaces. Pre- 
cision made, they fit instantly—saving assembly time 
and money. 

Write today for free catalog and prices. 





Allan MacKenzie 





he Western Automatic 


New Treasurer * 
; Machine Screw Company 
Bray ton H. Slade has been ap- division of Standard Screw Company 


pointed treasurer of the Thermoid 371 Woodland Ave., Elyria, Ohio 


Co. He formerly was treasurer of 
American Overseas Finance Corp. im Precision Screw Products, Parts and Assemblies Since 1873 
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Somebody always 
needs new casters! 


It’s true. On every call you make—in every company you call on— 
there’s somebody who ought to be ordering casters. 

Your prospect may not realize it. Unlike the light-fingered fellow 
above, he may not have figured out all the ways casters can help him. 
But that’s your cue. Knowing your customer’s operation as you do, 
chances are you can show him how to save time and money with Bassick 
casters. 

Maybe they'd help speed his shipping operation. Maybe his production 
line would move faster on wheels. Maybe his office floors show signs of 
needing the care that casters would give them. 

Point is, Bassicks can help you help your customer—if you show him 
how. Whether he realizes it or not, somebody in his plant always needs 
new casters. The distributor salesman who asks for the order is the one 
who gets it. Might as well be you. 


BASSICK HI BOY POSITION LOCK is 
another item that customers need re- 
minding on. A natural for portable scaf- 
folds, equipment, stands—it holds them 
stationary in lock position. Releases 
easily with a touch of the toe. And 
swings up out of the way to allow 3%” 
floor clearance in release position. Tell 
your customers about them. 


THE BassiCK COMPANY, Bridgeport 2, Conn. Jn Canada: Belleville, Ont 


A oe. 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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M. E. Bulav 


Western Representative 
To Sell for Williams 

J. H. Williams & Co. has ap- 
pointed Martin E. Bulav as sales 
representative in Arizona and Cali- 
fornia. 

Working out of the company’s 
Los Angeles office, he will cover all 
of Arizona and Riverside, Orange, 
San Bernardino, San Diego and 
Imperial Counties in California. 


Chicago Group 
Changes Name 


The Chicago Industrial Distribu- 
tors’ Association recently changed 
its official name to “Illinois Indus- 
trial Distributors’ Association.” 

Officers explained that the mem- 
bership, which was formerly restric- 
ted to the Chicago area, now 
includes firms throughout the state. 
Also, the new name conforms with 
designations of other state groups. 
J. F. Bennett, Couch & Heyle, 
Peoria, is president of the group. 





NEW RUSSIAN COTTON 


A new drop-leaf cotton, which Rus- 
sia claims to have developed through 
crossbreeding, is said to drop its 
leaves five to seven days before bolls 
open—thus aiding mechanical har- 
vesting, reports Textile World, 
McGrow-Hill publication. 














“KEY LINE SELLING” 


...with 
Deming 


profits 


The Deming line offers Distributors a Key 
to Key Line Selling of industrial pumps. Ability 
to meet the specific pump needs of most industrial 


users is one big advantage of the diversified Deming line. 


The Deming Pump School provides Distributors’ Salesmen 

basic training in applied hydraulics. Deming’s continuous program of 
sales promotion and advertising to industrial users helps pave 

the way for more resultful pump selling. Most important is Deming’s 


long-established policy of cooperation with Distributors. 


Streamline your pump business. Make Deming Pumps one of 


your “Key lines”. It's a proved way to boost your profits. 


THE DEMING COMPANY 
511 BROADWAY + SALEM, OHIO 
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ne i@l.1P 40), ae-\e 
CENTRIFUGAL 
$) PUMPS 


VERTICAL 
CENTRIFUGAI 
@ PuMPS 


“MOTOR MOUNT" 
CENTRIFUGAI 
$) PUMPS 


PORTABLE 
CENTRIFUGAL 
@ PuMPS 


SELF-PRIMING 
CENTRIFUGAL 


Ts ed Oa 


BOILER 
FEED 
¢) PUMPS 


CONDENSATION 
RETURN 
'¢) UNITS 


VERTICAL 
TURBINE 
@ PUMPS 


VERTICAL 
PISTON 
@ PUMPS 


HORIZONTAL 
PISTON 
@ PUMPS 


RECIPROCATING 
PUMPS 
6 


MISC. 
INDUSTRIAL 
PUMPS 


WATER 
SYSTEMS 


0 





the VEW original 
* . | . 7 
Zytel* Miracle Fitting 
* Dupont nylon resin 

This amazing material is non- 
corrosive, non-electrolytic, non- 
toxic. Used with stainless steel, 
aluminum, steel, nylon, poly- 
ethylene and copper tubing. 
Only two pieces. 

A few selected territories are 
available. 


Bulletin on Request 


7 .Y oF o | 


MANUFACTURING COMPANY 
9231 Clinton Rd., Cleveland, Ohio 


Lops. Has 


New Worthington Manager Heads Seattle Office 


Cc. D. Cummins 


Worthington Corp., Harrison, 
N. J., has appointed Charles D. 
Cummins district manager of its 
Seattle office, succeeding E. D. 
Schively, now on special assignment 
in Worthington’s new Canadian 
operation. 





Check these 
KELLER 
SALES FEATURES 


Wide Capacity . . . Handles 
all shapes and sizes of 
files from Ve" diam. to 
Ya" x We”. 


Two Speeds . . . 350 and 
450 strokes per minute 
(Stroke length 12 inches) 


Large Worktable . . . with 
plenty of room for clamp- 
ing guide blocks, etc. (82 
x 842"). 


Table Tilts up to 15-degrees 
in any direction. Easy to 
set up, easy to lock with 


File Support 
Arm and Overarm. 


Saves Time, Saves Money—Does the Job 
Better! These New Keller Die Filers are a 
“Soles Natural” for you. 

It Pays for Itself (and sells itself) by cut- 
ting down slow, costly and inaccurate 
hand filing methods. Get the profit-making 





4 knurled thumbscrews 


Long, Dependable Service 

. The scotch yoke is 
splash lubricated. Equipped 
with Oilite bearings 
throughout. 


Plenty of Power... V4 
H.P. 1800 rpm., A.C 


E. D. Schively 


Mr. Cummins joined the com- 
pany in 1925 as general line sales- 
man and has been assistant manager 
at Seattle since 1949. 

Mr. Schively has been with the 
firm since 1916 and Seattle man- 
ager since 1924. 


Sanson & Rowland 


Elects Officers 


Sanson & Rowland, Inc., elected 
\aron I. Sanson, III, president and 
Richard W. Goodby secretary and 
sales manager at its recent annual 
meeting. 

Earl H. Goodby was named vice 
president and treasurer; James G. 
Pepper, assistant secretary, and 
James R. Lewis, assistant treasurer. 
Elected as directors were: Mr. San 
son, E. H. Goodby, Thomas A. 
Ross and A. Irvin Ross. 





TEEN-AGE MINERS 


In a California tungsten mining 
operation, three teen-age boys are 


details, write for Bulletin 256 TODAY! wane. drilling, blasting and loading their 


own ore. In an era of accelerated 
juvenile delinquency, these boys, all 
under sixteen, deserve any Junior 
Achievement Awards or Merit Badges 
available for presentation, says Engi- 
neering and Mining Journal, McGraw- 
Hill Publication. 


SALES SERVICE MACHINE TOOL CO. 
2347 University Ave. St. Paul W14, Minn. 


DIE 
FILERS 


Designed and Built by the makers of the popular 
KELLER Power Hack Saws 
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WILTON PowRlock AIR-HYDRAULIC CLAMPS 


make men and machines more productive: 


the old way the PowRlock way 


PowRlock provides instant, automatic clamping on most existing 


' € machines and fixtures. Eliminates nuts, bolts, manual tightening, 
‘ CLAMPING slashes “reloading” time. Hydraulic pressure in the head acti- 
| 


aii vates a piston, which exerts up to 7500 Ibs. locking force. Comes 
CLAMPING 


by EO with complete air-hydraulic system, in 18 models. Get the facts 
NOW, and tell your customers! 


1D-5 





The new PowRlock clamp is another 
reason why Wilton is the vise line to i 


jm CAD : 


wi a yr MilOmatic * tomatic Machine Wilton PowRarm 
Clamps Vises Work Positioners 


~ workers’ Vises 


wi "7 Seets Tita 
Clamps 


Wilton Machinists’ Vises 


Wilton Milling Machine Vises WiltOmatic Powered Wilton Universal 
Bench Vises Air Fixture Locks 


the only complete line of manual and powered clamping tools! 


Write f 
weenie WILTON TOOL MFG. co. wee 


10 Eahrated payee SCHILLER PARK, ILLINOIS .. . The perfect line for industrial distributors! 
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A NEW 
PRODUCTION TOOL 
FOR METAL CUT-OFF 


we weus MODEL 1000 


HORIZONTAL METAL CUTTING 
BAND SAW 


@ Here's the newest in the Wells quality line of metal cutting band 
saws—The Model 1000, a big capacity production machine . 
modestly priced. 

The structural rigidity necessary for better cutting and operation 
is provided by the rugged counterbalanced frame and guide beam 
and special heavy duty blade guides. The use of a 1” blade assures 
further accuracy and efficiency for your production cut-off operations. 

Like other Wells saws, the Model 1000 features the exclusive Wells 
“constant load” blade tensioning device, four selective speeds, hydraulic 
frame check and optional wet cutting system. 

Equipped with the Wells-O-Bar Feed Master, this saw easily con- 
verts to an automatic cut-off machine. See your Wells Distributor, or 
write for full details. 

Capacity: Rounds 
Rectangular 
11” dia. 
Selective, f.p.m. 50, 100, 175, 275 


SPECIFICATIONS 


Height to top of bed 
Width of bed 
Floor Space 


Hope to see you at 


the Triple Industrial Shipping Weight — approximately 655 Ibs. 
Supply Convention With Coolant 705 Ibs. 


“The Proneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, THREE RIVERS, MICHIGAN 
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Carbide Specialist 
Joins Firth Sterling 


Colin G. Walcott has joined Firth 
Sterling Inc. as a carbide service 
engineer in the firm’s Detroit dis- 
trict. He will cover the Flint, Sagi- 
naw, Lansing and Pontiac areas. 

Mr. Walcott has been associated 
with the Buick Motor Division of 
General Motors Corp. for the past 
20 years. He was instrumental in 
setting up carbide standards there. 


C. G. Waleott 


Carboloy Fills 
Newark Assignment 

E. Louis Kapernaros has joined 
Carboloy Department of General 
Electric Co. as carbide cutting tool 
representative in the Newark, N. J. 
area 

Formerly with Riley Stoker Corp., 
he is a graduate metallurgist of the 
Missouri School of Mines. He also 
has worked for Oliver Corp. 


Appoints Mining Outlet 


Carboloy Department of Gen- 
eral Electric Co. has appointed Big 
Sandy Electric & Supply Co., Pike- 
ville, Ky., to sell its carbide mining 


tools 





EDIBLE COMMERCIALS 


Peppermints are being printed with 
company slogans and sales messages. 
Do we even have to eat commercials? 
asks Food Engineering, McGraw-Hill 
publication. 














These Smoother Running V-Belts 


Lower Your Customers Operating Costs 


Condor V-Belt engineering makes the difference. The 
strength member is micro-positioned in heat dissipating 
rubber for a smoother running, cooler running drive .. . 
for longer life with the heaviest power loads. Condor 
V-Belt sidewalls are made straight to put positive 
pressure on the sheave grooves for more grip . 

less slip. Straight sidewalls help support the super- 
strength synthetic cords of the belt in a straight line so 
that all cords pull equally .. . deliver their maximum 
share of power. Controlled length is accomplished 
through prestretching during manufacture to remove 
inelastic stretch that might otherwise occur on the job. 


NOW ...Moisture-Proof Vacuum Packaging 
R/M’s exclusive new vacuum sealed moisture-proof 
packaging assures positive V-belt length control for 
users of longer lengths in C, D & E cross sections! Belts 


MANHATTAN 


are measured at the factory under controlled humidity 
and identified for precise matching. They are then vac- 
uum-sealed in moisture-proof aluminum lined bags. The 
result—no shrinkage or elongation in storage .. . sus 
tained uniformity on the drive! Length is certified 
from the factory to the field. 








R/M Poly-v* Drive 


A New Belt Drive Concept For Heavy-Duty 
Power Transmission. Eliminates V-belt match- 
ing problems. Delivers up to 50% more 
power in the same space as regular V-belts 
or equal power in less space. 

Write for copy of Poly-V Drive Bulletin #6638 


(*Poly-V is a registered Raybestos-Manhatton trademark 





RUBBER 


RAYBESTOS- 


au 606 


JERSEY 


INC. 


DIVISION —PASSAIC, NEW 


MANHATTAN, 


Re Gs 7 te S&S 


Fiat Belts Conveyor Belt 


Roll Covering Tank Lining Abrasive Wheels 


Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Loundry Pads and Covers * Bowling Balls 
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industrial Production Holds Record Pace 


we Yeorly Averages | Monthly Averages 
(Left hand scale) | (Right hand scale) 





| 
| 








SHOVELS ff | 
SPADES / 
1947-49=100 
(Adjusted for seasonal voriation) 


Source: Board of Governors. 
Federal Reserve System 




















ee Wee ee pete tintin tipo 
1940 194s c—".) 1988 1955 1956 
National Research Bureau 
I'he nation’s factories have been busy all this year at a level of production that is 
the highest in the nation’s history. Economists call this a “plateau,” and some 
predict a “rolling readjustment,” which means that certain industries halt their pro 
duction climb or drop backward while others forge ahead. Auto production has 
OTHERS lagged behind last year’s record output (in March, it was 28% under the level of the 
previous March), and the rate of inventory accumulation has been high throughout 
the first quarter. Factory inventories last month were $1 billion higher than at their 
1953 peak. Money is getting much tighter and interest rates higher. Still, new orders 
and shipments from factories continue brisk, and motivation research experts say 
consumers have no intention of slowing down their buying. This Federal Reserve 
Moly steel of proven analysis, heat index measures the output of all mines and factories, and sales of distributors, who 
weated te secure maxinum herd- supply the tools of production, are bound to be affected by its fluctuations 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and PantexRepresentative Named American Chain Adds Plant 
out last all others. 
THE WOOD SHOVEL 
& TOOL COMPANY 


Piqua, Ohio 
aa ome representative in Michigan for its American Chain & Cable Co., Inc., 
adi * steam generator, spray painting has been started in Fairfield, lowa. 


from special \ equipment and steam-jet cleaner It is expected to be completed by 
anal ysis lines. Aug. 1. 
Mo-lyb-den-um } 
alloy steel, 
€ _heat treated. f 
~ 


~~~---* Allen Opens New Chicago Warehouse 


These are.... 





Pantex Mfg. Co. has appointed Construction of a new branch 
Arthur B. Sonneborn Co., Detroit, manufacturing plant for the auto- 
as exclusive sales and engineering motive and aircraft division of 





i 


@ ALLEN MANUFACTURING (0. 


Modern warehouse at 5410 Broadway will carry complete Allen Mfg. Co. stock and 
is expected to improve service to distributors and customers in Midwest and South 


west. Michael Chernuk is in charge 
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SHELDON 


Use these lathes to lower your costs. 10” Bench Lathe 

You can have two or more of these lathes for the 
price of a single “heavy-duty.” Many manufac- 
turers have found they can do twice as much work 
operating them in approximately the same floor 
space with the same power costs. 

Powerful, fast and accurate, these lathes give 
you the stamina and speed range needed for car- 
bide cutting. Their easy-to-operate controls speed 
up lathe operations and permit even less experi- 
enced operators to turn out profitable work. 

The efficient design of Sheldon and Sebastian 
lathes will simplify your special tooling problem. 
Hardened bed-ways together with bed turrets, 
taper attachments and air chucks are all available 
to increase their versatility. This makes conver- 
sion from a standard machine to a high production 
lathe simple and fast. 

If you would like more facts on the cost saving 
features of Sheldon and Sebastian lathes write for 
the name of your nearest distributor. 


13” and 15” 
SEBASTIAN 
Geared Head 
Lathes 
Built by 
SHELDON 


Write for new catalogs 


SHELDON MACHINE CO., INC. 


Manufacturers of Sheldon precision Lathes. Milling 
Machines and Shopers ond Sebastian Geared Heod Lathes. 


4232 N. KNOX AVE. ° CHICAGO 41, ILL., U.S.A, 
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“'Finetex”’ 
used by Biscuit and 
Cracker Industry 


suggest 


“Super Corrugator™’ 


TRADE MARK used by Corrugated Box 
Industry 
FRAN KO more dependable 


for 


SOLID WOVEN SERVICE » SALES 


REG.U.S.PAT. OFF 


BELTING PROFITS 


Alert distributors know there’s no substitute for quality in 
belting — and FRANKO is the belt that won't break down. 
Stock and sell this fast-selling, profitable line . . . known 
for over 80 years as the finest belting on the market . . . 


used by many of the nation’s leading industries. 


Sell maximum production and minimum downtime . . . less 
stretch, less shrinkage, no peeling . . . greater strength 
and longer life. Recommend FRANKO — finest for long, 


trouble-free service. 


“Innerlok”’ 
for Industrial 


Conveyors Write — TODAY... Learn how 
can PROFIT WITH FRANKO! 


THE FRANKLIN 
COTTON MILL COMPANY 


1117 Central Parkway 
Cincinnati 10, Ohio 
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A. L. Russell 


McGraw Firm Appoints 
Office Manager, Salesmen 


Wm. F. McGraw & Co., Detroit, 
has named Arthur L. Russell gen- 
eral office manager succeeding Jack 
Feisler who recently joined the 
Studebaker-Packard organization as 
a buyer. 

I'wo salesmen have been added to 
the force, Ashton H. Hulbert and 
Harvey Robertson. 

Mr. Russell practiced law for ten 
years after graduating from the Uni- 
versity of West Virginia and has 
spent 17 years in purchasing for 
Murray Corp. He has also man- 
aged a tool supply house. 

Mr. Hulbert has spent the past 
several years in radio and _ tele- 
vision sales, recently as West Coast 
regional manager for Motorola. 
Mr. Robertson has been Detroit 
salesman for Continental-Diamond 
Fibre Co. He will specialize in fibre 
sales for McGraw. 


Hardware Firm Diversifies 

Detroit Hardware Mfg. Co., has 
purchased Golden Gift, Inc., De- 
land, Fla., producer of fresh citrus 
juice, as part of a long-range diversi 
fication program. 





NEGLECTED SQUID 


It takes only eight companies to 
supply total United States demand for 
canned squid, reports Food Engineer- 
ing, McGraw-Hill publication. Obvi- 
ously we need a National Eat-a-Squid 
Week. 














Cleveland 


Cleveland engineers were told long ago to start with 
the quality standards of the industry and work up. 


The result is Cleveland’s “Top Quality” that gives users 
a lot more for their fastener dollars: 


Extra "‘Physicals”’ from revolutionary Cleveland- developed Kauf- 
man double extrusion Process that cold forges cap screw from oversize 
wire, prepared under our own close metallurgical controls. Result—flow 
lines follow screw's contour, insuring strong crack-free heads, and 
threads with sturdy physical properties. Internal ductility is undisturbed, 


and screw has higher tensile and toughness. 


Accurate Forming to extra-close tolerances, so they spin every 
time smoothly snugly into place ... real cost saving on the production 


line! In-process and final inspeciion and testing guarantee quality. 





Service? We maintain ship-at-once stocks 
of every kind and size we make. Even in 
unusually large diameters or extra lengths, 
we may have what your customer needs 
Write for current stock list. 


The 
CLEVELAND 
CAP SCREW 


Company 


2931 East 79th Street « Cleveland 4, Ohio 
VUlcan 3-3700 TWX CV-42 
WAREHOUSES 


CHICAGO ° PHILADELPHIA . NEW YORK 
PROVIDENCE ° LOS ANGELES 


See us at Triple Industrial Supply Conventien, 
Booth 106 


Originators of the Kaufman DOUBLE EXTRUSION Process 
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sseeccceceeeces® St. Louis Firm’s New Building Is Tailor-Made 


A NEW 
LUG-ALL 


Winch Hoist 


2 TON 


CAPACITY 
20 FOOT CABLE 


Tailor-made building of Neiman Bearings Co., 2727 Washington Ave., St. Louis, 
occupies 12,500 sq. ft. King-sized counter runs approximately 70 ft. across front of 
building. Other features: waiting room niche, interview room, employee lunch room 


DISTRIBUTORS SAY THEY LIKE 
THIS NEW LUG-ALL 


Because 
IT FULLS A LONG STANDING NEED (2 
TON CAPACITY, 20 FEET OF CABLE, 
LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN.- 
TEED FOR ONE YEAR 
%& SELLS FOR ONLY $49.50—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM 3% TON 
TO 1% TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistant, salt spray test- 
ed LUG-Alls available in all capacities. 
Because LUG-ALL Is The Best, It Is The Most 
imitated Winch Hoist On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. 
e@eeeeeoeveeeeeeee8 


Office incorporates modern decor, utilizes new office furniture throughout, is ait 
conditioned and sound proofed tock shel re open for display 


Employee morale and effiicency is boosted by Seeburg music system, the manage 
ment says. Phone operator also acts as receptionist 
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THE NEW CURTIS MODEL C-100 
TWO-STAGE, AIR-COOLED AIR COMPRESSOR 


Provides Higher Operating Efficiency 
Costs Less to Install 


= 


THIS NEW Curtis Two-Stage will deliver more air per minute, per horsepower and 
per kilowatt hour of electrical energy consumed, thus assuring a saving in 
your electrical bill. 


It’s Air Cooled, thereby eliminating expensive water bills and assuring 
quick and easy installation with no complicated plumbing problems. 


The new C-100 embodies all the well-known Curtis engineering features 
such as centro-ring oiling and Timken Main Bearings. 


For complete information write for illustrated folder. 


OUR 102nd YEAR ( 


MANUFACTURING COMPANY @© PNEUMATIC DIVISION 


1911 KIENLEN AVE. « ST.LOUIS 20, MO. 


ls 4 a | CKAGED 
sini a 


AIR HOISTS PACKAGED LIQUID AUTOMOTIVE 


AIR CYLINDERS CHILLERS AIR COMPRESSORS AUTO LIFTS 
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SERVING INDUSTRY 
THROUGH DISTRIBUTORS 
FOR 75 YEARS 


The year 1956 marks the 
75th anniversary of our 
company. For three quar- 
ters of a century, Home 
Rubber has been able to 
serve DISTRIBUTOR needs 
in all lines of rubber belt- 
ing, hose, and packing. 

Our relations with Distribu- 
tors have been valued and 
personal. We are proud of 
these relationships for they 
are responsible for the suc- 
cess of our company. We 
are enthusiastically look- 
ing forward to the next 75. 


THE HOME RUBBER COMPANY 


TRENTON 5, N. J. 


BRANCHES IN NEW YORK AND CHICAGO 
NEW YORK—WOrth 2-4460 CHICAGO—CEntral 6-0601 TRENTON 5-617) 





P 
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Fernley & Fernley 


Marks Anniversary 

Fernley & Fernley, secretarial 
office for the National Industrial 
Distributors Association, is celebrat- 
ing its 70th year of service to trade 
associations. 

Founded by T. James Fernley, 
the firm was organized in 1886 to 
handle Mr. Fernley’s dual respon- 
sibilities as secretary-treasurer of the 
Hardware Merchants & Manufac- 
turers Association and the National 
Wholesale Hardware Association. 

Its association work expanded over 
the years and an executive staff 
was built up whose members could 
function as managers and advisors 
for all phases of association activi- 
ties. 

Robert C. Fernley now serves 
executive secretary of the National 
Association. 


Allegheny Ludlum 
Streamlines Plant 


Allegheny Ludlum Steel Corp. 
has completed a year’s moderniza- 
tion program at its Buffalo, N. Y., 
plant, to increase production and 
streamline materials flow. 

Some new equipment was in- 
stalled, including induction furnaces 
and core blowing and molding 
machines, but the major part of the 
project was re-arranging existing 
equipment for better operations. 
More personnel have also been 
hired. 





|e -y'>thash House 


LEMME HAVE A MINUTE STEAK, INSTANT 
COFFEE, INSTANT PUDDING AND THE CHECK— 
MIN A HURRY! 





SINTERED POWDERED 
BRONZE BEARINGS 


Bunting’s many years of experience in the manufacture 
and distribution of Cast Bronze Bearings gives the highest 
standards of precision, quality and worth to the new 
Bunting stock sintered Bronze Bearings. These better 
sintered bronze products are now available 


from Bunting Distributors. 


Bunting’s research facilities and resources are producing 
quality, precision and unvarying uniformity in 
self-lubricating bearings made of sintered powdered bronze. 
Plain bearings, flange bearings, thrust bearings and bars 
made of this increasingly popular material now can be 

had in sizes and standards not heretofore 


available from stock. 


NATIONAL 


Botu Bunting Cast WATER SYSTEMS MONTH 


Bronze and Bunting oil yy 
filled, self-lubricating sintered 
a 


powdered Bronze Bearings 
and Bars are available 
to you through your 
nearest Bunting Distributor. 
He has in stock all sizes for your immediate 
needs. Ask him or write for complete lists and 
dimensional data on Bunting Cast Bronze and Bunting 


Sintered Bronze Bearings. 


This advertisement appears in 


unting. 


Machinery © Modern Machine Shop BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
Southam Power & tudusiry © Stes OF CAST BRONZE AND POWDERED METAL 


Iron Age @« Mill & Factory 


The Bunting Brass and Brenze Company + Toledo 1, Ohio + Branches in Principal Cities + Distributors Everywhere 
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e « « delivers the service 
that builds business 


BADGER LINE has been building a repu- 
. quality and service among 


@ #249 Badger 


@ #5 New Badger 


CAR MOVERS © Power King 


tation for . . 
users . . . profit and good will for dis- 
tributors . . . for 50 years. Serve your 
customers with a BADGER LINE stock— 


Ask us for latest catalog and price sheets. 


— 


CAR WRENCH @ Advance Safety 


PORTER 
SPRING WINDER 


SAFETY 
HANDGUARD 


- SPURS . . . HANDLES . . . REPLACEMENT PARTS 


ADVANCE CAR-MOVER COMPANY, INC. 


MARSHALL Remains the PACE-MAKER 


WORLD'S LARGEST RANGE OF SIZES! 


2000 


STANDARD SIZES 
Ready for Layout Bench 


WRITE FOR 
NEW 


CATALOG 


BOX 108-ID 
Lagrange, Illinois 


MARS EAL STEEL, €0. 


oo, rN 's 


24s famous Go 
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INVENTORY TUBS contain cards on 
23,000 items at Industrial Supplies of 
W orcester, Inc., Wercester, Mass 
l'reasurer C. J. Houston says cards and 
italog files above them provide com 
pl te data to answer Inquiries promptly. 





Witt Cornice Enlarges 
Midwest Assignment! 
lhe Witt Cornice Co. has as- 
signed additional territory to 
Barker & Fleming, Inc., 
representatives for 
Minnesota and the 


the com- 
pany’s sales 
Michigan, 
Dakotas. 

Barker & Fleming will now also 
cover Illinois, Wisconsin, northern 
Indiana, parts of Iowa and St. 
Louis, Mo. 


50th Year 


i’ lwell-Parker Electric Co. is cele 
brating its 50th 
industrial truck production. The 
founded in 189 
factured its first industrial truck in 


1906 


Celebrates 
anniversary of 


company, 3, manu 





OFF-SHORE COAL 


The first major out-to-sea boring 
ever to be carried out in the 
United Kingdom has proved success- 
ful, reports Coal Age, McGraw-Hill 
publication. After drilling five months 
the National Coal Board has struck 
coal 2,000 feet below the Firth of 
Forth and about a mile and three- 
quarters off shore from Kirkcaldy 
Fife, Scotland 














NEW CLAUSING 18 heavy-duty 
multiple spindle DRILL PRESSES 


with massive 
tables, bigger 
working surfaces 
for handling big 
jigs and fixtures 


. 


Here’s the machine that drill press 2 
users asked for! From all sections of 


the country users told us, “Give us a And they’re priced right to give great- 


TABLE ALONE WEIGHS 
OVER 1,000 LBS. 


The massive production oil 
tables are heavy grey-iron 
castings, braced rigidly by a 
network of ribs — %” thick 
and 3%” deep — covering the 
entire botfom surface. (See 
illustration left.) They have an 
84” x 22” working . surface, 
with 17” of table surface in 
front of columns. Spindle cen- 
ters of 4-spindle drill are 21 
apart; 3-spindle drifl, 26” apart. 
Table. has 242” wide drain 
channel, slanted toward back 
éorners of table for efficient 
removal of oil. 


PRECISION 
maACHine orvisrom 
Toos ATAAS PRESS COMPANY 


ceemet Co micH 


multiple-spindle drill with more work 
room, more elbow room a heavy- 
duty drill with bigger tables and greater 
distance between spindles for more 
efficient handling of big jigs and 
fixtures.” 

These NEW CLAUSINGS give you 
these selling features and more! 
They've got bigger tables. The 3 and 4 
spindle tables are 90%” x 28%” with 
84” x 22” working surface. Biggest in 
their class! 

Heads are farther apart. 4-spindle drill 
columns are 21 center to center, 
3-spindle drill columns, 26”. More 
space than any other drills in their class! 
They've got the beef for handling big 
jobs. Tables alone weigh over 1,000 lbs.! 


est value! 

CLAUSING HEADS HAVE THE 
POWER, PRECISION, CAPACITY 
for ACCURATE HEAVY-DUTY 
DRILLING 


Clausing heads have massive construc- 
tion and precision machining through- 
out drill to center of 18%" circle 
Capacity, 1” in cast iron, %4” in steel 
Spindle travel, 6% > ball bearing 
races. No. 3 MT or %" Jacobs chuck 
spindle. Pulleys are cast iron. Choice 
of hand feed or heavy-duty gear driven 
power feed heads. There's nothing in 
the field that can even begin to com- 
pare with this Clausing heavy-duty 
production tool! Use it to open more 
plant doors to step up your profits! 


A few protected territories are open... Write! 
CONDENSED SPECIFICATIONS 


Number of Spindies 

Table. overall 

Center te Center of Spindles 
Maximum Distance Table to Spindie 
Front of Table to Center of Spindle 
Column to Center of Spindle 
Column Bracket to Center of Spindle 
Spindie Travel 

Spindie Size 


CLAUSING DIVISION cis Pre Cmpany 


5-117 WN. Pitcher St. . Kalamazoo, Mich. 
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Acme 


DISTRIBUTORS: 


- looking for a 
key line of 

inspection 

devices? 


Sell these profitable 
products to your 
precision minded 
customers 


MONOCHROMATIC LAMPS 
and OPTICAL FLATS 


@ MEASURE IN MILLIONTHS WITH LIGHT WAVES 


@ DETERMINE SURFACE FLATNESS AT A GLANCE 


@ EASY FOR AVERAGE WORKMAN TO USE 


@ SEND FOR FREE ILLUSTRATED LITERATURE 


AND DEALER PROFIT STORY 


Write for folders on Acme 


Chamfer Micrometer Gages for 
direct reading of chamfer end 
diameters and computing chamfer depths 

. also, Acme Portable Bench Centers 
designed to speed inspection right at the 


production machine. 


Special inspection instruments also manufactured. Quotations on request. 


A CWC Scientific Company 


1450 West Randolph Street 


Chicago 7, Illinois 
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H. F. Schweitzer 


New Goodyear Manager 
Takes over in Charlotte 


H. F. Schweitzer has been named 
Charlotte, N. C., district manager 
for Goodyear Tire & Rubber Co.'s 
Industrial Products Division suc: 
ceeding R. J. Ano, recently pro- 
moted to manager of the Cleveland 
district. 

With Goodyear since 1947, Mr. 
Schweitzer has been attached to the 
Chicago office for the past seven 


years. 


Lunkenheimer 
Salesman Retires 

Marshall N. Stickel, sales repre- 
sentative for Lunkenheimer Co., is 
retiring after 32 years of service. His 
first sales assignment was covering 
the New Orleans territory. Mr. 
Stickel’s territory was expanded later 
to include the Gulf Coast and Texas. 


To Sell Cambridge Line 


Cambridge Wire Cloth Co. has 
uppointed Materials Handling 
Equipment Co., Indianapolis, to 
handle its line of Gripper woven 


wire slings. 





DRIVE-IN OVEN 


Freshly painted automobiles in a 
repair garage now can dry in 30 min- 
utes in a 9%6-kilowatt far-infrared 
drive-in oven, reports Electrical World, 
McGraw-Hill publication. Drying 
formerly took seven-and-a half hours 
in a dust-free atmosphere. 

















DISTRIBUTORS 


This Ad Promotes Sales 
For You! 


Backed by effective advertising 
and sales promotion, the Illinite 
quality line of standard metal 
cutting tools builds profits for 
Iinite distributors. Write today 
for details on Illinite’s sound 
distributor policy. 


ILLINITE...the most complete line 
of Standard Meta! Cutting Tools— 
available from stock! 


LAA 


ENO MILLS + MILLING CUTTERS + SLITTING SAWS 
KEYSLOT CUTTERS + HOBS + SHAPER CUTTERS 
* TOOL BITS 





Most Prices Are Increasing 


—— -+— 


120 Vearly Statistics - All Commodities Monthly Stotishes 
(Left hand scale) 








—T 


You can find it 
quicker if you 
look in ond 


Dake Catalog first! 


FARM PROOUCTS~ 
1947-49* 100 (Revised Series) 
Source: U.S. Bureau of Labor Statistics | 


tits Pete deri tivis Low, " im | phorbritrrtistir ti rtiites 
1935 1940 1945 1950 1965 1954 1965 1956 
National Research Bureau 


Not just distributor products, but most others turned upwards in price early this 


range from 1 to 300 year. Purchasing agents in a recent survey were almost unanimous in predicting 


e - further price rises all along the line, and the Federal Reserve Board last month tele 

tons capacity in graphed its official concern about inflationary pressures by raising its rediscount rate 
Wage increases in steel would be felt throughout the economy. Buyers will stock up 

if they expect more inflation, but distributors who sell more because of this would 


arbor and only be borrowing present sales against the future. Actually few distributors welcome 


rising prices, since it’s hard to pass on the increases to customers. And creeping 


hydraulic models. inflation is deceptive. Your dollar sales will increase as prices rise, obscuring the 


true facts about your physical volume and your actual progress in keeping up with 


There | is : the expanding economy around you (see “Price—The Gay Deceiver,” ID, April 
a 1956, pg. 90) 


nearly | 
always ; a Meehan To Sell Belts Erickson Promotes Engineer 
one that _ J. T. Meehan Co., Philadelphia, Harold Ruehl, assistant chief engi- 


has been appointed to sell power _ neer for Erickson Tool Co., has been 
suits our transmission belts of United States promoted to chief engineer, suc 
y Rubber Co. in the Delaware Valley. ceeding the late Robert F. Jacobs. 
customer * 


5. to aT:..if not, Dake Baltimore Group Attends Purchasing Dinner 
& will design and ) 
build one for 

his special =» 

requirements. - ne 
Dake is the line 
of presses that 
rings the bell 
in profits 
as wellas 45! ™~ ri 
ealiefind Customets. | ei Son Siem meeces, See erent So 


tion. At this table are Mr. and Mrs. W Ww Simpson, Behr Mataine: Corp.; Mr. 


DAKE CORPORATION | ind Mss. Dick Althoff, Minnesota Mining & Mfg. Co.; Mr. and Mrs. John T, Hall, 


631 Seventh St. Standard Pressed Steel Co., and Mr. and Mrs. E. C. Merriam, Simonds Saw & 
Grand Heven, Mich. Steel Co. 
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A WORD 70 REED DISTRIBUTORS ! 


You can 


a | mes oagh, 
FROM EVERY OF PIPE FITTING pipe tool 


n every pipin 


CHAIN WRENCH 


Does everything on ordinory pipe wrench 


ce between pr 


ird one 
will do . . . ond a great deal more. Gets 


Reed 10 " “ ; ; a, ; into tight corners; holds or turns ony shape. 
more than f 1 cer y re making Rachet-like action works in either direction. 


the time 10” to 60” handle lengths. Renewable jows 


'@) is ee. Reed felelL mets eh. demmel-g- 
ducea within the last three yeors 
page has exclusive performance 


1s much as half of the time. and energ re r 
ordinary tools. Check up and see HINGED 4-WHEEL CUTTER 
Until you've used it, you can't believe how 
er this completely new tool cuts off cast 
iron or steel pipe. Tracks perfectly, cuts easily 


and clean ... in ditch work, in tight corners or 


in the open. In five sizes for pipe to | 2 inches. 


mY RACHET REAMER 
ADJUSTABLE The original and only genuine self-feeding rachet 


reamer. Needs no pushing. Cuts burr fast without 


GUIDE RACHET THREADER binding or gouging. Copacity 4" to 2.” 


Light, compact and highly efficient. Features the exclusive ° 
Reed double-threaded throat, chip-ejecting die. Starts — 


without pushing and needs no lead screw even for 2” 
pipe. Cuts easily and every thread is clean and true for 
G tight joint. In three size ranges: Ve" to 1"; Ve" to 1 Ya" 


and Y4" to 2." CHAIN BENCH VISE 


A sturdy and greatly improved chain bench 
vise. Chain drops naturally into position and 
locks automatically. Easy-to-use handle ends 
fumbling and skinned knuckles. In five sizes 


with capacities from Vs" to 2” to Ya" to 8." 


FOLDING TRAY 
TRIPOD VISE 


The famous folding tray tripod is 
available with the long-jaw yoke 
vise or the new chain vise head. 
Folds compactly, carries easily. 
Sets up instantly, solid as a rock, 
and won't collapse while you're 
working. Yoke vise capacity Ys" to 
2%"; chain vise capacity V2" to 4.” 





The distributors who feature Reed Pipe Tools believe 
xx see = = in the best for their customers. You'll enjoy doing 
business with them. 











Hanson-W hitney 


COMPANY “ 


EXCLUSIVELY YOURS... 
As A Hanson-Whitney Distributor! 


Now, Hanson-Whitney offers these new instruments for 


precision thread inspection .. . each an important addi 
tion to the traditionally fine line of H-W taps, gages 
hobs, and cutters. Greater profit opportunities are opened 
by these items for the alert, progressive H-W distributor 
Your customers can now be assured ‘full quality con- 
trol from thread start to thread finish". . . the long 


accepted H-W hallmark for precision production. 


As a H-W distributor, you enjoy a line of unquestioned 
leadership plus the benefits derived 
Whitney's policy of 100% selective distribution. 
have full field engineering assistence constantly available 
to solve your special threading problems. You are backed 
up by H-W national advertising . . . designed to develop 


from Hanson 


You 


preference and acceptance of H-W products by your 
customers in all fields. These are the reasons why H-W 
distributors are enjoying an ever increasing profitable 


sales volume across the entire United States. 


We invite you to visit our booth #810 at the Triple Indus 
trial Supply Convention ...or write for complete details. 


W. L. Parcell 


Ridge Sales Director 
Now Vice President 


William L. Parcell, director of 
sales of The Ridge Tool Co., has 
been appointed vice president. 

With the firm 20 years, he was 
recently sales manager. 


Ducommun Reports 
Increase in Net 


Net income of Ducommun 
Metals & Supply Co., Los Angeles, 
increased 40% in 1955 over 1954 
for an all-time high of $1,409,050, 
the management reported recently. 

Sales for the year also broke 
records with a total of $39,321,440, 
or 25% higher than in 1954. 

Charles E. Ducommun, president, 
said sales and earnings have justi 
fied the expansion plans of the com- 
pany, which opened a new Northern 
California Division in Berkeley last 
July and new branches in San Diego 
and Phoenix, Ariz., during the past 
two years. 





AFFABLE TREES NEEDED 


Nurserymen seldom stock many 
trees of the types which cohabit 
streets affably with distribution lines, 
points out Electrical World, McGraw- 
Hill publication. An important begin- 
ning step in any new shade-tree pro- 
gram is to enlist nurserymen’s par- 
ticipation early enough to grow the 
trees that cooperating property own- 


DIVISION OF THE WHITNEY CHAIN COMPANY 


ers will be persuaded to buy. 
HARTFORD 2, CONNECTICUT 
THREAD MILLING MACHINES AND CUTTERS 


175 BARTHOLOMEW AVENUE ° 
CENTERING MACHINES » 











TAPS © THREAD GAGES + HOBS « 
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Engineers Join 
Raybestos Sales Staff 


Raybestos-Manhattan, Inc., has 
appointed Paul Kushubar and 
Wesley Pontier to the sales engi- 
neering staff of its Rubber and Pack- 
ing Divisions. 

Mr. Kushubar joined the Packing 
Division from the company’s 
Bridgeport plant, where he has been 
a project engineer. Mr. Pontier has 
been with the Manhattan Rubber 
Division for 15 years in manufac- 
turing. 


Workshop Sessions Held 


Raybestos-Manhattan, Inc., held 
two workshop sessions recently for 
sales representatives of its Manhat- 
tan Rubber Division and Packing 
Division. 

R. B. Hazard, sales manager for 
both divisions, was in charge of the 
two sessions which lasted three days 
Panel discussions on both 
advertising and mer 
chandising programs were held. 


each. 
divisions’ 





F. E. Olson 


Morse Representative 
To Cover Carolinas 


Frank E. Olson has been ap- 
pointed representative in North and 
South Carolina for carbide cutting 
tools of Morse Twist Drill & Ma 
chine Co. 

His sales and mechanical back 
ground includes five years’ special 
ization with cutting tool applica 


tions. 





These two styles of Allpa! slica- 
tions and many different uses, consistent with the policy of our 
company—fewer packings for more services. 


Both are compounded of the highest quality materials, and between 
them they cover against such service conditions as steam, water, 
air, ammonia, gases, oils, distillates, dowtherm, etc. They are for 
use on centrifugal and rotary pumps, valve stems, expansion joints 
and similar equipment. 


Packaged in durable metal containers to insure pro- 
tection and preservation of material. Applications 
and uses conveniently noted on each container. 


Style No. 1 is really universal in its uses—where the temperature does 
not exceed 600 degrees F. 


Style No. 2 also has an extremely wide variety of uses in higher 
temperatures, ranging from 600 degrees F. to 1200 degrees F. This is 
because of a special bonding compound, containing a heat-proof lubri- 
cant, which maintains the lubricant under high temperature conditions. 


Both types are made in ring, spool or coil form in a wide variety of sizes. 
Allpax Packings do a better job for manufacturers and replacement use 
because they are precision-made, accurate in dimensions. They provide 
a tight seal without danger of scoring or unnecessary wear. 


LLPA 


LLPA 


55 
eacuims 


“The Packing that Packs All” 


SEND FOR OUR NEW CATALOG — TODAY! 





A complete line of packing, tools, gasket materials. 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


treal 8, Quebe 


Achect ela’ ys Ltd... Mor 
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Here’s the safest 
ratchet lever hoist 
ever invented! 


it igi E DT Bist Bik 


— - : pe 
£ dea. r E. D. Martin 


Hooven & Allison 
Names Martin President 


” 


If overloaded, “safety valve handle 
will bend before any other part of 
holet faite. The Hooven & Allison Co. has 


appointed E.. D. Martin as president 
succeeding the late D. W. Cherry. 

He wil] continue to serve as gen 
eral manager, a post he has held 
since 1936. Mr. Martin started 
with the company in 1905 and 
served successively as plant super- 
intendent and Kansas City branch 
manager before joining the head 
quarters staff in 1930. 

N. G. McCallister, secretary and 
assistant general manager, has been 
made a director. W. G. Huit, 
general sales manager, has been 
assigned additional duties as trea- 
surer, a post relinquished by Mr. 
Martin. 


It’s the original Coffing 

Safety Pull, a ratchet 

lever hoist with dual 

pawls and ratchet that 

keep load from slipping. 

Safety stops prevent 

spinning out of control 

and if overloaded, 

“safety valve handle” 

will bend before any 

other part of hoist fails. The 24-ton model (illus- 
trated) weighs but 1414 lbs. 

Fifteen other models available handling up to 15 Lima Opens Branch 

tons. Ask your Coffing salesman or write for Bulletin ae a ne, 

SP, Coffing Hoist Division, Duff-Norton Company, opened a new branch office at 8905 

806 Walter St., Danville, Il. Lake Ave. in Cleveland headed by 

\. C. Beesley. It will handle orig- 

inal equipment sales, while replace 

ment sales will continue through 





1uthorized outlets. 
The exclusive, cadmium plated Coffing 
Safety Hook with spring actuated locking 


latch designed to shed, not snag, on ‘ , 
wires or other objects is available for the HEAT BOOSTERS 


34-ton, 1!4-ton and 3-ton models at 
slightly additional cost. 





Weather accounts for most of the 
load on air conditioning equipment, 
but heat radiated by lights and other 
equipment, as well as human warmth 
and perspiration, can boost require- 


ments considerably, points out Flec- 
trical World, McGraw-Hill publica 
tion 
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Lubrication Main Job, 


Say Grinding Researchers 
es 


Lubrication is more important | 


than cooling in terms of the gen- 
erally recognized functions of grind- 
ing fluids, according to results of a 
recent research project of the Grind- 
ing Wheel Institute. 

This and other findings are con- 
tained in a paper “Influence of 
Grinding Fluids upon Residual 
Stresses in Hardened Steel” by Dr. 
H. R. Letner, presented at the 
recent annual meeting of the 
American Society of Mechanical 
Engineers. 

The paper concluded that the 
effectiveness of a grinding fluid, as 
far as residual stresses are concerned, 
depends on its ability to reduce 
thermal and mechanical stresses 
during chip formation, rather than 
on its ability to carry heat away 
from the cutting zone after it has 
been generated. 


Screw Machine Group 
Honors Executives 


The National Screw Machine 
Products Association recently hon 
ored three of its members for 40 
years’ service in the industry includ 
ing 20 years in executive capacity. 

Presented with gold-plated micro- 
meters, the association’s trademark, 
were: Harry L. Adams, Weather- 
head Co.; William E. Bechmann, 
Western Machine Co., and Henry 
A. Mueller, Mueller Machine 
Products, Inc. 

Clarence A. Button, of Mueller 
Brass Co., has been elected president 
of the association. 








CANINE WOOING 


Dog candy to improve canine rela- 
tions of meter readers is a new stand- 
ard item on utility expense accounts, 
says Electrical World, McGraw-Hill 
publication. Justification is measured 
in fewer dog bites per man. 











The most efficient 
purchasing system 
is through... 


Recognized 
Industrial 
Distributors 


No one has yet been able to 
devise a more efficient, lower 
cost method of buying indus- 
trial goods and services than 
the system established by 
recognized industrial distribu- 
tors throughout the United 
States. 

Recognized distributors give you immediate availability of 
tools and supplies, emergency service around the clock, one source 
for many items and assurance of dependable products. There is 
no need to tie up space, cash, inventory or people of your own 
in stockrooms—no extra paper work. 

Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect 
weakening the most efficient purchasing system ever invented. 

Think it over next time you’re tempted to buy what looks 
like a lower price from someone other than a recognized indus- 
trial distributor. 





This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 


UFF-NORTO 


PITTSBURGH 30, PA. 


complete line of mechanical, screw and hydraulic jacks 


Division 
DANVILLE, ILLINOIS 


complete line of ratchet, spur gear and electric hoists 
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PORTABLE HEATING 
EQUIPMENT 


@ TORCHES 


(For soldering, brazing and annealing) 


@ FURNACES 


(For melting metals and compounds) 


@ SALAMANDERS 


(LP-Gas fired, instant lighting) 


@ INFRA-RED 
HEATERS 


(Portable LP-Gas or Natural Gas) 


Insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- 
chandising aids to move this 
equipment to your customers. 


Wire or write today for complete 
information. 


INSTO-GAS CORPORATION 
Department ID 
DETROIT 7, MICHIGAN 





(Nationally Recognized 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 
dling the Allen 


¥ 
1 
Ae 


\ Boot, ALLEN INDUSTRIES 
\. Dept. ID Clinton, Missouri 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


Complete Line 
any 
Popular Models 
1 to 5 ton 
capacities 


Write or call today 
for details on han- 














Business Failures Still With Us 


NO. OF 
FAILURES 





anes Monthly Awerages by Yeors 














otitis ting bitilised 


| Source: Dun & Bradstreet, inc. | 














hr 8 kes 
1955 


1935 1940 945 1950 1955 1954 


A A Pe ° 
1956 


National Research Bureau 


Prosperity encourages formation of many new firms, but every month more than 


1000 businesses close their doors because of insolvency. 


The number of failures 


reached its highest point since 1939 in early 1954; in the prosperous but competitive 
months since then the failure rate has held fairly steady at a slightly lower level, 
with no sweeping increases comparable to the readjustment periods of 1946-47 and 
1953-54. As always, the smallest businesses are the most precarious, and distributors 
have to control the credit they extend small customers in good times or bad. Depart 
ment of Commerce figures show that on the average, 45% of all new businesses 


either fail or change ownership within a year 
the odds are 9 to 1 that it will survive still another year 


But when a business is five years old, 
These chances of survival 


are slightly higher among wholesale businesses than in manufacturing 





Dayton Rubber 
Fills Northeast Post 


H. B. Coleman has been named 
Northeastern regional manager of 
the industrial belt division of Day 
ton Rubber Co. 

With the company since 1948, he 
succeeds A. L. Van Der Kar, who 
resigned to become co-owner of 
Elwood-Adams Co., Worcester, 
Mass., with J. W. Torrant. 





MINISTRY FOR 
AUTOMATION 


Russia has set up a new ministry 
—this time for automation—to work 
closely with the Ministry of Machine 
Building in designing new machinery 
to speed mechanization of production 
processes, American Machinist, Mc- 
Graw-Hill publication reports. Large- 
scale automation, the Russians say, 
will increase productivity and con- 
tribute to easier working conditions 
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Aro, Illinois Tool Works 
Checking on Nucleonics 


Aro Equipment Corp. and 
Illinois Tool Works have joined 17 
other industrial companies in a Co- 
operative venture to determine how 
nuclear research can be of value in 
their operations. 

The companies are participators 
in the nuclear reactor research pro 
gram at Armour Research Founda- 
tion of Illinois Institute of Techno 
logy in Chicago. 

Under the participator plan, cach 
firm is contributing $20,000 toward 
the construction and initial opera 
tion of a $700,000 nuclear reactor— 
the nation’s first designed speci- 


fically for industrial research. 


Baldwin-Hill Post Assigned 


Baldwin-Hill Co. has appointed 
J. L. Mohun as general sales man 
ager of its Industrial Insulation 
Division. He had 


manager of the Southwest Division. 


been general 














oe Rok Me we Aeoktl, femied tied Be -e. Pegi. i 3 | 
PUT BETTER QUALITY 


INTO HIS PRODUCT 





SHAKEPROOF 
FASTEX 





Perk U p profits Circle Clamp 


Organizes Territories 


Ask for Milwaukee Valves Circle Clamp Corp. has ap 


pointed the following firms to 

b rn arn handle its lines in their territories. 

y Briggs Rubber Products Co., 

W ilmington, Del., covering Mary- 

land, District of Columbia, Dela 

ware, lower New Jersey and south 
eastern Pennsylvania. 

Couse & Bolten, Newark, N. J., 

angle valves northern and central New Jersey, 

northeastern Pennsylvania and 

~- lower and central New York except 

check valves for Long Island and Westchester. 

Edwards Engineering Corp., New 

5 . . Orleans, covering Louisiana and 

manifold units Mississippi. 

Flow Products, Inc., Chicago, 

dl . northern and central Illinois and 
neste point valves ~ southern Wisconsin. 

Globe Rubber Works, Inc., Bos 


ont ite vahien ton, covering New England. 
i. J. A. Postell, Atlanta, Ga., for 


gate valves 





globe valves 


the Carolinas, Georgia, Florida, 
Tennessee and Alabama. 

Houston Gasket & Packing Co., 
— Houston, Texas, lower half of Texas 
vertical check valves ‘ ’ except for Dallas and Fort Worth. 

a ae Hydro-Air Engineering, St. Louis, 
covering Missouri, eastern Nebraska, 
horizontal check valves ok wie Iowa and southern IIlinois. 
ga arigelaiaiaaialielies Hugh Kelleher & Associates, San 
Francisco, for California, Oregon, 
Washington, Alaska and Hawaii. 

Midwestern Rubber Co., Cleve 

land, for the Cleveland area. 


foot valves 


Milwaukee is the 


angle check valves 
complete vaive line... 


all styles and sizes for standard 
and copper service. Proved best 
for trouble-free operation — 
non-chattering and precision-ma- 
chined for tight, non-leaking 
connections. 

These features, plus easy in- 
stallation, help wholesalers and 
contractors enjoy the reputation 
for giving their customers the 
lasting satisfaction necessary for 
repeat business. 

Make it a point to ask for 
Milwaukee (or Milvaco) valves 
and fittings by name ... it’s a 
sure way to perk up profits! 
Stocked and sold by leading 
jobbers and wholesalers every- 
where. 


by-pass pressure 
relief valves 





air check valves 


radiator valves 


M 
I 
L 
W 
A 
U 
K 
2 
E 


miscellaneous 


equipment “Ck 


3 


(Se 


eeeeeoeeoeceaeseeeeeeeee 
THE MOST COMPLETE LINE OF PERMANENT QUALITY VALVES 
“Thanks again for the nice big order. 


MILWAUKEE VALVE COMPANY 


A subsidiary of Controls Corporation of America Goodbye. Dod.” 
2375 Sovih Burrell Street @ Milwaukee 7, Wisconsin ra 
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Baldor Motors give the kind of rugged, dependable performance 
that keeps machines running day and night under every operating condition- 
the kind of service that has kept Baldor users reordering—with complete 
confidence—for over a third of a century. 

Baldor Streamcooled Motors are TOTALLY ENCLOSED for “plus protec- 
tion” against dust, dirt and lint. They’re splash-proof and drip-proof—fan- 
cooled externally without clogging —and are corrosion-resistant inside and out 


You can sell the exceptional advantages of dependable Balder Motors with 
both prestige and profit. Ask about the franchise opportunity in your area 


BALDOR ELECTRIC COMPANY 


St. Lovis 10, Missouri 


4353 Duncan Avenue 
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1. ADVERTISING THAT SELLS THE DISTRIBUTOR — The 
Colorado Fuel and Iron Corporation is doing an important 
public relations job for its distributors by currently running a 
series of ads in leading trade publications to point up the 
importance of the service rendered by distributors to the 
customer and industry. The Colorado Fuel and Iron Corpora- 
tion believes that better distribution for the future must be 
built today. 





2. WICKWIRE ROPE DISPLAYS of two types are furnished 
distributors: 1. a 3’ x 4’ hardwood easel type display board 
consisting of 27 wire rope samples for all kinds of industrial 
application — 2. smaller display boards (28” x 23”) featur- 
ing samples of wire rope for specific industries including 
construction, drilling, logging, marine and mining. 


FACTORY 


MANAGEMENT AND MAINTENANCE 





3. SALES AND SERVICE 
MANUALS, CATALOGS AND 
SALES AIDS are among the sell- 
ing tools devised and offered 
to assist the distributors’ sales- 
men in doing a more successful 
selling job. This includes direct 
mail pieces, movies, data books, 
folders, displays, reprints, cuts, 
signs and plaques. 





Bu i. C. ALUINGTON, V. P. SALES, 
Eastern Division of The Colorado Fuel 
and Iron Corporation, and A. S. Rairden, 
General Wire Rope Sales Manager, give 
strong support to the philosophy, “that 
strong trade advertising helps to pre- 
sell the market for their distributors and 
salesmen while creating a greater po- 
tential market for the product’. 


(Zz Wy a 
OO Waste 


Oisp0s: 
bie aa yp yee Su FACTORY IS AN INTEGRAL PART OF THE 


if, > 
‘HESS Jy (lilt ta GAW CF&I ADVERTISING PROGRAM because it reaches 
; a Stora, deep into the manufacturing plants of America with 
AANiyg Losts aici messages to the men distributors have to sell. More 
°“S 7 2 Sop RY) plant operating men pay to read FACTORY than any 
other monthly business-paper. 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, N.Y. 





This steel slide—proven unbreakable in years of industrial service—is the 
extra built into Desmond-Simplex vises—the extra without the extra cost. 


Milled from a solid steel bar and fitted through a broached backjaw, it 
gives the ten models of metal-working vises the strength tha! withstands 


the most severe service. 


Other features—providing extra convenience and long life: shoulder-fit 
full 360 
pinching handle 


jaw inserts, swivel, longer, stronger vise nut, one-piece, non- 


STANDARDIZE ON EXTRA VISE VALUES 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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Robert Slater 


Standard Pressed Steel 
Assigns Philadelphia Area 

Standard Pressed Steel Co. has 
appointed Robert Slater salesman 
in the Philadelphia territory, includ 
ing Delaware, the District of Colum 
eastern 
Pennsylvania, Virginia and part of 
West Virginia. 

He will specialize in Hallowell 
pressed steel products. 

Formerly with Lyon Metal Pro 
ducts, he has also worked for the 
New York Life Insurance Co., 
Chubb & Son and Pan 
World 


bia, southern New Jersey, 


American 
Airways. He attended 
Stevens Institute of 
and Polytechnic Institute and 


served in World War II as a bomber 


pilot 


lechnology 


Link-Belt to Expand 
Indianapolis Factory 
Link-Belt Co. will break 


soon for new facilities costing $34 
million at its Ewart plant in Indian 


ground 


apolis. 

A new foundry will replace the 
present one, which is to be razed 
to make room for new manufactut 
ing facilities. Construction 


pected to take about a year. 


1S Cx 


Black & Decker Adds Plant 


Const -uction has begun on a Mel 
bourne, Australia, plant for Black 
& Decker Australasia, Ltd., Black & 


Decker Mfg. Co. subsidiary. 





Alloy Tube Division 
Posts Representatives 

Five sales representatives have 
been assigned new territories by 
Alloy Tube Division of The Carpen- 
ter Steel Co. 

Arvin W. Harrington has been 
named Eastern regional manager, 
succeeding Paul E. Kelly, recently 
appointed assistant manager of 
sales. Mr. Harrington has sold in 
metropolitan New York and Con- 
necticut for the past three years. 

Harry A. Hauser was named 
Mideastern manager after three 
years as Pacific Northwest repre- 
sentative. 

Harry L. Harner, formerly with 
Studerus Oil Co., succeeds Mr. 
Hauser on the West Coast, with 
headquarters in San Francisco. 

Nields B. Haas, former Mideast- 
ern manager, has transferred to the 
division’s Southeastern _ territory 





composed of Georgia, Alabama and 
Florida. He has sold in the Mid- § HEAVY-DUTY 
Atlantic territory and Virginia. 

Walter Joyce, formerly with 


Talon, Inc., succeeds Mr. Harring al ) 
ton in New York and Connecticut. 


Chyle Heads Welding Group ; 
The American Welding Society | D | i ’ 
elected the following new officers eas | 


beginning June 1: John J. Chyle, 
A. O. Smith Corp., president; Clar 
ence P. Sander, United States Steel 
Co., first vice president; and Gus- | mend and sell with confidence . . . giving your customers that 


Here are “Jog Zuality HEAVY-DUTY Drills you can recom- 


tav O. Hoglund, Aluminum Co. of extra value they look to you to supply. 
America, second vice president. 


As a MILWAUKEE distributor, you enjoy healthy sales and 
profits, plus greater repeat orders from satisfied customers. 





a 


STRETCH STOCKINGS 


FOR ALL 28 DRILL MODELS An Excellent Distributor 


Women’s stockings may all be Arrangement Makes 


stretch types within five years, but 

might not resemble present-day types M I L W A U 4 E t MILWAUKEE 
because new yarns and techniques A Good Line 
constantly are being developed, notes Jhiefile gere)i CORP 

Textile World, McGraw-Hill publico- : To Handle 
tion, For those who wear socks, de- 5340 W. STATE ST. © MILWAUKEE, WIS. 

velopments to watch are cotton and 
wool yarns made stretchy by chemi- 


cal treatment. Manufacturers for Over 50 Years of 2Zuality ELECTRIC TOOLS 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


. . . THEY MEAN MORE 
PROFITS TO YOU! 
—_ — 


| 


FLEXCO FASTENERS 
... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 





FLEXCO HINGED FASTENERS 


areused for joining extension conveyors. Has | 


removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 


ALLIGATOR 
CONVEYOR 
BELT LACING 


is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the new 


and amazing self-vul- 
canizing rubber re- 
pair material that 
adds years of life 

to conveyor 

belts. 





The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 


FLEXIBLE STEEL LACING CO. 
1633 Lex 7 44, TI 





The P.A.'s 


Dilemma 


By An Anonymous Buyer 


(Digested from Industrial Marketing, 
Feb. 1956, p.59-60) 





ast YEAR we bought $33,000,000 
worth of materials. How are we 
going to tell which product is best? 
And if we can’t, how are we going 
to make a decision? 

We buy everything to engineer- 
ing specifications. But that doesn’t 
simplify our problem, believe me, 
when we are dealing with standard- 
ized products, perishable tooling, 
and so on. 

Let’s take a screw. Thirty differ- 
ent fastening houses call on us and 
every one can supply us with the 
same screw. Their prices are very 
close. First, we limit the number 
of inquiries we send out. We prob- 
ably ask for a quotation from six 
or seven. They are houses which 
meet the following requirements: 

The salesman has made a good 
impression on us. The company has 
a good background and history. It 
has given us good service. By this 
I mean it has provided extraordinary 
service at times. 

We evaluate all the factors, in 
cluding price, and write our order 
accordingly. 

Now let’s look at something a 
bit more difficult: cutting oil, for 
instance. The only way we can find 
out whether it’s any good is to use 
it. Now are we to risk interrupting 
our production to test 30 different 
brands? So again we take an arbi 
trary stand. We test until we find 
an oil that will work with a whole 
group of machines. Are we right or 
wrong? 

The only thing that will open 
that door again is for some individ 
ual company to arouse our interest 
with some unusual product that 
will promise substantial savings in 
the cost of the oil or increase in 
tool life. It will have to be backed 
by concrete facts. 

| insist that my 
rational. I take it because I seri 


approach is 
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ously question the costs of tests in 
these areas to determine the best 
product. 

Steel warehousing is another 
source of supply that falls into the 
same category. A steel warehouse 
salesman has absolutely nothing to 
sell but service. So it’s his own 
personal selling ability plus the 
service his company is able to give 
that tips the scales. 

When we buy heavy equipment 
and capital goods the situation is 
entirely different, but here we are 
talking about expendable supplies 
and standard items. 

We don’t always buy strictly on 
quality because we don’t have any 
way of determining it. We are wide 
open to the right kind of selling. 
It must be selling based on helpful 
ideas, on service, on integrity, on 
straight-shooting. 


Porter-Cable Runs 
Old Tool Contest 


Porter-Cable Machine Co. is 
sponsoring a contest with 75 prizes 
for old portable electric woodwork- 
ing tools still in active use. 

Entries will be judged on age, 
length of service and present condi- 
tion. The 25 top prize winners will 
receive modern equivalents of their 
entries. 





PREFAB SERVICE STATIONS 


Prefabricated service stations are 
popping up in increasing numbers, re- 
ports Petroleum Week, McGraw-Hill 
publication. It’s expected that at 
least 700 will be put up in 1956. They 
cost around $12,000 and can be as- 
sembled in about 14 days, thus giving 
them a head start on sales at a new 
outlet 














(2) MULCONROY -Zee Cricqivecel 


METAL FITTINGS 
er FLEXIBLE PLASTIC PIPE 


All installations of Flexible Plastic Pipe ore made more quickly, easily and 
efficiently with Mulconroy “Victor” Line Metal Fittings, Corrugated shanks con- 
form perfectly to plastic pipe sizes, assuring tight, durable, trouble-free connec- 
tions. In either electroplated stee! or brass, they have exceptionally long life 
through enduring strength and resistance to rust and corrosion. 


Five of the more than twenty items 

in the “Victor” Line ore illustrated _ 
—Male and Female Threaded : 
Adapters, Coupling, Ell and Tee. 

Others 


include Sprinkler Head 


Ells and Tees, Radian? Heat ° 

Adapters, Water Main Adapters, (He =a 
Victaulic Groove Adapters, bea 

U-Bends, and a complete assort- : 


ment of Water Well Fittings. 


The use of Flexible 
Plastic Pipe is rapidly 
expanding, and stock- 
ing these quality Metal 
ne bet tee IN BRASS OR 
position for extra sales PLATED STEEL 


MULCONROY SPECIAL 


“DYNAMITE” Armored, insulated Steam 
Hose. For those steam hose installations requiring 
extra safety and durability, and highest resistance to 
internal heat and external wear. Very flexible, yet 
cannot buckle or collapse. Sizes 4%" to 3". 


“CORRUTUBE" Continvous Wall Flexible sitiaial 
Metal Hose. For Services demanding extreme ng Tit ae " 


shee ganvend’ FOR a Ser rode aant under al 
PROMPT. SERIE ‘ON. trom Woks or enopege. ties Ma" to 2". 


“FULLPAK" Flexible All-Metal Hose. Full- 
interlocked, asbestos pocked fiexible metol tube, 
with cover of tightly-braided steel or bronze wire, 
and outer half-round steel or bronze spiral. For 
steom, air, water, ammonia, gases, tor, asphalt, etc. 
Sizes Ye" to 3". 


HLULLL beeen 


"“MULCONROY Siaru,... WHERE OTHERS & 


 MULCONROY CO. OL 


| ERPERTT Ee ia 
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exclusive 
and importa 


© Gripper recedes into 
handle for full blade 
use. 

@ Lok-Blok makes blade 
twist, impact proof. 

@ Chrome Vanadium 
Steel Blades. 

@ Unbreakable Insulat- 
ing Handles. 


$ © Models for All Types 


Screws. 
@ Hand-Ground Bits. 


@ Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 


UPSON BROS., INC., ROCHESTER 14, WN. Y. 





. 


P. W 


Litchfield, board chairman of Goodyear Tire & Rubber Co., 


shakes hands 


with President E. J. Thomas as he turns over authority as chief executive officer to 
Mr. Thomas. H. L. Hyde, vice president, and P. E. H. Leroy, R. S. Wilson, and 
Russell DeYoung, newly appointed executive vice presidents, look on 


E. J. Thomas, president of Good- 
year Tire & Rubber Co., has been 
named chief executive officer of the 
company succeeding P. W. Litch 
field. 

Mr. Litchfield retains his chair 
manship of the board and will serve 
on various management committees 

Three officers have been named 
to newly created executive vice 
presidencies. They are R. S. Wilson, 
sales; P. E. H. Leroy, finance and 
accounting, and Russell DeYoung, 
production, personnel, research and 
development. 

Mr. Thomas also becomes chair 
man of a newly created policy com 
mittee consisting of Mr. Litchfield, 
vice president. L. H. Hyde, L. E. 
Spencer, newly named vice president 
and the three executive vice presi 
dents. 

Victor Holt, Jr. formerly vice 
president of the subsidiary sales 
company, has been named a vice 
president of the parent company. 
C. C. Gibson, manager of original 
equipment and government sales, 
and P. K. Coe, Detroit office man 


| ager, have been named vice presi 


dents of the sales company. J. M. 
Linforth, in charge of manufac 
turers’ and government sales, will 
retire in June. 


| Pauley Promoted 


R. E, 


Pauley, former industrial 
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products representative and district 
manager, has been named general 
manager of Goodyear Tire & Rubber 
Co.'s foam products division. He 
was recently in charge of sales at 
the St. Marys plant. 


Wendt-Sonis 
Adds Lines 


Wendt-Sonis Co. has been: ap 
pointed exclusive sales outlet in 
the cutting tool field for “No 
Chat,” a product of powdered 
metallurgy manufactured by P. R 
Mallory Co. for carbide tool shanks 
and related uses. 

Wendt-Sonis has also become a 
sales outlet for Alsimag Ceramic 
lips for metal-cutting tools made 


by American Lava Corp. 





UNDERGROUND 
COMMUNICATIONS 


Property restrictions and spreading 
communities are making transmission 
and feeder rights-of-way more difficult 
to acquire for utility companies, Elec- 
trical World, McGraw-Hill publication, 
says. As a result, underground cable 
is the answer for an increasing num- 
ber of communities. 














CAN YOU FILL THIS ORDER? 


PURCHASE ORDER 


1. CERALOX ceramic “throw-away” inserts 





2. Solid carbide inserts 


3. DEX-A-TOOL-toolholder for carbide and 


. “A a 
ceramic “throw-away”’ inserts 


4. Preformed shapes in carbide and 
CERALOX 
5. Carbide wire drawing dies 


6. Standard tools, styles A thru G in both 
standard and premium grades 











How many sales did you lose last month because your cutting tool lines are incomplete? And those lost 
sales you never find out about because your customer knows he must go elsewhere for much of his cutting 
tool requirements? It will pay you to investigate the Adamas line of ceramic and tungsten carbide cut- 
ting tools, tool tips, dies and wear parts. Adamas product sales are supported by strong national adver- 
tising and merchandising and by expert field help in your territory. Through its consistent sales policy of 
selective distribution, every Adamas distributor is assured of a profitable sales build-up in his territory. 
Find out more about this established prestige line. If you can qualify, your appointment as an Adamas 
distributor will put additional dollars in your pocket. Write Adamas for full details, or drop in at booth 
860, Convention Hall, during the Triple Industrial Supply Convention in Atlantic City on May 22. 


TkeswWGSTEW CARBIDE - 


CARBIDE CORPORATION 
KENILWORTH °¢& #£NEW JERSEY 


Producers of 
CERALOX e DEX-A-TOOL ¢ CARBIDE TOOLS, TOOL TIPS, DIES, WEAR PARTS 
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DOLLARS 


ARE 
MEASURED 
BY 


INCHES 


Raa 


K. W. Gorton 





Homestead Valve 
Picks Divis’on Sales Head 


Homestead Valve Mfg. Co. has 
named Ken W. Gorton sales man 
ager of its Valve Division. 

With the company 12 years, he 


Whether your storage problem concerns office, plant, school, club, 
ae ie has been a regional sales manager. 
institution .. . 
When your available space for shelving, cabinets or lockers means 
that you must have equipment that makes every inch give full value . . . -_ es - 
; lransmission Inc. 
That’s when your Penco dealer can give you planning assistance 
... and the versatile, adaptable, extra-space high-quality Penco steel 


equipment that means more usable storage space per dollar spent. 


Write for Catalog ID 


Honors Top Salesman 


Winner of the year-long sales 
contest of ‘Transmission Inc., Day 
ton, Ohio, is Otto G. Takacs, who 
was recently awarded the prize of a 
nine-day trip to Mexico with his 
wife 

Mr. Takacs has been with the 
firm nine years. He exceeded his 
sales quota by 42%, 
percentage of any salesman. All 
salesmen bettered their quotas 


the highest 


penco 


Steel Shelving 


made fre 
700 com 
ard parts 


penco 
Steel Cabinets 
the Quality Line—extra- 


big . . . and all with ad- 
justable shelves. ..meet 


ym more than 
ponent stand- 
permits ver- 


“Perma-Buiit’’ 
Steel Lockers 
come in standard sizes 


and designs which make 
available more than 300 


during the year, the management 


said 


satility in assembly 
design . . . gives you the every storage and ward- 
proportionate space ; robe problem. Girder- 
you need for each type | type construction; no 
of storage. | sag or bend. 


combinations of stand- 
ard types . . . including 
the one that fits your 
space and staff problem 


Richard Bros. Adds Plant 


Richard Brothers Punch Division 
of Allied Products Corp. has 
acquired a new plant at Roseville, 
Mich., and has moved its former 
Milwaukee facilities there. The 
division has two other plants in the 


Planning for Your Service — Swift Service for Your Plans 


As a division of Alan Wood Steel Co., 
steelmasters for 130 years—Penco is 
assured the full supply of high-quality 
steel which enables it 
to make prompt de- 
livery on all orders. 


Penco specialists in storage equipment 
engineering are available—at no cost to 
you-—to assist in planning an efficient, 
practical shelving in- 

stallation to meet 

your needs. 

Detroit vicinity. 


STEEL LOCKERS 


CABINETS: SHELVING 


DEALERSHIPS 
OPEN— Write 
for Details MLA 


penca METAL PRODUCTS DIVISION 


ALAN WOOD STEEL COMPANY 
Oregon Ave. & Swanson Si. + Philadelphia 48, Penna. 


Frey To Handle Ford Lines 


Ford Mfg. Co. has ap 
pointed ‘The Frey Co., New York 
City, as Iastern representative for 


its lines 
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Flexible Stock Rules 
Urged by Barnes 


Administrator Wendell B. Barnes 
of the S.B.A. says small business 
should not be hamstrung from rais- 
ing capital by too-stringent rules on 
stock issues. He wants the Securt- 
ties and Exchange Commussion to 
extend the time limit on proposed 
regulations which would remove cer 
tain exemptions for small firms until 
objections are heard. 

Present rules exempt stock issues 
of up to $300,000 from the full 
detailed registration requirements 
for larger issues. A proposal is 
pending before the S.E..C. to tighten 
up on these exemptions, known now 
as Regulations A and D, because of 
alleged abuses with highly specula- 
tive stocks. Mr. Barnes in a letter 
to the S.E.C. chairman said the 
regulations had proved to be valu 
able avenues for small firms to raise 
capital. The agency, he said, 
should confine itself to rules pre- 
venting fraud, and not handicap the 
honest firm in need of funds. 


Heads Allis-Chalmers Office 


A. P. Bowman has been ap- 
pointed manager of the Rockford, 
Ill., district office of Allis-Chalmers 
Mfg. Co.’s Industries Group. He 
has been an equipment sales repre- 
sentative for the firm in Chicago 
since 1950. 





“| see by the paper your company is 
advertising for a real live wire, up-and- 
at-‘em-early salesman .. .” 








No matter what your source 
of power—whether for regu- 
lar service or standby—for 
Steady or intermittent use— 
you can have what you want 
with your Verti-Line Indus- 
trial Pump. There is a Verti- 
Line discharge head to meet your 
conditions of service and to accommo- 
date any type of drive. 

Verti-Line Pumps are designed and 
engineered for such jobs as booster 
service, fire protection, cooling, trans- 
fer and general service pumping of 
water and other fluids, corrosive and 
non-corrosive — Verti-Line Pumps are 
not just another deepwell pump adapted 
to industrial service. 


CAPACITIES from 20 GPM to 30,000 GPM 
—HEADS to 600 PSI 


Whatever your needs for vertical pumps may 
be, investigate Verti-Line before you buy! 
Verti-Line Pumps are sold and serviced by 
independent distributors and dealers only. 


Send for new literature. 
Ask for Bulletin 1-56 


Hy \\ 
Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 


general offices and main plant 
2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
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Get a BIGGER share of 


reamer business with 


ACE 


Drill Length.» Chuching 


REAMERS 


You sell more, make more when you offer 
the very best. That’s why it pays to be an 
Ace Drill Distributor. Take Ace drill length 
andchucking reamers, for example. They're 


the finest that money can buy. . . ground 
from hardened H.S.S. with highly polished 
right-hand spiral flutes and keen cutting 
edges that produce smoother, more accu- 
rate holes. Economical to use, too, particu- 
larly the drill length reamers. Because, 
with flutes nearly twice the length of chuck- 
ing reamers, they can be re-ground more 
often for longer useful service life. 


Want complete information on the profit- 
able Ace Drill Line and Distributor’s 
Franchise Agreement? Just write, call or 
use coupon below. But do it today! 


ACE DRILL CORPORATION 

| Adrian, Michigan 

| Gentlemen: Please send me your complete line catalog | 
| (No. 52), and full information on your Distributor's | 
| Franchis« Agreement. 


| NAME__ 





| COMPANY 








; ADDRESS __ 





ACE DRILL 


ADRIAN, MICHIGAN 





TOM MURPHY, desk man, goes over 
some catalogs with Jim Fraser, outside 
saleman at Miami branch of Harry P. 
Leu, Inc., of Orlando, Fla. 











- 


Co 
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ORIGINATORS OF ““GROUND-FROM-THE-SOLID DRILLS 


Pratt & Whitney 
Buys Die Firm 


Pratt & Whitney Co. has pur- | 


Jaquith Carbide Die 
Lynn, Mass. 


‘A. H.. d’Arcambal, 
Whitney president, said Jaquith 


| would be operated as a division 


and its plant expanded. The di- 


vision will move to new, 


Edwin Jaquith, former 


dent, 


presi- 


Banfield, 
general manager of Pratt & Whit 


| ney’s small tools division. 


remains with the division as | 
| vice president and general manager, | 
| reporting to Richard W. 





MEAT-EATERS UP 
CHEMICAL SALES 


More meat on American tables 
means bigger sales for chemical com- 
panies, and meat-ecting is definitely 
on the rise, says Chemical Week, 
McGraw-Hill publication. In ‘55, 
about 700,000 pounds of antibiotics 
went into animal feed supplements, 
plus large amounts of minerals and 
hormones, to supply more and better 
meat. Per capita meat consumption 
has jumped about 23% since the early 
‘30s and about 13% in the past five 
years. An average of 160 pounds of 
meat were consumed per person in this 
country last year. 








| chased the assets and business of | 
Corp. of | 


Pratt & | 


larger | 
facilities in Lynn in the near future. 





Distributors... 


your customers 
canget... 


BETTER GROUND 
FINISHES 


with J & S, guaranteed* 
self-adjusting live centers 


ACCURACY .0001” 


OR LESS 


with PERFECTION FREE CENTERS 


SPINDLE TYPE 


*GUARANTEED 
FOR 2000 HOURS OR ONE YEAR 








New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 
swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 
with twice the openings. 

if you sell to the metal working field, 


write for free literature on the complete 
J &S§ line. 


J & S$ TOOL CO., INC. 


873 DORSA AVE. 
LIVINGSTON, NEW JERSEY 
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Weirauch Leads Group 
In Wholesalers’ Course 


Bernard C. Weirauch, vice presi- 
dent in charge of sales of Orr Iron 
Co., Evansville, Ind., will lead a 
discussion group on merchandising | 
techniques at the week long Motor 
& Equipment Wholesalers’ Man- | 
agement Institute being conducted | 
May 611 at the University of 
Illinois. 

Factulty members and industry 
leaders will share the platform dur 
ing the course, designed for 
“systematic study of management 
principles and techniques” applic 
able to motor and equipment 
wholesalers.” All phases of the 
business will be covered, from com 
pensation to sales management. 





W. H. Blackburn 


Billings & Spencer 
Promotes Blackburn 


W. H. Blackburn has been elected 
vice president of Billings & Spencer 
Co. and Peck, Stow & Wilcox Co. 
by directors of both firms. 

He was formerly assistant to the 
president of Billings & Spencer. 


Manages Nickel Sales 

The International Nickel Co. has 
appointed Albert P. Gagnebin man 
ager and Harold Larsen assistant 
manager of its Nickel Sales Depart 
ment. Mr. Gagnebin succeeds 
Ransom Cooper, Jr., retiring after 
33 years’ service. 





WELDOLET 
WELDING 
FITTINGS 


serve the Nation's: Industries 


ee 
OL 
production 
refining 
transmission 
distribution 


o- 


INDUSTRIAL 
plant maintenance 
new construction 








O 


ORIGINAL 
EQUIPMENT MFRS. 
PAPER e 


MILLS 
POWER 
CHEMICAL PLANTS 
C) process plants 


FEDERAL GOV'T 
Atomic Energy Comm. 
Corps of Engineers OC) 
Air Force 
Bureau Yards & Docks BUILDING 
N.A.C.A. CONSTRUCTION 
schools, 
hospitals, 
commercial buildings 


branch connections for 
any and all piping services 
NOW AVAILABLE from leading 


warehousing distributors in all 

principal cities. Let us help you increase 
your profits—write for our selective 
distributor proposal. 


STEEL 
PLANTS 


transmission 
distribution 
storage 


SHIPBUILDING 
Noval 
Commercial 


WELDOLETS 


THREDOLETS 


SOCKOLETS 


WELDING FITTINGS DIVISION 


FORGE &€ TOOL WORKS 


734 MEADOW ST 
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ALLENTOWN, PENNA 





wg SOAR 20: 


in 3 Months. 


After one experience with a “do- 
nothing” catalog, the Acme Sash 
& Door Co., progressive Cincin- 
nati distributor, switched to 
Heinn loose-leaf. Results were 
almost instantaneous — sales up 
20% in 90 days! And the extra 
sales volume offset Acme’s entire 
costs of new catalogs in six 
months. 





Excerpt from Heinn's copyrighted 
“Tribute to a Salesman" 
A salesman’sinterestsareas broad 
as the lives of the people he con- 
tacts. His opinionsare strong, 
but he keeps them to him- 
self until he finds a 
chance to tell every 
fact with tact. 


Loose-Leaf 
Binders 


When you have loose-leaf cata- 
logs in Heinn binders equipped 
with easy-to-use indexing, all 
selling facts stay up to date and 
in sequence. Buyers quickly 
learn your line and follow your 
sales arguments — and respond 
with orders. Quotas that once 
seemed impossible become 
realities. 


Thousands of manu- 
facturers, wholesalers 
and service firms 

now depend on Heinn 
Loose-Leaf Binders for 
catalogs, price lists 
and manuals. A coupon 
like this started many 
of them toward 
improving their 
competitive 

positions. Jt can 

start you, too. 


Al Gladding 


Flexible Steel Lacing 
Shifts Assignments 

Flexible Steel Lacing Co. has ap- 
pointed Al Gladding as representa- 
tive in the Northeast succeeding Les 
Coleman, who has been transferred 
to new and increased responsibilities 
in Chicago. 

Mr. Gladding has operated a dis- 
tributing organization for the past 
three years and before that worked 
for a contracting firm. 


Les Coleman 





CONFUSING TO CHEESE 
LOVERS 


Many cheese lovers consider the 
processed cheese product a poor sub- 
stitute for the real thing. For further 
confusion, now comes imitation process 


The complete text 
is yours on 
request. 


cheese to the market, points out 
Food Engineering, McGraw-Hill pub- 


lication. 
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Wholesalers, Retailers 
Get Most Loans 


Wholesalers and retailers have 
been the principle business cate- 
gories receiving loans from the 
Small Business Administration, 
according to the agency’s records. 

Of 2,270 loans approved by S.B.A. 
through the end of 1955, some 585 
were in these two classifications. 
Service trades and small manufac- 
turers of food and kindred products 
got 189 loan approvals; machinery 
manufacturers, 183; transportation 
and communications, 155; construc- 
tion firms, 131, and metal fabrica- 
tors, 123. 

Average size cf the loans was 
$50,240. One sixth were for amounts 
under $10,000, and only 2% for 
amounts over $150,000. This is 
how the approvals were made ac- 
cording to the size of non-manu- 
facturing industries by sales: firms 
with less than $50,000 annual sales 
got 28.6% of the loan approvals, 
firms with $50,000-$100,000 got 
19.6% and $100,000-$200,000 sales, 
21.4%. Only 4.3% of the approvals 
were for firms with more than $1] 
million in sales. 


Hardware Square 
Honors Fowler, Berge 


The Hardware Square Club of 
New York recently honored 
two of its members at a testimonial 
dinner. 

They are Leroy B. Fowler, 
of Mid-Island Supply Co., Long 
Island City, former president and 
secretary of the club for the past 
ten years, and Fred W. Berge, of 
George Walter Davis Co., who is a 
charter member and has served on 
committees and as station sentinal 
for 33 years. 





TREES GROW LIKE WEEDS 


In New Guinea, pine seedlings pro- 
tected by a DDT spray at regular in- 
tervals become 40-foot trees with 
seven-inch-diameter trunks in only five 
years, reports Chemical Week, Mc- 
Graw-Hill publication. 





ae we 
catawissa 
PERFECT SEAL 


310 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawissa Union (hot forged from solid 
steel bars) with several extra value features that 
ore exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give o 3-to-! 
SAFETY FACTOR .. . 3,000-Ib. service unions ore 
tested to 9,000-lbs., 6,000-lb. service unions 
tested to 18,000-Ibs., etc. 


Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure ao UNIFORMITY AND 
ACCURACY heretofore found only in speciol fit- 
tings and, with rigid inspection both during and 
after machining, gvorontees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures ond temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 11 


CATAWISSA VALVE & FITTINGS COMPANY 
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POLICY ... Aewecezad by DIXON Goer 
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.. Wu Wanted Gun yf 
INDUSTRIAL HOSE FITTINGS 
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(oz PRODUCTION, STOCK 


STORAGE AND SERVICE ~~ = 














6 hte AT FIVE CONVENIENT af 





DIXON ie Lt 
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COLYMBIAN VISES 
SLEDGE : 


TESTED 





R. C. Stevens 


DeWalt Assigns Three 
To New Sales Territories 


The New England, New York 
City and Connecticut territories of 
DeWalt Inc. will be headed by new 
district sales managers. 

Vincent Marino, former district 


complete line means more sales sales manager for the New York 


Machinists’ Vises ¢ Pipe Vises 
Hydraulic Vises ¢ Bench Vises 
Woodworkers’ Vises 


Co. 


CcrlEVELAND 4, OHIG 


SLEDGE-TESTED 


Sold only through industrial distributors! 
R. K. Stevens 
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City area, will manage the New 
England territory succeeding the late 
Roy E. Heffner. He will cover 
Maine, New Hampshire, Rhode 
Island and eastern Massachusetts. 

Ross C. Stevens, Connecticut dis 
trict sales manager, will take over 
the New York City territory of Man- 
hattan, the Bronx and Staten Island. 
From 1946 to 1947 he was a DeWalt 
sales and service dealer in Washing 
ton, D.C. 

Mr. Stevens’ brother, Robert K. 
Stevens, has been assigned the Con 
necticut territory. This also includes 
Westchester and Putnam Counties 
in New York. He joined the firm 
last year as a demonstrator-salesman. 


General Controls Fills 
Southwest, Midwest Posts 


General Controls Co. has ap- 
pointed regional and field represent- 
atives in three areas. 

Carl Bland will service the Dallas 
Tulsa-New Orleans areas as regional 
representative. John B. Hurd has 
been named field representative for 
the Columbus factory branch and 
John A. Mitchell, field representa- 


tive in Chicago. 
Adds to Plant 

General Controls Co. has started 
construction of a new building in 


San Francisco that will increase its 
Bryant St. facilities there by 120%. 





HOT CONTEST FOR COLD 
COMBUSTION 


The race to get electric power via 
“cold combustion”—without _ inter- 
mediate boilers, turbines or gener- 
ators—is as hot a contest as the com- 
petition in the nuclear energy field, 
declares Chemical Engineering, Mc- 
Graw-Hill publication. Newest de- 
velopments center in West Germany 
where there are now workable models 


QUALITY 
AT YOUR 
FINGERTIPS! 


Blue Devil Socket Screw Products 
form the kind of a line that any 
distributor can sell with confidence 
because they're genuine quality from 
top to bottom. You'll find your 
customers are always well satisfied 
when you supply them with any 

of these products from the quality 


line — Blue Devil! 


Plc Davil 


SOCKET SCREW 
PRODUCTS JE: 


Sold only through Authorized 
Industrial Distributors 4 


of a cell that combines hydrogen and 
oxygen to produce electricity directly. 
Researchers in England, the Soviet 
Union, Belgium, Switzerland and the 
United States are known to be work- 
ing on similar projects. Enthusiasts 
claim “cold combustion” is safer and 
will prove cheaper than nuclear fission 
Gs an energy source. 


ACTUAL CROSS-SECTION DIAGRAM shows how 
cold forming of Blue Devil Socket head in- 
sures unimpaired fiber continuity. 


6500 North Avondale Avenve, Chicago 31, Illinois 


Socket Screws Exclusively! 


INDUSTRIAL DISTRIBUTION © MAY, 1956 

















i BUFFALO 


é tter-buil PREPARING SHIPMENT for cus 


tomer is Brooks Poor, shipping clerk 
at J. E. Haseltine & Co.'s Spokane, 
Wash., branch. 





DRY CHEMICAL ——— 
andling Conference 
EXTINGUISHERS To Probe Techniques 


Mechanized and automatic han 
dling will be the theme of the first 
national Material Handling Con 


SAFETY PIN 
POSITIVE PIERCE PIN 
SAFEGUARD CARTRIDGE SEAL ee 
CONVENIENT CARRYING HANDLE ference of the Society for the 
TAMPER-PROOF FILLER CAP Advancement of Management, to 
LARGE RADIUS DISCHARGE TUBE CURVE be held May 17-18 at the Hotel 
NON-KINK FLEXIBLE HOSE : 4 , 7 
Statle New ; I. 

CARBON DIOXIDE CARTRIDGE bation in New York City. 
STAINLESS STEEL CONSTRUCTION, stronger, I anel members will include 

lighter weight, safer and durable. Oswald S. Carliss and Bruno A. 
“MOISTURS-PROOP SQUEEZS-GhiP Moski, Yale & Towne Mfg. Co.; 


DISCHARGE NOZZLE : — 
STAINLESS STEEL PIN AND SLEEVE Frank Wier, Timken Roller Bearing 
CO, PRESSURE INLET Co., Prof. James R. Bright, of 
POWDER OUTLET Harvard Business School, and other 
Location of tube and construction of 
bottom assures 98% powder discharge. 


CONVEX BASE sentatives. 








management and engineering repre 


Available in 5, 10, 20 and 30 Pound Models E : = ‘ 
Wolverine Shifts Salesman 


UNDERWRITERS’ LABORATORIES APPROVED! William R. Morrisey, sales repre 


sentative for Wolverine Tube, Divi 
WwW sion of Calumet & Hecla, Inc., has 
WVhen you handle the Buffalo Fire Extinguisher been transferred from the Chicago 
line you can be sure you sell the finest because there's os area to the Pittsburgh territory. He 
more fire protection built-in. Highest engineering 6 “i 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible. 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 

line very desirable. If you are not already a Buffalo : COLORED ROAD SIGNS 
Distributor, write today for complete information! Colored signs in Indiana will help 
keep motorists on the highway they 


WRITE TODAY FOR THIS COMPLETE = ~* want as this state falls in line with a 


POCKET GUIDE TO FIRE PROTECTION! | | growing trend, says Fleet Owner, Mc- 
’ : Graw-Hill publication. The Hoosier 


State is giving a distinctive color to 


B U F F A L © ] F | R E A Pp Pp L | A Ww  « is signs on each U.S. highway inside its 


C borders. 
em ae i a ae a oe 


is replacing James McClain. 
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More Contracts 
Reserved for Small Firms 


More than $260,000,000 in pro 
posed Government contracts were 
reserved for small firms during the 
first eight months of this fiscal year, 
Small Business Administration 
officials reported recently. 

This was an increase of $18,000, 
000 over the set-asides in the same 
six months of fiscal 1955. Most of 
the contracts have been reserved 
under the S.B.A.—Department of 
Defense “joint-determination” pro 
gram. ‘The agency now also has 
cooperative programs with the Gen- 
eral Services Administration, Veter 
ans Administration and Department 
of Agriculture. 


Fairbanks, Morse 
Makes Staff Changes 


Fairbanks, Morse & Co. has 
named L. A. Weom manager of 
its Pump Sales Division in Kansas 
City succeeding the late Tom E. 
Woodruff. 

V. E. Johnson has been trans 
ferred from sales to become man 
ager of the Westco Works. J. R. 
Walsh succeeds Mr. Weom at the 
Belout Works as manager of 
materials and schedules. 

Mr. Weom was a salesman and 
branch and division manager before 
his recent assignment in production. 





LOREN GILLHOUSE, assistant sales 
manager for Quincy Compressor Co., 
has been promoted to sales manager 


the compact SIMPACT 


Get easy, accurate 
operation with this 
quality ratchet 
threader 


PORTABLE POWER 
DRIVE 


Most versatile power one 


available. Its lightweight. 
sturdy construction and 
folding legs provide rapid 
set-up. Works with any 
threader—handles %4" to 


2” pipe. Contractors love it! 





TOLEDO SIMPACT 

SELF-CONTAINED 

THREADER 

Your customers will save time, effort and 
money with a TOLEDO SIMPACT. Look at 
these popular, fast-selling features: cam 
type. quick action pipe holder—-die change 
in seconds—easy to operate—self-con 
tained—cuts leakproof, accurate threads. 
Just one set of high-speed steel dies cuts 
four sizes, 1” to 2” pipe. 


NO. 68 TOLEDO . 
PORT-A-PONY 


A 26 lb. power drive for pipe threading 
—_ cranking, turning, pulling, winch 

g. Versatile and powerful, a fast-mover, 
-- & uses, popular appeal. Works with 
any threader. Write for complete informa 
tion. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


THELADEO PIPE 
ov . un 


1445 SUMMIT STREET TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


b OLED O| 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


— , 
me! shee 25 “as Joy 

‘ thee Fe a a” 
EAR Fe eS 
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More Contracts 
Reserved for Small Firms 


More than $260,000,000 in pro 
posed Government contracts were 
reserved for small firms during the 
first eight months of this fiscal year, 
Small Business Administration 
officials reported recently. 

This was an increase of $15,000,- 
000 over the set-asides in the same 
six months of fiscal 1955. Most of 
the contracts have been reserved 
under the S.B.A.—Department of 
Defense “joint-determination” pro 
gram. ‘The agency now also has 
cooperative programs with the Gen- 
eral Services Administration, Veter 
ans Administration and Department 
of Agriculture. 


Fairbanks, Morse 
Makes Staff Changes 


Fairbanks, Morse & Co. has 
named L. A. Weom manager of 
its Pump Sales Division in Kansas 
City succeeding the late Tom E. 
Woodruff. 

V. E. Johnson has been trans 
ferred from sales to become man 
ager of the Westco Works. J. R. 
Walsh succeeds Mr. Weom at the 
Belout Works as manager of 
materials and schedules. 

Mr. Weom was a salesman and 
branch and division manager before 
his recent assignment in production. 





LOREN GILLHOUSE, assistant sales 
manager for Quincy Compressor Co., 
has been promoted to sales manager 


the compact SIMPACT 


Get easy, accurate 
operation with this 
quality ratchet 
threader 





NO. 78 
PORTABLE POWER 
DRIVE 


Most versatile power drive 
available. Its lightweight. 
sturdy construction and 
folding legs provide rapid 
set-up. Works with any 
threader—handles 4" to 


2” pipe. Contractors love it! 





TOLEDO SIMPACT 

SELF-CONTAINED 

THREADER 

Your customers will save time, effort and 
money with a TOLEDO SIMPACT. Look at 
these popular, fast-selling features: cam 
type, quick action pipe holder—die change 
in seconds—easy to operate—self-con- 
tained—cuts leakproof, accurate threads. 
Just one set of high-speed steel dies cuts 
four sizes, 1” to 2” pipe. 


NO. 68 TOLEDO 
PORT-A-PONY _ 


A 26 lb. power drive for pipe threading. 
lifting, cranking, turning, pulling, winch- 
ing. Versatile and powerful, a fast-mover, 
many uses, popular appeal. Works with 
any threader. Write for complete informc- 
tion. 


) THE TOLEDO PIPE THREADING MACHINE COMPANY 


THREADED PIPE i 
7 oe 


1445 SUMMIT STREET TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS _ 


she) B00) 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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GET 


g 


PRACTICALLY EVERY NEED 


MULTI-DUTY 


Interchangeable male, female and 
pipe joints for centered and uncen- 
tered work. Nine sizes: Morse tapers 
1 through 5, also straight.* Loads to 
1500 Ibs. at 50 RPM. 


HEAVY DUTY 


For close tolerances on work up to 
22,000 Ibs. at 50 RPM. Eccentricity 
less than .0002”! Morse tapers 4, 5, 
6 and 7.* 


UNIVERSAL 


Accurate to plus or minus .0001"! 
Unusually high load capacity up to 
5200 Ibs. at SO RPM. Morse tapers 
2, 3, 4 and 5." 


NEW PIPE POINT 


For turning heavy pipes and other 
large, hollow cylinders. Sizes from 3° 
to 742” diameter. Load capacities up 
to 22,000 Ibs. Morse tapers 3, 4, 5, 
6 and 7.* 


* IDEAL Live Centers are also available in Brown 
& Sharpe and Jarno tapers 


SELL THESE TO 


ELECTRIC ETCHERS 


Etches anything made of iron or steel and 
their alloys. Easy to use as a pencil. Burns 
smooth, permanent mark. Eliminates delay 
and expense of special name plates. Always 
ready—safe—portable. Three models for all 
types of work 


SOLD THROUGH 
LEADING DISTRIBUTORS 
In Canada: Irving Smith, ltd. Montreal 


STOCK MODELS IN SIZES TO FIT 


SALES OUT 


- (00 


with 


“JOB STANDARDIZED" 


LIVE CENTERS 


Now, your customers can get the type and size 
live Center they need right from your IDEAL 
stocks. And, thot means big sales and steady 
profit for you! 


Easy to order and stock, IDEAL Live Centers are 
designed to give guaranteed accurate, ‘‘custom"’ 
results from standard models. They meet all ca- 
pacity requirements and deliver bigger and better 
production, every time. The broad selection of 
models and sizes means “‘specials'’ are seldom 
necessary and helps you close 99 sales out of 100! 
What's more, IDEAL maintains complete stocks for 
quick delivery should you run out. . . just pick up 
the ‘phone and order, anytime! 


Backed by a national advertising and sales pro- 
motion program, IDEAL Live Centers can build 
profitable new business for you. If you want to 
cash in on the big IDEAL Live Center volume, write 
for details NOW! 


AN 


TOO — AND ADD TO YOUR PROFIT! 


OLS, 


IT 1. 
(DEAL) DEMAGNETIZERS 


Quickly demagnetizes tools, punches, drills, 
dies or work from magnetic chucks. Prolongs 
tool life by removing harmful abrasive par- 


ticles. Three models—for all sizes of work 


(DEAL) TACHOMETERS 


Gives quick check on equipment perform 
ance. efficiency. Indicates shaft speeds in RPM. 
Hand type. May be used as single unit or 
with meter and generator connected by cord 
MARKERS Accurate to plus or minus 1% of full scale 
Two models—2500 and 5000 RPM 
Cuts a permanent mark into any material 
steel, glass, plastic, or hard rubber. 7200 cut 
ting strokes per minute adjustable for depth 
Anyone can use it—sturdy and durable. Op- 
erates from AC outlet 
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Write for Prices and 
Further Information 


IDEAL INDUSTRIES, Inc. 


1000 Park Avenue « Sycamore, Iilinols 


377 








mt -49 THIMAtDs 


HIGH SPEED PRECISION 


TOOL POST GRINDER | 
! | 


The Type J-45 Grinder shown is representative of 
our varied line of tool post grinders. For the past 
20 years THEMAC High Speed Tool Post Grinders 
have been designed and developed for versatil- 
ity, precision and adaptability to the exacting 
needs of your customers; today’s metal working 


plants. 


The THEMAC line is backed by our selective Dis- 
tributor Policy that enables you to successfully sell 
your customers their high speed grinder require- 
ments. Round out your tool equipment and acces- 
sory lines with our complete line of THEMAC Tool 
Post and Hand Grinders and cash in on the sales 


opportunities that exist in your area. 


— SEE US AT BOOTH NO. 227 — 


THE McGONEGAL MFG. CO. 
P.O. Box 35, East Rutherford, N. J. 
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E. A, Channer 


H. M. Harper Elects 
Channer Vice President 


I. A. Channer, general sales man 
ager of ‘The H. M. Harper Co., has 
been elected vice president in charge 
of sales. 

Mir. Channer came to Harper in 
1939. He has been district manager 
of the Cleveland office and Eastern 
district sales manager. 


Welty Eastern Manager 

Edward M. Welty has been ap 
pointed Eastern district manager 
for H. M. Harper. Former indus 
trial sales manager for Oliver Iron 
& Steel Corp., he will direct all 
Harper sales operations on the 
Eastern seaboard and the company’s 
Mamaroneck warehouse. 


E. M. Welty 





GET THE WHOLE STORY ON 


VEEDER-ROOT'S 


NEW DISTRIBUTOR POLICY 





See us at 


Booth 722 


Triple Mill 
Supply Con vention 


Atlantic City 





Veeder-Root’s Distributor Policy 
opens up a new field for sales of 
standard Veeder-Root Counters 


to industry for use on produc- 


tion equipment counters 


like the 5 shown here, the basic 
“package” now stocked by sev- 
eral top Industrial Supply Dis- 
tributors. 

This policy is backed up by 
advertising in 7 leading indus- 
trial magazines, with every 
ad directing business to the 
Veeder-Root Distributor. 
Also available are direct 
mail and other highly ef- 

fective selling aids. For the 
whole story, just write Ted 

Nelson, Veeder-Root Inc., 


Hartford 2, Conn. 
NY 
XQ NN 








G 
~ Count on 


SMALL RESET COUNTER 

A compact, ry 

+ fegged reset counter fo 
—— duty in parts inspection, ptm 
control, conveyors, machine ¢ j 
praca ine tools, light 
Dimensions: 
1) is” wide 
Speed: Up to 1000 counts per minute. 


1%” long, 1%,” high, 


RESET MAGNETIC COUNTER 


For remote indicati 
on of machine . 
tion from plant to office. oe 
Dimensions: 3'5,.” s 

e 16 long, 2Y 
1%” wide. sethaes mA 
Speed: Up to 1000 counts per minute 
Coils: 110V-AC Gre standard. Other 
voltages are available. Panel mountin 
feature also available. “ 


HAND 
Fo ‘ TALLY 
* QUICK spot-ch 
performance. checks of Production or 


Dimensions; 317 
knob), 13%’ 


64 lon 

deep, 2 Ang one of cont 
Counts one for 
each depression 
of the thumb 
lever, and resets 
fo zero by a 
turn of the knob, 


BOX-TYPE RESET COUNTER 


For punch Press installotions, conveyors 
metal-working equipment, die castin ‘ 
plastic-molding, rivet, spring and <= 
machining, or any installation requirin 
@ heavy duty counter. . 
Dimensions: 4%” high 


3%” wide. 
Speed: 500 counts per minute. 


long, 25)" 


eee 
COCCCCOC COCO CCC COCO OOSCES 


= a 
e- 


. CLUTCH SPEED COUNTER 
or checking fo moke sure 4 
ratin 
Dimensions 3% 
eter, Non-Resef. 





VEEDER-ROOT 
"The Name that Counts” 

to help you build business with 

ELECTRICAL, MECHANICAL 

and MANUAL COUNTERS for 


every industrial application 


. 
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INVESTIGATE THE 
SALES OPPORTUNITIES AND 


PROFIT POSSIBILITIES 


WITH THE myh LINE OF 


FANS and BLOWERS 


The nyb line offers everything you have been looking for 
@ Complete selection of types and sizes in both direct and 
belted drives. 
Rugged welded steel construction featured. 
All fans skillfully engineered and laboratory tested. 
All wheels dynamically balanced for smooth operation. 


Certified ratings in strict accordance with NAFM Test 
Codes. (myb is a member of NAFM.) 


Guaranteed, dependable merchandise that will bring re- 
peat orders and satisfied customers. 


@ Generous discounts. (Ask about our distributor policy.) 


GENERAL PURPOSE FANS JUNIOR FANS PROPELLER FANS 


Two types, ten basic sizes. 

Totally enclosed motors. 

Square steel panels sim- 
With SLOW SPEED plify installation. Whee! 
Wheels. Rotatable hous- diameters 10 in. to 48 in 
ings. Five sizes. Capacities Capacities from 675 to 
from 160 to 4100 cfm 23,500 cfm. 


Made in three types, eight 
basic sizes. Capacities 
from 1200 to 19,000 cim 
Non-overloading wheel 


Why not identify your sales with this old-line dependable company 
with 65 years of manufacturing skill and experience back of it? Write 
today for bulletins and full details. 


THE NEW YORK BLOWER COMPANY 


SALES OFFICES * 3173 SOUTH SHIELDS AVENUE ¢* CHICAGO i6 
FACTORY, LAPORTE, INDIANA 


Send at once ADDRESS__ 





descriptive literature 
on your line of fans CITY 


and blowers. 
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ORDERFLOW is checked by Paul 
Linnel, bockkeeper at Mill Supply 
Corp., Salem, Ore 





Firth Sterling 
Promotes Executives 


Firth Sterling has appointed M. 
L.. Backstrom assistant district sales 
manager in the Chicago district 
and C. C. Krogh assistant manager 
of the Carbide Sales Division. 

Mr. Backstrom joined the com- 
pany in 1948 as carbide service engi- 
neer after seven years with National 
l'ube Division of U. S. Steel Corp. 
and three years with Boss Engi 
neering Co. 

Mr. Krogh joined Firth Sterling 
in 1950 as assistant to the general 
sales manager after working for 
Osborn Mfg. Co. and Robert Hel 
ler & Associates. He is also man 
ager of the Distributor Sales Divi 


sion 


A Correction 


On pg. 281 of the April issue of 
[1D, it was erroneously stated that 
l’rederick K. Bullard and John R. 
Patton were named to sales assign 
ments with Chicago Nipple Mfg 
Co. ‘he Georgia and Florida terri 
tory of Chicago Nipple Mfg. Co. 
is handled by Arthur H. Dufort, of 
Richmond, Va., along with the 
other areas he has covered for a 
number of years. Mr. Bullard and 
\Ir. Patton have no connection with 


Chicago Nipple Mfg. Co 














Our new, stepped-up promotional pro- 
gram is designed to help everybody sell 
more Grobet files for greater profits. 
Watch it unfold! For example, have you 
seen the attractive new brochure on 
Swiss rifflers just mailed to industrial 
plants in your territory? 


If you are a Grobet distributor or one 
of his salesmen, our informative bulle- 
tin FILES & PROFILES should be coming 
to you regularly. If not, write today 
on your letterhead and we'll add your 
name to the list. 





GROBET FILE COMPANY OF AMERICA, INC. 
CARLSTADT, NEW JERSEY 


CHICAGO: 311 NORTH DESPLAINES ST. ° DETROIT: 23509 JOHN R, HAZEL PARK, MICH. 
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Norton Promotes West Coast Representatives 


R. N. Hamilton R. P. Cooper J. A. Heath 


Norton Co. has named Robert N. since 1950. Mr. Cooper joined the he joined the company last year. 
Hamilton and Robert P. Cooper company as a sales trainee in 1952. He was appointed to the sales engi 
abrasive engineers with Los Angeles Jack A. Heath has been trans- neering department for practical 
territory assignments. Both have ferred to Norton Co.’s West Coast training after completing Norton's 
been field engineers in the city. district office, Los Angeles, as a field sales training course. 

Mr. Hamilton has been with engineer. 

Norton since 1948 and in sales \ former journeyman tool maker, Rakestraw Retires 

Arthur L. Rakestraw, Norton field 
engineer in Chicago, has retired. He 
had been with the company 28 








years 


Selling Harrisburg Flanges and Couplings 
sets up a chain reaction Holds Open House 


Norton Co. will hold an open 
house, May 7-9, to mark the formal 
opening of its new Santa Clara, 
Calif., plant. Attending it will be 
Milton P. Higgins, president; Ralph 
I’. Gow, executive vice president; 
ind three Abrasive Division officers 

Ralph M. Johnson, vice president 


in charge of sales; John Jeppson, 


the Couplings to A.P.I.and A.LS.I. 

ne sale of Harrisburg Drop- Specifications. Threads are accurate 

Forged Steel Pipe Flanges or in form, height, angle and lead. Sell 

Seamless Steel Couplings usually your customers these quality prod- 

leads to another in a chain reaction. ucts and save them maintenance and 
The Flanges are made to A.S.A. and downtime losses. 


—_— 
119) More than a century in Harrisburg a 
Send for literature 


and prices. arrisbur 1g Steel 


CORPORATION HARRISOURG 16 
PENNSTLVANIA 
































L. Rakestraw 
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Here’s how and where Celanese 
Fortisan-36 rayon pays off 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 
ventional! fibers, is more flexible. 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STABLER! 


V-BELTS—“Infinitesimal change in cord length”’ 
is one V-belt maker’s report on FORTISAN-36's 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘“‘work.”” Makes possible matching belts. 


Write for facts and figures on this sensational new 

Celanese rayon fiber made from saponified acetate—it 

can do a job for you. Ask for booklet TD20A. Celanese 

Corporation of America, Industrial Sales Dept., Textile 

Division, Charlotte, N. C. Branch offices: 180 Madison 

Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. Cc. 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 

*Reg. US. Pat. Off. FIBERS FOR INDUSTRY 
FORTISAN* RAYON + FORTISAN*-36 RAYON « ARNEL* TRIACETATE + ACETATE>+ VISCOSE-RAYON 
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C/R 
RAWHIDE 
HAMMERS 


save money 
speed work 


improve safety 


THEY SAVE MONEY — because C/R Raw- 
hide Hammers cost less than most comparable 
soft hammers .. . and last longer. Proof? Faces 
are readily replaceable . . . and look how that 
solid hickory handle flares out in the head. 
There's 50% more handle in the head . . . and 
it's locked in for life by a wood wedge and one or 
more 4-way-thrust iron wedges, not just pinned. 


THEY SPEED WORK — because they do more 


with fewer blows, less effort, less worker 
fatigue. Here's why: the tough, resilient C/R 
Rawhide faces give less rebound actually 
transmit more striking power per blow. 
has been test-proved conclusively. 


work 


This 


THEY IMPROVE SAFETY 
head is locked on by the handle flare 
or more wedges, depending on size 
fly out, won't spark, crack or chip, won't dam 
age delicate parts or finishes. They're safer, too, 
because the oversize Safety-Flare handle is easier 
to hang onto, to grip. C/R 
also manufactures a complete line of C/R Raw 
hide Jawhead Hammers, Mallets and Mauls. For 


and two 
Faces won't 


more comfortable 


the best “soft” hammers you can buy — buy C/R 


Rawhide. 


ce HAMMER 


move. 2) 


MODEL 


CHANGE FACES 


IN SECONDS b 


If you want to buy (or 
sell) C/R Rawhide Ham- 
mers, Mallets and Mauls, 
write for complete details 
in this illustrated folder. 
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— because the 


<< 
eeeceeeecan 


DIVISION 


on > Bier Ucire) 
RAWHIDE 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
1217 Elston Ave., Chicago 22, 
In Canada: Distributed by Super Oii Seal Mfg. Co., Ltd 


lilinois 


Hamilton, Ontario 


vice president in charge of manu 
facturing; and Donald L. Price, sales 


manage 


Enters Foreign Market 


Norton Behr-Manning Overseas 
Inc. has acquired controlling interest 


sandpaper plant, C.A.L.E., 
Aires, Argentina. 


Buenos 


Attend Norton School 


Salesmen of Industrial Supply 
Corp., Richmond, Va., attended re 
cent product sessions given in the 
territory by Norton Co. One half 
the sales force had school in Rich 
mond and the other half in Nor 


folk. 


Allis-Chalmers 
Assigns Representatives 

\llis-Chalmers Mfg. 
tries Group has assigned Donald B. 
McClelland as sales representative 
in Detroit, Rudolph J. Ramstack 
in Duluth, and William D. Reuter 

Columbus. 

Dean K. Steidinger is the new 
Jackson, Mich., district manager for 
Allis-Chalmers Industries Group. 
He succeeds Lathrop F. Berry who 
will remain there as a special repre 
sentative. Mr. Stcidinger was assist 
ant manager in charge of sales at 
Washington, D. C. 


Co.’s Indus- 


To Sell for Torrington 


Federal-Mogul-Bower _ Bearings, 
Inc. has been appointed to distrib 
ute needle rollers of The Torring 
ton Co. to bearing specialists and 


automotive houses. 





PATCHES THAT STAY PUT 


New plastic cloth, plus scissors, is 
all that’s needed to patch holes in 
wood, or fiber, reports Factory 
Management and Maintenance, 
McGraw-Hill publication. The new 
patch, which will outlast what has been 
patched, stops corrosion, too. 


metal, 














rol 


=-Ve }')) COMPANY THAT USES THREADED 


PIPE AND FITTINGS IS A PROSPECT FOR THESE QUALITY 


KEY 


PIPE SEALING COMPOUNDS 


gp 


g 


Ky 


PIPE JOl 
COMPOU 








for lines carrying water, for lines carrying oil, 
gas, low-pressure steam gas, high-pressure steam 


Yes, there’s a big sales potential in your area for these Key compounds, not only for 
initial orders but for repeat business. Key pipe joint sealers have been leaders in their 
field for almost 40 years ...and a source of sales and profits for over 1200 jobbers 


across the nation. 


BACKED BY A STEADY PROGRAM OF ADVERTISING IN THESE 
LEADING NATIONAL PUBLICATIONS 


®@ Buyers Purchasing Digest @ Mill and Factory 
® Domestic Engineering © New Equipment Digest 
® Heating, Piping and Air Conditioning ® Oil and Gas Equipment 


® Industrial Equipment News ®@ Petroleum Equipment 


Plus ... liberal sampling program and powerful 
follow-up sales letters referring all inquiries 


from your area to YOU. 


WRITE TODAY FOR DETAILS ON DISTRIB- 
UTOR PLAN AND PRICES 


SINCE 1916 MANUFACTURERS AND DEVELOPERS OF PRODUCTS FOR HIGH 
TEMPERATURES AND PRESSURES 


DISTRICT OFFICES: NEW YORK © CLEVELAND © CHICAGO « TULSA * HOUSTON « LOS ANGELES 
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Yale Picks Area Manager, Two Branch Heads 


A. Vining 
Garnett A. been 
named to the newly created post of 
Western regional sales manager, 
Yale Materials Handling Division of 
I'he Yale & ‘Towne Mfg. Co. 


He will supervise activities in the 


Vining has 


11 most Western states and north 
western Canada as direct represen 


H. E. Moon 


tative of the general sales manager’s 
office. 

Recently in charge of gas powered 
industrial truck sales, Mr. Vining 
has been with Yale since 1948. He 
also worked as associated director 
of field activities and assistant to the 


general sales manager. 


J. R. Hogan 


Cleveland 
Han 


and 
Materials 


Cincinnati 
of Yale 
dling Division. 
Harold E. Moon has been pro 
moted from sales manager to man 
ager at Cincinnati. John R. Hogan 
will be in charge of the Cleveland 


The 


branches 


branch. 


Mr. Moon is replacing J. Russell 





Manning who has been named man 
ager of Yale’s Detroit branch. He 
has been with the firm eight years 
and became branch sales manager 
in 1953. 

Mr. Hogan has 
vears experience in the industrial lift 
Most 


with 


had nearly 15 
truck sales and service field. 
of this time he was associate 


Yale 


Dayton Firm Gets Line 


Material Handling Systems has 
been named to represent The Yale 
& Towne Mfg. Co. for lift trucks 
Dayton, Ohio, 


area was formerly served by 


area. The 


a Yale 


in the 


sub-branch 








MIRACLE WOOL PLEATS 


Prospects look good for washable 
woolens with permanent pleats, accord 
ing to Textile World, McGraw-Hill 
publication. A new method of setting 
wool fibers with a special chemical 
mixture gives a highly permanent set, 
may give wool sales an added push 


This new Duro line of heavy duty, cabinet model, power tools has been 
specifically engineered to satisfy your demand for greater efficiency 
longer operating life and lower maintenance and initial cost. They're 
years ahead in design, ruggedly constructed, offering large capacity and 
smooth, faultless performance AND they include the most modern, tested 
and approved safety devices 


Send for FREE Catalog giving details and specifications on this tremendous 
Band and Scroll Saws, Lathes, Jointers, Drill Presses, Disc 
Write today 


line of Circular 
and Belt Sanders, etc 


DURO METAL PRODUCTS COMPANY 
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2658 N. Kildare Ave., 
Chicago 39, Ill. 














For Meters — Appliances 
— General Purposes. For 


“ria square, tee of Yur Customers ALL the Items 
ec Gam Wate in the Line of 





For Appliances —Gen- 
ral Purposes. For Water 
— Gas — Air. Sizes %4” 
through 2”. Point out to your customers the advantage of standardizing 


‘¥ "sini | STOPS - VALVES - FITTINGS 





on HAYS for their needs in stops, valves and fittings — on 
GRADUATED DIAL INDICATOR STOPS 


Granduated Flow 

Control — From items in the HAYS line. A full range of sizes is available for 
Ye Open to Full Open. 
Used in Oil and Gas Fields each type .. . The HAYS Catalog will show you how large 
— For Gas Fired Equip- 
ment — Gas Engines. For and complete a line you can supply from one reliable source. 
Water — Gas — Steam. 
one from “%" through HAYS has a long established reputation for quality be- 


steam, water, gas, or chemical lines—from the hundreds of 





cause quality is built into every item and has been for more 


STANDARD BRASS STEAM STOPS than eighty years. Every stop and valve is precision ground 
Square or Flat Head 
and individually tested before it leaves the factory. 
For Steam — Water —Air. 
ae Gece — — HAYS has been serving American Industry with 
Yq" through 3”. quality a1 ee 80 years 





: Paro tr 7 FITTINGS FOR FLARED COPPER TUBING 
ae a a one Oa Double Seat — Double Seal 
Iron Body and Brass Plug 
For Gas — Air — Steam— For new, safe installations . . . Every fitting is a 
Water. Sizes from %” . union in itself — ideal where replacements of old 
through 3”. installations are necessary . . . Vibration-Proof — 
a — Leak-Proof .. . For Plumbing — Oil 
urner — L.P. Gas — Industrial Applications .. . 
BRASS THREE WAY STOPS Tested and approved by Underwriters’ Laboratories 
Three Way—Three Port ... Sizes from Ya” through 2”. 
Three Way — Two Port 
For Water—Gas—Steam. HAYS MANUFACTURING COMPANY 
Sizes %” through 3”. y 5 Reed 
For diverting flow West 12th Street, ERIE, PA. 
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PRESSURE REGULATORS 
‘OFFER ALL THESE 
ADVANTAGES 


\ 


ve Tested with steam for dead end 

service. 

® No change of springs for different 
pressures. 
Stainless steel springs to insure 
long life. 
Phosphor bronze diaphragm. 
Stainless steel “unit pilot valve. 
Copper asbestos gaskets. 
Piston above flow, operation not 
affected by sediment. 
Bronze or monel renewable cylin- 
der liner. 

® Cast iron piston rings. 
Government bronze castings suita- 
ble for high temperatures. 

© Stainless steel main valve and seat. 
Renewable features. 
No stuffing boxes, dash pots or 
weights. 
Guaranteed. 

® Order one for test—no obligation. 


” 


Tested and approved—U. S. Navy for 
design - materials - workmanship and 
operation. 4 


Type AA Pressure Regulator 
Profit by meeting industry's rising 
requirements with Keckley’s complete line 


Application Help Offered Write for Catalog 55D 


C. KECKLEY COMPANY 


General Offices and Factory 
3400 CLEVELAND ST., SKOKIE, ILLINOIS 
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Wilbur Deutsch 


Lubrication Sales Head 
Appointed by Aro Equipment 


\ro Equipment Corp. has named 
Wilbur Deutsch sales manager of 
its Industrial Lubrication Depart 
ment. 

Formerly general sales manager 
of ‘Trabon Engineering Corp., he 
has been district representative for 
that firm in Pittsburgh and San 
Francisco. In 1944 he helped o1 
ganize the American Society of 
Lubrication Engineers and is now 
its president. 


Whitman & Barnes 
Names Representatives 


Whitman & Barnes has appointed 
Barry Sedgwick sales engineer in 
the Los Angeles area. 

He was formerly with Solar Air 
craft Co. as a tools and parts buyer. 
Jerry E. Wiedemann has _ been 
named sales engineer in southern 
l'exas and Louisiana with head 
quarters in Houston, Texas. 





BUILD-IT-YOURSELF 
HELICOPTER 


Designed especially for water sport 
enthusiasts, a new motorless helicopter 
can be towed behind a fishing vessel 
to spot possible catches, points out 
Aviation Week, McGraw-Hill publica- 
tion. The all-aluminum craft will be 
sold in ready-to-fly form as well as in 
build-it-yourself kits 














THE PROFIT-PROVED LINE THAT WILL BUILD 
REPEAT SALES YEAR AFTER YEAR! 


For the years ahead hitch your sales wagon to 
these stars that offer you a bright sales and 

rofit outlook. This complete Wayne Industrial 
line of products has a sales potential in every 
plant because it offers you a product for every 
plant. Each one performance-proved for service 
... Sales-proved for profits. 


WAYNE AIR COMPRESSORS... single and two 
stage compressors, vertical and horizontal from 
6 to 20 HP. 


"WAYNE ROTARY PUMPS of patented rolling 
tooth design. Capacities from 5 GPM to 500 


GPM .. . with pressures to meet application. 
WAYNE LUBE EQUIPMENT for every industrial 
lubricant dispensing need—tank units, grease 
dispensers, barrel pumps and gasoline meter- 
ing pumps. 


WAYNE HOSE REELS for handling air, water, 
oil, grease and cooling liquids. Complete line of 
tool suspension and retriever models. Hose 
capacities of 12 to 50 feet... \%” to 1%” 
diameters. 


BACKED UP WITH SALES WINNING PROMOTION 


NATIONAL ADVERTISING in leading trade pub- 
lications to make tens of thousands of contacts 
for you. 


DIRECT MAIL HELPS—mailers, letters, broad- 
sides, pre-prints to personalize your promotion. 


LITERATURE . . . more than 33 folders, booklets, 
and manuals for your salesmen to use in 
every call. 


SALES TRAINING to give your salesmen first- 
hand knowledge of WAYNE Products. 


WRITE, WIRE OR PHONE for ““What The Wayne 
Franchise Can Do For You”’ to 


THE WAYNE PUMP COMPANY 


Industrial Division Fort Wayne Indiana 
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New Order Index Shows Further Increase 


REGISTEREQ 


AMERICAN SUPPLY & 
MACHY. MFRS. ASSN. 
New Order Index 
Industrial Supplies and Machinery 
Riveting Hammer 12 oz. 
Bi? Black Ti? Polished 


Setting Hammer 18 oz. 
B18 Black T18 Polished , 








FEDERAL RESERVE INDUSTRIAL 
PRODUCTION INDEX 


1947-1949 Average 100 e oa : 

W. A. WHITNEY U. S. DEPARTMENT OF COMMERCE [> % 

HA ERS New Order index — Durable Goods : : se 
MM 1955 1956 


1950 1951 1952 1953 1954 





Our Tinners’ Hammers are good sales - 
makers—like all W. A. Whitney products. New orders for industrial supplies and equipment were up 3.2 points in February 
Pertect balance is the result of Thin I-beam over the previous month, according to the American Association's index. This high 
shank which gives it strength—one-piece 
handles insure against breakage and splin- 
tering—sheet metal edge cannot damage 
the handle neck—leather grip—Black or 
Polished. W. A. Whitney Tinners’ Ham- 
mers are good items to have in stock. 


yA lana ovr catalog and see your local MeMillen President dent He succeeds Dr. Harry B. 
—— ) Osborn, Jr... TOCCO Division, 
The American Society of ‘Too oF 
W. A. WHITNEY MFG. CO. 1 Ohio Crankshaft Co. 


Engineers has elected Howard C. rae E ? Col; 
pabpege ny ninco WL) g Other officers are: H. E. Collins, 


has been exceeded only once since the Korean War, in September 1955 





ASTE Elects McMillen of Philco Corp. as presi- 





Hughes Tool Co., first vice presi- 
dent; G. A. Goodwin, The Master 
Electric Co., second vice president; 
How i) Use HANGER RINGS WM ayne Ewing, Arrowsmith Tool & 
Die Co., Inc., third vice president; 

to H. Dale Long, Scully-Jones & Co., 


S Ti fourth vice president; John X. 
ave rime 2 woe Ryneska, General Electric Co., 
Use the Hanger Rings 


- Cut Costs <dth Galen Cettaned Gad treasurer; and William Moreland, 
Lag Screws. F. E. Meyers & Bro. Co., secretary. 








TO ANCHOR IN 
CONCRETE 


Use Paine Flattened ‘ . 
ek Mihi Gna New Board Chairman 


and Paine “900" Lead Heads Pullman Directors 
Anchors. 





Pullman Vacuum Cleaner Co. 


TO COMPENSATE FOR has elected Stanley Berns chairman 
IRREGULAR MOUNTING . 
SURFACE HEIGHTS 


Use Paine Perforated Hanger 


of the board. 
Robert Berns was elected presi- 


14 98888 to PIT lven between rings end dent and John Daniell and Edgar 


STANDARD CONDUIT mounting screws*. Green, vice presidents 
& PIPE DIAMETERS 
A THRU 8 *Paine’s **560°' Combination Hanger 

combines Ring, 6” of Hanger Iron 


Furnished with or ond « Flattened End Log Screw 


without stove bolt rs a 
4 Correction 

Zellil Maem elle Lae diale LEAL tie MR iol iM lale Mel ¢-ME-leelileliliae) 

to buy andsuse. They make a neat, permanent job — On page 282, the April issue, it 
was erroneously stated that Viking 


’ : 
Send for Complete Catalog pAINE \) Pump Co. had purchased a new 


the best craftsmen always take plant site near Cedar Rapids, Iowa. 


THE PAINE COMPANY, 17 Westgate Road, Allison, Illinois lhe correct location is Cedar Falls. 


elessamalale me lile mile) Zl olelime | a-BP 4lalell ellelicte| 
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EXTRA 
SALES HELP 


JBL-530 D.E. CHART 


This new literature is designed to build sales and profits 
for Johnson distributors, and enabies you to personalize 
your sales promotion. 


In addition, Johnson Bronze products are consistently advertised in lead- 
ing industrial trade publications which your customers read. 


Backed by the most complete bronze bearing line in the industry, it is the 
line to stock—the line to sell. 


See us in Booth 918—Triple Industrial Supply Convention 


®@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


Please send one copy of each of the following for my inspe« 
tion Bronze Bar Folder JBL-1 Stock Cast Bronze Bear 
ing Folder JBL-2 Stock Ledaloyl Bearing Folder JBL-5 
General Catalog— Pocket Size—J BL-6 Textile Machinery 
Bearing Folder JBL-9 — General Catalog—JBL-530 [ Electrix 
Motor Bearing Stuffer JBL-7 Decimal Equivalent Chart 


Bronze Company 


NAME 


TITLE 


‘ ADDRESS 
535 S. Mill Street, New Castle, Pa. ( ) 
/ 





| ciry STATE 


eee eeeeeeeeeeeeeeeeeeeeee 


w 
oe) 
_ 
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ANCHORING DEVICES 
DIAMOND AND 
EXPANSION BOLTS 


made, merchandised, packaged 


for profitable Repeat Sales 


When you handle the Diamond Line of Anchoring 
Devices and Expansion Bolts you are backed by an 
organization whose principal aim is to serve its dis- 
tributors. The Diamond Line of products is growing 
to major proportions in distributor sales and we are 
exerting every effort to increase its values to you in 
terms of the profitable repeat business that it holds 
for you. You will make more money and serve your 
customers better if you concentrate on the complete 
Diamond Line of Anchoring Devices. 


MEETS CUSTOMER NEEDS 


“DIAMOND” products are maximum sales builders 
for distributors because of their wide variety. You'll 
never miss a sale because Diamond doesn’t make 
exactly the right holding or clamping or bolting de- 
vice. And the “DIAMOND” name is known for 
QUALITY everywhere .. . you're selling products of 
established value. 


MERCHANDISED RIGHT 


“Diamond” advertises constantly, through trade mag- 
azines, booklets, folders. This merchandising covers 
the country. It keeps your customers constantly in- 
formed of the quality and variety of “Diamond” prod- 
ucts. We have a well planned selling campaign for 
distributors; and we stand ready to cooperate in 
every way to help build sales in your territory. 


GOOD PACKAGING 


The unique and colorful packages that enclose “Dia- 
mond” products do double duty, for distributors as 
well as customers. First—they make each product 
easy to identify. Second—metal-edged boxes protect 
the contents. The package stays intact, keeps display 
shelves, as well as the storage shelves of your cus- 
tomers neat, orderly. No confusion. No lost merchan- 


dise. 


SERVICE TO DISTRIBUTORS PLUS A WIDE 


There are “Diamond” warehouses in ATLANTA, BOS- 
TON, CHICAGO, DALLAS, DENVER. DETROIT. VARIETY OF AN- 


SEATTLE, LOS ANGELES, NEW YORK, PHILADEL- z 
PHIA, PITTSBURGH, ST. LOUIS, SAN FRANCISCO. G5 1@) di (ems) ase a 


Also in MONTREAL, TORONTO, WINNIPEG, and 
VANCOUVER. This means there is a “Diamond” AND A COMPLETE 


headquarters near you, with adequate stocks to take 
ol yout cestouers’ requirements. The. gro LINE OF MASONRY 


care of your customers’ requirements. The growth of 
the “Diamond” organization is proof of “Diamond” 
acceptance—which means more SALES for you. DRILLS 


DIAMOND EXPANSION 
“up” BOLT COMPANY, INC. 


GARWOOD, NEW JERSEY 
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D. W. Martin 


American Hoist 
Sets Up Sales Section 


The American Hoist & Derrick 
Co. has organized a new sales devel- 
opment department under Don W. 
Martin to give distributors more 
assistance in sales promotion and 
market coverage. 

I'he department will provide sales 
and market data, tailored promo 
tional help at the local level and 
other services, the management an 
nounced. Mr. Martin is former 
assistant advertising and sales devel- 
opment manager of Schield Ban- 
tam Co 


George Steinmetz 
Heads Denver Firm 


Jarvis Supply Co., Denver, has 
elected George W. Steinmetz presi 
dent and secretary. Lawrence W. 
Rickey was named treasurer. 

Mr. Steinmetz, who joined the 
firm six months ago, was sales man 
ager for S. W. Card Mfg. Co., 
division of Union Twist Drill Co. 

Mr. Rickey was formerly with 
M. L. Foss Co. of Denver. 

[he Denver Jarvis firm is owned 
by Jarvis Corp., Middletown, Conn. 


Carboloy Moves Offices 


Carboloy Department of General 
Electric Co. has moved its Pacific 
district offices to 2106 West Wash- 
ington Boulevard, Los Angeles. 





industrial FAST TOOL CHANGES 


distributors with 


BEAVER QUICK CHANGE TOOLS 


your customers 
are looking 
for ways 


to reduce costs! 


BEAVER 


quick change tools 





can do just that! 
change tools in seconds 


BEAVER QUICK CHANGE TOOLS make it possible to 
selling th ese change tools in seconds with a twist of the wrist. To take 
out the tool, just turn the locking collar one-quarter turn to 
too ls ena b les the left . . . next, insert the new tool, one-quarter turn to the 


right to lock it in place—the tool change is completed. 


you to render BEAVER QUICK CHANGE TOOLS are equal to con- 


ventional taper shanked tools as to rigidity and concentricity 


a real service 


yet provide these additional advantages— 


to your * Reduce tool change time Multiply the uses of ex- 


to seconds isting machines 
customers Lessen operator fatigue a 4 = 
ssure greater repetitive 


Provide greater operator accuracy 
and creates safety 


Eliminate wear and tear 
and replacing of draw bars 


Permit accurate presetting 
of tools away from the 
machine 


a large 


Eliminate damage to ex- 
pensive machine spindles No increase in tool cost— 


sa le S p O te n tial and spindle bearings less in most cases 


You are overlooking a good bet if you do not investigate what these 
tools can do for you. 


for you 


Contact your Industrial Distributor or write 


| BEAVER 


Machine operators like these tools— ee ~ BEAVER TOOL & ENGINEERING CORP. 


Yr 


f > P.O. Box 429 ° ROYAL OAK, MICHIGAN 


they meet the challenge xe 

MANUFACTURERS OF: BEAVER QUICK CHANGE TOOL HOLDERS AND ADAPTORS 

FOR ALL SPINDLE TYPE MACHINES « BEAVER STANDARD TOOLS WITH CON 

of present day automation VENTIONAL TAPER SHANKS « EAGER BEAVER FACE AND SHELL END MILL CUTTERS 
COMPLETE TOOLING SERVICE 
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SELL THE COMPLETE PAASCHE LINE! 


AS MODERN 
AS TOMORROW'S 


IMAGINEERING 


The drawing boards at 
Paasche have been lighted 
by “midnight oil” many 
times in the past few 
months. And Paasche 
Dealers everywhere will 
reap the benefits. 

Exploration in the fields of 


FriAccmteioed MA enevtactert 4. C. Hawthorne, Jr. 


applications has resulted 
in entirely new concepts— 
ideas to cut costs and 
speed up operations to a 
degree never before possi- 
ble. 


Dealers! Be ready to take 

full advantage of a com- 

pletely new era in airfin- 

ishing created by Paasche 

engineering—an era that . 

will skyrocket your sales 

and profits. 

er 3 _— 
any choice dealerships 

are now available! 


Write for complete information. 


¥ 


4 


fs 


. 


F. T. Gearhart 


Five New Managers 
Head Delta Districts 


Rockwell Mfg. Co.’s Delta Power 
lool Division has appointed new 
district managers in five regions 

They are: A. Cary Hawthorne, 
district manager for Maryland; 
Frank T. Gearhart, Philadelphia 
South New Jersey; James A. Web 
ster, Jr., Western New York, Charles 
S. Zollinger, Pittsburgh, and George 
Wulff, part of the Northwest 

Mr. Hawthome was recently an 
executive of the Farm Equipment 
Division of O. A. Newton & Son 
Co. Mr. Gearhart spent five years 
in sales for Penn Machinery Co. 

PAASTHE AIR&RUSH CO. Philadelphia and four years with 
VISION OF CLINE ELECTRIC MA a MPAN? Yates American Machine Co. Mr. 


1915 W. Diversey Pkwy Chicago 14, Illinois Webster has been with Commercial 
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Phone your local INDUSTRIAL SUPPLY DISTRIBUTOR 






























































Little Jack Horner sat in a corner 

Checking his taps and dies. 

He checked for precision, long-life, and condition, 
And said, “Bay State takes the prize!” 


Bt A betieldntotie 2. Irh de 


a a BAY STATE TAP & DIE COMPANY 
es ~MANSFIELD, MASSACHUSETTS 
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Doing the 
Hole Job- 


Better, Faster, 
at Lower Cost 


with UNSURPASSED ACCURACY 
at all vital points 


®@eac 


Tru-Square Mirror-Finish Solid Ground Accurate Microcentric 
DRIVER FLUTES THREAD FORM RAKE ANGLE CHAMFER 


@ Besly can help you to help your customers 
get better threaded parts, longer tap life and lower 
tapping costs. And, Besly’s specialized help in 
selling and servicing the “big volume” users means 
better cutting tool profits for Distributors. 

Ask how we might work together to get you more 


of this worth-while “big volume” business. 


BESLY-WELLES 


CORPORATION 


Est. as C. H. Besly & Co. 1875 
106 Dearborn Avenue . South Beloit, Ill. 
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J. A. Webster, Jr. 


C. S. Zollinger 


George Wulff 


Solvents as a salesman and with 
Union Carbide Corp. With Rock 
well since last spring, Mr. Zollinger 





is a former demonstrator for Joseph 
Horne Co. He also worked for the —greater confidence in gaging results 


Pittsburgh & Lake Erie Railroad. 
Mr. Wullf’s district includes —continuous uniformity of production 


Idaho, Montana and part of Wash —lower gage costs per piece inspected 
ington. A tool buyer for Emst 
Hardware Co., Seattle, for the past 


ars, | orked before thz 
to sem he rrkd ete dat in | gl ACERS RY GAGES 
ne METRO 


Permacel Appoints 
Six Representatives 


Six new manufacturers’ represent 
atives have been named by the 
Permacel Tape Corp. They are: 

For the New Jersey and New York 
area—R. L. Gentry, R S A Co. 
Rutherford, N. J. 

For Iowa, Nebraska, Kansas, Mis 
souri and southern I[llinois—H. W. 


Knaggs, Belleville, Il. 
For Wisconsin and northern , Built ta 
Illinois—L. A. Chambers Co., Chi- 


cago. 
For southern New Jersey, Pennsyl- STAY ACCURATE LONGER 


vania, Delaware, Maryland, District 


of Columbia and \ irginia—Edward Micre-Lapped Finish 

Braddoc k, Haddonfield, N. J. keeps geges eccurete Extra Clearance 
For Michigan—Jack I horpe, longer by reducing wear. at root of ring 

Detroit No sharp ‘‘hills"’ and gages permits 

. £54 : “valleys” to wear quickly wear correction, 
For Kentucky, Ohio, West and reduce gage ac- 

Pennsylvania, West Virginia—Near — 


Bear Corp., Richfield, Ohio. 





Convolution of 
Truncated Thread Form First Full Thread 
—- of thread plug at on thread plug and / 
New Marketing Post | ng cost. = ring gages removes ' ) 
Cremted ty B W: i canes ne wes nd sharp scoring edges 
‘reated by Borg-Warner ag ae pe ead prevents chip 
mits easy chec , 

: ping. Also’ makes 

Borg-Warner Corp. has appointed TRUNCATED FULL «= for gage wear. Besly-Metro Gages 
Paul A. Barkmeier, formerly a vice camer 5 wee. 
president of Radio Corp. of 


America, to the newly created post Stress-Relieved 





Lapped and 

@ Inspected at 68°F. 
‘ : in air conditioned 
of director of marketing services. during manufacture (a) room which dupli- 
by ‘‘deep-freezing™ 7 —) cates Bureau of 
to normalize and re- R | Standards require- 
pointed director of research and = lieve stresses and meat 

strains. 


Herman E. Happel has been ap 


development 


BESLY-WELLES <orrorarion 


Est. as C. H. Besly & Co. 1875 
106 Dearborn Avenve ° South Beloit, Illinois 


Installs New Furnace 


Southern Screw Co. has installed 


a new furnace to harden tapping \ 
and aluminum screws. Its opera TIPPED 
tions will obviate the need for send REAMERS caces \ 
ing fasteners outside for hardening ; i“ 
YY 


and improve service, officials said. 
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| Now Ready 





CATALOG 


44 Pages on 
INSERTED BLADE 
MILLING CUTTERS 


This new, comprehensive catalog- 
contains practical, useful in- 

formation on High Speed Steel and 
Carbide Milling Cutters and includes 
full information on the following types 
of Viking Cutters available including: 

Staggered Tooth 

Half Side 

Interlocking 

Face Mills 

Shell End Mills 

Dove Tail 

Single Angle 

Double Angle 

Specials 


FREE on REQUEST 


P 
! 

I 

! 

I 

| 

! 

* 
! 

I 

! 

i 

! 
' 


TOOL CO. 


398 


for YOU | 





Ce a 


ETAT TAS 


\ 
RIND) pyy LETINGSS 


Describing the NEW 
DEXAMATIC TOOLING 
with 
exclusive VIKING “CHIPTROL” 
6-pages of data on this recent ex- 
clusive Viking development in index- 


able, “throw-away” carbide insert 
type tools including such features as: 


Positive and Negative Rakes 
Fully Adjustable Chipbreakers 


nte Pp 





Parts 
Rugged Broached Slot Holders 
Heavy Duty Screw-Actuated 
Wedgelocks. 


Use coupon below for a prompt 
response to your request for copies 
of these two NEW pieces of in 
formative literature. Remember: The 
Viking line makes a dependable 
line to handle. 


MAIL COUPON TODAY 
(Ssaeee ae ae a = | 


VIKING TOOL CO., 1 
SHELTON CONN. 


Please send me, without obligation your | 
44-page Milling Cutter Catalog []; your " 
Bulletin #55 [). 


Nome . 
Position 
Company 


Address 
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Kansas City Branch 
Opened by Thor 


Thor Power Tool Co. has opened 
a new sales and service branch in 
Kansas City. 

It will occupy a new building at 
606 West 17th St., serving distri- 
butors and users in Kansas, Missouri, 
Oklahoma, Arkansas and Nebraska. 
R. C. O'Connell, former manager 
of the Thor branch in San Fran- 
cisco, will head the operation. 

The branch will include a service 
station for repairing all types of 
Thor tools and will be manned by 
factory-trained service men. 


Speedway Expansion Planned 


Thor Power Too] Co. will build 
a new plant in LaGrange Park, IIl., 
which is expected to triple the 
production of its SpeedWay Mfg. 
Co. division. ‘The plant is slated 
for completion in early 1957 on a 
recently 15-acre | site. 
Chor acquired the SpeedWay firm 
two years ago. 


purchased 


Denver Branch Moved 


Thor has moved its Denver 
branch to new, larger quarters at 
2704 West 8th Ave. With twice 
the floor space of the former build- 
ing, the branch will have increased 
stock and modern service facilities, 
C. H. Gabriel, stated. 
Ihe office serves Colorado, Utah, 
Wyoming and parts of New Mexico, 
Idaho, Nevada, Oregon, South 
Dakota and Montana. 


manager, 


Brewer-Titchener 
Names Representatives 

The Brewer-Titchener Corp. has 
appointed William Robinson Co., 
New York City, as representative 
for BTC industrial 
hardware in New York, New Jersey, 


marine and 


Maryland, Delaware, eastern Penn- 
sylvania and the District of Colum 
bia. 

The company has appointed 
Higgins & Lind, Inc., Chicago, to 
industrial 


hardware lines in Illinois, Indiana, 


handle its marine and 


Wisconsin, eastern lowa and 


metropolitan St. Louis. 





HOW CAN YOU LOSE? 





Feature the complete line of Kidde fire Acid, Foam, Water, Anti-freeze and Vapor 
extinguishing equipment, and you're bound izing Liquid Extinguishers, Pump Tanks. 
to win! You get the nation-wide support of Nothing is missing in the Kidde line! 
hard-hitting Kidde advertising and product As for Kidde quality...it speaks for 
publicity. itself. It's a well-known fact that Kidde 

To insure supply, eight strategically- extinguishers are the best designed, best 
located, company-operated Kidde ware- made, best in performance. 
houses are geared for fast delivery, let you Our national marketing policy restricts 
do business with a minimum inventory. As the number of distributors in any given 
a Kidde distributor, you can fill orders for area. To cash in on this profitable program, 


CO, and Dry Chemical Portables, i, eee Kidde today. 


VISIT OUR BOOTH, NO. 837—TRIPLE INDUSTRIAL SUPPLY CONVENTION--MAY 21-23, ATLANTIC CITY 
































Walter Kidde & Company, Inc., Industrial and Marine Division 
522 Main Street, Belleville 9, New Jersey 
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from all angles 
A GOOD DEAL 
FOR DISTRIBUTORS! 


2 aN 1 


UNIVERSAL SLOTTED ANGLE SYSTEM 


Flexangle can be used for stock racks, 
production benches, stock carts, main 
tenance platforms, temporary parti 
tions, movable billboards, mezzanine 
floors, ladders, conveyor frames, ma- 
chine guords, pilot production set 
ups, switchgear racks, etc. Makes ex 
ceptionally rigid, fire resistant, space 
saving structures without drilling, 
welding, or painting, and with a min- 
imum of measuring. Flexangle com- 
ponents are completely re-usable 
and can be stored in a minimum of 
space. Competitively priced for con 


tinving dealer profits. 


FLEXANGLE IS SOiD ONLY 
THRU DISTRIBUTORS 


For further information about a 
Flexangle distributorship, contact 


FrL= 


CA AS MANY USES AS THERE ARE NEEDS 


cA SAVES SPACE, TIME, MONEY, & LABOR 


cd OUR DEFINITE, PUBLISHED SALES 


POLICY PROTECTS DISTRIBUTORS 
COMPLETELY 


ra HIGH-POWERED RESULT-GETTING PRO- 


MOTION AND ADVERTISING PROGRAM 


SUPPLY ASSURED—MADE BY 
BETHLEHEM STEEL CO. TO OUR 
SPECIFICATIONS 









































GENERAL PURPOSE RACK showing use 
of FLEXANGLE bolt direct type shelving 


276 PARK ROAD, WEST HARTFORD 7, CONN. 
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General Electric 
Opens New Motor Plant 


General Electric Co. has offically 
unveiled a new $7 million electric 
motor plant at Schenectady de 
signed for rapidly expanded pro- 
duction over the next ten years. 

Ihe plant features push button 
controls which result in manufac 
ture of standard motors with only 
two major hand operations. Officials 
called it the first plant to make 74 
to 30 horsepower range motors on 
a mass production basis. 
despite 
production, the motor department is 


Chey. said automatic 
employing more personnel than 
before the changes. 


Willson Products 
Now Ray-O-Vac Division 
Willson Products, Inc., which 
was purchased last year by Ray-O- 
Vac Co., has been merged with 
the parent firm as a division. Off- 
cers of the new Willson Products 
Division are J. C. Ryan, president; 
’. A. Willson, Sr., vice president 
for research and production, and 
W. C. Weeks, vice president for 
sales. Mr. Ryan is also executive 
vice president of Ray-O-Vac. 
[he merger is the first step in a 
diversification program, according to 
Rav-O-Vac officers. 


Brunner Appoints 
Sales Representative 


Brunner Mfg. Co. has appointed 
George L. Hickey, Jr., as sales repre 
sentative in the New York metro 
politan area for Brunner and _ its 
afhliate, The 
Gainesville, Ga. 

Previously with Dyle & Roth Mfg. 
Co., he is a graduate of the Massa 


Brunner Co., of 


chusetts Institute of Technology. 
He has also worked for Servel, Inc., 
ind Copeland Refrigeration Corp 


Bridgeport Division Moves 


Bridgeport Thermostat Division 
f Robertshaw-Fulton Controls Co. 
has moved to a new plant in Mil 
ford, Conn., which adds 50% to 
former capacity. 





. and it’s easy to see why. 


With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS . . . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory —spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! ... Just drop us a line. 





BOOTH Triple Mill- Supply 
904 ® Convention 
ATLANTIC CITY 


MAY 20 
thru 23 











Since 1912 makers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. 2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coast-to-Coost 


timmy 


t 


the STANDARD electrical toot co. === 


MACHINE TOOLS . . . SINCE 1912 © 2520 RIVER ROAD ¢ CINCINNATI 4, OHIO 
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WHEN YOU NEED THEM 


@ 


20 


A\ ting 


JUNIOR DRAFTSMAN SECRETARY JUNIOR ACCOUNTANT 


CASHIER SALES REPRESENTATIVE ENGINEER 


* a a 
* 


ELECTRICIAN JUNIOR BUYER MACHINIST 


.- - WILL THEY BE READY? 


What kind of seniors will you hire this year from the high schools 
around you? Fast learners, steady workers, or... ? Good schools 
are vital. And good schools don't just happen. If your company 
can help community groups to get better schools (population 
growth alone demands an extra 200,000 classrooms and 165,000 
more teachers right now), the schools are sure to help your 


company. Think about it, won't you? 


> 


Want to find out how to help in your community 
Get specific information by writing: 
Better Schools, 9 East 40th Street, New York, N. Y. 
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NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


Starrett 


SALES LEADS 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS « 
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MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 





ATHOL, MASS., U.S. 





Precision Tools 


Dial Indicators 


Steel Tapes 


and Gages and Rules 








Transits 
and Levels 





Hacksaws 
and Hole Saws 





Band Saws Band Knives 





Precision Ground 
Flat Stock 











BASIC SALES AND PROFIT BUILDERS 
FOR INDUSTRIAL SUPPLY DISTRIBUTORS 


Widely used, always in demand, al- 
ways easy to sell... if ever there was 
a ‘‘key’’ line, Starrett tools are it. 
Because they fill a basic need, these 
eight profitable, fast-selling lines 
build steady repeat sales . . . the key 
to healthy volume and profit. 


Back of these dependable Starrett 
products stands a company and a 
sales and service organization dedi- 
cated to helping you sell. Starrett 
backs you up in every possible way. 
DISTRIBUTOR POLICY — A hard 
and fast policy of cooperation and 
protection based on over 75 years 
of serving industry through indus- 
trial distributors . . . widely recog- 
nized as a model for effective and 
equitable distributor-manufacturer 
relationship. 


NATIONAL ADVERTISING — An 
outstanding program in business 


VISIT STARRETT BOOTHS 


and consumer publications to pro- 
mote sales to mechanics and indus- 
trial buyers. Every ad features ‘‘Buy 
through your Distributor.”’ 


SALES PROMOTION — An 8-point 
program designed to establish your 
house as headquarters for Starrett 
Tools. A complete, carefully planned 
program of business building 
sales aids and profit stimulators that 
includes tested newspaper ads and 
direct mail pieces with your imprint. 
TELEPHONE DIRECTORY LIST- 
INGS — Your opportunity to cash 
in on the Starrett trade-mark head- 
ings in classified telephone direc- 
tories. Available in leading indus- 
trial centers. 

POINT-OF-SALE DISPLAYS 
Signs, tool display cases, etc. for 
your walls, windows and counters. 
A self-contained display for your 


214-216 e« TRIPLE 


use at shows, exhibits, open houses. 


PRODUCT LITERATURE 
logs, folders, leaflets, stuffers, wall 
charts, price lists . .. complete with 
illustrations, descriptions, instruc- 
tions and useful data . . . powerful 
sales aids that supplement the work 
of your sales people. 


EDUCATIONAL AIDS — Expertly 
prepared and highly regarded by 
instructors, they help earn for you 
the good will of the next generation 
of tool buyers. 


REMEMBRANCE ADVERTISING 
Mechanic's caps, decimal cards, 
calculators, drill size cards, pencil 
clips and other items that are prized 
and used. They help steer orders 
your way. 


Cata- 


FOR COMPLETE INFORMATION, ASK YOUR 
STARRETT SALESMAN OR WRITE ATHOL. 


INDUSTRIAL SUPPLY CONVENTION 
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WRIGHT Hoist Equipment 
to fit any job 


WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 


These FEATURES make 

WRIGHT Safeway Hoists Easy 

and Profitable Sales Leaders 
12 SIZES FOR LOADS FROM 2 TON TO 50 TONS 


PAPI ROE 





The WRONG Design 


Smaller, lighter sheaves 


The WRIGHT Design 


Big idler and load sheaves 


Speedway | 


insure smooth load lifting 
and ideal conditions for 
block chain operation. 


with angular chain pull 
cause undue stress on chain 
and operator. 


Electric 
Hoists 


Ideal lifting units for loads 


WRIGHT Safeway Hoists are built to last longer, do 
more work and do it easier. This is because WRIGHT 
hoists are designed right to give utmost operating 
efficiency. Compare these WRIGHT features with a less 
efficient (WRONG) design: 
WRIGHT Hoist chain loading 
is constant. Chains operate 
in straight line—no strain. 


WRIGHT’s big idler sheaves : WRONG has 3... 


from \% to 10 tons. Most 
dependable for production 
jobs. Easiest to service. 


WRIGHT Pull-A-Way 

WRIGHT Pull-A-Way is an ideal 
tool for those quick hookups... 
to move motors and machinery, 
open freight car doors, stretch 
and hold tension supports, etc. 
Weighs less than 9 pounds. Rated 
at 3,000 pounds. 


WRONG has small sheaves, 
and chain pulls at an angle 
with greater strain. 
is tougher 
have 5 to 6 pockets. to operate. 

WRIGHT idler sheave 
rotates once in passing 10 
or 12 links of chain. 


WRONG rotates twice... 
wears out faster. 
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WRIGHT Hoist carries 3 WRONG, with its less 
tons of a 6-ton load on each > efficient design, carries 3 
strand of chain. tons plus on each strand. 


Have the wriGut Hoist for every plant lifting requirement 
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WRIGHT Jib Crane 

WRIGHT Jib Cranes are 
extremely desirable to sup” 
plement regular traveling 
cranes or monorail track, or 
for individual use in bays, on 
side of shops, etc. 


for complete information on the WRIGHT 
line items shown, send for these booklets: 
Safeway Hand Hoists: Bulletin DH-164B 
Speedway Electric Hoists: Bulletin DH-133B / 
Pull-A-Way: Bulletin DH-163B / 
Jib Cranes: Bulletin DH-300 
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Visit BOOTH 1001 
Materials Handling Exposition 
Cleveland, Ohio © June 5-8 
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